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Import Dealers 
Call Shakeout 


Aid to Survivors 


Cling to Confidence 
As Market Tightens; 
Prices Still Firm 

By Robert M, Lienert 


Associate Editor 
MPORTED-CAR dealers remain 
cloaked in confidence despite 
the fact that sales of imports are 
tending to level off in the United 
States—and even decline in some 
localities. 

Current field reports indicate 
import registrations are running 
at a monthly rate of 40,000 to 45,- 
000. A year ago, imports had top- 
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By John E. Walsh 
Staff Writer 


PpeaLens can expect little relief 
from inventory and distribu- 
tion delays until the factories make 
sweeping cutbacks in the number 
of models and options they offer, 
according to a consensus of fran- 
chised retailers surveyed by AvuTo- 
MOTIVE News. 

Practically all dealers said the 
myriad of combinatiors makes it 
virtually impossible to fill anywhere 
near all of their customers’ orders 


glee, 


Factory Aid Needed 
For Distribution Ills, 
Dealers Say in Poll 


ped 50,000 per month and were 


New Hampshire— 





from their own stocks or by swap- 
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Starts on Page 32 
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understand why he should have to 
wait for a car when the nation’s 
total inventory exceeds a million 
vehicles. 
* * * 
y*", few dealers complain that 
maldistribution is the cause of 
their huge inventory problem, They 
blame it on the large number of 
models and options for the most 
part. 
“The factory isn’t forcing these 
cars on us,” said one Midwest deal- 
er, “They send us what we order, 


Officers of the New Hampshire Automobile Dealers Assn. are, from left, Tom Mc- 
Koan, executive vice-president; Leo Appel, vice-president; Walter McGregor, treasurer; 





climbing. 


(Continued on Page 6, Col, 1) 





ping with neighboring dealers. 

















The situation marks the first time 
since imports entered the U. S. 
market in volume that they have 
sold below year-earlier levels. 

* * * 


7 SOME major markets, the set- 
back has been severe. In Los 
Angeles, for example, penetration 
of imports is about half what it 
Was a year ago. 

Most recent sales figures for 
Los Angeles show volume of im- 
ports off more than 30 percent 
from the preceding month. 

In Milwaukee, two months in a 
row have seen imports fall below 
the year-ago period. Registrations 
are about 20 percent below the cor- 
responding 1959 period, Other mar- 
ket areas also show sharp down- 
turns in imported-car sales. 

These setbacks for imports, fur- 
thermore, have come about in a 
period which has seen the overall 
new-car market rapidly expanding. 

a * ok 


GAINST this background, 
Automotive News last week 
asked a representative group of 
import dealers to take a look at the 
current situation and assess the 
future. 
Most interesting is the indica- 


Dealers Assn. 
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South Dakota— 


By John K. Teahen Jr. 


Associate Editor 


Edward Sweeney, president, and Maurice Grant, state director, National Automobile 





New officers of the South Dakota Automobile Dealers Assn., elected at the associa- 
tion's convention in Sioux Falls, S. D., are; from left, Dean R. Bailey (P!ymouth-DeSoto- 
Valiant), Sioux Falls, treasurer; L. B. Vidal (Oldsmobile-Cadillac), Rapid City, president; 
Paul McKean (Buick), Sioux Falls, vice-president, and Leon Miller (Chevrolet-Oldsmo- 
bile), Winner, secretary. (See story on Page 8.) 


Buildout Bonus Is on Agenda 
Of NADA Board This Week 


Such cases call for special or- 
ders from the factory, and the 
waiting periods vary from 10 
days to six wecks generally, de- 
pending upon the model and 
whether the particular options 
have wide acceptance. 

Most of the dealers think short 
delays are not unreasonable, but 
find it takes a careful explanation 
to placate the customer who can’t 


Senate Committee 
OK’s Monroney 


Security Measure 


ASHINGTON.—The Senate In- 

terstate and Foreign Com- 
merce Committee last week voted 
favorably—11 to 5, breaking across 
party lines—on the territory secur- 
ity bill sponsored by Senator A. S. 
(Mike) Monroney, Oklahoma Dem- 
ocrat. The committee made no 
changes in the bill as reported by 
its Auto-Marketing Subcommittee 
three weeks ago. 

Monroney told Automotive News 
that the “better than two-to-one 
vote offers the first ray of hope for 
the stability of franchised dealers 


carrying out the wishes of an over- that they have had for several 


whelming majority of the nation’s 


June Output Set 
At 620,000 Cars 


Model-Run Total 
To Top 5 Million 


By Martin L. Whitmyer 
Staff Writer 
/—_eerrrs an inventory of more 
than a million cars, the auto 
industry last week geared up to 
turn out 620,000 cars in June. 

This would be the third largest 
June in history, a L5 percent 
boost from the 611,958 units turn- 
ed out in May. The total has been 
exceeded only in June, 1955, when 
649,391 cars were built, and June, 
1950, when 717,343 cars were pro- 
duced. . 

If June production does reach 
620,000, it will push 1960 model-run 
output to an estimated 5,350,142 
units, or to 96.1 percent of the 
5,566,527 cars turned out during the 
entire 1959 model. run, 

With current-model output 
standing at 4,730,139 units at the 
end of May, the industry is expect- 
ed to exceed five million on June 
14, The comparable car of 1959 


tion that 85 percent intend to 
continue in the import field, de- 
spite current sales difficulties. 


EADERS of the National Auto- 
mobile Dealers Assn. are solidly 


dealers. 
+ + * 


years.” 
Under the bill, manufacturers 
would be permitted to give an 


(Continued on Page 71, Col, 3) 





behind the nation’s auto retailers 
in their campaign for buildout 
bonus reforms. 

The subject will occupy a 
prominent place on the agenda 
of this week’s meeting of the 
NADA board of directors in De- 
troit. Bonus reform is one of 
NADA’s chief projects this year. 
In fighting for changes in the 
buildout bonus system, NADA is 


Ike to Address 








Nearly two-thirds denied they 
were discounting at retail. And 
among those who admitted to dis- 
counting, most described it as 
minor or as no greater than a year 
ago. It’s obvious that, except. for 

(Continued on Page 4, Col, 1) 





Top Cars 


New-car registrations for three 
months, plus 29 states for April: 








1960 1959 
Pos. Make Pos. Show Banquet 
1— 458,119 Chev. 392,075— 1 
2— 395,708 Ford 379,331— 2 RESIDENT EISENHOWER 
3— 123,116 Plymouth 92,229— 5 will be the guest of honor and 
4— 109,849 Rambler 84,993— 6 | principal speaker at the National 
5— 108,732 Pontiac 102,152— 4 | Auto Show’s Industry Banquet in 
6— 96,442 Olds, 103,458— 3 | Detroit’s Cobo Hall Monday, Oct. 
I— 95,775 Dodge $4,645—11 | 17, two days after the opening of 
8— 173,538 Buick 715,904— 7 | the show. 
9— 46,341 Mercury 41,564— 9 The banquet originally was 
10— 43,284 Cadillac 42,450— 8 | scheduled for Thursday, Oct. 13, 
1l— 32,307 Stude. 36,575—10 | but the date was changed to ac- 
12— 22,481 Chrysler 15,736—-12 | commodate the President, ac- 
18— 11,816 Comet ......... cording to a spokesman for the 
14— 8,789 DeSoto 11,791—13 | Automobile Manufacturers Assn., 
= oe — oan te sponsor. of the 43rd show. 
perial Y The affair will be held in Cobo 
154,116 Misc. 160,228 Hall’s Banquet Room, which can 
Total All Makes accommodate 2,800 guests, and will 
1,792,788 1,586,856 be the largest such banquet in the 


industry’s history, the AMA spokes- 
man said. 


Further details on Page 66. 














| ia! A recent survey by AUTOMOTIVE 
News, more than 85 percent of 
the respondents suggested changes 
in the bonus setup, and 72 percent 
declared that the present arrange- 
ment is unfair. 

Most of the criticism was di- 
rected at the factory-assigned 
quotas which determine a deal- 
er’s eligibility for bonus pay- 
ments. The quotas were termed 
unrealistic, and it was contended 
that they favor the weak dealer 
at the expense of the more-effi- 
cient operator. 


additional discount, rebate or al- 

lowance (not exceeding five per- 

cent of the total manufacturer’s 
suggested retail price) to a dealer 
selling within his franchised area. 

Monroney said the heavy mortal- 
ity among franchised dealers can 
be reduced only by offering the 
dealer incentive so that through 
intensive cultivation of his trade 
area he can meet expenses on sales 
and service maintenance. 

No hearings have been sched- 
uled in the House. But the out- 
look for the bill this near adjourn- 
ment would be considerably im- 

The per-car bonuses in most pro- | proved if Rep. Oren Harris, Arkan- 
grams are geared to the percentage | sas Democrat, could fit them into 
of quota attained by the individual | his crowded Interstate Commerce 
dealer during a specified period. In | Committee business. 
effect, these varying rebates mean| Monroney “hopes most sincerely” 
that dealers handling the same line | that the Senate can take action this 

(Continued on Page 72, Col, 1) | session, 





Inside Automotive News... 
Banks defend sales “meddling,” Page 19. 


Wisconsin dealer ruling clarified, Page 8. 
Corvair changes GM plant methods, Turnings, 


Page 20. — 
Truck sales show strength, Page 82. 





Roche, Warner 
Promoted at GM 


PPOINTMENT of James M. 

Roche as distribution vice-pres- 
ident of General Motors has been 
announced by John F. Gordon, GM 
president. 

Roche, a veteran of 33 years with 
Cadillac, has been the division’s 
general manager and a GM vice- 
president since Jan. 1, 1957. He 
succeeds William F. Hufstader, 
who will retire June 30. 

Harold G, Warner, Cadillac 
works manager since 1955, has been 
named to succeed Roche as Cad- 
illac general manager. Warner also 
has been appointed to GM’s admin- 
istration committee, 

Warner has risen to Cadillac’s 

(Continued on Page 6, Col, 5) 





H, G. Warner 
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°59 Total Topped Only in 1956... 


4.4 Million Vehicles Scrapped 


AMERICANS consigned 4,480,000 
cars, trucks and buses to the 

rap heap last year, according to 

uTomotive News estimates, It was 
the second highest total in history 
and the seventh straight year that 
scrappage has exceeded four mil- 
lion vehicles. 

A breakdown shows that an 
estimated 3.9 million cars and 
580,000 trucks and buses went out 
of service in 1959. 

Only in 1956 did scrappage sur- 
pass last year’s figures. That year, 
owners junked 4,327,000 cars and 
621,000 trucks and buses for a total 
of 4,948,000 vehicles. 

+ . 


TBAT was the only year car 
scrappage ever has topped four 
million, but the 1956 truck total has 
been beaten twice. In 1950, truck 
scrappage reached 636,000, and in 
1951 it soared to an alltime high 


Because of the figures involved 
in scrappage computations, the 1959 
estimates must be termed “prelimi- 
nary” at this time. 

The picture will become clearer 
next spring when the United States 
Bureau of Public Roads reports on 
state motor-vehicle registrations 
for 1960. Those figures will enable 
statisticians to tabulate more ex- 
actly the number of units for which 
owners did not purchase 1960 li- 
cense plates. i 


A FTER seven years in which 
scrappage (cars and trucks 
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Sweepstakes Winner— 


Robert E. Glover, center, salesman at 
Mt. Greenwood Motors, Chicago, receives 
his “Larksmanship sweepstakes” national 
certificate from J. H. Brenner, assistant 
general sales manager, Studebaker-Pack- 
ard, at a luncheon in South Bend. Glover 
won the award for giving the most Lark 
demonstration rides among S-P dealers 
and salesmen during the 60 days preced- 
ing April 20. A similar sweepstakes will 
end June 20. 








Business Barometer 


Automotive News Economic Index — 


99.0 Percent of Last Week 
100.2 Percent of Like Week Last Year 


Last Week Last Year 

Auto Production ........... ee 142,555 92.0 121.3 
Truck Production ........... aes 29,652 105.2 116.9 
Auto Registrations—Year to date.. 1,792,788 ; 113.0 
Truck Registrations—yYear to date. 244,338 <n 105.0 
Steel Production—Tons ......... 1,870,000 92.1 70.6 
Lumber Production—Board feet... 248,430,000 97.1 94.2 
Soft Coal Output—tons ........ 8,370,000 102.1 98.5 
Oil Refinery Output—Boarrels ..... 47,765,000 98.9 100.0 
Barometer Freight Cer Loadings 360,460 98.6 91.8 
Department Store Sales Index .. 138 103.0 99.3 
Stock Merket Price Index....... 394.8 99.2 92.2 
U.S. Gevernment Spending 

—Fiscal year to date .......... .» $83,269,444,000 eat 99.2 
Commercial and Industrial Loans $31,222,000,000 100.5 SMe 
Savings Deposits ............... . $30,526,000,000 100.0 100.1 
Used-Car Prices—Average........ $972 96.0 92.8 
Business Failures ................ 299 95.5 113.3 
Com Common 
eh June! May 25 1960 Range Stocks June! May 25 1960 Range 
AMC....... 23% 244%, 29%2-22% TH... 20.00. 42%, 41% 50%-41% 
Chrysler... 44% 45%, 71%-42% Mack...... 39 39% 552% -36% 
Pord....... 66 66%, 92% -64% i caacdscee 9% 9% 24%-9 
GM........ 43% 44%, 55%-43 White...... 47%, 49%, 67%4-45 

(June 6, 1960) 


combined) has topped four million 
units, auto men are looking ahead 
to the next plateau—years in which 
upwards of five million vehicles 
will be junked. 

Scrappage flirted with the five- 
million mark in 1956, and many 
observers believe that level will 


State Aide Sees 
Hint of Fraud in 
Cooke Collapse 


LOUISVILLE.—The complex col- 
lapse of the Thurston Cooke auto- 
motive empire here became even 
more involved last week as the 
commonwealth’s attorney stepped 
in to investigate what he termed 
“evidence that indicates criminal 
fraud.” 

The official, Laurence E. Higgins, 
said the evidence was becoming 
manifest after two customers 
charged that a pair of conditional- 
sales contracts, turned up among 
the assets of Cooke enterprises, 
were not signed by them. 


A Louisville man, Raymond J. 
McDonogh, said he bought a 1955 
Ford from Cooke in 1958 and was 
still paying on it. When the as- 
sets of the Cooke enterprises 
were assigned, McDonogh said 
he received claims for payments 
on two cars—the 1955 and a 1958. 

Another Louisville resident, A. R. 
Daugherty, made a similar charge. 
Higgins commented, “Upon com- 
pletion of my investigation and 
based upon the evidence now be- 
fore me, I expect both of them (the 
McDonogh and Daugherty cases) 
to be presented to the grand jury.” 

Assets of five Cooke firms were 
assigned to the Louisville Credit 
Men’s Assn. in late May amid con- 
fusion over whether the assets were 
sufficient to meet the debts of the 
firms. 

A meeting of Cooke creditors was 
called for last Thursday and about 
half of the group appeared. Those 
at the meeting agreed to continue 
with the liquidation through as- 
signment. 

It was mentioned at the meet- 
ing that new cars held by Cooke 
dealerships were being redistrib- 
uted to other dealers and plans for 
selling the used-car stock to deal- 
ers on a bid basis were noted. 

A committee was named to 
represent the creditors. No infor- 
mation was available about the 
extent of the debts and assets 
of the Cooke enterprises. 

Firms assigned are a holding 
company, Thurston Cooke Ford, 
Thurston Cooke Mercury, City In- 
vestment Co. and Gateway Dis- 
count Corp. The future of other 
Cooke interests in and out of the 
auto field has not been determined. 
A leasing company was not assign- 
ed but is not doing business. 







Percent of 
Percent of Like Week 






















be reached within a few years. 

Rising sales tend to boost scrap- 
page, and local, state and national 
safety campaigns are other impor- 
tant factors. 

Compulsory inspection laws, 
which are on the books in some 
35 states, have nudged many junk- 
ers off the highways, and annual 
programs like the National Vehicle 
Safety Check have convinced other 
owners that it’s time to retire 

worn-out vehicles. 
* * as 
sheer weight of years and 
miles is the biggest item in the 
scrappage picture. At present, the 
average age of scrapped cars is 
estimated at 10 to 11 years. 

On the road today are about 10.5 
million cars that are more than 
10 years old. Of these, 9.5 million 
were built between 1946 and 1950, 
and another million are prewar 
models. 

Many of the prewar units are 
hanging to life by a thread, and 
a lot of the early postwar models 

also shudder when they pass a 
junkyard. 

Passenger-car scrappage exceed- 
ed the three-million mark for the 
first time in 1951, when 3,122,000 
units were junked, After reaching 
an alltime high of 4,327,000 in 1956, 
it declined for two years, then 
started upward again with last 
year’s estimate of 3.9 million. 

* * * 


eos scrappage hit 535,000 in 
1949 and hag remained above 
the half-million mark ever since. 
The alltime high, as mentioned 
above, was 652,000 in 1951. 

Combined car and truck scrap- 
page totalled 3,001,000 in 1931, and 
that record stood until 1949. The 
first four-million year was 1953, and 
the alltime record of 4,948,000 was 
reached in 1956. 

During the last 10 years (1950- 
59), scrappage has averaged about 
4.14 million vehicles per year—3.55 
million cars and 590,000 trucks and 
buses. 


Alabama Independents Elect— 








New officers of the Alabama Independent Automobile Dealers Assn. look over a 
program for the group's eighth annual convention in Mobile, Ala. From left are 
John W. Boozer, Tuscaloosa, president; W. E. Ferrell, Mobile, vice-president, and 
W. G. Kirkland, Tuscaloosa, secretary-treasurer. Not shown are Vice-Presidents Arnold 
Peak, Birmingham; Frank W. Gardner, Montgomery, and Ed Lott, Decatur. 


‘Best Ad Buys’ 


* * 


Discussed 


At AIADA Convention 


MOBILE, Ala.—The eighth an- 
nual convention of the Alabama 
Independent Automobile Dealers 
Assn. was highlighted by a panel 
discussion on “the best buys in ad- 
vertising.” 


The convention, held here, at- 
tracted some 100 delegates. 

Participating in the panel dis- 
cussion were John Ovitt, account 
executive, Justin Weddell & As- 
sociates, Pensacola, Fla.; Martin J. 
Johnson, manager, Mobile Social 
Security office and a past governor 
of the Deep South District Adver- 
tising Federation, and J. Holliday 





Safety Check 


DETROIT. — The May Safety 
Check program is turning up just 
what its sponsors thought it would 
— a host of defective cars and 
trucks, a sampling of reports on 
the program in various sections of 
the nation shows. 

The check in the St. Louis area 
showed that 57 percent of the 
5,405 automobiles inspected had 
One or more defects. The area’s 
program was sponsored by the 
Safety Council of Greater St. 
Louis. 


Of the cars listed as unsafe, 22.4 
percent had defective rear lights; 
22 percent, steering; 20.1 percent, 
brakes; 12.2 percent, tires, and 9.2 
percent, front lights. 

The checks were made by 90 
mechanics representing the Greater 
St. Louis Automotive Assn., Inde- 
pendent Garage Owners of Greater 
St. Louis, District 9 of the Interna- 
tional Assn. of Machinists and the 
St. Louis Hotrod Safety Council. 


In Wisconsin, 291 state, county 
and local officials launched an un- 
announced inspection in 69 coun- 
ties. The officers checked 42,147 ve- 
hicles and found 18,221 defects on 
11,929 of them. 


The owners were given warn- 
ing tickets requiring repairs 
within five days. 

In Flint, police inspected 19,419 





L. A. Schools to Keep 


Behind-Wheel Training 


LOS ANGELES.—Overriding a 
preliminary decision, the Los An- 
geles board of education has 
voted 4 to 3 to continue for at 
least one year the “behind-the- 
wheel” phase of the school driver- 
training program. 

In an earlier budget hearing, 
the board had voted 5 to 2 to 
discontinue behin d-t h e-wheel 
training “because this segment 
of the driver program had diluted 
school time.” 


(LS LST ee 


Many Defects Turned Up... 








Reaches Goal 


cars in a two-week, voluntary pro- 
gram. Defects were found on 4,405 
cars and 926 of them had more 
than one defect. The most common 
problems were rear lights, head- 
lights, brakes and windshield wip- 
ers. 

Officials of Guide Lamp and AC 
Spark Plug Divisions checked 
headlight aiming as an experiment- 
al part of the Flint program. They 
checked 290 cars and found 219 had 
improperly aimed headlights, 

In other safety programs, the 
Michigan Highway Department 
completed an inspection of its 
fleet which includes nearly 3,000 
vehicles. It was the first time 
that the complete fleet was 
checked in a brief period of time. 
In Pittsburgh, a series of meet- 
ings preparatory to the state’s 

semiannual inspection program was 
completed. 


Snow Heads Up 
GM Euclid Unit 


CLEVELAND. — Appointment of 
Virgil L. Snow as general manager 
of the Euclid Division of General 
Motors here is announced by GM 
President John 
F. Gordon. Snow 
succeeded Ray- 
mond Q. Arming- 
ton, who left to 
devote full time 
to his family bus- 
iness interests. 

: Director of en- 
si gineering for Eu- 

clid since April 1, 

! 1958, Snow joined 

‘ the company in 

Virgil L. Snow 1935 in the engi- 
neering design department. 

Armington has been associated 
with Euclid, which manufactures 
off-the-highway equipment for 
moving earth, rock, coal and ore, 
since it was formed in 1931 from 
a unit of a firm founded by his 
father in 1899. 





Veal, former radio executive from 
Pensacola. 


Ovitt said newspaper advertising 
was most effective in larger cities 
but small cities and communities 
were best reached through radio. 
Even when radio is used, Ovitt 
said, an ad should be carried in 
the local paper. 


Johnson discussed mainly the 
benefits of advertising on television 
and told the automobile dealers 
that frequent spot programs, last- 
ing from one to five minutes, were 
more effective through the televis- 
ion media than longer programs in- 
frequently. 

Johnson advised the automobile 
dealers to use all three media in 
their advertising programs, The 
amount of use of each should de- 
pend on the market, he said. 


Veal covered radio advertising in 
his discussion, describing the vari- 
ous techniques of using the media 
at the present and over the past 
several years. 

Robert R. Snodgrass, president, 
Atlas Finance Co., Inc., Atlanta, 
told the AIADA the South is now 
in the top echelon of American 
enterprise and automobile deal- 
ers’ business prospects were 
bright. 

Other top speakers addressing 
the group were James C. Downing, 
president, Downing Distributors, 
Atlanta; Harold Bish, Southeastern 
regional director, National Market 
Reports, Atlanta, and Dr. Henry 
L, Ashmore, president, Pensacola 
Junior College, Pensacola, 


After the speeches, the AIADA 
elected John W. zer, Tusca- 
loosa, president to succeed John 
Anders, Tuscaloosa, Boozer has 
been a member of the AIADA since 
1956 and has been active in the 
automobile business since 1950. 

Vice-presidents elected were 
W. E. Ferrell, Mobile; Arnold Peak, 
Birmingham; Frank W. Gardner, 
Montgomery, and Ed Lott, Decatur. 
W. G. Kirkland, Tuscaloosa was 
named secretary-treasurer, 





Arizona Cracks Down 


On Used-Car Cheats 


PHOENIX, Ariz.—The license 
of any used-car dealer involved 
in a@ proven case of fraud will be 
cancelled, it was announced by 
the State Highway Department’s 
Motor Vehicle Division, 

At the same time, Division 
Supt. Clyde Killingsworth said he 
will ask the State Highway Com- 
mission to hike used-car dealers’ 
bonds from $5,000 to $10,000, Kil- 
lingsworth said his office has re- 
ceived numerous complaints re- 
cently about several Phoenix- 
area used car dealers. Most of 
the complaints, he added, in- 
volved misrepresentation of con- 
tract provisions. 
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By Federal Judge ee 


Wisconsin Clarifies 
Termination Ruling 


Eprror’s Note: The following 
letter from Louis Milan, execu- 
tive vice-president of the Wis- 
consin Automotive Trades Assn., 
clarifies an opinion by a Mil- 
waukee Federal judge with re- 
spect to a termination dispute 
between Chrysler Corp. and AFL 
Motors, Inc. (DeSoto-Plymouth), 
Milwaukee. The letter follows: 
An article in the AUTomotTive News 

of May 16 has caused considerable 
comment among Wisconsin dealers. 
After hearing our explanation on 
the matter, they believed there 
should be clarification in your col- 
umns of your article in order that 
no construction be placed on the 
decision that it reacted unfavorably 
on our Wisconsin licensing law. 

The writer of the article stated 

that the Wisconsin law was “criti- 
cized” by the Federal judge han- 
dling this matter. A careful reading 
of the decision in this case shows 
that this comment is not correct. 


The decision discussed two is- 
sues. The first issue was that the 
burden of proof for continuing 
the temporary restraining order 
until the merits were heard rest- 
ed on the dealer and that the 
dealer did not put in enough 
evidence to meet the burden of 
proof. My personal opinion is 
that the judge erred in this find- 
ing and that Chrysler should 
have had to meet the burden of 
proof—not the dealer. 


The second issue dealt with in- 
terpretation of chapter 218 Wis. 
Stats. The decision referred to the 
Kuhl Motor Co. case where chap- 
ter 218 was held constitutional. 
Judge Grubb’s decision stated, 

“. . . The Supreme Court did not 
comment upon the meaning of the 
words “unfairly,” “the equities of 





Crooks Leaves 


Texas Dealer Assn. 


AUSTIN, Tex.—Tom J. Crooks 
has resigned as manager and treas- 
urer of the Texas Automotive Deal- 
ers Assn., a post he has held since 
1952. He joined 
TADA in 1948 as 
assistant man- 
ager under the 
late W. A. (Cap) 
Williamson. 

Earlier, he had 
edited a publica- 
tion for the Tex- 
as Motor Trans- 
portation Assn. 
a and had been a 

‘ field representa- 

Tom J. Crooks tive for the Na- 
tional Highway Users Conference 
in five Southwest states. 

While with TADA, Crooks served 
as a director of the Automotive 
Trade Assn. Managers and was an 
observer from that organization 
to the Magazine, Membership and 
National Affairs committees of the 
National Automobile Dealers Assn. 
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said dealer,” or “without just prov- 
ocation.” We, therefore, have the 
situation where these terms were 
not defined by the legislature and 
as of this date have not been de- 
fined by the Wisconsin Supreme 
Court, but the validity of the stat- 
ute itself has been upheld and has 
been held to apply to create a 
cause of action on the part of the 
dealer for its violation. The deci- 
sion fails to indicate whether such 
cause Of action is legal for dam- 
ages or equitable to prevent the 
proscribed action on the part of 
the manufacturer, or both .. .” 


The decision then continued to 
point out the difficulty of determin- 
ing the meaning of the quoted 


(Continued on Page 6, Col, 3) 





Pittsburgh Dealers Elect Officers— 
Newly elected officers of the Pittsburgh Automobile Dealers Assn. are, from left, 
Phrases above as applied to a spe-| John S. McKean, vice-president; H. G. Foss jr., president, and W. A. Nolte jr., treasurer. 


Hartley R. Graham was reelected secretary-manager. 


Trade-Fair Plans Anger Dealer Association . . . 





New Chicago Show Stirs Hassle 


By David J. Atchison 


Staff Correspondent 


CHICAGO.—A “rhubarb” has de- 
veloped between the Chicago Assn. 
of Commerce & Industry and the 
Chicago Automobile Trades Assn. 
over the former’s 1961 International 
Trade Fair and its plans to hold 
a joint “International Auto Show,” 
which undeniably would be in com- 
petition with the Chicago Automo- 
bile Show held early each year. 

The hassle was touched off at 
@ press conference called by 
Trade Fair Director Richard 
Revnes to announce what was 
termed “an exciting event” for 
1961. Edward L. Cleary, CATA 
general manager, had been in- 
vited to sit in on the conference 
only 24 hours earlier. 

In an atmosphere of “all’s well 
with the world,” CACI Executive 
Director Thomas H. Coulter intro- 
duced Oliver C. Schmidt, secretary- 
treasurer, Import Motors of Chi- 
cago, Volkswagen distributor, and 
S. H. Arnolt, president of the 
British Motor distributorship bear- 
ing his name, explaining that they 
were co-chairmen of the 1961 Inter- 
national Auto Show. The event was 
described as a “spectacular, the 
first of its kind in the U. S.” 

The 1961 International Trade 
Fair will be held June 19-July 10 
in the city’s new lakefront exposi- 
tion center, while the auto show is 
scheduled to run simultaneously in 
the huge parking lot south of Sol- 
dier Field. The 20-acre area will be 
converted into a park-like setting 
with cafes and other facilities in- 
cluding demonstration roadways, 
Coulter said. 

“This unusual out-of-doors 
show will give the public its first 
opportunity to see the new selec- 
tion of both American compacts 
and imported models,” Coulter 
said, “and to go for demonstra- 
tion rides, We also plan to have 
economy checks, safety demon- 
strations, driving tests and speed 
trials.” 

It also was revealed that manu- 
facturers of standard American 
cars will be invited to participate. 

At this point Cleary took the 
floor. 

“I was hoping to be invited to- 
day, for I am both interested and 
concerned at what Coulter has de- 
scribed. I learned of the Trade 
Fair’s plans only yesterday for the 
1961 auto show. With our tremend- 
ous auto show put on each year 
which attracts huge crowds, a show 
sponsored by Chicago businessmen 
for 50 yéars, we should have been 
brought into the picture long be- 
fore this, if only for discussion. 

“Our show will be held in the 
new building, too, and it will be 
the biggest yet. We do not run an 
‘announcement’ show, for all cars 
on display have been: out from 60 
to 90 days. The first showing of 
1961 models will be in Detroit on 
Oct. 15, and ours is scheduled be- 
ginning Feb. 16. Now, you will show 
American models in July, after 
they’ve run their gamut of sales. 

“It seems to me that the CATA, 
with 400 dealers in Cook County, 
should have some sort of a voice 








in this before a formal announce- 
ment of your show is made, and 
I would hereby like to register a 
protest,” Cleary said. 

“We definitely want American 
cars included,” Coulter replied. 
“We'll welcome your help and co- 
operation, and you may be sure 
you'll get it from this organiza- 
tion.” 

“My protest is merely on the fact 
that everybody knew about it but 
us, including Detroit,” Cleary an- 
swered. “If we’d known, we could 
have made other plans. Unfortu- 
nately, we had to take February in 
the new center, but we could have 
gone back to the Amphitheater for 
another year. It seems to me we 
should have been consulted. And 


Chicago ‘Busher’ 
Stops Again as 
BBB Protests 


CHICAGO. —Consternation 
among high-principled dealers on 
the city’s southwest side has grown 
recently with the resumption by 
one of their competitors of tagging 
cars parked along the curb with 
the message “Would You Take 
Voie sabene ta For This Car In Trade 
On A 1960 Plymouth?” 

The subject of these frowns and 
reports to the Chicago Better Busi- 
ness Bureau is a south side Dodge- 
Plymouth dealership. On the re- 
verse side, the cards carry the 
fim’s name and the salesman who 
left it. 

The dealership was brought on 
the BBB carpet three years ago 
for this same practice, but prom- 
ised to “cease and desist” in a 
pledge to the Bureau. Last week a 
salesman for this dealership chose 
the wrong car to tag since it be- 
longed to a Bureau investigator. 
The card offered $1,750 for the 
automobile, a ’58 Rambler Ambas- 
sador. A call revealed that a sales- 
man was out tagging with “the 
boys.” 

The investigator then contacted 
the dealer himself, reminding him 
that as far back as 1953 there was 
strong exception taken to this sales 
technique. He once more agreed to 
stop the practice. 


Williams to Talk 
At Mich. Parley 


LANSING.—Birkett L. Williams, 
president of the National Automo- 
bile Dealers Assn., will be the main 
speaker at the annual convention 
of the Michigan Automobile Deal- 
ers Assn. The convention is sched- 
uled for June 23-25 at Mackinac 
Island’s Grand Hotel. 

Other highlights will include a 
panel on labor relations and an 
old timers breakfast. Herb Estes 
(Ford), Ann Arbor, Mich., will 
speak on the “High Cost of Dry 
Rot on Your Payroll,” and the 
American Finance Conference will 
report on “Controlling Time Sales.” 





the timing is wrong for showing 
American cars in competition with 
foreign makes, where little model 
change is evident year-to-year.” 

Revnes stepped in to point out 
that there was “plenty of time for 
consultation all around. We have 
11 months to plan, and we can 
work together amiably.” 

He explained that the aim of 
the auto show was to “get people 
to thinking about a second car, 
and to spur import sales in the 
Middle West. Also, American 
manufacturers and dealers will 
seize any opportunity to show 
and participate.” 

Questioned about the lower num- 
ber of imported cars scheduled for 
showing at this summer’s Trade 
Fair on Navy Pier, Revnes said 
several manufacturers or importers 
were dissatisfied with the cramped 
display space last year, and pre- 
ferred to wait until 1961. 

“The British group is markedly 
absent,” he explained, “because of 
their own elaborate show held 
simultaneously in New York’s Coli- 
seum, and all their efforts are 
being put forth there.” 

Schmidt described the elaborate 
European auto shows which he said 
outdo anything Americans have 
undertaken, although “we as Amer- 
icans like to think we do every- 
thing a little bigger and better than 
anyone else.” 

He added that: “Cleary expressed 
freely and openly just the way he 
feels about our show. It is unfortu- 
nate, but true, that I have never 
had the chance to express my feel- 
ings openly in his meetings. We 
hope to put on the best auto show 

ever in the U. S., with or without 
the sanction of a dealers’ organiza- 
tion.” 

An expected one million people 
will attend next year’s Trade Fair 
and International Auto Show, 
Revnes said. 


Plymouth Assn. 
Loses Price Plea 


Calif. Court Fails 
To Upset Conviction 


SAN FRANCISCO, — Conviction 
of the Plymouth Dealers Assn. of 
Northern California for price fixing 
has been upheld by the United 
States Court of Appeals. 

The association was found guilty 
and fined $5,000 following a week- 
long trial last spring. The verdict 
was based on U. S. contention that 
the dealers had decided on price 
lists higher than the manufac- 
turer’s suggested schedule during a 
series of meetings. 

The appeal was on the grounds 
that insufficient evidence was pre- 
sented to uphold the verdict and 
fine. 

The association represents 67 
dealers in six San Francisco Bay 
Area counties. 

Similar charges were brought 
last year against the Ford Dealers 
Advertising Assn., Inc., San Jose, 
and the Chevrolet Dealers Assn., 
Inc., Oakland. Action in these cases 
was held in abeyance pending out- 
come of the Plymouth dealers’ 


appeal. 


Simea Extends 


2 Rebate Plans 


DETROIT.—Simca has extended 
two rebate programs until July 31. 
One is the “Spring Selling Spree” 
which pays $50 to the salesman and 
$50 to the dealer for each delivery 
of a Deluxe or Super Deluxe sedan, 
Chatelaine wagon or Plein Ciel 
hardtop coupe. 

Also extended was the “Clear the 
Docks for Spring” program which 
pays dealers $80 to $150 for the 
above models and Ariane and Ved- 
ette sedans, To be eligible for the 
“Clear the Docks” bonuses, dealers 
had to purchase enough units to 
bring their inventories to a fac- 
tory-determined objective, 

Another Simca program pays 
dealers up to $60 for sales of Etoile 
sedans and up to $100 for sales of 
Elysee sedans and Grand Large 
hardtops, 


Hartford Dealer Body 
Elects Dworin President 


HARTFORD.—Hy C. Dworin, 
Dworin Chevrolet, Inc., has been 
elected president of the Hartford 
Automobile Dealers Assn. 

Other officers are: Vice-president, 
Harry C. Hartley, Hartford Buick 
Co., and secretary-treasurer, Rob- 
ert C. Popp, Dennett & Popp 
Dodge, Inc. Elected to the board 
were: Robert Newman, Newman 
Comet-Lincoln-Mercury, Inc.; Bur- 
ton C. Hoffman, Hoffman Motors, 
Inc., and Richard Daniels, Daniels 
Cadillac-Oldsmobile, Inc. 





Finlay Vacations 
Editorial Director Robert M. 
Finlay is on vacation. His col- 
umn, Dealer Forum, will resume 
later in June. 





On the House... 


companies ... 


and 1963... 





Wemhoff 


Sixty out of 170 Chicago dealers surveyed are 
engaged in some form of leasing; 21 said their 
leasing business was part of their dealerships while 
39 reported they had organized separate leasing 
NADA is undertaking a national 
get-out-the-vote drive for November election; urg- 
ing dealers to provide transportation for voters 
. . . DeSoto igs on the engineering boards for 1962 


Malcolm Pierce (Pontiac), past president of 
Brooklyn dealer association, has been appointed 
to executive board of Long Island Better Business 
Bureau ... Over 250 county dealers have attended 


recent Maryland association meetings outlining group’s policies 


and industry problems . 


. . Williston will be site of 1961 convention 


of North Dakota dealers; Keith Howard has been named assistant 


manager of association . . 
in Montgomery... 


. Alabama directors will meet June 23 


Chrysler officials honored Mel Alsbury sr. last week for his 16 
records in Mobilgas Economy Runs; gave him combination ship’s 


clock and barometer . 


. . It’s the 50th anniversary for S-P Corp.'s 


Mary-Ann Club, a charitable organization of S-P office women; it 
was named after wives of John and Clem Studebaker .. . Milwaukee 


dealers will hold annual picnic June 27. 





—Prre Wemuorr, Editor, 
Automotive News 
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Confidence Continues . . 


Shakeout Welcomed 
By Import Dealers 


(Continued from Page 1) 


the makes in real difficulty, im- 
ports still bring full gross. 
* * * 
pa were emphatic about 
their intentions to continue in 
the field. Said one: 

“] still wouldn’t even consider 
becoming a domestic dealer and 
lowering my standards to join 
that rat race. 

“We owe the compacts a word 
of thanks. They’ve run the quick- 
buck boys and the gyppos out of 
business in the import field.” 

He continued, underscoring one 
of the developments that has quiet- 
ly taken place in the import field: 
“One of the Big Three factory men 
informed a local dual dealer to get 
rid of his import line, which he 
did. Now, it’s fewer dealers, but 
more sales (per dealer).” 


. * oa 

H= WAS seconded by a West 

Coast dealer, who said, “Im- 
ports eventually will be handled 
only by exclusive imported-car 
dealers. American car dealers know 
only one way to sell and that is 
DISCOUNT. We still feel imports 
can be sold on quality and snob 
appeal.” 

Another dealer said he definite- 
ly plans to continue, and he men- 
tioned that handling imports had 
increased his net worth 250 per- 
cent in two years’ time. 

The readjustment which appar- 
ently is taking place in the im- 
ported-car market is welcomed by 
more than a few dealers. 

Said one, “We feel the market 
has needed a shakeout. Too many 
manufacturers and too many in- 
ferior products have been offered. 

“The strong will remain.” 

A continued squeeze is seen by 
some dealers. Said an Eastern op- 
erator, “There should be a leveling 
out of the market. Imports without 
adequate service and parts should 
fall off.” 7 cae 


* 
i is a sampling of comments 
from import dealers who were 
asked to peer into the future: 

“Think there is little problem for 
Volkswagen, Mercedes-Benz and 
Rolls-Royce. Cannot see favorable 
future for any others . . .’—Penn- 
sylvania dealer. 

“The import market will shrink 
except for Volkswagen and Re- 
nault.”—Maryland dealer. 

“The weaker makes are going 
out of business.”—California dealer. 

“The market will improve for 
established makes with strong 
dealer organizations. Others and 
duals will go out.”—Ohio dealer. 
“Imported sports cars and small 
sedans costing $1,600 and under 





Jaguar to Acquire 
Britain’s Daimler, 
Continue Output 


LONDON.—Jaguar Cars, Ltd., 
has announced that it will purchase 
Daimler Co., one of the oldest auto 
makers in Britain. 

The two firms have neighboring 
plants in Coventry. 

Although Sir William Lyons, 
managing director of Jaguar, said 
that Jaguar’s need for expansion 
would be met by acquisition of the 
Daimler plant, he added that Daim- 
ler production would continue with- 
out interruption. 

Jaguar builds high-performance 
sports cars and luxury sedans and 
Daimler builds a V-8 sports car and 
luxury sedans. 

Daimler, which was formed before 
the turn of the century, has been 
owned by Birmingham Small Arms 
Co., Ltd., since 1910. Jaguar, formed 
in 1923 to build motorcycle side- 


cars, has been building automobiles | 


only since the 1930s. 

Jaguar was among the pioneers 
in the American imported-car field 
after World War II. Daimler is a 
newcomer to the U. S. market and 
is less well known here. 

In Britain, Daimlers traditionally 


are purchased by persons who are | 
diffident about owning Bentleys, as | 


well as Rolls-Royces. 
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should always have a market in 
the United States.”—Florida dealer. 
+ * + 

BELIEVE the import mar- 

ket will stabilize at about the 

present volume, with the top five 

makes getting about 90 percent of 
sales.”"—-Washington dealer. 

“There are going to be fewer 
brands and fewer but stronger 
dealers.”—California dealer. 

“Dealers with imports as a sec- 
ondary item will probably drop 
them as soon as their domestic 
compacts are announced. Second- 
ary makes (i.e, Panhard, Citroen, 
Volvo, even Fiat, etc.) will slip. 
Volkswagen will definitely increase 
its volume. Renault will level off 
for a general decline in volume.”— 
Vermont dealer. 

ok * * 
WF bee nm import-car market should 
level off at approximately 10 
percent of the total market. Only 
the quality makes offering com- 
plete service facilities nationally 
will survive.”—Michigan dealer. 

“Compacts are affecting cap- 
tive imports and all small sedans 
except Volkswagen. This is due . 
to poor dealer setups and weak 
parts and service.”—California 
dealer (not handling Volkswag- 
ens). 

And then there is the Eastern 
dealer who said flatly: “Within two 
years total foreign-car registra- 
tions will not be a factor.” 


Los Angeles 


Across the Wide Missouri with 


The wide-track Pontiac Bonneville pauses 


Eprror’s Note: This is another 
in a series of reports on the sell- 
ing features of American cars. 


By L, H. Houck 


Travelling Correspondent 


pe AttINe to drive, as docile as 
a kitten, more luxurious than 
mink and much easier to own than 
you’d expect — that’s the elegant 
Bonneville Vista Pontiac. 

Long before I covered the 750 
miles in this 303-horsepower Pon- 
tiac, I realized that this wide- 
tread car has high roadability, 
superb maneuverability and easy- 
riding wheelbase wrapped up in 
a luxurious package. 

From the buyer’s standpoint, 
Pontiac’s engines are the same this 
year in all models, with three sets 
of carburetion packages and a cat- 
alog full of extra-cost options. The 
buyer is not penalized for buying a 
cheaper model in the features that 
count most—chassis, wide-tread, 
suspension and front-end geom- 
etery. They’re the same in all mod- 
els. 


N. C. Sales 


Drop 25 Pct. in Month 


LOS ANGELES.—New-car regis- 
trations in Los Angeles County 
plummeted 24.98 percent in April, 
totalling only 24,294, compared with 
32,384 a month earlier. 

The loss in volume was even 
greater for imports, with 46 
makes accounting for 2,533 reg- 
istrations, a loss of 30.39 percent 
from the 3,639 chalked up by 45 
makes a month earlier. 

The setback was least severe for 
domestic compacts, which declined 
only 7.06 percent, from 8,850 to 
8,225. Compacts took 33.86 percent 
of the market, compared with 27.30 
percent the previous month. 

April registrations by makes 
were: Chevrolet, 3,655 (including 
33 Corvettes); Ford, 3,552 (includ- 
ing 311 Thunderbirds); Falcon, 2,- 
401; Rambler, 1,817 (including 614 
Americans); Corvair, 1,791; Dodge, 
1,300 (including 1,153 Darts); Pon- 
tiac, 1,202; Valiant, 1,142; Oldsmo- 
bile, 860; Comet, 801; Cadillac, 752; 
Plymouth, 671, and Buick, 635. 

Volkswagen, 551; Mercury, 459; 
Renault, 294; Studebaker, 273; 
Chrysler, 249; Austin-Healey, 183; 
Fiat, 167; Hillman, 130; Triumph, 
123; MG, 114; Lincoln, 98; Peu- 
geot, 98; Simca, 87; Volvo, 79; 
Metropolitan, 75; Sunbeam, 74; 
Opel, 69; Morris, 63; English 
Ford, 62; Imperial, 52; Mercedes- 
Benz, 49, and DeSoto, 44. 

Jaguar, 42; NSU, 32; Porsche, 32; 
Borgward, 22; Austin, 21; Taunus, 
21; Vauxhall, 17; Toyopet, 14; 
DKW, 13; Citroen, 12; Alfa Romeo, 
11; BMW, 11; Singer, 11; Skoda, 
10; Goliath, 9; Willys, 6; Auto 
Union, 5; Humber, 5; Datsun, 4; 
Lancia, 4; Rover, 4; Moretti, 3; 
Fiat-Abarth, 2; Lloyd, 2; Wartburg, 
2; Edsel, 1, and miscellaneous, 6, 


* * * 


"LL detail some of the Bonne- 
ville features — the Bonneville 
” + * 






Engine Room Full— 


The Pontiac 425 Tempest engine does 
a good job of filling up the front com- 
partment with its accessories and air con- 
ditioning unit. But the generator is mount- 
ed near the air-conditioning compressor, 
making either of these units serviceable 
without removing the other, a condition 
that does not always exist in other cars. 


Late Report... 


Used-Car Market 


The overall average price of used cars sold at auction last week 
declined $41 to $972, according to Automotive News’ index. 

It was the biggest weekly setback recorded since the index of 
Jan. 11, when average prices fell $51. 

Only the oldest models avoided the downward trend, with both 
54s and '53s gaining $18. 

Losses were reported at $3 on 55s, $30 on ’56s, $39 on "57s, $57 
on '59s, $59 on '58s and $178 on ’60s. New lows were established 
for each of these models. In the case of ’57s and ’58s, the new 
lows replaced previous minimums, which had stood for two months. 

At a group of representative auctions last week, the sales ratio 
stood at the year’s low of 62.2 percent, compared with 66.8 per- 
cent a week earlier. Not since early December had the sales ratio 
been so low. 





Auction reports begin on Page 59. 





a Pontiac— 
beside a bend in the Missouri River after 


a 750-mile test run. L. H. Houck, Travelling Correspondent for Automotive News, re- 
ported that no service was required, no rattles developed. 
* 


* 


The Man Behind the Wheel . . . 
Sales Testing the Pontiac 





Vista is regal and standard equip- 
ment includes deep-pile carpeting 
that extends up into the door pan- 
els. There is a distinctive gold and 
red series name plate, aluminum 
seat end and side panels, 

This model has a polished wal- 
nut panel cove — real walnut 
veneer attached to steel, no fake 
walnut. It has to be seen and 
felt to be fully appreciated, cer- 
tainly the master touch of a mas- 
ter designer. 

Not to be left out is a short, well 
designed handrail on the cushioned 
instrument panel on the right side. 
It is solidly anchored and once used 
by the passenger in the right seat 
will forever after be desired. Pon- 
tiac calls it a “padded cushion 
handrail assist.” Be sure you give a 
demonstration ride in this model. 

So little of the past is carried 
into this new model it’s a tribute 
to the designers. There’s a preci- 
sion of steering, a whisper engine, 
a feather light throttle response 
and a sense of wellbeing on road or 
in traffic. 

By selection of the accessories on 
the 425 V-8 Tempest engine, you 
can accent economy or perform- 
ance. 

* + + 


Wide Track Helpful 


yas is the second year for “wide 
track” and it should be em- 
phasized that this does not mean 
wider body, Pontiac has the widest 
tread of any American car, This 
provides a better balanced and 
steadier car on the road at all 
speeds, whether the road is straight 
or curved. It makes also for a more 
comfortable ride and a safer ride. 
Front and rear tread of the 

Pontiac is 64 inches, against 57 
to 61 inches in most other cars. 
Overall width is 80 inches against 
widths of other American cars 
up to 81% inches, so it is by no 
means the widest outside: 

This Bonneville has a 124-inch 
wheelbase, the longest in the series, 
but the shorter models are only two 
inches shorter, or 122 inches and 
overall length is 220.7 inches, con- 
siderably shorter than a lot of cars 
in its class, This length is import- 
ant because the longer wheelbase 
provides more riding comfort while 
keeping its overall length at this 
figure, reduces rear overhang—ac- 
tually less than all but the com- 
pacts. 

And cost is just 67 cents per 
pound, less than all the rest except 
one. If you’re interested in price- 
per-pound costs of cars, your Pon- 
tiac dealer can give you these 
prices on most cars, 

+ of * 

rus. economy is a popular topic 

and Pontiac offers its fuel econ- 
omy engine which uses regular gas, 
the 425E, in all models, including 
the Bonneville. 

It’s not easy for a potential 
buyer to measure the engine and 
performance of any car, with 









































Car Tested: 
PONTIAC 


Model: Bonneville Vista, four- 
door hardtop. 

Engine: 425 Tempest V-8, bore 
and stroke, 41/16 by 3% inches; 
piston displacement, 389 cubic 
inches; compression ratio, 10.25 
to 1; rated horsepower, 303, tax- 
able horsepower, 52.8, 

Transmission: Four-speed Hy- 
dra-Matic. 

Accessories: Air conditioning, 
power brakes, power steering, 
electric windows, electric six- 
way seat, radio and power an- 
tenna. 

Dimensions and quantities: 
Width, 80 inches; tread, 64 
inches; overall height, 56.6 
inches; axle ratio, automatic 
transmission, 3.08:1; power 
steering ratio, 22:1; recommend- 
ed idle speed, air conditioned, 
540-560 RPM. Gas tank holds 21 
gallons; engine refill with filter, 
six quarts, five when filter is not 
changed; transmission, 21 pints; 
radiator 22 quarts; differential, 
5.5 pints. 





such terms as torque, horsepow- 

er, piston displacement and com- 

pression ratios kicked around the 
way they are, Some explanation 
from which the buyer can make 

a yardstick may be in order. 

Numerical horsepower is not nec- 
essarily a true measurement of a 
car’s performance, although it does 
indicate the potential efficiency of 
the engine. The highest horsepower 
may not be the best performing car 
since other factors, including 
torque, overall weight, gear ratio 
and transmission characteristics 
contribute to the final performance 
factor. With four-barrel carburetor, 
the Tempest engine delivers 
303 HP. 

Torque in the Bonneville is 425 
pounds foot and torque is the meas- 
urement of twisting or turning 
force at the rear of the engine 
crankshaft, This factor is respon- 
sible for acceleration, particularly 
at low engine speeds. Here’s where 
Pontiac gets its remarkable pick- 
up. 

Compression ratio is how tight 
the fuel is compressed, so the com- 
pression is higher, 10:25 to 1, in the 
top engine, requiring premium fuel, 
or less in the 425E, using regular. 
Potential performance is wrapped 

(Continued on Page 67, Col, 1) 


GM to Provide 
Seat Belts for 


Driver Trainers 


DETROIT.—General Motors will 
provide seat belts for cars loaned 
by GM dealers to high schools for 
driver training programs, President 
John F. Gordon announced last 
week. 

Installation of the front seat belts 
next fall will represent an addi- 
tional contribution to high school 
driver training programs by Gen- 
eral Motors, which shares with 
dealers the cost of making the 
training cars available. Some 5,000 
General Motors cars are used an- 
nually by approximately half a 
million high school students, 

“Development of new designs and 
devices for crash injury prevention 
long has been an important part 
of General Motors’ broad program 
in support of highway safety,” 
Gordon said. 

“In this connection, we recog- 
nize that approved-type seat belts, 


|although no panacea, have merits 


when properly installed and used. 
We believe it will be of value to 
student drivers to familiarize them- 
selves with the use of such belts. 
“We are therefore taking this 
action in support of the seat belt 
public education program spon- 
sored jointly by the United States 
Public Health Service, American 
| Medical Assn. and the National 





Safety Council.” 








TRUCK 
ADVERTISERS! 


Don’t miss the good news on 
making your ad dollars go further, 
work harder. Be sure to read 
pages 22 and 23. 
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Say Cure Lies at Factory Level . . . 
Dealers Air Distribution Woes 


(Continued from Page 1) 
and we have to stock a lot more 
than we really need because of the 
large assortment of choices avail- 
able to the buyer.” 

Another Midwest dealer said a 
factory-maintained pool in vari- 
ous large marketing areas would 
be of immense benefit 


“Under such an arrangement the 
dealer might be able to get away 
with carrying only about 50 cars 
in stock,” he said. “This would re- 
sult in a big saving in floor-plan- 
ning costs and storage expenses.” 


AN address at the annual con- 
vention of the Georgia Automo- 
bile Dealers Assn., Alton M. Cost- 
ley, East Point (Ga.) Chevrolet 
dealer, offered several suggestions 
to alleviate distribution problems. 
He said customer deliveries could 
be speeded up if dealers installed 
more optional equipment in their 
«shop and if assembly plants carried 
a 10-day supply of components. 
However, most dealers contact- 
ed in the survey felt that in- 
creased dealer installation would 
prove too costly to be of much 
help. One dealer said it would 
“cut into his profit on the cheap- 
er factory-installed options.” 
_ But a Southern dealer took the 
exact opposite viewpoint, He said 
delivery time could be shortened 
greatly if the dealer could get a 
basic car and “build it up” to fit 
the customer’s specifications. 

“It would be cheaper in the long 
run for the dealer to install all the 
options he could. He could lose 
what he’s saving on factory-install- 
ed options during the three or four 
weeks he’s waiting for delivery of 
the special order. 

“Don’t forget that during the 
waiting period, the customer is 
driving his own car, and the used- 
car market may drop during the 
delay or there may be additional 
costs to reconditioning the car,” he 
said. “What happens then to the 
$15 or $20 the dealer might save on 
factory-installed options?” 

* * * 


CHRYSLER CORP. official said 

the factory had no objections to 
dealer installation of more equip- 
ment, but pointed out that it was 
the dealer who usually was against 
it because of higher parts and labor 
costs and lack of shop facilities. 

“Many complain that the in- 
stallation is too intricate, too 
time-consuming,” he said. “They 
want options you’d just have to 
hook on, and that’s just impos- 


“Dealers will always have prob- 
lems with the cars they stock,” he 
added. “Often they refuse to take 
factory advice on the kinds of 
models to stock; they will order all 
of one type of car it that’s what 
is hot at the time they place their 
orders.” 

He saw little hope of cutting the 
waiting time on delivery of special 
orders. 

“If we had only a few special 
orders, there would be little prob- 
lem for the factory and little wait 
for the customer,” he said. “But 


Memphis Dealers 
Rule Out ’61 Show; 
Cite °60 Losses 


MEMPHIS.—_Members of the 
Memphis Auto Dealerg Assn. have 
voted against holding a 1961 auto 
show because they lost $10,000 on 
the 1960 affair, according to Down- 
ing Pryor, outgoing MADA presi- 
dent, 

However, he added that the deal- 
ers may resume the show in 1962. 

“We went 20 years without a 
show and there was a lot of hesi- 
tation in reviving it when we did 
in 1959,” Pryor said. “We made a 
little profit on the 1959 show.” 

This year’s show featured big- 
name entertainers such as Bob 
Crosby as master of ceremonies, 
singer Frankie Laine and film star 
Betty Grable and her Las Vegas 
night-club act. 

Pryor has been succeeded as 
president by Joe H. Schaeffer jr. 
Other officers are John T. Fisher, 
vice-president, and Edward R. 
Dewey, secretary-treasurer. 


cars have to be scheduled at least 
10 days in advance, and often it’s 
not possible to throw a whole lot 
of orders into a schedule ata 
moment’s notice.” 

Following are reports from deal- 
ers on distribution problems in 
major marketing areas: 


Pittsburgh 


RE is a general sameness to 

the special-order car situation 

in Pittsburgh which crosses brand 

lines. In general, it looks like this: 

Most dealers allow three to 

four weeks for delivery of the 
average Car. 

None queried saw maldistribution 
at the root of the problem but 
rather an overabundance of color, 
model and equipment choices 
which they said make the special 
order almost mandatory in from 
10 to 60 percent of sales. 

None felt the dealers can lick the 
waiting period on special orders. 
They said they have neither the 
storage space and equipment nor, 
in most cases, the basic interest 
required to handle in their own 
shops the myriad of combinations 
dreamed up by their customers. 

Here are some individual com- 
ments: 

* * * 

ORROWFIELD OLDSMO- 

BILE: “A customér for a spe- 
cial-order car must wait two to 
three weeks for delivery, indeed 
most of them expect to wait. We 
never could have enough options 
available in our shop to take care 
of everything that’s asked. Besides, 
people are choosier today. Before 
they used to be satisfied with what 
we had on hand.” 

Morrowfield keeps 100 to 150 
cars on hand but still must order 
about a third of the autos it sells, 
as said. 

Coleman Motor Co. (Dodge and 
Plymouth): “We allow four to five 
weeks for delivery of special or- 
ders, but this situation has been 
prevalent for years. On the other 
hand, some cars must be ordered 
up to two months ahead, such as a 
six-cylinder with automatic trans- 
mission or power steering. 

The firm said dealers have plenty 
of cars on hand, but they “can’t 
guess what the customer might ask 
for and the number of combina- 
tions is fantastic. We just can’t 
stock enough in advance.” 

Volker Chevrolet: “We allow 
about three weeks for delivery, but 
a better factory system has cut the 
wait 25 percent from a year ago. 
We would install more options if 
we could keep them on hand.” 

Three Rivers Motor (Ford): “We 
usually allow for three weeks to 
deliver, and feel that more instal- 
lations by dealers would do little 
to cut the time, Regardless of 
stock, many of our customers want 
combinations we just don’t have. 
Colors alone make that impos- 
sible.” 

* * 


ENN BUICK: “We want noth- 

ing to do with dealer installa- 
tion of options. A dealer would 
have to stock too much. We 
couldn’t have everything on hand, 
anyhow.” 

The firm installs only small 
items such as mirrors and allows 
three to four weeks for delivery. 
It said it special-orders about 50 
percent of its cars. This firm 
typifies the situation thusly: “Say 
we had hundreds of special-order 
items on hand and a customer 
walks in asking for just one 
thing we don’t have. Well, that 
one thing will hold up the whole 
order.” 

Becker (Mercedes-Benz-Stude- 
baker): “We would have to keep 
2,000 cars on hand to meet all spe- 
cial combinations in our own shop. 
Though we install radios, oil filters, 
heaters and power brakes, we still 
must special-order 50 to 60 percent 
of our cars and delivery will vary 
from three to four weeks.” 

Becker said too many cars are 
being built, and that dealers would 
be better off if only four million 
cars were turned out yearly. 

Delrose (Rambler): “We can fill 
an order at the quickest in 11 days, 
but usually allow three to four 
weeks, We do 90 percent of our 
own installations but still must 
special-order about 10 percent of 


volve power steering and brakes, 
of which we do little.” 

Walker Pontiac: “We can’t in- 
stall extras as cheaply as the fac- 
tory can and it would only raise 
the price if we persisted in doing 
all our own work. Special orders 
account for about 25-30 percent of 
our sales and the wait can run 
from about three weeks on a stand- 
ard-type four-door sedan to six 
weeks on a convertible or station 
wagon.” 

—Bos THomMas 
+ * * 
Chicago 
p= trading seems to be one 
solution to any delivery prob- 
lems encountered by Chicago new- 
car dealers. The consensus is that 
customers can expect delivery of 
special-order cars in about two 
weeks, but never more than four. 


, Sales 
days is the average wait, he said, 
customers who want special paint 


jobs must wait longer. Kelly said 
he is over-sold on some models 
of Chryslers and Imperials, but 
Plymouths are “moving along” at 
immediate delivery and Valiants 
are “doing very well.” 

Rather than having more option 
installation by dealers, Kelly said 
he feels the “factory” should main- 
tain a pool of “500 cars sitting here, 
from which all Chicago dealers 
could pull.” There is a “comfort- 
able” distribution system here, 
Kelly said, but delivery might be 
speeded up if the pool contained 
cars that would fill requests of cus- 
tomers for special equipment. 

Meanwhile, he said other Chrys- 
ler Corp. dealers call him and he 
calls them when special cars are 
requested and are not in immediate 
stock. 

Lawder Bros., Inc (Ford), report- 
ed that any car in the regular line 
with specially requested equipment 
requires 10 days or two weeks for 
delivery. Special Falcon orders take 
about three weeks, said Harold 
Wiggins, new-car sales manager, 
with a month for Thunderbirds. 

* + * 


H= SAID Lawder objects to op- 
tion installations in its own 
shop, and does not feel it would 
speed up delivery to any great ex- 
tent and would be more expensive. 


“Even parts cost more locally 
(Continued on Page 69, Col, 1) 





Record Valiant Shipment— 


What is said to be the largest single shipment of Valiants to any one dealership 
was delivered to Harris Auto Sales (Plymouth-DeSoto-Valiant), Providence. On hand 
to greet the record shipment are, from left, Alfred Cirrone jr., dealership partner; 
James Regan, Plymouth-DeSoto-Valiant, Quincy (Mass.) city manager; James Hurley 
(partly hidden), P-D-V Providence district manager; Alfred Cirrone sr., dealership 
partner; Duane Howitson, P-D-V regional fleet representative; Anthony Cirrone, deal- 
ership partner, and Benjamin Mayo, Harris sales manager. 


Ruling on Termination 
Clarified in Wisconsin 


(Continued from Page 3) 


cific fact situation. Judge Grubb 
then stated in his decision, 

“, . . These problems are point- 
ed out to invite the parties to 
bring proper proceedings in the 
State court to endeavor to get 
a construction of these terms so 
that when this case comes on for 
trial this court will have the 
guidance of the interpretation of 
the Wisconsin court of the Wis- 
consin statutes and will have 
some standards to apply. It is a 
situation in which the abstention 
doctrine could well be applied . . .” 

The application of this “absen- 
tion doctrine” is exactly what the 
dealer, the attorney general and 
counsel for WATA argued for and 
urged on the court. This phase of 


Leasing Business 


Sold by Abraham 


MIAMI.—<Anthony Abraham, a 
Miami Chevrolet dealer who re- 
cently resigned from the Miami 
Auto Dealers’ Assn. has sold his 
ne company to Dick Fincher 

Ss. 


Some 265 leased cars were in- 
volved in the deal. The sale price 
was not disclosed. 

Sy Mann, leasing manager for 
Fincher, said the Fincher-leased 
fleet now numbers over 700 units 
and plans for expansion include 
opening offices in several other 


its sales, Special orders often in-| large cities. 


the decision was in our favor. 

It is, therefore, not proper to say 
that the judge criticized the law. 
He merely wished interpretation of 
same to be made in the State Court 
before he reached the merits in 
Federal Court. 


Former Dealer Sues Ford 


For $1.2 Million in Ohio 

TOLEDO.—A judgment against 
Ford for $1.22 million ig being 
sought by Loesch Motor Co., of 
Maumee, O., in Federal District 
Court here. The suit was filed 
under the good-faith law. 

Accusing Ford of exerting pres- 
sure for increased vehicle and 
parts volume prior to its termina- 
tion last Feb. 14, Loesch said that 
in 1958 and again in 1959 the fac- 
tory attempted “in bad faith” to 
force sale of the dealership at “dis- 
tress prices,” 

Company attorneys declined 
comment on the charges. Loesch 
said it has been associated with 
Ford for nearly 50 years, 

Since the franchise was termi- 
nated, Loesch said it attempted 
without success to get Ford to re- 
purchase undamaged parts. The 
dealer said it was compelled to 
increase both its garage facilities 
and parts inventory to avoid earlier 
termination threats. 

Loesch is still in business as a 
new-car and used-car dealer, offer- 
ing unused Fords purchased before 
the franchise termination. 











DAF, Sabra Join 
L.A. Import Race 


Special Preview Today 
For Israeli Car 


LOS ANGELES. — Two more 
makes— DAF and Sabra— have 
joined the imported-car field in the 
Los Angeles area. 

Sabra, first auto designed and 
produced by an all-Israel company, 
makes its debut in the Western 
United States today (June 6) at a 
formal press-preview party in Bev- 
erly Hills. 

The first two Dutch-built DAF 
passenger cars, for dealer and press 
showings, have been received by 
Western Cars of Holland, 21805 S. 
Western Ave., Torrance, Calif. 


Importer and distributor for 
Sabra in the West is Sabra Motors, 
Inc., headed by William J. Bryan 
sr. His Oldsmobile dealership at 
8833 Wilshire Blvd., Beverly Hills, 
is the first Sabra retail outlet. 

More than 1,000 people have been 
invited to view the Sabra including 
members of press, radio and TV; 
civic officials, business leaders and 
Hollywood celebrities. Host is 
Yaakov Avnon, consul-general of 
Israel in Los Angeles. 

First Sabras to go on display will 
be the station wagon and panel 
truck, which arrived in Los Angeles 
Harbor, by boat from Israel, on 
May 24. Approximately 30 cars 
were in the first shipment. 

Later in the summer, Sabra Mo- 
tors expect to begin receiving the 
Sports convertible and hardtop 
models. Delivery on two-door and 
four-door sedans are expected in 
January, 1961. 

Two features of the Sabra line 
are the Austin four-cylinder over- 


‘head valve engine and the all- 


fiberglass body. 

The station wagon will deliver in 
Los Angeles for $2,095 and the 
truck for approximately 
$1,900. 

The standard DAF sedan, with 
automatic transmission and heater, 
delivers in Los Angeles for $1,545, 
plus tax and license. The deluxe 
sedan, with automatic transmission 
and heater, is $100 additional. 

Officers of Western Cars of Hol- 
land are Hugh Rogers, president, 
a business associate of Lincoln- 
Mercury Dealer Bob Estes, who is 
vice-president and treasurer of the 
California corporation. Wholesale 
manager is Wilfred G. M. Kraetzer. 


Roche to Direct 
GM Sales; Warner 
Heads Cadillac 


(Continued from Page 1) 


top executive post from his first 
job as an hourly-paid worker on 
the assembly line. With the excep- 
tion of one year on a special as- 
signment, his entire automotive 
career has been with Cadillac, 
which he joined in 1927. 

As head of GM’s distribution 
staff, Roche will administer the 
corporation’s distribution and sales 
policies and direct dealer relations 
and 30 service training centers. 

Appointment of Robert J, Acker- 
man, 54, as works 
manager of Cad- 
illac was an- 
nounced by War- 
ner. Ackerman 
joined Cadillac as 
aclerk and 
checker following 
graduation from 
Detroit’s North- 
ern High School 
35 years ago, In 
October, 1955, he 
was named as- 
sistant works manager, the position 
he held until his current promo- 
tion. 


R. J. Ackerman 


Bankruptcy Petition 
Filed by Bygel GMC 


ALBUQUERQUE, N. M. — Bygel 
GMC Truck Co., 1900 Second N. W., 
has filed a petition in United States 
District Court, asking that the firm 
be reorganized because it is unable 
to pay its debts as they fall due. 

The petition said the firm’s cur- 
rent liabilities exceed current as- 
sets by $71,538, and the total liabili- 
ties exceed total assets by $89,382. 













RAMBLER Dealers 
Sell Far More 
Compact Cars Per 
Dealer Than Any 
Other Dealer Group? 


Up To 6 Times As Many! 


(Based on April sales as 


ame Rambler Dealer Profits Are 
Way Above Industry Average! 


lf You Are Volume-Minded . . . If You Are Profit-Minded .. . 
BETTER INVESTIGATE THE RAMBLER FRANCHISE TODAY! 
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We Have the Product for the Exploding Compact 
Car Market... There Are Still a Few 
Franchises Available in Select Markets . . . 


YOU Have The Opportunity! 


Director of Dealer Development 
ye American Motors Sales Corporation 
Detroit 32, Michigan 

Dear Sir: Will please provide me with more plet 
info mbler franchise. | understand that | 
nd my inquiry will be held in the 






you complete 
information about the Ra 
am under no obligation and I 
strictest co 















Rambler Franchises Also Available in Canada and Important Export Markets. (PI P int 
ease Prin 
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2nd Tax Count 
Against Burger 


Dropped by Judge 

ST, LOUIS.—Because of the lack 
of evidence showing intent to de- 
fraud the Government, an indict- 
ment charging Adolph (Andy) C. 
Burger with federal income tax 
evasion for 1947 and 1948 has been 
dismissed here. 


The action was taken last week 
in the court of the United States 
Judge Randolph H. Weber. Burger 
is already serving a four-year term 
in the federal penitentiary at Terre 
Haute for tax evasion, 

Federal Attorney William H.|" 
Webster said that in addition to}|) 
the insufficient evidence of intent, 
another factor is that Burger has 
paid up the $25,134 in taxes he 
owed the Government on personal 
income and the income of Commu- 
nity Motors, which he operated. He 
also has paid $12,000 in penalties. 

Burger was sentenced for evad- 
ing taxes on income from Andy 


SIOUX FALLS, S, D.—(UTPS)— 
South Dakota Automobile Dealers 
Assn. took aim at increased recog- 
nition during its 42nd annual con- 
vention here. 

The dealers voted to make an 
extensive effort to win a second 
vote on the board of directors of 
the National Automobile Dealers 
Assn. 

To get that job done, the associa- 
tion’s 26 directors participated in 





week, After a pep talk, the direc- 
tors called on prospects for NADA 
membership. 

SDADA must increase its NADA 
membership from 240 to more than 
275 to get the second vote on the 
NADA board. South Dakota’s rep- 
resentative on the board is Henry 


Buffalo Dealers Reelect Officers— 


The reelected officers of the Buffalo Automobile Dealers Assn. are shown chatting 
with William $. Hults, left, New York State Commissioner of Motor Vehicles, guest 
speaker at the association's annual meeting. From left are Hults; Gilbert M. Tinney, 
Burger Motors, Inc., which he op-| president; Ward M. Klepfer, vice-president; Ervin J. Wolf, secretary, and William A. 
erated also for the years 1947 and |Dietrich, treasurer. Named to represent line groups were Tinney, Cadillac; Edward 
1948, G. Kirchmeyer, Lincoln-Mercury; J. C. Stephens, Ford, and Robert F. Hunt, Chevrolet. 






a conference telephone cal] last | 








Bull’s-eye ... for profit. Thousands of motorists insist 
on Quaker State Motor Oil, and will accept no substi- @ ~ 
tute. It’s the years-ahead motor oil with the customer- /faEsEs 
satisfying, profit-building record. Don’t miss it! 
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Ask Second NADA Director .. . 


Dakota Dealers Seek 
Greater Recognition 


Billion (Oldsmobile-Rambler), 
Sioux Falls. 

This year’s SDADA convention 
was geared to a “Better Profits 
Through Better Management” 
theme, with seminars rather than 
formal speeches. 

James C. Moore, NADA execu- 
tive vice-president, reviewed the 
national association’s goal in the 
legislative field. South Dakota 
dealers voted to back NADA’s 
program. 

In line with the national trend, 
SDADA members agreed to tighten 
up on “bait” advertising practices 
although, as a spokesman pointed 
out, “the state has been relatively 
free of such activity.” 

Another convention speaker, 
Thomas E. Costello (Ford), Jen- 
nings, Mo., dwelt on the status of 
the salesman at the retail level. 

He pointed out that the “sales- 
man must be made aware of the 
true cost of selling the car before 
a profit can be realized.” 

From Kenneth Kent (Chevro- 
let), Evansville, Ind., came the 
admonition to watch cost control 
with eternal vigilance. “For 
that,” he said, “is the means to 
a better profit.” 

John N. Christianson, vice-presi- 
dent and national sales manager of 
Quality Envelope Co., St. Paul, was 
the speaker at the president’s ban- 
quet. 

Christianson stressed more con- 
trol of business. He pointed out 
that it is essential that the employe 
be told what to do and how to get 
it done. 

Christianson said “too often a 
missed signal can cost a run or 
two if not the ball game.” 

South Dakota Gov. Ralph Her- 
seth, who vetoed an auto inspec- 
tion bill during the last legislative 
session, also spoke to the dealers. 

He said that he would keep an 
open mind on any legislation the 
association might sponsor during 
the term beginning next January. 

The association’s new officers in- 

clude L. B, Vidal (Oldsmobile-Cad- 
illac), Rapid City, president; Paul 
McKean (Buick), Sioux Falls, vice- 
president; Dean R. Bailey (Plym- 
outh-DeSoto-Valiant), Sioux Falls, 
treasurer, and Leon Miller (Chev- 
rolet-Oldsmobile, Winner, secre- 
tary. 


S. D. Coust Mauils 
National Bonded 
$18,708 Judgment 


SIOUX FALLS, S. D.—(UTPS)— 
A judgment of $18,708 has been re- 
turned in Circuit Court here in 
favor of Donald E. Bowles, imme- 
diate past president of the South 
Dakota Automobile Dealers Assn., 
against the defunct National Bond- 
ed Cars, Inc. 

Bowles acted as assignee for sev- 
eral leading auto firms in South 
Dakota. He is from Webster, S, D. 


The auto dealers sought the 
money in the judgment for labor 
and material supplied in repair- 
ing autos whose mechanical condi- 
tion had been warranted by the 
National Bonded Cars, Inc. 

The defendants did not appear in 
court. 


S. D. Dealers Offer 


‘Sales Inducer’ 


SIOUX FALLS, 8S, D.—The South 
Dakota Automobile Dealers Assn. 
has released to all other associa- 
tions its “The Boss Is Away, Let’s 
Deal Today” convention promotion. 

This was a sales inducer inaugu- 
rated this year by the association. 

The promotion involves posters, 
cards and advertising based on the 
theme that while the boss was at 
the convention the salesmen could, 
and would, set a lower price on the 
car. 

Coordinating the effort for the 
South Dakota dealers is John C. 
Moore jr., South Dakota association 
manager. 


* 








To Take The Federal Government 





OUT OF YOUR BUSINESS 





NADA Sponsors and Vigorously 
Supports Congressional Enactment of 





SENATE BILL 2151 


Designed to Remove Government Interference 
From Manufacturer-Dealer Relationships 


S. 2151 is permissive legislation. It does not require any factory or its dealer body to do anything. If 
they choose to avail themselves of its benefits they may do so. If not, they are not required to do si 


$. 2151 DOES 


1. Permit dealer and factory to ne- 
gotiate terms of franchise govern- 
ing reward to dealer for sales in his 
own area of sales and service re- 
sponsibility. 


2. Provide that such discounts, re- 
bates or allowances shall be uni- 
form for a particular make and 
model of automobile. 


3. Provide that such reward shall not 
exceed 5% of total manufacturer’s 
suggested retail price. 


4, Continue normal trade discount for 
sales everywhere, but gives added 
incentive through additional extra 
discount for in-territory sales. 
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$.2151 DOES NOT 


1. Prevent a customer from buying 
where or from whom he chooses. 


2. Prevent a dealer from selling to 
whom he chooses regardless of lo- 
cation. 


3. Require a dealer who sells out of 
his area of sales and service re- 
sponsibility to pay anything to the 
dealer into whose area he has sold. 


4. Reduce dealer’s customary general 
trade discount on all sales. 


5. Supersede or modify the Dealer 
Good Faith Act. 


National Automobile Dealers Association 
Washington 6, D.C. 


2000 K Street, N. W. 
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Bill Points Up Concern 
By Congress on Exhaust 


By William Ullman 
Washington Bureau Chief 
[eran has passed a bill directing the Surgeon Gen- 
eral to study the effect of motor-vehicle exhaust on the 
public health. The measure also directs him to report his 
eo 


findings and recommenda- 
tions, if any, to the Congress 
within two years. 

‘It is not known whether Presi- 
dent Eisenhower 
will sign the bill, 
since his Bureau 
of the Budget 
sees no need for 
it, The Bureau 
has pointed out 
that law already 
in effect author- 
izes the Surgeon 
General “to pre- 
pare or recom- 
mend research 
programs for de- 





vising and developing methods for 
eliminating or reducing air pollu- 
tion.” 

This year the Public Health Serv- 
ice is using $827,900 for research 
on the effects of auto exhausts on 
health, and they propose spending 
$1.2 million for this purpose next 
year. In light of this, the Bureau 
wonders why is any additional leg- 
islation necessary. 

Congress, of course, knows all 
these facts, but it went ahead and 
passed the bill anyway. It passed 
it to advertise to the public its 

interest in the exhaust problem 
and to make it clear to the Sur- 


America’s modern way of doing business 





geon General that he is to con- 

centrate on this particular aspect 

of the air-pollution problem. 

The Senate report on the Dill 
admitted that the main purpose of 
the measure ig to give “emphasis” 
to the need for leadership in com- 
batting air pollution due to motor 
vehicles. It noted that the number 
of registered cars and trucks in 
the U. S. increased from 40 to 50 
million between 1950 and 1960, and 
that it is due to rise to 90 million 
by 1970. 

Congressional approval of the bill 
drew additional significance from 
reports at the annual meeting of 
the Air Pollution Control Assn., 
which was held in Cincinnati the 
same week that the Senate sent the 
exhaust measure to the White 
House. New evidence was revealed 
at the meeting pointing to air pol- 
lution as a prime cause of lung 
cancer and de-emphasizing the role 
of cigarets. 

* * + 


Argument Revived 


= meeting revived the argu- 
ment over a new and inexpen- 
sive automotive device which elim- 
inates “blowby” from motor vehicle 
exhaust. The industry has promised 
that the device will be standard 
equipment on all new cars sold in 


Meet the Dealer 


Newspaper Runs Sketches 


In Miami Promotion 


MIAMI.—Thumbnail sketches of 
the Miami area’s dealers were car- 
ried in a special Miami News sec- 
tion saluting the Miami Automobile 
Dealers Assn.’s Sales CAR-nival 
May 13-31. 

A half-column picture of the 
dealer accompanied a brief report 
on his position with the dealership, 
his previous connections in the au- 
tomotive industry and in many 
cases some highlights of his career. 

This particular section was en- 
titled “Meet Your Dealer,” and was 
aimed at acquainting the buyers 
with the officials of the firms with 
which they deal, said an MADA 
spokesman. 

The sales promotion marked the 
association’s 35th anniversary. 


California, starting with the 1961 
model year. 

But Arthur S. Flemming, Sec- 
retary of Health, Education, and 
Welfare, argues that the device 
should be built into all new cars, 
since he charges that auto-caused 
air pollution is now a problem in 
all metropolitan areas. Flemming 
warned that if this is not done 





New styles from world’s largest manufacturer of children’s dresses arrive at fashion show fast... delivered by AIR EXPRESS 


‘‘Cinderella" is first to market with Air Express 


These youngsters are about to model the /atest collection of “‘Cinderella” frocks for the junior set. 
This debut of new creations by Rosenau Brothers is the “Paris showing” of the children’s market. 
New fashions often must bow at buyers’ showings thousands of miles from the Philadelphia factory— 
just hours after the last stitch was sewn—or lose a big order. That’s why Cinderella takes no 


chances—ships by AIR EXPRESS regularly. Only low- 


cost AIR EXPRESS assures overnight delivery coast to 
coast. These advantages could help you, too! Call AIR 
EXPRESS and be FIRST TO MARKET...FIRST TO SELL. 


AIR EXPRESS 


& CALL AIR EXPRESS DIVISION OF RAILWAY EXPRESS AGENCY + GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 








voluntarily, legislation may fol- 

low to make installation compul- 

sory. 

It looks as if some federal offi- 
cials are going to make their 
recommendations to the auto indus- 
try before the Surgeon General has 
a chance to do any research. From 
our experience with manufacturers, 
it seems likely that the industry 
will do what is right and necessary 
if it can be proved conclusively 
that motor-vehicle exhausts are a 
menace to public health. So far, it 
hasn’t been proved. 

+ * * 


Excise Extension OK’d Again 


| ie WHAT has become practically 

a rubber-stamp action, the 
House Ways & Meang Committee 
once again has approved extension 
for one year of the high Korean 
War excise taxes on autos, trucks, 
parts, and accessories, It also ex- 
tended the 52 percent corporate tax 
rate, and continued the current 10 
percent tax rate on passenger 
transportation. The latter was due 
to drop to 5 percent on June 30. 

Extension means that the 10 
percent manufacturers excise tax 
on new cars would continue at 
10 percent until June 30, 1961, 

The action came despite a strong 
appeal from Rep. Charles E. Cham- 
berlain, Michigan Republican, for 
repeal of automotive excises. Cham- 
berlain said he had been dubbed 
“the automobile horn of Congress” 
for his vocal opposition to the war- 
time excise tax 

“This tax was levied for the spe- 
cific purpose of decreasing automo- 
bile production in order to divert it 
to war production,” he argued. “The 
purpose for which this tax was im- 
posed no longer exists, but we still 
permit this tax to retard sales, pro- 
duction and employment.” 

The Committee-approved bill is 
expected to pass the House ag re- 


| ported, but it may run into opposi- 


tion on several points in the Senate. 
In particular, the Senate is ex- 
pected to fight for cuts in the 
travel tax and for repeal of the tax 
on local telephone calls. Automo- 
tive excises, however, appear cer- 
tain to be with us for another 12 
months at least. 

* * cd 


Transportation Dept. Urged 


DEPARTMENT OF TRANS- 

PORTATION, headed by a 
Cabinet-rank official, has been pro- 
posed in a new bill authored by 
Senator Clifford Case, New Jersey 
Democrat. 

The measure would put the 
Bureau of Public Roads, the Fed- 
eral Aviation Agency, the Mari- 
time Board and Maritime Admin- 
istration under a single roof. 

Also in the Senate, a bill has been 
favorably reported to provide for 
an Office of International Travel 
and Tourism and a Travel Advisory 
Board, similar to offices set up in 
France, the United Kingdom and 


the Soviet Union. 
* a 


FTC Eyes Direct-Mail Ads 


HE Federal Trade Commission 
has ordered staffers throughout 
the country to keep an eye on di- 
rect-mail ads. Admitting that the 
FTC has not reviewed enough ads 
in the past, the agency called for 
“a substantial sampling” of direct- 
mail solicitations in the future. 
FTC can attack ads that deceive 
or mislead, even if there is no 
actual fraud. 


* * * 
SBA Offers New Booklet 


HE latest Small Business Ad- 

ministration management aid, 
No. 113, tells how to “tailor-make” 
your executive staff. 

One of the best-written aids in 
the current SBA series, it suggests 
ways to deal with executives who 
are behind the times and with rela- 
tives of the boss who aren’t pulling 
their weight. 


Paul Again Heads 
D. C. Dealer Assn. 


WASHINGTON.—Joseph B. Paul 
has been reelected president of the 
Automotive Trade Association Na- 
tional Capital Area, Other officers 
renamed by the directors are: 

Edward F. Cave, first vice-presi- 
dent; Erle R. Kirby, second vice- 
president; John J, Pohanka, secre- 
tary, and Robert E. Phelps, 
treasurer. 

Directors include Paul, Pohanka, 
Kirby, Phelps, Walter H. Eyles, 
Arthur H, Bowis, C. J. Caithness 
and Harry Monroe jr. 
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BUDGET-WISE BUYERS 


COMPARE 
THE REPAIR BILLS... 


LARK vs. OTHER 
COMPACTS! 


Of all the compact cars, only The Lark gives 
you a fully self-contained one piece body— 
plus the steel-beam strength of a staunch 
frame beneath it! Like Rolls Royce, Cadil- 
lac Fleetwood, or Mercedes-Benz 300. S> 
And what is the advantage to you? For just 
one thing, consider collision repairs. Here are actual crash-repair costs 
for ‘The Lark, as compared with a typical small compact car, and a typical 
6-passenger compact car—taken from the latest edition of MOTOR’s 
“Crash Book Service”’ 




















TYPICAL 6-PASS. COMPACT 
(Unitized) (Unitized) 


PARTS LABOR TOTAL PARTS LABOR’ TOTAL 
$96.15 $75.00 $171.15 $122.85 $69.00 $191.85 









LARK 6 DELUXE TYPICAL SMALL COMPACT 


(Frame & Body Construction) 
PARTS LABOR TOTAL 
$89.55 $62.50 $152.05 









REAR CORNER 






































Kant eer’ SAVE AS MUCH AS $39 

STRAIGHT $192.50 $74.00 $266.50 $207.10 $200.00 $407.10 | $239.15 $120.00 $359.15 
. COLLISION SAVE AS MUCH AS $140 

FRONT CORNER $143.80 $50.50 $194.30 $205.60 $115.50 $321.10 $259.80 $100.50 $360.30 

Right Front SAVE AS MUCH AS $166 

STRAIGHT $255.85 $83.00 $338.85 $358.95 $211.00 $569.95 $453.45 $181.50 $634.95 








COLLISION” SAVE AS MUCH AS $296 





(All necessary parts included. Labor figured at $5 per hour.) 


LOWER REPAIR COSTS are only one part of ‘The Lark economy story—only one of many 
reasons why more big-fleet orders are being written every day for The Lark. For case-history 
examples of Lark savings—send us the coupon! 


TELL US MORE ABOUT LARK SAVINGS! 
| Fleet Sales Division, Studebaker-Packard Corp., 
South Bend 27, Indiana 
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AUTOMOTIVE NEWS PLATFORM 

1. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

¥ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
¥ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world 
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Dealers, Make a Profit! 
Factories Can Help 


iv THE midst of a prosperous 1960, some ominous signs 
are plaguing the nation’s new-car dealers as they prepare 
for the closing weeks of the 1960-model season. 


First is the million-plus inventory of new cars now in deal- 
er hands, only four months prior to introduction of 1961 
models. This is a new alltime high for this period of the year 
and forebodes a brutal cleanup period. 

Second is the vicious price advertising undertaken by 
some dealers to alleviate the inventory problem, with the 
result that dealer profit margins are being trimmed dras- 
tically. Some dealer leaders fear that, if the present price- 
cutting continues, the nation’s retailers may end up 1960 
with only two-tenths of one percent profit, as in 1958. 


Third is the latest figure from the Federal Reserve Board 
which shows outstanding auto credit at a new peak of 
$16,876 million. 

J. M. Allton, National Automobile Dealers Assn. regional 
vice-president, blames dealers for “over-ordering from the 
factories.” He said that “we must get over this idea of giving 
our stock away. Take what you want from the factories— 
what you can make money on. What you can’t make money 
on, don’t take.” 

Warning that the Federal Trade Commission will step in 
if dealers don’t clean up their advertising, NADA’s Execu- 
tive Vice-President James C. Moore declares that dealers 
are having trouble making profitable sales because they 
have educated the public to expect car prices to be cut to 
the point of no profit. 

Here’s our advice to dealers: You’re in business to make 
a profit; make sure you do. To the factories: Your only cus- 
tomers are your dealers; make sure you help your customers 
stay in business. 





Events 


%& Enrror’s Notz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


June 7— Delaware Automobile Dealers 
Assn., Brandywine Country Club, Wil- 
mington. 

June 7-9—New York State Automobile 
Dealers, Spring ne and Golf Tour- 
nament, Grossinger’s, N. Y. 

June 8-9—Automobile Dealers Assn. of In- 
diana, Claypool Hotel, Indianapolis, 
June 9-12—Automobile Trade Assn. of 
Maryland, Commander Hotel, Ocean 


City. 

June 12-14—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
qerque, 

June 20-22—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 

June 23-26—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island. 

July 21-24—Automotive Trade Assn, Man- 
agers, Grand Hotel, Mackinac Island. 

Aug. 7-9—Georgia Independent Automo- 
bile Dealers Assn., Henry Grady Hotel, 
Atlanta. 

Aug. 14-17—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs. 

Aug. 21-23—Colorado Automobile Dealers 
Assn., Harvest House, Boulder, 

Aug. 28-29—Wyoming Automobile Dealers 


Sept. 
Dealers Assn., Farragut House, Rye 
Beach , eee 

Sept. 12-13—Minnesota Automobile Deal- 
ers Assn., Leamington Hotel, Minne- 


olis, 
. 16-18— Maine Automobile Dealers 

, Samoset Hotel, Rockland. 

Sept. 18-19—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville, 

Sept. 18-20—New York State Automobile 
arabe The Concord, Kiamesha Lake, 


., Cody, 
11-13—New Hampshire Automobile 


Sept. 19-20—Wisconsin Automotive Trades 


Assn., Hotel Schroeder, Milwaukee, 

Sept. | — Montana Automobile 
pearers Assn., Rainbow Hotel, Great 
‘3 


Is. 

. 10-12— Automotive Parts Rebuilders 
Assn., annual convention, Conrad Hil- 
ton Hotel, Chicago. 

Oct, 23-25—New Jersey Automotive Trade 
Assn., Chalfonte-Haddon Hall, Atlantic 


City. 

Oct. 28-Nov, 2—Florida Automobile Deal- 
ers Assn., Cruise to Montego Bay and 
Port-au-Prince. 

Nov. 15—Connecticut Automotive Trades 
Assn., Hotel Statler-Hilton, Hartford. 
%& Jan. 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotel, 

Miami. 
eS. 


Auto Shows 


Oct. 15-23— National Automobile Show, 
Cobo Hall, Detroit. 

Oct. 19-23—International Foreign and 
Sports Car Show, Commonwealth Ar- 
mory, Boston. 

Nov. 12-19—Pittsburgh Auto Show, National 
Guard Armory, Pittsburgh. 

%& Nov, 9-12—Denver Auto Show, Coli- 
seum,, Denver. 

Nov. 23-27—Portland Auto Show, Memorial 
Coliseum, Portland, Ore. 

Nov. 25-Dec. 3—Indianapolis Auto Show. 
Indiana State Fairgrounds, Indianapolis. 

Jan. 14-2i—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 26-29—Birmingham Auto Show, Munic- 
ipal Auditorium, Birmingham, Ala. 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 


Miami. 
Feb. 18-26—53rd Chicago Auto Show, Chi- 
cago Exposition Center, Chicago. 
Continued on Page 44, Col, 5) 
* * * 


General 


June 5-10—Society of Automotive Engi- 
neers, Edgewater Beach Hotel, Chicago. 

%& June 20-22—American Society of Me- 
chanical Engineers, Applied Mechanics 
Conference, Pennsylvania State Univer- 
sity, University Park, Pa. 

July 21-23—Automotive Trade Assn, Man- 
agers, summer meeting, Grand Hotel, 

ackinac Island, Mich. 

Sept. 6-16 1960—Production Engineering 
how, Navy Pier, caicege. 
Sept. 6-16, 1960—Machine Tool Exposition, 
International Amphitheatre, Chicago, 
Oct. 16-2i—American Trucking Assn. an- 
nual convention, Waldorf-Astoria Hotel, 

New York City. 

. 19-22—Automotive Wholesalers of 
Texas, Rice Hotel, Convention and 
Booth Conference, Rice Hotel, Houston. 

Dec. 2-9—Automotive Electric Assn., Meet- 
ing and Manufacturers-Distributors Con- 
ference, Edgewater Beach Hotel, Chi- 
cago. 


Chrysler models. . 
$876,176,230. 


according to AMA. 


teed annual wage. 





The Big Stories 


34 Years Ago—1926 


Chrysler Corp. announced price reductions of $125 to $300 on certain 
. For the seven-year period from 1917 to 1924, 
Ford Motor Co.’s net profits were $526,441,951, and gross profits were 


20 Years Ago—1940 


The “real” wages paid to automobile factory workers reached an 
alltime high in 1939, according to the Automobile Manufacturers 
Assn. The average hourly earnings were listed at 92.8 cents. Weekly 
individual earnings jumped to the highest figure of the decade, $31.23, 


10 Years Ago—1950 


Chrysler Corp. celebrated its 25th anniversary . . . Oldsmobile pro- 
duced its millionth car equipped with Hydra-Matic drive , 
United Auto Workers mapped plans for its next demand—a guaran- 
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Automotive Cartoon 


Of the 





Week 





“Smith, stop fiddling with that blind.” 





Letterbox 





‘Pamme Apatt ...... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
Address Editor, Automotive News, Detroit 7, Mich. 


used if you so request. 





Business Ethics? 

There is a lot of talk and writing 
about the lack of ethics in the ad- 
vertising business. How about the 
lack of ethics in business itself? 

For example, last May I bought 
a new from an authorized 
dealer in Pasadena, Calif. To date 
—after eight visits and requests to 
put the car into operating condi- 
tion and perform the make-ready 
service and 1,000-mile adjustments, 
nothing has been done, 

The car literally is falling apart 
because of the failure of the dealer 
to live up to the maker’s guarantee. 
I’ve written to the maker, to the 
local district office, but all I get are 
polite replies that something will 
be done. 

So it is easy to understand why 
the typical auto owner has such 
a low opinion of American cars and 
the business firms that produce 
them. Advertising is not the sole 
culprit. Wouldn’t you say that the 
trouble is that some of the con- 
temporary business ethics have 
rubbed off on advertising?—JoHN 
L. Kent, director, Western Tech- 


nical Writing Institute, Pasadena, | 


Calif. 
* * + 

Dope Addiction 

All automobile dealers and in- 
dependent body shops have gotten 
themselves into some pretty bad 
habits. The worst of which is, the 
feeling they must accept as stand- 
ard procedure, the way of doing 
business that has been handed 
down to them by the generations 
before them. 

The bad habit of giving discounts 
to insurance companies is a bad 
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habit in business and nothing more. 
It is a habit we have acquired from 
insurance adjusters who have been 
“pouring this stuff down our 
throats” over the past years. It is 
very easy for them to tempt us 
in this habit because, we among 
ourselves, are very weak! We fight 
among ourselves over the almighty 
dollar, to the degree, that we aid 
and abet this bad habit until it be- 
comes a standard practice. 

What we forget to realize is the 
very fact that, while we are fight- 
ing our competitor, we expose our- 
selves to the habit. Before you 
know it, after it is too late, we 
realize, “Ye Gods! We're on the 
stuff, too!” We’re hooked by the 
same dope! 

Here we’re beating our brains 
out to make an honest dollar by 
fighting everybody else and we’re 
going broke ourselves. Isn’t that 
about the position we’re in with 
the body repair business? You 
bet it is! Let’s face it. This body 
repair business is a pretty bad 
mess, 

The cure is very simple. Let’s 
see what we must know and what 
we must do. 

1. First, we must know that— 
only the insured has the legal right 
to authorize the repairs to be made 
in your shop. Not the insurance 
company, not the adjustor but the 
insured who owns the car. 

2. The insurance company has 
no legal right to ask for or get a 
discount on parts you put into the 
insured car. Why is that? Aren’t 
they volume purchasers? Don’t we 
do a lot of business with them? 
How can we keep from giving them 
a discount? 

3. Remember this! Insurance 
companies do not buy parts. The 
insured buys parts. The parts are 
used in his car as a consumer 
on which tax must be paid. 

4. Insurance companies do not 
have a vendor’s number to buy 
wholesale, like an independent 
garage, 

5. The insurance company is only 
subrogated to the rights of the in- 
sured—and nothing more. 

6. If we were to give a discount 
to the insured, I guess that would 
be all right. However, we don’t do 
that! We give the discount to the 
insurance company. “Ye Gods! 
Why?” 

7. Why do we give a discount to 
an insurance company? “We have 
to give a discount because every- 
body else is giving it.” In other 

(Continued on Page 44, Col, 1) 

















a reaver INNEW PASSENGER CAR oocvertisine...secause 


The Chicagoans with more money 
to spend...spend more time with the 
CHICAGO DAILY NEWS 


The Chicago Daily News has been a consistent leader in new the reason: Daily News families are receptive...93% of them read 
passenger car advertising for many years. Part of the reason: the paper at home and spend at least 35% more time with the 
Daily News families buy new cars...their median income is $1070 Daily News than readers of the other Chicago dailies. The Chicago 
a year higher than Metropolitan Chicago as a whole. The rest of Daily News is a potent advertising force. Use it! 
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If you can make money for somebody else 


Why not 
make money 


for yourself? 


Here is a question that any successful man who is 
working for somebody else should ask himself, because 
it contains a fundamental truth. 


The fundamental truth in this case is simply this: If by 
perseverence and diligence you can make money for 
somebody else, there is no reason why you can’t apply 
this same perseverence and diligence and make money 
for yourself. 


Now perhaps you may say, “‘Just a minute there, friend. 
What you say may be true, but it takes more than just talk 
to start an automobile business. It takes money—and a lot 
of it. What do you say to that?” 


Our answer is simple. If you are now a general manager 
or a sales manager in a successful, profit-making opera- 
tion, and if you really want to go into business for 
yourself, Dodge has a plan that provides 75% of the 
capital you need. 


This plan is called the Dealer Enterprise Program and 
it was created specifically to help qualified individuals 
get started in a business of their own. It not only 


In 1960, the hig deal is 
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provides 75% of the capital, but also all the help and 
counsel you need to get off to a good start. 


Now it should be obvious why we are looking for new 
dealers. Dodge sales, lead by the new low-priced Dodge 
Dart, have expanded the market so much that we need 
additional dealers in numerous sales areas to take 
advantage of this booming market. 


And the Dodge Market-Programmed Sales Agreement is 
your assurance that your selling efforts will always be 
backed by the kind of products that appeal to the 
broadest portion of the automobile market. (Including a 
new line of compacts soon to be announced.) 


Ask yourself the question one more time. If I can make 
money for somebody else, why not make money for myself? 
Chances are, there is no reason in the world why you 
can’t. It doesn’t cost you one red cent to get all the facts. 
Just write in complete confidence to: 


John B. Naughton, General Sales Manager 
Dodge Division, 7900 Jos. Campau 
Detroit 11, Michigan 


DODG 





DODGE DART «+ LUXURIOUS '60 DODGE + DODGE TRUCKS 


Canadian inquiries should be directed to: A. L. Hancox, Director of Sales, Chrysler Corporation of Canada, Limited, Windsor, Ontario 
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The Man Behind the Wheel... 


Sales Testing the Citroen ID 19 


Eprror’s Note: This is one of a 
series of articles designed to ex- 
plore the selling features of im- 
ported cars. 

By Ed Brown 
Staff Correspondent 


HE Citroen ID 19’s bid for lead- 

ership begins with its aerody- 
namically . designed silhouette, a 
radical departure from traditional 
automotive designs. 

But design is not the only de- 
parture from convention for this 
vehicle, It is impossible to savor 
the many innovations in design 
and engineering without a test 
drive, yet a rundown of its many 
new features is bound to be im- 
pressive. 

The first and foremost impres- 
sion any customer will receive is 
the concept of ultra comfort. One 
passenger during our test run com- 
mented that “it’s like sitting in 
oatmeal,” 

Apparently no device was consid- 
ered too intricate or costly for this 
vehicle, which sells for $2,790, if it 
would add to driving and riding 
comfort. Half-foot-deep foam-rub- 
ber cushioning on all seats, inches- 
deep foam-rubber under-padding 
for the deeply piled rugs and air-oil 
suspension are combined to give 
the feeling of a cloud-like ride. 

All four doors open wide. You 
step down sharply on entering the 
car, and this tends to make en- 
trance and exit a bit awkward at 
times, But the complaints usually 
end as soon as the customer sits on 
one of the seats which provide liv- 


ing-room comfort. 
* * * 


Upholstery Cleans Easily 
7 upholstery on seats and 

doors is a brocade fabric which 
cleans easily with light soap suds 
and water. There is a small plastic 
kick panel on the bottom of each 
door for that area that manages 
to get marred in eager exits. 

The front seats are molded to 
support back and shoulders per- 


fectly, while still allowing for 
complete relaxation during driv- 
ing periods. 


Another innovation is the nearly 
spokeless wheel, which may be the 
safest in the industry, The half 
spoke bends to become an integral 
part of the steering column. 

Should an accident occur, the 
firm says, the impact of the driver 
against the wheel would break it, 
with almost no danger of even 
minor injury. The spoke actually is 
designed to help the driver’s body 
Slide off it, rather than break it, 
the firm adds. 

Various venting provisions elim- 
inate the need for vent windows. 

At the far ends of the instru- 
ment panel are vents with simple 
controls which permit outside air 
to enter the vehicle. Air from the 
heater is directed at the feet of the 
driver and front passenger, while a 
duct which runs through the car’s 
left-frame member carries warm 
air to the feet of rear passengers. 

Underneath the dash on both 
driver and passenger side is a small 
knob which directs a controlled 
amount of cold air to the rider’s 
feet. 

ae BS am 
Tus engine turns over with no 
trouble. With a little pressure 
on the accelerator pedal, the engine 
catches hold immediately, On cold- 
er days, it may be necessary to 
pull the choke. When this is done, 
no pressure on the gas pedal is 
used. 

The accelerator pedal is a very 
small, slim piece of metal which 
is not in keeping with the plush 
surroundings. It should be im- 
proved, particularly for women. 
It is suspended, as are the clutch 
and brake pedal, but salesmen 
should anticipate objections from 
customers over the size and ap- 
parent fragility of the pedal, 

Otherwise, the pedals are nicely 
spaced, eliminating dangerous mis- 
takes in judgment. 

Window opening requires a little 
more effort than you would ex- 
pect. 

Some people are bound to object 
to the fact that on such a luxuri- 
ous-looking vehicle, many finishing 
touches are done in plastic, Such 
items as plastic door handles and 








window cranks seem to cause some 
concern. 

The driver and front passenger 
seat are individually adjustable fore 
and aft. The backs of both decline 
to a fully horizontal position. The 
vehicle then sports two beds. 

a + + 


Rear Seat a Little Higher 


E rear seat is as comfortable 

as the front, but is slightly 
higher, Leg room is fantastic. Even 
the longest-legged person would 
have no seating or comfort prob- 
lem on a long drive. A middle arm 
rest provides extra riding com- 
fort. 

The deep step-down design 
makes cleaning with anything but 
@ vacuum cleaner a bit of a task. 
But the double advantages of 
safety and comfort should out- 
weigh this argument. 

There is a peculiar reaction to 
this car. Either the individual 
thinks it is beautiful, or he dislikes 
it on first contact. But for the latter 
person, there are two different 
views, It is important that he be 
exposed to both. One view is from 
the outside looking in, the other 
from the inside looking out. 

The average individual will not 
be captivated immediately from the 
outside, but after a little experi- 
ence inside, his opinion begins to 
take on a radical change. Natur- 
ally, the change results from the 
experience of driving or riding in 
the car. 

A major contributor to riding 
comfort is the air-oil suspension 


Car Tested: 
CITROEN ID 19 


- Engine: Four cylinder, over- 
head valves; bore, 3.07 inches; 
stroke, 3.94 inches; displacement, 
116.6 cubic inches; compression 
ratio, 7.5 to 1; horsepower, 70 at 
4,500 revolutions per minute. 
Front and rear suspension: 
Independent wheels, two suspen- 
sion arms for each wheel, air-oil 
unit with shock absorber for 
each wheel, 
Brakes: Disc brakes on front 
wheels, drum brakes on rear. 
Weight: 2,475 pounds; wheel- 
base, 123 inches; overall length, 
189 inches; overall width, 70% 
inches; overall height, 58 inches. 
Gas tank: 17 gallons. 
Standard equipment: Automa- 
tic jacking; adjustable road 
clearance; heater and defrost- 
ers; clock; turn signals; reclin- 
ing bed seats; stainless steel 
wheel covers; stainless steel 
trim; windshield washers; trunk 
light and courtesy light; dim- 
ming rear-view mirror; side- 
view mirror; padded foam-rub- 
ber carpeting; Michelin “X” 
oo tires, folding center arm 
res 


























Beyond: These Doors There's 


> 


Comfort— 


which Citroen calls hydropneu- 
matic. 
* * * 

ACH of the four wheels is in- 

dependent and is connected to 
the body by a piston. There are two 
suspension arms for each wheel, 
with a shock absorber as part of 
the air-oil unit. An antiroll bar is 
included both front and rear, as 
well as a levelling device. 

The piston compresses the 
liquid oil, which in turn acts 
upon a cushion of air. This hy- 
dropneumatic suspension main- 
tains the ID’s body at a constant 
height, regardless of the load or 
passenger situation, 

A small lever to the left of the 
driver on the body shell has three 
positions, which allow for three dif- 
ferent ride heights and three differ- 
ent springing conditions. The nor- 
mal position gives the ID a road 
clearance of 6.5 inches, and the 
softest possible ride. Second posi- 
tion is.9.5 inches, plus a little stif- 
fer ride, while the high position 
is 12 inches and a little more 
bouncy. 

The latter is used for deeply rut- 
ted roads or where highways are 
under construction. It actually 
shortens the spring travel, and 
makes for a bumpier ride than 
usual, although not objectionable. 

+ * * 


Power Jacking Provided 


ECAUSE of the air-oi] suspen- 

sion and variable ground clear- 
ances, power jacking is provided. 
The car is simply raised to its full- 
est height. A jacking brace is plac- 
ed in position at a spot provided in 
the dead center of the car. It is 
then lowered to its lowest height. 
The side of the car with the brace 
attached stays elevated, with both 
wheels lifting off the ground. Once 
the wheel has been changed, the 
process is reversed. 

This could be the answer to 
the aggravating problem of a flat 
at the most inconvenient times. 
For people with heart conditions, 
this feature could be a life saver. 

The ID is a very low-slung car. 
Front-wheel drive, hydropneumatic 
suspension and a reinforced plastic 
roof make for an exceedingly low 
center of gravity, and give the car 
amazing road-holding ability. 

Road-holding also is improved by 
the Michelin X tires, in which the 
wire backing behind the treads is 
said to give the owner at least 
50,000 miles of service. These tires 
offer excellent resistance to sliding 
in a fast corner up to a critical 
point, after which there is a tend- 
ency to break away suddenly. 

Due to front-wheel drive and 
low-pressure tires, steering is 
heavy. Particularly in trying to 
park, steering the ID becomes a 
problem. The luxury model, DS, is 
fitted with power steering, and it is 
obvious this would be an advant- 
age. 

* * * 
HE four-cylinder overhead-valve 
engine, developing 70 horsepow- 
* * Eo 


_ Thick foam-rubber seats in the Citreen ID 19 provide an unusually comfortable 
ride, according to Ed Brown, Auvtemotive News staff correspondent who test-drove the 
French-built car. Wide doors provide easy entrance and exit, he said. 





yw 
“Fenson, you've sold over 1,000 
cars this month, what’s wrong 
with our trucks?” 





er, has a surprisingly good get- 
away, considering the weight it is 
pulling. Through all four gears, it 
will move up smartly to its high 
cruising speeds, and give the aver- 
age driver all the pickup he could 
possibly require. 

Top three gears are synchro- 
mesh, with the difference between 
third and fourth so slight that 
the top often can be reserved as 
an overdrive unit for highway 
travelling. In city traffic, you sel- 
dom get into high. It is not nec- 
essary. 

The engine is not smooth when 
pulling at low speeds, although it 
can be made less spastic by use 
of the ignition control. However, it 
is extremely advisable to drop down 
to a lower gear as soon as a rough 
situation develops. 

The ID is not a slim car as are 
more conventional imports, there- 
fore it is difficult to do much in and 
out of traffic weaving at stop lights. 
Still it is small enough to fit into 
parking spaces which more conven- 
tionally sized domestics cannot 
hope to squeeze into. 

Because of the car’s design—the 
rounded front and snubbed rear— 
it takes a little practice to learn 
to park it with ease, The view all 
around is perfect, and once the 
technique has been mastered, the 





peer an. deliveries of Mercedes- 
Benz and Auto Union-DKW cars 
during April were the highest for 
any month since distribution of the 
two lines in the United States 
began, according to L, A, Fleener, 


Motor-Oil Sales 
Rising in Nation, 
API Group Told 


BEDFORD SPRINGS, Pa.—A 
gain in the ratio of motor-oil sales 
to gasoline sales was reported at 
a meeting of the American Petro- 
leum Institute’s Lubrication Com- 
mittee by Rudolph Cubicciotti, 
chairman of the committee’s motor- 
oil study panel. 

The panel was set up two years 





ago to increase public awareness of | © 


the need for more frequent oil 
change in cars to produce greater 
automotive safety and performance, 
said Cubicciotti, vice-president of 
Sonneborn Chemical & Refining 
Corp. 

He reported that three main 
avenues of attack have been taken 
by the panel: Wider dissemination 
of oil companies’ promotional mate- 
rial; an approach to car manufac- 
turers to review areas of agreement 
between their oil-change recom- 
mendations and those of the API, 
and a public-information program 
to educate the public in correct oil- 
drain practices. 

Cubicciotti noted that Chrysler 
Corp. recently changed its recom- 
mendations on oil-change intervals 
from 5,000 miles to every 2,000. He 
added that other major auto manu- 
facturers are reevaluating their oil- 
change recommendations, 

He said the API recommendation 
on motor-oil change is: Every 30 
days in winter; every 60 days in 
summer, and a maximum of 2,000- 
mile intervals. 





Mercedes-Auto Union-DKW Sales Up... 


Import-Car News Notes 





only effort remaining is in the 
heavy steering. 

Interior sound insulation is su- 
perior, with almost no fatigue aris- 
ing from this source. This is one 
of the quietest cars we have tested 
in a long time. 

Every once in awhile, a noise de- 
velops from the engine compart- 
ment that sounds suspiciously like 
tappet noise. In reality it is the 
high-pressure pump for the self- 
level ride building pressure for its 
continual action. It is not annoy- 
ing, but should be explained to a 
potential customer so that he does 
not worry about a nonexistent 
problem. 

* eo * 


Virtually Rattleproof 


os Citroen boasts a monoshell- 
welded body, with only one 
cross brace under the engine itself. 
Otherwise, the body is unique in 
that every welded member is 4 
structural and strength member. 
Each adds its individual part to 
the whole for strength and rigidity. 
This makes for a virtually rattle- 
proof auto. 

Repairs will be extremely easy 
to make. Body panels unfasten 
quickly and easily, For instance, 
one outside bolt removes the rear 
fender for repair or tire chang- 
ing. It is a matter of seconds. 
Customers should be reminded of 
the saving in time, which is 
money, in the event of an acci- 
dent. 

The spare is fixed in the nose of 
this car, which acts as an extra 
shock cushion in the event of a 
headon collision, 

It is easy to get people talking 
about the vehicle, and it should be 
no problem for the salesman to get 
people into the car for a test drive. 
Even people unfavorably impressed 
by the ID’s styling can be easily 
convinced to try a test drive. 

Selling the ID will not be as easy 
as selling the more conventional 
import or domestic. There is no 
doubt that many biases and prej- 
udices will have to be met. 

Certainly the hard-to-convince 
customer should be impressed by 
the 28.4 miles per gallon we tabu- 
lated on our more than 1,100-mile 
test in all traffic situations. 








president of Mercedes-Benz Sales, 
Inc. 

He said 1,478 units were sold, of 
which 1,187 were delivered in the 
U. S. and 291 were sold in the U. S. 
but. delivered in Europe. 

Fleener said Auto Union-DKW 
sales in April were the highest for 
any month since the company 
began U. S, distribution, and were 
31 percent above March, the pre- 
vious high month, 

Mercedes-Benz sales in April 
were exceeded only in March, 1959, 
he added. 

7 * + 


Volvo 


yener HARMAN has been ap- 
pointed Middle Atlantic States 
regional sales manager for Truck 
Division, Volvo 
Import, Ine, 
Newark, N. J. 
Harman’s main 
job will be to as- 
sist in setting up 
dealerships for 
Volvo diesel 
trucks, His terri- 
tory will encom- 
pass New Jersey, 
Pennsylva- 
; nia, western New 
Henry Harman York State and 
the New York metropolitan area. 
Harman brings Volvo more than 
15 years of experience in the truck- 
ing business, His most recent posi- 
tion was Manhattan branch man- 
ager for Diamond T Motor Truck 
Co, He has also worked for Auto- 
car Division, White Motor Co., and 
International Harvester Co, 
+ * OK 





Rootes 


ORD ROOTES, head of Eng- 

land’s Rootes Group, met with 
Southern California Rootes dealers 
and automotive press. 

Lord Rootes did not appear con- 
cerned with sagging sales of some 
Rootes Group cars. When asked by 
Automotive News to comment on 

(Continued on Page 66, Col, 1) 








Research and Development at Work 


Trial by fire! New Midland materials are safety tested at 
fantastic temperatures . . . tortured at blast furnace intensity 
far beyond safety requirements to produce the world’s 


safest brake systems. 
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Singing 'Salesman'— 


intelligent Mynah bird 
who talks, whistles and sings, is shown 


Rochester, an 
with his owners Sam Cortese, left, and 
Tony Cortese, president of Cortese Olds, 
newly appointed dealership in Richmond, 
Calif. Rochester was the hit of opening 
house festivities recently when he told 
customers “It's a good deall'’'—one of his 
best lines. He also imitates motor acceler- 
ation and braking. Proud of his accomp- 
lishments, the Cortese brothers describe 
Rochester as ‘the only singing, whistling, 
talking Oldsmobile salesman with feath- 


ers. 





One Answer: Direct Dealer Control. . . 


Banks Defend Sales ‘Meddling’ 


Eprror’s Note: This is another 
in a series on financing sources 
and their relationships with 
dealers. 

+ * * 


By L. H. Houck 
Travelling Correspondent 
N THE battle between banks and 
finance companies with dealers 
in the middle, there has always 
been the complaint by dealers that 
banks often switch the dealer’s cus- 
tomers to other 
dealers and even 
other makes of 
cars. 

It might be sup- 
posed that the - 
banks would be 
on the defensive 
on this, but as 
with many other 
problems, it de- 
velops that there 
are two sides. ; 

One prominent L. H. Houck 
banker reported to me this way: 

“Yes, indeed, we certainly do 
recommend that some of our 
customers buy from another 





—————— * * * 
How They're Pushing Sales... 





Dealer Ad Ideas 


Amusing the Kiddies 


“oo don’t have to park the kids 
anywhere when you shop for a 
new car,” counseled Navajo Chev- 
rolet Co., Gallup, N. M. “Bring them 
right in with you. They can bang 
on the typewriter for awhile.” 

Two-c olumn-by-20-inch ad re- 
counted the story of a mother who 
did just that. 

The ad was sprinkled with mis- 
spelled words and odd combinations 
of letters and numbers. It was ex- 
plained that the errors resulted 
from the youngsters jostling the 
writer’s arms and playfully tapping 
a few keys themselves. 

* * * 


36 Years, 32,000 Sales 


TS last half of May was used 
by Horner Motor Co,, Inc. 
(Chevrolet), Lafayette, Ind., to 
celebrate the 36th anniversary of 
the dealership. During the 36 years 
the dealership has sold more than 
32,317 new and used automobiles 
and trucks, 

A two-color page newspaper ad 
was used to launch the anniversary 
promotion. The copy included eight 
local pictures, including one of 
H. H. Horner, president, and a ’24 


Chevrolet. 
* Oo 


Bresee Salutes Buyers 


N A half-page ad in Syracuse 
newspapers, Bresee Chevrolet, 
Syracuse, reported April was its 
best month in 38 years of business 
and expressed its thanks to buyers. 
Sales topped 400 units, the ad said. 
“We at Bresee are truly grateful 
for the most wonderful business 
we have ever enjoyed in our dealer- 
ship,” the ad continued. 

“We would just like to ask any- 
one in the market for a new Car or 
a used car to stop in and to let us 
prove that we can give you the 
best deal in Central New York.” 

+ * * 


Ad’s a Reb-el Rouser 


OHNNY REB, head of Rebel 

Rambler, Kansas City, combined 
the election-year and Confederate 
themes in an ad in the Kansas 
City Times to stir up the populace 
(prospects). 

Featuring cuts of the White 
House and a white-whiskered Con- 
federate soldier, the ad is set up 
in the form of a news story with 
these headlines: 

“Johnny Reb bids for presidency 
on Rambler ‘R-ar.e Deal’ ticket; 
plans to move White House to 1515 
Swift, North K. C. (the dealership’s 
location); platform calls for new 


Rambler in every garage.” 
n ~ * 


‘Dare to Compare’ 


yus Rambler Dealers Assn. of 
Greater Boston held a promo- 


tion which will allow the winner to 
select free the car of his choice— 
even if it isn’t a Rambler. 

The contest was known as Ram- 
bler’s “dare-to-compare sweep- 
stakes.” 

“We're betting that people who 
compare the Rambler with any 
competing car will want to buy a 
Rambler,” said Nish Atamian, of 
Boston Rambler, association pres- 
ident. 


“That’s why the dealer association 
is offering anyone interested in 
buying a 1960 car a chance to win 
the make and model of his choice 
just by test driving the Rambler 
first.” 

This was believed to be the first 
time a competing make of car has 
ever been offered as a prize in any 
automobile contest. 

* cd oe 


Dealer Financing Urged 


Auvre dealers in Lubbock, Tex., 
took a half-page ad in the Lub- 
bock Avalanche-J ournal to urge 
purchasers to finance cars through 
their dealers. : 

Cooperating in the advertisement 
were Alderson Cadillac Co., Ferner 
Tubbs Co., Hub Motor Co., J. D. 
Hufstader Co., Kerr Motor Co., 
Landham-Powell Motors, Lubbock 
Auto Co., Modern Chevrolet Co., 
Montgomery Motors, Quinn-Con- 
nolly Pontiac, Scoggins-Dickey 
Buick Co., and Wombley Oldsmo- 
bile & Rambler Co. 

. * * 


dealer other than the one with 
which he has the deal. We have 
just as much right to sway the 
customer to another dealer as 
the dealer has to sway a cus- 
tomer who wants our bank fi- 
nancing to a finance company in 
which the dealer has a selfish 
interest. 

“We have had many of our cus- 
tomers tell us that they would have 
preferred to get their financing at 
our bank, and the insurance from 
an insurance man. but that the 
dealer had persuaded them they 
should get everything from his 
finance company. 

“Ordinarily, of course, we go 
along with the customer’s wishes, 
but we are in the business of loan- 
ing money. We are not in the busi- 
ness of selling automobiles but we 
would be derelict in our duty to 
business principles and our stock- 
holders if we let the captive dealer 
of a big finance company with 
headquarters in Detroit or New 
York take our business away from 
us without lifting a finger to try 
to retain it, 

* Ba * 

“DPUSINESS of all kinds is con- 

ducted along certain lines of 
reciprocity other things being 
equal, so when our customer is 
dealing with a dealer who is friend- 
ly to our methods of financing, we 
naturally do everything possible to 
finance the deal for the customer. 

“We have also felt it our duty in 
many cases to inform our customer 
that the dealer wants to retain the 
financing and the insurance be- 
cause he gets a kickback from the 
finance company. 

“Then we ask the customer 
where the money for the finance 
reserve comes from. It can only 
come from the customer. We are 
certainly not only within our 
rights to furnish loans to these 
customers at a lesser cost, but 
we are morally obligated to do 
this.” 


Some dealers have complained to 
their dealer organizations — na- 
tional, state and city—stating that 
banks have advised their customers 
to buy from another source. In 
some cases secretary-managers of 
the dealer groups have circularized 
the banks in their territory stating 
the complaint in detail. 

* * * 


Banker in Rebuttal 


NE such letter stated: “The 
right of a bank to decline a 
loan, if collateral and the custom- 
er’s credit are not satisfactory, is 
not questioned. But after a deal 
has been negotiated and dealer and 
customer agree on a price, then it 
is hardly the prerogative of an em- 
ploye of the bank, with a personal 
ax to grind, to kill the sale or turn 
it to another dealer.” 
One banker replied to such a let- 
ter in this fashion: 
“Recently several complaints 
have come to our bank reporting 
that salesmen for new-car dealers, 


Teaser Announcement— 





Bob Waters, Plymouth Center, Inc., San Francisco, used an advertising and promo- 
tion program to identify himself as a new Plymouth-DeSoto-Valiant dealer during 
March. He used teaser outdoor advertising with two weeks of ‘Where's Bob—photo- 
graph of Bob Waters,” shown above, and the following two weeks with the copy 
“Where's Bob—Plymouth-DeSoto-Valiant—Bob Waters, Plymouth Center, Inc.—Now 
at Van Ness and California—photograph of Bob Waters.’ Also, Waters used newspaper 
and radio advertising, with five ads in three newspapers, 537 spots on one station, 
and 180 total radio spots on three other radio stations, all in San Francisco. Bob 
Waters, left, is shown with Bob Blue, Pacific Coast Advertising, San Francisco. 











in dealing with the public, have 
advised and encouraged purchasers 
and prospective purchasers of auto- 
mobiles to finance the automobile 
through the new-car dealers. 

“Banks generally go along with 

the new-car dealers whose busi- 
ness is to sell new automobiles 
and who are not also engaged in 
the insurance and finance busi- 
ness either directly or indirectly 
or as a representative of a finance 
company (captive dealer) and/or 
insurance company. Certainly 
this bank wants to see automo- 
bile dealers prosper and succeed 
in the sale of automobiles. 

“I might add, this bank is not 
engaged in the sale of automobiles 
either directly or indirectly, but the 
principal source of earnings of the 
bank are derived from loans, in- 
cluding loans on automobiles, 

“It is rather disheartening to have 
a customer arrange a loan and then 
call back stating the new-car dealer 
has insisted on handling the financ- 
ing as part of the deal. 

* 


* 

“W HEN a prospective new-car 

purchaser explains that he 
has a banking connection for the 
financing of a new car, do you feel 
it is the prerogative of an employe 
of the new-car dealer, with a per- 
sonal ax to grind, to turn a loan 
to another source of financing other 
than the bank, where the customer 
is known, has done business and 
would really prefer the financing 
handled? 

“Your attention is directed to 
this matter since we feel sure 
that you will want to take im- 
mediate remedial] action if you 
find anything of this kind going 
on within the membership of your 
organization ... 

“And when you investigate you 
will find this bank has for some 
time assumed the lead in inviting 
and reminding the public directly 
by mail, by radio and by television 
to go to a member of your organ- 
ization for the selection and pur- 
chase of a new car, to let a pro- 
fessional insurance man write the 
insurance and to let the bank do 
the financing of both car and in- 
surance premium, or better watch 

—TV station, or come by the bank 
and find out for yourself .. .” 
* * 


Controls Own Paper 


HERE is another form of bank 

deal that has tremendous pos- 
sibilities. 

This writer visited such a dealer, 
who has a beautiful financial state- 
ment, above national average in 
sales of one of the most popular 
cars, above the national average in 
gross profit for new and used Cars. 
He uses bank credit exclusively. 

This is the way it works. The 
bank furnishes him all the money 
at 4 percent, for whatever his busi- 
ness needs, and for his installment 
contracts. 

He makes out his own time 
contracts, and customers make 
their payments in the dealer’s 
place of business, and not to the 
bank. Each deal is sent to the 
bank, however, and the bank for- 
wards its check for the proper 
amount retaining its 4 percent 
for the proper number of months. 
The dealer makes out his new-car 

time contracts at 6 percent flat to 
the customer, a profit of 2 percent, 
and 8 percent on used-car con- 
tracts, a profit of 4 percent. 

The dealer can make almost any 
monthly terms he feels proper and 
can also handle the situation per- 
sonally if disaster strikes the pur- 
chaser. He can suspend a number 
of payments if that will help the 
customer. 

Dealership personnel do not han- 
dle the credit loosely, they make 
careful checks, with one person in 
the organization handling the time 


Scranton Dealers 


Headed by Coyer 


SCRANTON, Pa.—Nicholas Coyer, 
president of Coyer Motor Co., has 
been elected to his fourth term as 
president of Scranton New Car 
Dealers Assn. He succeeds Fred 
Skaluba. 

James A. Moore was elected vice- 
president and Stanley A. Stonier 
was renamed secretary-treasurer. 





contract details. This person also 
enumerates the various charges 
which are itemized on the contract 
when the contract is completed and 
the car is to be delivered so that 
the customer knows how much in- 
terest he is paying, how much the 
insurance costs, and how much life 
insurance costs if this has been 
taken out. 


These customers can provide 
their own insurance and most of 
them do. When it is not provided, 
the insurance is handled through 
a professional insurance agency. 

* * * 

EPOSSESSIONS under this 

plan are so small, the dealer 
reports, that they are hardly worth 
mentioning, far below one percent. 
He attributes this record, as well 
as the profit factor, to satisfied 
customers. 

“Our parts and service business 
are far above average,” this dealer 
reported, “and I attribute this good 
business to the fact that our time- 
payment customers, numbering 
more than 75 percent of our total 
volume, come back each month 
to make the payments and since 
we have a good city location, they 
can leave their cars for service or 
lubrication while shopping. 

“We also enjoy a good business 
on open account from these cus- 
tomers for brake jobs, major tune- 
ups and such jobs that must be 
done periodically.” There are a cer- 
tain number who finance repair 
bills such as these with us and we 
charge them 6 percent or as we 
tell them, the same rate they are 
paying on their car balance, only 
for the time used. 

“While our financial position is 
such that we are usually able to 
handle the financing of such jobs 
with our own funds, it is com- 
forting to know that the bank 
will take them at our 4 percent 
rate if we want them to. Of 
course we can also always han- 
dle a few time contracts on auto- 
mobiles and in such cases usually 
on new cars we retain the whole 
6 percent. 

“We have found this financing 
system especially advantageous in 
another quarter—that of financing 
the cars in the back row—the lower 
priced cars sold to people who have 
more limited incomes and yet need 
a car just as badly as the rest of 
us. We can make a flexible arrange- 
ment to suit their financial situa- 
tion and sell these border line cars 
at a fair profit and win a steady 
customer at the same time. 

“We have been using this method 
for many years and attribute to it 
a good part of our rather substan- 
tial success in selling our partic- 
ular brand of automobiles. 

“No other financial arrangement 
could give us the flexibility that we 
need. We are known for this way 
of doing business and it is making 
us more customers all the time— 
we have customers who have 
bought from us for the 10th and 
lith time.” 








Proving a Point— 


At an exhibition arranged by Volvo in 


Sweden, three Volvo 122S four-door 
sedans, plus the platform they were on, 
were lifted into the air by one Volvo 
safety belt. In order to simulate actual 
conditions, the belt was fitted with the 
standard attachments and catch used in 
Volvo cars. A wooden cylindrical form, the 
same size as the upper part of a human 
body, was inserted in the belt. Then the 
platform with the cars—a 31-ton combo 
—was suspended in a sling secured to 
the wooden form. This 7,000-pound sus- 
pended weight is said to equal the force 
with which the occupant of a car is thrown 
forward when his vehicle is in @ frontal 
collision at a speed of 44 miles per hour. 
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TURNINGS ... 
Corvair Brings Changes 


In GM Plant Methods 


By Joseph M. Callahan 
Engineering Editor 
ILLOW RUN, Mich.—The new Corvair assembly plant 
here, the only General Motors Corp. plant now exclu- 
sively producing cars with unitized bodies, is considerably 
different than other GM as- 
sembly plants. 


These differences were pointed 
out for Automotive News readers 






engineers. It eliminates the hump 

and has some other advantages. 
A very important feature about 

the assembly of the Corvair, as well 





the. assembly being accomplished 
by workers reaching up from pits 
or over from floor-level positions 
to the floor-level assembly lines. 
Pits have been eliminated at 
the Corvair plant, for all intents 
and purposes. This has a num- 
ber of important benefits. The 

only exception is a shallow 20- 

inch pit in the final line at the 

brake-bleeding area. 

To accommodate this abundance 
of overhead conveyors, the roof of 
the Willow Run plant is two feet 
higher than most other plants. 

The fact that most of the work 
is done on overhead conveyors is 
a terrific advantage from the plant- 
layout and material-handling 
standpoints. By having the convey- 
ors rise when they cross the aisles 
separating the various sections of 








by Ralph Mason, 
regional manager 
of Chevrolet’s 
seven Eastern 
assembly plants, 
and Linus J. 
Rausch, Willow 
Run plant man- 





















ager. 

The differences 
may have extra 
significance be- 
cause of the fre- 

J. M. Callahan quent reports 
that more auto makers will switch 
in the next few years to unitized 
bodies—or integral bodies, as GM 
people call them. 

This plant is also of interest 
‘because, unlike the Kansas City 
and Oakland (Calif.) plants 
where Corvairs are assembled on 
the same lines with Chevrolets, it 
was built expressly for the Cor- 
vair, and GM industrial - engi- 
neers were able to tailor the 
plant to this frameless compact. 

However, many of the unique 
features of this plant are due as 
much: to some of the Corvair’s 
other innovations, as they are to 
the unitized body. Among these are 
the aluminum rear engine, trans- 
axle and independent rear suspen- 
sion. 

A major difference between a 
GM unitized-car assembly plant 
and a GM nonunitized plant is that 
the unitized plant assembles con- 
siderably less of the car, reducing 
proportionately the space and man- 
power required. 

In all other GM assembly com- 
plexes, the body from the firewall 
back is built by the adjacent Fisher 
Body Division, and sent to the as- 
sembly plant for attachment to the 
frame and the front-end sheet 
metal assembly (fenders and hood). 

os cd * 


Welding Replaces Bolts 


HE attachment of these two 

major components is eliminated 
at the Willow Run Corvair plant 
because there is no frame and the 
front-end sheet metal must be at- 
tached to the rest of the body at 
the Fisher Body plant. 

Incidentally, the Corvair bene- 
fits from this situation since the 
front sheet metal can be welded 
on, rather than being bolted on, 
as is generally done. The welding 
makes a more rigid body. 

Since the front sheet metal is not 
attached in a normal plant until 
the car nears the final assembly 

line, fewer unitized-body cars can 
be accommodated on an equal- 
sized assembly line. 

This was one of the factors that 
persuaded Chrysler Corp. to use a 
stub frame when it switched to 
unitized bodies for the '60 cars. 
Chrysler can get about as many of 
these jobs on a given assembly line 
as it could previously when full 
frames were employed. 

* * ca 


One Subassembly Line 


Sete, the length of 
the entire Corvair body is just 
about the same ag the Chevrolet 
body, minus the front sheet metal. 

The Willow Run plant differs 
from other GM assembly plants 
in that it has only one major sub- 
assembly line—the motor line 
where the motor, transmission, 
differential and rear suspension 
are brought together. Other 
Chevrolet plants have a frame 
line, spring and axle line, body 
buildup line and engine Hine. 

Of course, this situation is large- 
ly due to Corvair’s “unipack” which 
combines all the power-train ele- 
ments at one end of the car. This 
arrangement, either at the rear or 
the front of the car, is becoming 
increasingly. popular among auto 





as most other unitized cars, is that 
most of the assembly work is done 
while the car igs on overhead con- 
veyors. The tires and wheels are 
about the last items put on the 


the assembly lines, a single con- 
veyor line can meander all over the 
plant. Consequently, the lines are 
much longer and fewer. 

” * ae 


Lines Shift Bodies 
HIS contrasts considerably with 





* 
Pits Are Eliminated T the nonunitized plants whose A Willow Run 'Marriage’'— 
N CONTRAST, a car with a| assembly lines must be laid out 
frame receives its tires and| with cross-traffic continually in 
wheels comparatively early, with 


Linus J. Rausch, Corvair plant manager at Willow Run, Mich., inspects the ‘‘mar- 


(Continued on Page 21, Col, 5) riage" of a Corvair and its engine assembly. 
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The Clincher... 


A Casco Sprinkle Spray Steam Iron, 
brand new on the market. Every cus- 
tomer who buys a Delco Battery from 
you may have this wonderful new iron 
for only $11.95! . 


The Come-hither... 


Bring them in with the Delco Coin Caddy, a handy little 
gadget that clips to the sun visor of your customer's car, 
carries small change for parking meters and phones. A 
colorful pair of signs (one weatherproof) invites pros- 
pects in to get a free battery check and FREE coin caddy! 





QUALITY BUILT BY DELCO-REMY... DISTRIBUTED NATIONALLY THROUGH 











Autos to Receive 
Special Promotion 
At Chicago Fair 


CHICAGO.—A special merchan- 
dising and promotion program for 
automobile exhibitors at the 1960 
Chicago International Trade Fair 
was announced by Richard Revnes, 
the fair’s managing director, 

The fair will be held June 20- 
July 5 at Navy Pier. 


An International Auto Exhibitors 
Committee has been appointed to 
handle advertising and promotion 
for the merchandising program, 
Revnes said. 

Chairman of the Committee is 
Paul McMann, Volkswagen. Other 
committee members are: Heinz 
Weisenegger, Mercedes-Benz and 
DKW; Norman Baum, Volkswagen 
and Porsche; Edward Wehle, Toyo- 

pet, and William Pitchford, Ford 

Motor Co. 

A feature of the auto show will 
be the awarding of an import car 
to a visitor. Registrants at the fair 
will have an opportunity to name 
their favorite import automobile as 
a possible prize. 





ar- 
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Across the Nation... 








Auto Dealer Changes 


Now Has GM Foursome 
FOSSTON, Minn.—Wynne Chev- 
rolet & Buick Co, (Chevrolet-Olds- 
mobile-Buick) here has added Pon- 
tiac to its lines. Howard Wynne is 
head of the dealership. 
ok 


* * 


Panhard & Perfume 
FORT WORTH, Tex.—Harry 
Ward, 1112 W. Seventh St., has 
been named dealer for Panhard. 
For his initial promotion, Ward 
gave ladies a bottle of perfume for 
taking a demonstration ride in the 


French import, 
* * 


+ 
Miller Adds Pontiac 
TAOS, N. M.—Bill Miller Chevro- 
let Co., Santa Fe Rd., has acquired 
a Pontiac franchise, according to 
Bill Miller, owner. 
* * 


* 


DiGiovanni Opens Deal 
ROCHESTER, 


N. Y.—East Ave. 


The Clean-up 


a J ca 


—_—— 


Plymouth-Valiant, Inc., hag been 
opened by Ernest DiGiovanni at 
336 East Ave. 


* * * 


Dodge Dealership Bows 
FARMINGTON, Mich. —Farm- 
ington Dodge & Dart, 32411 Grand 
River, has been opened by Harry 

Marchant and Ernest Bachand. 


* * * 


Studebaker, Willys Dualled 

MEDINA, O.—Sam Amentini and 
Les Reardon have opened Hinckley 
Motors, Inc, (Studebaker-Willys), 
at Ridge Rd. and Route 303 in 
Medina County. 


L-M Deal Sold 


ELGIN, Il.—Sherwin T, Dubin 
and Michael D. Schwartz have pur- 


chased Elgin Lincoln-Mercury, Inc.,| Me. 
William 


from Walter J. Reed and 
J. Hooper. The dealership, which 
also handles Comet, will operate as 


ni 


Bradley-Reynolds, Inc., 175 Dundee 
Ave. 


& * * 
Frie (Dodge) Quits 
BROOKINGS, S. D.—After near- 
ly three decades (28 years) as a 
Dodge-Plymouth dealer here, Frie 
Motor Co. has closed its doors. 
F. G. Frie was president of the 
firm and Larry L., Frie, secretary. 
* * ¥* 


20 More Dealers 
Signed to Handle 
Studebaker Line 


SOUTH BEND. — Studebaker- 
Packard Corp. has announced the 
addition of 20 dealerships. They 
are: 

Schroeder Buick, Inc., 204 W. 
Main St., Benton Harbor, Mich.; 
Southwest Motors, 3 Bisbee Rd., 
Lowell, Ariz.; Stephens Buick Co., 
111 Seventh St., Orange, Tex.; Stone 
Motor Co., 1015 E, Ninth, Trenton, 
Mo.; Times Square Garage, Inc., 
Hartford and River Sts., Rumford, 


Tinsley Motor Co., 219-221 W. 
Lawrence St., Russeliville, Ala; 
Town Motors Corp., E. North St., 


You never saw an easier, more effective promotion. All you do 
is give your customer a coupon. He fills it out, mails it to Casco 
with his $11.95, and they ship the iron direct to him, postpaid. 
The only iron you handle is the one on display, and you keep it 
or se// it after the promotion is over! This money-making deal is 
part of Delco’s big Double Check promotion. Check the details 
with your Delco supplier today. 


MS ae We a le 


BATTERY 








21 


Geneva, N. Y.; Jeff R, Townsend 
Co., Inc., 3370 Main St., Riverside, 
Calif.; Van Dyn Hoven’s Buick 
Sales, 1100 N. Lowe St., Kaukauna, 
Wis., and Garden Motors, Brook- 
hurst Way, Garden Grove, Calif. 

Crosby’s Pontiac & Buick Sales, 
828 E. Grand River, Portland, 
Mich.; Hinckley Motors, Inc., PO 
Box 368, Hinckley, O.; Oakley Mo- 
tors, Highway 4, PO Box 183, Oak- 
ley, Calif.; Reed Pontiac-Cadillac, 
205 Diamond St., Titusville, Pa.; 
Skeels Auto Sales, 2981 Treat Rd., 
Adrian, Mich. 

Taff Motor & Equipment Co., Mill 
St., Louisville, Miss.; Uptown Mo- 
tors, 104 South St., Chardon, O.; 
Community Equipment Co., Route 
50 West, Trenton, IIL; Auto Sales 
Co, of Colfax, Inc., 1617 Oak, Col- 
fax, Wash., and Murfreesboro Im- 
port Motors, 612 W. College, Mur- 


freesboro, Tenn, 
* 


All Remodelled 


SAUK CENTRE, Minn.—O’Gara 
Motors (Rambler-Pontiac) has 
completed remodeling its show- 


room. 
* * * 


Alexandria Motor 
ALEXANDRIA, Minn. — Minne- 
sota Motor Co, (Chevrolet-Cadillac) 
here has changed its name to Al- 
exandria Motor Co, Co-owners are 
Albert J. Ehlen and Mike B, Kniss. 


Davis in New Quarters 

BUFFALO.—Don Davis, Inc. 
(Pontiac) has opened its new and 
larger home at 2795-2845 Bailey 
Ave. The firm’s new quarters are 
four times larger than the old 
one across the street. 

* * a 


Jeep Dealer Named 
HUDSON, N. Y.—E. J. & R. Ga- 
rage, 405 Columbia St., has been 
awarded a Jeep franchise, John G. 
Ziomek jr., heads the firm. 


* * * 


New Mass. Jeep Deal 
WORCESTER, Mass.—George J. 
Abdella and Sylvester A, Bisceglia 
have signed a franchise to handle 

(Continued on Page 55, Col, 1) 


Turnings 


(Continued from Page 20) 


mind. Even the best of these lines 
interfere with traffic, nevertheless. 


From the material-handling 
standpoint, the overhead convey- 
ors permit servicing both sides 
of the assembly lines with ease 
—something that’s almost im- 
possible in the normal assembly 
plant. 

An unusual, but not unique fea- 
ture of the Willow Run assembly 
lines is their “power-and-free” con- 
veyors which permit the shifting 
of bodies from one line to another 
without stopping either line. One 
main advantage of this is th&t gaps 
in the line can be easily filled, 

Another unique device in this 
plant is the “towveyor”’—a floor- 
level conveyor that carries the hy- 
draulic fixtures which lift the 
motor assembly and the front sus- 
pension up to the body to which 
they are “married.” 
* oe * 


Lines Are Coordinated 


oe towveyor and the conveyor 
get their power from the same 
source and are carefully coordi- 
nated, making a pretty picture as 
the engine and front suspension 
rise smoothly to meet the body as 
both units move horizontally down 
the line. 

Since the Corvair is the only 
United States car with independ- 
ent rear suspension, there is a 
device on the final line for ad- 
justing the toe-in of the rear 
wheels. Small variables which are 
bound to creep into the assembly 
are compensated for by shims be- 
tween the transaxle and the rear 
suspension cross-member. 
Asserting that production startup 
at Willow Run was notably free of 
hitches, Mason credited the people 
involved in the plant planning 2% 
years before production began. 
“Never has a new car reached 

volume production so quickly,” he 
said. “Despite the fact that it was 
a new car in a new plant, the first 
car came off the line on July 7, 
1959, and we hit volume production 
by the third week of September.” 
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A hot truck is one that’s been 






advertised in The Saturday Evening Post 





It's a truck that’s in demand. And I've got 






some advertising statistics here 






that'll show you what | mean 
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Look how the two big general 

weeklies and the biweekly compare of 
APX in truck-using households. The Post tops 
both Life and Look with 1.76 exposures 
per reader, close to two sales calls 









on the average truck prospect! 
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LIFE 8,059,000 930 
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LOOK 9,147,000 1110 













Doesn't take much explaining 
to see the Post is tops...tops 
in total sales calls... 
tops in repeat sales calls. 
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What's New... 


Product News, and George Werner, 
president, M. Werner and Sons, 
Sandwich, Il. 
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APRA Junior Executives 
Slate Oct. 10 Meeting 


CHICAGO.— The newly formed 
junior executive group of the Auto- 
motive Parts Rebuilders Assn. will 
hold its first meeting Oct. 10 at the 
Conrad Hilton Hotel here, accord- 
ing to John R. Gross jr., chairman. 

The meeting is slated for the first 
day of the three-day APRA trade 
show and convention, Gross said. 
He is an engineer for Champion 
Parts Rebuilders, Chicago. 


Warehouse Distributor Called 


Aide to Parts Maker, Jobber 
PHILADELPHIA.—O ne of the 
independent warehodse distribu- 
tor’s chief responsibilities is to 
supplement the manufacturer’s field 


TORONTO. — In a unique ven- 
ture in the distribution of auto- 
motive parts, Hayes Steel Products, 
Ltd., is setting up a series of 
“wholesale supermarkets” for the 
coast-to-coast sale of auto parts 
manufactured by the concern. 

The warehouses are located with 
the objective of providing 24-hour 
service, when necessary, to jobbers 
in any major center. 

“Motor vehicles are becoming 
so complex that no jobber today 


inventory of parts, particularly 
for heavy trucks and off-the- 
road equipment,” explained W. S. 
Thompson, secretary-treasurer of 
Hayes Steel. 

“Our warehouses, carrying 15,000 
different parts, will permit jobbers 
to stock fast-moving parts and rely 
on us for others,” he added. 

With transportation a major con- 
sideration, new warehouses at Mon- 
treal and Toronto have been located 
within a 10-minute run of local air- 




















ports. 

Others, to be built soon at Van- 
couver, Edmonton, Winnipeg and 
at an undetermined site in the 
Maritimes, also will be close to fast 
transportation. 

The warehouses will be linked 
by teletypewriter. The Toronto unit 
has 20,000 square feet of floor space. 
Others, all identical one-story struc- 
tures, are of 10,000-square-foot size. 

Hand trucks are used to assem- 
ble orders. Emphasis is on speed 
in handling paperwork and getting 
orders shipped. 

“The automobile manufacturers 
do a good job of distributing 
parts,” Thompson said. “We feel 
we are filling a gap in providing 
parts for heavier equipment, and 
for imported vehicles, especially 
outside the metropolitan cities.” 

Body parts will not be stocked. 

“We carry the parts that wear 
out—the ones an operator has to 
have to keep the job moving,” he 
said. 

The move is frankly a hedge 
against dwindling business in parts 
manufacturing, Thompson said. 

Hayes Steel, which makes 
clutches, axles, universal joints, 
propeller shafts and other moving 
parts, has seen employment in its 
two Canadian plants drop from 
1,400 in 1953 to about 600 now. 

“We modernized our plants to a 
peak of efficiency. But with 30 per- 
cent of the new-car sales in Canada 
being taken by imports, there is 
real pressure on the parts indus- 
try in this country,” Thompson said. 

* a” + 


Iowans Meet June 12 


To Organize Assn. 


Iowa automotive jobbers are 
scheduled to discuss plans for a 
statewide wholesalers association at 
2 p.m., June 12, at the Fort Des 
Moines Hotel, Des Moines. 

Speakers will include Richard A. 
Melvin, executive assistant, Auto- 
motive Service Industry Assn.; 
Charles H. Davis, editor, Jobber 


Cleveland School 
Plans Course 


For Countermen 


D,. — The American 
Training Institute will offer a 
course for automotive countermen 
and managers, It begins June 13. 

The school said the course will 
consist of 42 hours of instruction 
on basic automotive information 
and machine shop and office pro- 
rt and 18 hours of sales train- 
ng. 

Helping to set up the curriculum 

was a committee composed of Al 
Wurzman, Triangle Automotive 
Parts; Reed Hopkins, Thompson 
Ramo Wooldridge, Inc., and Ho- 
ward Davis, Penn Rubber & Sup- 
ply Co, 
Tuition is $93 for instruction 
only or $150 for instruction, hous- 
ing, breakfast, lunch and text- 
books, Enrollment will be limited 
to 40 students. Further details are 
available from American Training 
Institute, 1706 Euclid Ave., Cleve- 
land 15, O. 


In Parts and Accessory Distribution 














sales and service efforts and to 
help the jobber make better use of 
working capital through increased 
stock turnover, according to 
Thomas S. Perry, president of the 
Automotive Warehouse Distribu- 
tors Assn. 

He was the principal speaker at 
the third annual jobber booster 
meeting of Booster Club B-18. More 
than 150 jobbers and boosters at- 
tended the session. 


2 Officirs Named 
By Texas Firm 


AMARILLO, Tex. — Beard & 
Stone Electric Co., has announced 
the appointmént of two executive 
vice-presidents and construction of 
a new warehouse here. 

John B. Cunningham jr., former 
general manager of United Service 


AUTOMOTIVE NEWS, JUNE 6, 1960 


named executive vice-president of 
the firm’s South Texas-Southern 
Louisiana operations, and J. A. 
Massey jr., formerly a Beard & 





J. B. Cunningham J. A. Massey 
Stone vice-president, will head the 
North and West Texas and Pan- 
handle operations. 

The $150,000 warehouse will in- 
crease the company’s floor space to 
23,290 square feet, almost double 
the size of the present plant. 

- + ” 


Arkansas Jobbers Plan 


Organizational Meeting 


LITTLE ROCK.—An organiza- 
tional meeting for automotive job- 
bers in Arkansas will be held at the 
Hotel Marion here June 14. 


Speakers will include Tom Payne, 


Co., Lexington, Ky., has been! executive secretary of the Automo- 


The American Automotive Industry—the world's 


Continuing Research works to 


"Schrader’s famous valve operating principle—the A 
—through a program of continuing research on all types of standard tire valves. 


he 
y 4 ve 
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ce of Standardization 





tive Wholesalers of Oklahoma, and 
Richard A. Melvin, a wholesaler 
representing the Automotive Service 
Industry Assn. 

* * * 


Ballou & Wright, Regalia 


Named Dowgard Distributor 

SEATTLE —Ballou & Wright 
and Regalia Auto Parts have been 
appointed distributors of Dowgard, 
new automotive coolant developed 
by Dow Chemical Co. 

Both firms will distribute the 
product throughout the Seattle 
area. John S. Kaye is Dowgard’s 
regional representative. 

* * * 


Motorola Names Pargeter, 


Beebe Managers in Oregon 
PORTLAND, Ore.—Motorola has 
established two new sales areas, 
with Richard Pargeter as manager 
for Western Oregon and Wallace 
Beebe, manager for Central Oregon. 
“a ee 


John Bean Names Mangold 

PORTLAND, Ore.—George Man- 
gold is the new automotive-service 
equipment sales and service repre- 
sentative here for the John Bean 
Division, Food Machinery & Chem- 
ical Corp. 











} 
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Auto Personnel 


Arthur N, Stuart has been placed 
in charge of manufacturers sales 
for Firestone Tire & Rubber Co., 
Akron, according 
to E, B. Hatha- 
way, sales vice- 
president. 

A 25-year vet- 
eran with Fire- 
stone, Stuart as- 
sumes operational 
responsibilities 
for the depart- 
ment on the re- 
tirement of H. 
M, Taylor, manu- 

A. N. Stuart facturing sales 
vice-president, who directed the 
sale of original equipment tires for 
cars, trucks, farm and off-the- 
highway vehicles. 

* * +* 


Cordes Named Sales Chief 


For Bemis Burlap Products 


John Cordes jr. has been named 
sales manager of the burlap piece 





carload accounts throughout the 
United States. 

Cordes joined Bemis in 1947 as a 
Sales trainee, and in 1952 he was 
shifted to the New York burlap 
piece goods department as a gen- 
eral salesman for carload accounts. 

* +. + 


Oldsmobile Names Beaudoin 


Sales Promotion Specialist 


Carl N. Beaudoin has been 
transferred to the sales promo- 
tion department of Oldsmobile as 
a sales promotion specialist, He 
had been a divisional buyer in the 
purchasing department, 

Beaudoin, a graduate of Gen- 
eral Motors Institute, joined Olds- 
mobile in the sales promotion 
department, In 1957 he became a 
district manager in the Indian- 
apolis zone. 


* * * 
Holloway Joins Ford Credit 


Fred G. Holloway jr. has been 
appointed manager of Ford Motor 


goods department of Bemis Bro.| Credit Co.’s Baltimore office. He 
Bag Co. He will supervise sales to| had been with General Acceptance 


greatest enterprise—depends on tire accomplishments 


deliver the highest quality valve 


closely related, so 





RUBBER MUST STAND HEAT. Both climatic and brake 
drum heat can get high enough to weaken and destroy 
a tire, or shorten its life. 


KNOWLEDGE of rubbers for tires and tire valves are 


both industries work together on 


extremely difficult problems. 


Corp. as manager of its Allentown 
(Pa.) branch office, ; 
* * + 
Autolite Appoints Gackel 
Divisional Sales Manager 

Kenneth L. Gackel has been ap- 
pointed sales manager for Electric 
Autolite Co’s 
Wire and Cable 
and Industrial 
Instrument Divi- 
sions, Port Hur- 
on, Mich, 

A 20-year vet- 
eran with Auto- 
lite, he will direct 
an intensi- 
fied sales effort 
for Autolite air- 
craft, electronic 
and electri- 
cal wire and cable and for the 
company’s line of industrial in- 
struments that include a variety of 
electronic instruments and con- 
trols. 





K. L. Gackel 


* 
Pontiac Promotes Duling, 


Bell, Keck and Neumann 

H. E. Duling has been named of- 
fice manager and car distributor in 
Pontiac’s Minneapolis zone. He re- 
places Rodney A, who 
resigned to enter another field. 








“What ever gave you the idea 
that our competitor down the 
street has me worried?” 





Duling formerly was Pontiac dis- 
trict manager in St. Louis. 

John C. Bell has been named 
Pontiac district manager in Sioux 
Falls, S. D., replacing John L, Pen- 
nington, Bell formerly was Pontiac 
service representative in Minne- 
apolis, New service representative 
in Minneapolis is Ronald E, Keck, 
formerly service representative in 


at the lowest possible price 





RUBBER MUST STAND ABUSE. Dirt, pressure, bending, 
shock, chemicals, ozone, moisture condensation . . . 
just a few of the things that work against tires. 





STANDARDS ARE HIGH because the Automotive, Tire, 
and Tire Valve Industries make them high—to the 


benefit of every vehicle everywhere. 





In the Automotive, Tire and Tire Valve Industries, research will never stop. Improvements 
are being made continually. This means each vehicular part, material, or function must 
constantly be examined and re-examined in relation to every other part, material, or func- 
tion. As an example, superb types of tires are now in use which would have seemed incred- 
ible only a few years ago. And still research in rubber chemistry continues! Right now, 
Schrader specialists are contributing one improvement after another in valve design, in- 
gredients and practical adaptions to hundreds of wheel sizes and types. Their aim: Ever 
better tire valves—ever more practical and dependable—to match and serve any vehicle 
that comes off the production line. 


A. SCHRADER’S SONS * BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Incerporated 


IN TIRE VALVES 





FIRST NAME 


o divisionotf SCOVILLE FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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Fargo, N. D. J. H. D. Neumann is 
the new service representative in 
Fargo. 

+ * * 


Meyers Heads Hall Plant 


Robert Meyers has been appoint- 
ed assistant vice-president and 
manager of the C. M. Hall Lamp 
Co, plant in Detroit. He formerly 
was operations manager with Auto- 
lite in Bay City. 


* * * 


Ford Promotes Collins 


Michael J. Collins has been ap- 
pointed manager of parts and ac- 
cessories marketing, overseas dis- 
tributors, Ford International Group. 
He had been field parts manager 
for the Colombia district in Bogota. 

* Of *” 


P-D-V Names Christiansen 


To New Service Post 


Ronald B, Christiansen has been 
named field fleet service manager 
of Plymouth-DeSoto-Valiant Divi- 
sion, Chrysler Corp. 

Christiansen joined Chrysler in 
1936. as a repre- 
sentative of the 
Central service 
division, first in 
Greensboro, N. C., 
and then in Bos- 
ton, In 1940, he 
Was assigned to 
the company’s 
fleet sales organi- 
zation, the Fargo 
Division, as a ; 
service engineer = 
in Detroit. Four R. Christiansen 
years later he was named assistant 
service manager in Detroit by 
Fargo, and became fleet service 
manager in 1946, the position he 
held until his new assignment. 

* * * 


Congress Die Casting Names 


Pitts Automotive Sales Chief 


Milton K. Pitts has been ap- 
pointed automotive sales manager 
of the Congress Die Casting Divi- 
sion, Tann Corp., Herman Tann, 
president of Tann Corp., an- 
nounced. 

Pitts formerly was vice-president 
and general manager of Ajax Mfg. 
Co. He previously operated his own 
company, Rotary Too] & Gage Co., 
Royal Oak, Mich. 


* * * 


Wettlaufer Appoints 


New Sales Manager 


E. J, Cloutier has been appointed 
sales manager of Wettlaufer Body 
Engineering Division, Pioneer En- 
gineering & Mfg. 
Co., Detroit. 

Cloutier, a 
member of the 
American Society 
of Body Engi- 
neers, ieload the 
Pioneer organiza- 
tion in 1959, fol- 
lowing 12 years 
operation of his 
own manufactur- 
ers’ agency. At 
Wettlaufer he will 
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E.-J.'Cloutier 
be responsible for all sales relating 
to design, engineering, die model 
and prototype work for the automo- 
tive, appliance and aircraft indus- 
tries. 


* * 


4 
Purdy Joins Chrysler 

Robert M. Purdy has been named 
sales manager of Chrysler Corp.’s 
Marine & Industrial Engine Divi- 
sion, For the last 10 years he had 
been with Long Mfg. and Detroit 
Gear Divisions, Borg-Warner Corp. 

+ 


* * 
Lewis Joins Sparton 


As Sales Manager 

Sparton Corp., Jackson, Mich., 
has appointed Charles R, Lewis, 
LaGrange Park, Ill, as sales man- 
ager. 

Lewis joins 
Sparton with a 
broad bac k- 
ground of mar- 
keting experi- 
ence, He former- 
ly was with the 
Liquid Carbonic 
Division, Ge n- 
eral Dynamics 
Corp., Chicago, 
where he was 
general] sales 
manager. Prior to that, Lewis was 
associated for several years with 
Standard Oil Co, of Indiana, where 
he rose from a sales training posi- 
tion to general sales Manager re- 
sponsible for 29 divisions. 





C. R. Lewis 
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FROM &® EATON: ALUMINUM MAGIC TO STIMULATE SALES 


Did their automobile dealer tell the happy family above about the truly lasting qualities of their aluminum grille and trim? 
More and more dealers are, according to all we hear. 

For over 25 years, the Eaton Manufacturing Company has been in the business of manufacturing sales appeal for the 
automobile industry. Their Stamping Division crafted this Ford grille from one solid piece of aluminum. The division’s 
highly automatic facilities for pressing, welding, polishing and buffing make Eaton one of the most efficient stamping and 
finishing operations in the country. 

In recent years, Eaton has added fully automatic anodizing equipment for processing aluminum grilles and other trim 
parts. Today, you see the famous Eaton circle stamped on the grilles and trim of many famous Detroit cars. 

Alcoa does not make automotive trim. But from our partnership with creative, expert fabricators, such as Eaton, have 
come advances that further the cause of better automotive design—better value to sell the car-buying public. 
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ALCOA AND EATON MANUFACTURING COMPANY... PUT MORE SALES POINTS 
AT THE POINT OF SALE! 








Alcoa sells automobiles by showing the car-selling features of aluminum to the nation in 
full-color national magazine ads like this and on two top-rated IV shows—Alcoa Presents 


and Alcoa Theatre. Tell your customers about aluminum... your big new sales feature. 
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PHOTO BY JERROLD N. SCHATZBERG 


Drive nonchalantly to salty Cape Cod... (Ford’s grille is aluminum) 


Sea spray or salted snow may pepper your grille and brightwork On and on, too, the glamorous luster of your aluminum body 
with flecks of corrosive brine—but never fear! Ford's shining trim, headlight moldings, ornaments and lettering. Under the 
armor is aluminum, safe from assault by brine, time and weather. hood, meanwhile, strong Alcoa® Aluminum alloys add lightness 
Anodizing—an Alcoa development—imparts sapphire-hardness and perk up power to pamper your urge to get going. 

for the life of your car. An occasional wash with soap and water Look for light, bright, work- and worry-free aluminum in 
and swish!—dimness gone, shine on. your next car. Aluminum Company of America, Pittsburgh 19, Pa. 


i Alcoa Aluminum .. . for lasting Gleam and Go! 
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By Leo T. Parker 
Attorney at Law 


ONSIDERABLE discussion has 
arisen from time to time over 
the legal question: Can an auto 
dealer prosecute a person who pur- 
chases an auto 
on credit not in- 
tending to pay 
for it? 

It is well to 
know that sev- 
eral United 
States statutes 
are designed to 
authorize prose- 
cution of persons 
who buy and sell 
autos and other 

as ae merchandise un- 
der fraudulent pretenses. See 18 
U. S. C., paragraph 1341, which 
prohibits mail fraud, and 18 
U. 8S. C. 1343, which prohibits fraud 
by interstate wire, radio or tele- 
vision. The punishment imposed 











Lawsuits Affecting Dealers ... 
Court Decisions 








for violation of either of these laws 
is the maximum of five yearg on 
each proven count of fraud, to run 
concurrently, 

See the leading case of Hoff- 
man v. United States of Amer- 
ica, 249 Fed. Rep, (2d) 338, Here 
the testimony showed that Hoff- 
man Co, purchased on credit 
$2,138.75 worth of merchandise. 
Five days later this firm sold 
the merchandise for $1,083.75, 
which represented a loss of 
$759.75. Hoffman Co. failed to pay 
the seller of the merchandise. 

In subsequent litigation, the 
higher court convicted Hoffman of 
violating the above mentioned 
U. 8S. statutes, saying: 

“The artifice of buying on the 
falsely described credit of two 
dummy companies to defraud 
Brice Co, (seller) by an intended 
nonpayment in full of the credited 
purchase price and the immediate 
sale for cash to be kept for Hoff- 





Platt Pontiac is one of many automobile dealer- 
ships helped to peak re by Burroughs office 


automation equipment. Cal 
today and ask to see our informative 


branch 
lm “The 


our nearb 


Open Road.” Or write Burroughs Corporation, 
Detroit 32, Michigan. 


man’s sole use and the use of in- 
terstate wires for that purpose 
clearly violate the statute.” 

* * * 


Law of Design Patents 


NOTHER auto dealer asked me 

to explain the legal difference 
between a design patent and a me- 
chanical patent, 

Recently a higher federal court 
held that a design patent relates 
exclusively to ornamental ap- 
pearances, and not at all to me- 
chanical improvements, In other 
words, an inventor can obtain a 
design patent on anything which 
is pleasing to the eye, or orna- 
mental, but he is not protected 
against infringement of mechan- 
ical features of the invention. 

In Berger Patent Appeal, No. 
6218, 239 Fed. (2d) 397, the federal 
court held patentable a bracket for 
mounting a light, solely because it 
was attractive in appearance, The 
court said it is not disadvantage- 
ous that a design patent shows 
other old features previously used 
by inventors of similar devices. 
The important point of law is: If 
the design presents a new, distinct 
and ornamental appearance, it is 
patentable. 

Also, this court held that a de- 


sign patent does not in the least 
cover nor protect mechanical fea- 
tures of the invention. If the in- 
ventor desires to obtain a patent 
which covers mechanical] features, 
he must obtain a mechanical pat- 


ent. 
* * +. 


Risks in Discount Buying 


LAs month a higher court ren- 
dered am important decision 
which clearly and surprisingly il- 
lustrates the normal risks some 
people will take to get a discount 


on an auto. 


This new higher court decision 
also teaches that the buyer of a 
stolen auto, or other person who 
has no legal title, cannot law- 
fully insure it against theft or 
other liability. 

In Roth v. United Nationa] In- 
demnity Co., 336 Pac. (2d) 984, a 
woman named Roth learned that 
she could purchase Cadillacs at 
the fleet price through a Mr, Leon- 
ard. She thereupon met Leonard 
and agreed to purchase a new 
Cadillac for approximately $1,000 
to $1,500 below the regular price 
and gave him a check for $250 as 
a downpayment. 

In later litigation, Mrs. Roth tes- 
tified Leonard drove the car to her 


- 


President Harry Platt and Business Manager Kermit Tyndall 


BURROUGHS EQUIPMENT REDUCES MONTHLY PEAK- 
PERIOD ACCOUNTING TO A SIMPLE 5-HOUR OPERATION 


The scene: Platt Pontiac, Inc., high-volume dealership in Jacksonville, Florida. 
The jobs: all journal distributions, receivables, payables, general ledger and financial 
statement preparation. The equipment: Burroughs F-1500 Typing Accounting 
Machine, Burroughs F-100 Accounting Machine. The results, reported by 





Burroughs 


Business Manager Kermit Tyndall: “The flexi- 
bility of Burroughs equipment permitted me to 
design all necessary journals to provide a more 
comprehensive financial picture of our dealership. 
When abnormal volume creates peak loads at the 
end of any month, the speed and accuracy of this 
equipment completes every phase of our work 
within five hours.” 


Burroughs—TM 


Burroughs 
Corporation 


“NEW DIMENSIONS {| in electronics and data processing systems” 












home for delivery; that she ad- 
vised Leonard that she did not 
have any blank checks on her 
bank but would give him her check 
for the balance of $4,450 the fol- 
lowing day; that he then delivered 
the Cadillac to her along with the 
keys, and that the next day she 
gave him the check for $4,450, pay- 
able to his order. 


Mrs, Roth further testified that 
there was a rattle in the right door 
window and Leonard suggested he 
take the car to a Cadillac dealer 
to have the rattle eliminated; that 
She turned the Cadillac over to 
him along with the keys for that 
purpose, and that she has not since 
seen the Cadillac. 

* a ok 


Insurance Firm Sued 


RS. ROTH filed suit to recover 
the value of the Cadillac from 

an insurance company that had 
issued a theft policy on the car. 

During the trial, testimony was 
given that Leonard had told Mrs. 
Roth that no bill of sale could 
be given on a fleet deal, but that 
the Cadillac was registered in 
the name of Marsha Estates, 
Inc., and that the pink slip would 
come to him registered and he 
would then endorse it to her. 

She never received a pink slip 
or any other papers of ownership. 
The facts are that Marsha Estates, 
Inc., did hold a valid title to the 
auto, but that it received no money 
from Leonard, had no knowledge 
that Leonard had sold the auto, 
and further that Leonard had ab- 
solutely no authority to sell or 
transfer title to the Cadillac. 


The higher court held that Mrs. 
Roth could not collect the value of 
the auto from the insurance com- 
pany, saying: 

“Leonard had no title to the car 
and no authority from Marsha Es- 
tates, Inc., to sell or transfer the 
automobile. Upon the facts it is 
indubitably clear that the appel- 
lant (Roth) did not become an 
owner of the Cadillac within the 
purview of the terms of the pol- 
icy.” 

This court went on to explain 
that while it is true, as Mrs. Roth 
contends, that she in good faith 
paid the price of the auto to Leon- 
ard, the interest which she achiev- 
ed thereby was such interest only 
as Leonard had, and he had none. 
Hence, she had no title or interest 
in the car, Hence, she was not its 
“owner.” 

This court went on to explain 
that the word “owner,” as applied 
to motor vehicles, is the person in 
whom title is vested either as a 
legal owner or as a registered 
owner. 

aE ok oK 


Salvage Firm Restricted 


ENERALLY speaking, a com- 

pany which has been establish- 
ed in its business is not affected in 
the least by a new state, county 
or city restrictive or zoning or- 
dinance. However, last month a 
higher court held that this old law 
is not applicable to a company 
which salvages or burns autos, 

In Highway Auto Wreckers v. 
City of Allis, 96 N. W. (2d) 85, 
it was shown that a city passed 
an ordinance which required 
wreckers and companies which 
salvage autos or parts to set 
back at least 210 feet from the 
center line of the street or high- 
way. Also, this ordinance prohi- 
bited the burning of auto parts, 
tires, upholstery or any other 
parts of junked autos. 

Highway Auto Wreckers appeal- 
ed to the higher court, contending 
it was not affected by the new or- 
dinance because it had been con- 
ducting its business, and burning 
autos, for many years, Neverthe- 
less, the higher court held that 
Highway Auto Wreckers must 
comply with the new ordinance, 
and said: 

“The police power of the state, 
exercised by municipalities under 
authority of the Legislature, ex- 
tends to the public safety, health, 
morals and general welfare.” 

This higher court explained that 
burning auto bodies produces of- 
fensive and nauseous smells im- 
pairing the health and comfort of 
citizens, Hence, irrespective of the 
fact that Highway Auto Wreckers 
may have been burning autos in 
its present location for many 
years, it must discontinue doing so. 
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A Dealer Reaches for Orbit 


Eprror’s Note: The following re- 
flections on our times were writ- 
ten by Thomas Ives, a “transpor- 
tation merchant” in Oklahoma 
City. 

* * * 

This is the planetary age, when 
“out of this world” can be a reality 
rather than a figure of speech. Ap- 
parently nothing can be accepted 
for face value any more, as it re- 
quires a cast-iron nervous system 
to keep in orbit. I fear some of us 
don’t know the score and aren’t 
aware of the game going on, but 
we are aware of educating ourselves 
to our present surroundings. 

I was lured into the automobile 
business in the lush years, all be- 
cause of that stimulating five- 
letter word. Now that competition 
has almost eliminated this ad- 
vantage, I’ve found it necessary 
to employ the “sweat-of-the- 
brow” routine in order to survive 
in the automobile business. 

Efforts to rejuvenate my business 
convinced me that while I have 
the same clientele of the past few 
years, it seems their occupations 
just don’t read the same. 

I made no enlightening discover- 
ies concerning profit, but after 
checking numerous credit state- 
ments of the past, I decided I was 
operating on a prewar schedule, 
competing in a postwar atmosphere. 
I found my methods, my equipment 
and my frame of mind had grown 
static, and I had no choice but to 
get in step with the times. 

Apparently, the bustle, the whip- 
socket and the laborer all went 
thataway. Now one does not work 
for, but is affiliated with, his com- 
pany. We are rubbing elbows with 
foremen, technicians, supervisors 
and lead men, everyone being over 
or in charge of something. It makes 
one wonder just who is being led 
and where. 

Let’s face it: Nobody works for 
anyone any more, they represent 
them. They don’t just.go to work 
for them, they join them, usually 
leaving the impression they were 
reluctantly wooed into their posi- 
tion. 

There must be some compensa- 
tion in these inflationary times 
to hold a man on the job, either 
through money or prestige. Taxes, 
such as they are, have eliminated 
the advantages of money so the 
big move is to the titles in busi- 
ness, ‘Wanted: Used-car manager 
with CHAMOIS experience!’ 

Let’s shuffle through a few credit 


* statements. John Doe, who works 


for the Blurpley Wrecking Yard, is 
a good example. John has been 
there three weeks as a mechanic’s 
helper and hammer man. He previ- 
ously was employed as a ditch dig- 
ger for Kleptic Septic Co. This is 
how his recent statement reads: 


“Jonathan H. Doe. Engine spe- 
cialist, associated with Blurpley, 
Inc. Mr. Doe joined them recently, 
having formerly been in the dirt 
business on special assignment for 
Kleptic Septic Enterprises.” Mr. 
Doe lists a salary and other bene- 
fits (loose change he finds under 
the seats of the incoming cars). 

In the truck department, the 
trash man is now a contractor; 
the yard man a horticulturist and 
landscaper, and we must admit it 
sounds much better. Perhaps we 
underestimate our chosen field. 
Should we be called transportation 
engineers? 

Moving into the prestige 
bracket, we find the statements 
more dignified, but just as eva- 
sive. My dentist, upon discovering 
irregular teeth, refers me to an 
orthodontist who suggests a spe- 
cialist, who is just as difficult to 
see as my dentist and charges a 
somewhat higher fee. Should they 
have to post their prices, listing 
extras? 

A short time with the specialist 
sent me rushing back to my family 
doctor for sympathy and protec- 
tion. After the customary delay, he 
gets to the seat of the problem via 
penicillin. Personally, I’d rather 
have the pain, and be able to sit, 
especially when I get the bill and 
break out in a rash. This allergy 
treatment raised the fee even 
higher. Did some one say automo- 
biles were too high? 

Now, I don’t mean to complain, 


and if in any way I have implied 
that everything is not on the up 
and up, forgive me. I am aware 
that nowadays one can get sued for 
little remarks and implications that 
actually mean nothing. We are liv- 
ing in a legalistic age when one 
does not dare discuss even the 
slightest problem with his neighbor, 
but have his counselor confer with 
theirs. 

This second-hand information can 
get real expensive, but this is the 
proper manner to handle such 
things. If handled improperly one 
might get or give someone a com- 
plex, and this couch time can put 
one in another bracket in short 
order. 

This modern trend has infil- 
trated the business establishments 
around us. No longer can we fill 
our pens at the bank as the ball- 
point movement has eliminated 
this advantage. We may still 
loiter in the lobby and watch 
them fondle their money, and no 
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matter who addresses us, we'll be 
conversing with an officer—usu- 
ally a vice-president, Bless them. 
May their payments arrive on 
schedule, especially our endorse- 
ments. 

In our business, economy has be- 
come an expensive commodity. 
Poundwise, the customer is being 
sold short. Must we brainwash 
them that the compacts have more 
room on the inside than the out- 
side? If the trend continues, we'll 
be able to make delivery via parcel 
post. 

Soon I shall bring my operation 
up to date. My polish shop will be 
known as “The Auto Beauty Shop” 
and the men who operate it will be 
known as “car groomers.” It will 
be hard to tell where the money 
went by looking at the checks. 

Join me in this modernistic trend. 
Remove the old used-car sign and 
replace it with a larger sign, along 
with more dignified pennants. The 
future looks bright for all of us 
“merchants of transportation.” 


Versatile, attractive Stran- 





Renault Launches Sales Training Program— 


Renault, Inc., launched a nationwide sales training program with a comprehensive 
sales clinic in New York for its top-level sales personnel, first of its kind conducted 
by the French auto firm. Jack C. Kent, general sales manager, Renault, Inc., points 
to magazine ad.to stress features of the Dauphine at clinic's opening session. Regional 
managers discussing the program with Kent are, from left, Donald Dare, Chicago, Mid- 
west region; Guy De La Roche, Jacksonville, Fla., Southeast region; William Cudlip, 
New York, Eastern region; James Quesenberry, San Francisco, Western region, and 
Richard Dill, Dallas, Southwest region. 


Style buildings with their horizon-hugging styling 


and distinctive Stran-Satin colors complement any community, go up 


fast, and cost less than you’d expect to pay for such quality. Smart, exclusive 
Stran-Satin colors are unusual, because these multi-layer protective coatings 


of vinyl-aluminum or vinyl-base color are factory-applied over zinc-coated 
steel. Stran-Satin colors won’t chip, peel, crack or fade... give long- 


lasting beauty without maintenance. You have a choice 
of nine attractive hues. All blend well with wood, brick, 
glass or stone. Financing available for complete buildings from ground up. For com- 
plete ifigrmation, fill in and mail the coupon below or call the Stran-Steel dealer 


WHOUSE”’ near you. He’s listed in the Yellow Pages. 
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Safer Tires Called 
Prime Industry Aim 


heey rubber industry is confident 
of its ability to make safer and 
longer-wearing tires and is devot- 
ing a great deal of time and study 
to insure that objective, according 
to Dr, John N. Street, director of 
chemical laboratories of Firestone. 

Citing the gains made over the 
years in developing more service- 
able tires for the public, Dr. Street 
asserted that “the rate of progress 
in the next 10 years will far out- 
strip the past performance.” 

He spoke during a symposium 
entitled “The Sixties—A Dynamic 
Decade,” which was a feature of 
the opening session of the Eighth 
Highway Transportation Con- 
gress, a biennial meeting of high- 
way transportation leaders spon- 
sored by the National Highway 
Users Conference in Washington. 

The tire engineer, he said, is 
striving to attain the ultimate in a 
product which will combine greater 
durability for wear, increased abil- 
ity to stand up under road hazards 
and better performance under long, 
hot operating conditions. 

Multicolored road surfaces to 
help motorists find their way, and 
to indicate speed zones; better and 
more economical automotive lubri- 
cants, new rust preventives to re- 
duce corrosion, and more durable 
paints and enamels—all these were 
forecast during the Congress by 
Dr. W. J. Sweeney, vice-president 
of Esso Research and Engineering 


Dr. Sweeney predicted constant 
improvement in asphalt pavements, 
to the point where “probably about 
the beginning of the next decade 
(the 1970s),” they will be of “super- 


Smelters Expect 
Deeper Auto Use 


For Aluminum 


CHICAGO.—The nation’s alumi- 
num smelters point to the expected 
heavy scrap yield and an intensified 
program of new alloy development 
and refinement as factors which 
will help them win an even larger 
share of the auto industry metal 
market within the next six years. 

Carl H. Burton, secretary of the 
Aluminum Smelters Research Insti- 
tute, disclosed last week that the 
industry is currently gearing its op- 
erations to meet the predicted sub- 
stantial increase in scrap supply 
and the indicated trend toward 
greater use of aluminum castings 
by auto makers. 

Presently meeting about 60 per- 
cent of the auto industry’s alumi- 
num casting needs, Burton said, the 
smelters also hope to boost their 
share of the market by pouring 
additional funds into research and 
development of alloys with better 
machinability, corrosion-resistance 
and other stepped-up qualities. 

Burton pointed out that last year, 
more than 40 percent of the smelt- 
ers’ 357,000-ton production went into 
casting alloys for autos, and that 
the market will take an even bigger 
bite out of this year’s forecast pro- 
duction of more than 400,000 tons. 

A major factor behind the opti- 
mistic view, Burton said, is the 
sharp increase in aluminum appli- 
cations for auto production. Aver- 
aging 57 pounds per car last year, 
the metal] is now being used—or is 
scheduled for use—in these areas: 
Carburetor bodies in 19 makes; air 
suspension parts in 18; distributor 
housings in five; engine pistons in 
19; fuel pump bodies in 19; intake 
manifolds in three; oil filter bodies 
in five; oil pump bodies in 10; power 
brake housings in 10; transmission 
systems in 18; decorative emblems 
and molding in 10; cylinder heads 
in several. 
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strength” and “all but indestruc- 
tible.” 

“At the moment, one of the 
newest projects,” he said, “is the 
possible development of roadway 
applications for a versatile new 
family of thermo plastics, We 
hope these chemicals-from-oil, 
when mixed with an aggregate 
such ag sand or rock, will make 
multicolored road surfaces prac- 
tical for the first time. 

Nebraska and North Dakota 
were honored by the National 
Highway Users Conference ag re- 
cipients of its golden milestone 
award, conferred every two years 
in recognition of meritorious high- 
way reports to the public, It was 


of United States Rubber Co., was 
elected chairman of the board of 
governors of the NHUC, 

Elected ag vice-chairmen were 
Arthur M. Hill, chairman, execu- 
tive committee, Greyhound Corp., 
and Herschel D, Newsom, master 
of the National Grange. A former 
master of the National Grange, 
Louis J. Taber, was renamed sec- 
retary-treasurer, 


Check on Injuries 
Starts in Mich. 


University of Michigan research- 
ers are mailing letters and ques- 
tionnaires to several thousand 
Michigan residents injured in auto- 
mobile accidents during 1957 and 
1958. 

The letters are the first step in 
a state-wide survey on the costs of 
accidents. and compensation paid 
those sustaining personal injuries. 
The study will result in a report 
showing the costs of auto accidents 


the second time in succession that|and the degree to which they are 


North Dakota had won the award, 
having been the only state to re- 
ceive it in 1958. 


H. E. Humphreys jr., chairman 


covered by insurance and other 
means. It will also analyze the cost 
and problems involved in securing 
settlements. 








Koppy Motors Cited— 


Norb Koppy, president, Koppy Motors, Inc. (DeSoto-Plymouth-Valiant), St. Paul, was 
named by Chrysler Motors Corp. to receive the Quality Dealer Award. Looking at the 
award are, from left, Dean Carpenter, business management manager, P-D-V Min- 
neapolis region; Koppy; Bill Hughes, P-D-V regional manager, and Bob Germain, Twin 
Ng a manager. The award is the first presented in the Minneapolis region 
in . 





THE DYNAMIC NEW SYMBOL 


Famous 


Swedish Volvo Diesel Trucks 


are now taking the load off the trucker: 


from 90 hp. dump up to more than 
enough horsepower for 68,000 GVW. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Milwaukee 


A total of 4,738 new cars were 
registered in the Milwaukee area 
in April, compared with 4,327 a 
month earlier, 

By makes, registrations were: 


Chevrolet, 1,091; Ford, 687; Ram- 6 


bler, 512; Oldsmobile, 389; Pontiac, 
382; Dodge, 303; Buick, 245; Falcon, 
215; Cadillac, 128; Comet, 110; Mer- 
cury, 110; Plymouth, 103; Corvair, 
72; Valiant, 70; Studebaker, 57; 
Chrysler, 47; Lincoln, 12; Imperial, 
12; DeSoto, 9; Willys, 7, and mis- 
cellaneous, 177. 
—BgrenN OLLMAN 
* 


+ * 
Nashville 
Nashville auto sales in April were 
considerably lower than for March. 
The total—new cars and trucks— 
for March was 1,519, compared with 
1,258 in April. The April figure in- 


cludes 1,074 cars and 184 trucks, 
Ford and Chevrolet led the field 


with a total of 585 cars; about 54 
percent, These figures include the 
compacts. 

Front-runners were Chevrolet, 
307; Ford, 278; Pontiac, 64; Ram- 
bler, 58, and Dodge, 46. Truck sales 
included Chevrolet, 63, and Ford, 


a. 

A total of 121 foreign makes ac- 
counted for almost 10 percent of 
registrations, Volkswagen led with 
27, Renault followed with 21, and 
Fiat was third with 20. 

—Ep Goins 

* * * 


Baltimore 


A total of 2,876 new cars, includ- 
ing 141 imports, were registered in 
Baltimore during April. 

By makes, registrations were: 
Chevrolet, 852; Ford, 615; Plym- 
outh, 261; Rambler, 221; Dodge, 
188; Pontiac, 132; Oldsmobile, 125; 
Buick, 119; Cadillac, 44; Stude- 
baker, 40; Chrysler, 38; Comet, 38; 


IS ROLLING! 


Now rolling! 1— Tractor Model 
495—150 hp.—typical medium 
dump body. Ask about Volvo tandem 
dump applications. 2— Model 375 
—90 hp.—16 ft. aluminum van for 
stop-and-start 100 mi.-a-day city 
deliveries—9,270 lbs. net tractor 
& van. 3— Model 485—115 hp.— 
35 ft. van—17,000 lbs. net furni- 
ture load—43,000 gross. 4 — Model 
875—90 hp. 5 cu. yd. dump— 
9,550 lb. net tractor & dump. 5 — 
Model 495—185 hp. with special 
liquid tank body—4500 gals. syn- 


Mercury, 34; Volkswagen, 32; Re- 
nault, 23; DeSoto, 17; Hillman, 9; 
Opel, 9; Fiat, 8; Austin, 7; Imperial, 
6; Morris, 6; Triumph, 6; Volvo, 6; 
Lincoln, 5; Mercedes-Benz, 5; MG, 
5; Simca, 5; Saab, 4; Sunbeam, 3; 
Taunus, 2; Vauxhall, 2, and miscel- 
laneous, 9, 

The 383 new truck registrations 
were shared as follows: Chevrolet, 
128; Ford, 82; International, 80; 
GMC, 21; Dodge, 12; Willys, 11; 
White, 9; Mack, 8; Reo, 8; Brock- 
way, 6, and Diamond T, 3. 

—Kate SAvAGe 
* ¥ * 


Charlotte, N. C. 


April new-car sales in Macklen- 
burg County (Charlotte), N. C., to- 
talled 1,033, compared with 1,124 a 
month earlier. The figures included 
70 imports in April and 107 in 
March. 

By makes, registrations were: 

Chevrolet, 268; Ford, 177; Falcon, 
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“After twice failing on TV, Gil- 
fudy will again attempt the lug- 
gage capacity test.” 





122; Pontiac, 58; Rambler, 49; 
45; Oldsmobile, 39; Buick, 
35; Valiant, 33; Corvair, 31; 


coln, 2; Imperial, 1, and miscel- 
laneous, 72. 
New-truck registrations number- 





thetic latex rubber—39,000 net— 
63,050 GCW. 

Drivers swear by ’em—not at’em! 
In dozens of American road tests 
in last 3 years, drivers claim they 
like Volvo’s cab comfort, road- 
ability and general performance. 
Test drive to prove to yourself 
that horsepower vs. horsepower, 
gasoline or diesel, pound for pound 
—net, gross or combination— 
Volvo will outload, outpull or out- 
“drive” anything on the highways 
under fair competitive test stand- 


ards! Write today for more in- 
formation. Limited selected degler- 
ships temporarily open. Volvo Im- 
port, Inc., Truck Div., 357 Wilson 
Ave., Newark 5, New Jersey. 


VOLVO 


The finest, most rugged 
carriers on the road today. 
Products of superb Swedish 

engineering & craftsmanship, 


ed 185, compared with 146 the pre- 

vious month, By makes: Ford, 59; 

Chevrolet, 41; White, 35; Interna- 

tional, 20; Mack, 6; GMC, 5; Willys, 

4; Dodge, 3, and miscellaneous, 12. 
. 


Vancouver, B. C. 


Automobile sales in British Col- 
umbia are showing a decrease for 
the first time in many years. 


The Motor Vehicles Branch re- 
ported there were 9,127 new ve- 
hicles registered during the first 
four months this year. Last year 
there were 9,198. The decrease is 
reflected mainly in new-car regis- 
trations. 

Compact and imported: cars ac- 
counted for more than 50 percent 
of new-car sales in Vancouver in 
April. 

Total car sales for the month 
were 2,009. Of these, 789 were im- 
ports and 277 were compacts. In 
the first four months, foreign and 
compact cars took 49.9 percent of 
the market. 

Top-selling compact to April 30 
was Rambler, followed in order by 
Falcon, Valiant, Lark, Corvair and 
Frontenac. 


—F. H, Fuuierron 
* * *” 


Norfolk, Va. 


New-car registrations in the Nor- 
folk-Portsmouth area of Virginia 
numbered 1,557 in April, compared 
with 1,449 in the year-ago month. 

By makes, registrations were: 

Chevrolet, 342; Ford, 237; Falcon, 
1138; Pontiac, 82; Corvair, 73; 
Plymouth, 69; Valiant, 69; Buick, 
68; Rambler, 63; Dodge, 60; Olds- 
mobile, 55; Renault, 43; Cadillac, 
38; Comet, 33; Volkswagen, 26; 
Studebaker, 22; Mercury, 20; 
Chrysler, 19; English Ford, 16, 
and Opel, 14. 

Austin, 9; DeSoto, 9; Fiat, 8; 
Mercedes-Benz, 6; Peugeot, 6; Hill- 
man, 5; Willys, 5; MG, 4; Lloyd, 4; 
Simca, 4; Triumph, 4; Vauxhall, 4; 
Imperial, 3; Morris, 3; Volvo, 3; 
Lincoln, 2; Jaguar, 2, and miscel- 
laneous, 14. 

New-truck registrations totalled 
112, compared with 126 a year ear- 
lier. By makes: Chevrolet, 48; Ford, 
40; International, 13; Dodge, 3; 
GMC, 3; Willys, 3; Mack, 1, and 
Studebaker, 1. 


Further Gains 
Predicted for 
Tyrex Tire Cord 


CHICAGO, — William Dalton, 
president, Tyrex Inc., reports that 
total Tyrex tire cord use for 1960 
will constitute a major share of 
the $300 million tire cord market. 


He predicted that Tyrex tire cord 
would show substantial increases in 
the next five-year period, with 
truckers a growing consumer, 

Dalton said 1961’s new cars would 
come equipped with tires of Tyrex 
cord, This year, better than 98 per- 
cent of the cars rolling out of De- 
troit are using tires with Tyrex 
cord, he noted. 


Ford U.C. Post 
Given to Oben 


DEARBORN. — Appointment of 
Walter J. Oben as used-car man- 
ager, Ford Division, is announced 
by M. S. McLaughlin, Division gen- 
eral sales Manager. 

Oben, assistant manager of the 
Jacksonville Ford district sales of- 
fice since July, 1958, succeeds C. V. 
Toussaint, who recently was named 
manager of Ford’s Kansas City dis- 
trict sales office. Oben has been as- 
sociated with sales activities since 
joining Ford in 1950. 








ROCOL 


MOLYSPEED 


Lubricants Put 
NEW LIFE 


“ 
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‘ROUND THE WORLD 


RETAIL 

PRICE... $1 95 
Normal Trade. Discounts 
Decler inquiries invited 


ROCOL CORP. OF AMERICA 
Bleomfield Ave., Clifton, N. J. 
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ommeretal Car News 


{ Monthly Section for those who make, sell and service America’s Trucks, 


Buses, 


Truckin’ 


by Jack Weed 


ODY distributors, manufactur- 
ers and dealers who sometimes 
drive trucks on which bodies have 
been mounted from the body plant 
to the customer have gotten into 
trouble here and there across the 
country with field men of the Bu- 
reau of Motor Carriers of the In- 
terstate Commerce Commission. 
The field men claim that this 
activity puts them in the trucking 
business per se as for-hire trans- 
porters and have insisted that 
these industry men should have a 
permit to engage in this service. 
After numerous complaints, the 
boys at the Truck Body & Equip- 
ment Assn. discussed the matter 
with Herbert Qualls, of the ICC, 
and obtained an official ruling that 
should eliminate this harassment. 
Under this ruling, bodies that 
have been sold can now be deliv- 
ered to the customer by an employe 
of the selling or mounting agency, 
and this is a lawful private car- 
riage operation. 
es 


ICC Ruling 


van ruling notes: “The distribu- 
tor who merely uses the chassis 
(in which he has no financial in- 
terest) in the transportation per- 
formed by its bona-fide employe, 
and receives no payment for mov- 
ing the chassis, is not engaged in 
for-hire transportation. 

“The fact that the distributor 
may receive the expense incurred 
in delivery of the body by mak- 
ing a charge for such service 
when invoicing his customer, is 
incidental and of no considera- 
tion in determining his status as 
being engaged in lawful private 
carriage.” 

TBEA says that while the previ- 
ous uncertainty, resulting from er- 
roneous interpretations, was of par- 
ticular concern to the makers and 
distributors of school bus bodies, 
the above clarification is equally 
applicable to other types of chassis- 


mounted bus and truck bodies. 
” + ok 


Fort Benning Revelation 
F ANY of my readers ever had 
any idea that our military is 
lagging in preparedness for any 
attack on this country, I wish they 





could have been with me at Fort 
Benning, Ga., and could have seen 
the parade of “hardware” and ve- 
hicles that have been developed 
since Korea to meet any type of 
attack, nuclear or otherwise, that 
may hit us. 

On my trophy shelf is a bronze 
statuette that means much more 
to me than before I went to Ben- 
ning to be a part of “Project Man.” 

It portrays the one element 
that all of us must ultimately de- 
pend upon for the preservation 
of our nation, our way of life and 
of our very lives—the man who 
operates the machine or mans 
the gun in any conflict of armed 
might. The statuette is of the in- 
fantryman who says in action, as 
well as words, “Follow me.” 

And I have a much greater ap- 
preciation of top men in the mili- 
tary, such as Lt.-Gen. Arthur G. 
Trudeau for instance, who is chief 
of research and development for 
the Department of the Army and 
through whose “office” all new 
ideas and problems of “how to do 

(Continued on Page 34, Col, 1) 
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60 Sales Up Sharply, 


| 
| 


ie 70 percent of all |é 
franchised truck dealers | 


say their sales for the first 
four months of 1960 were well 
ahead of last year. The dealers 
surveyed represented large and 
small operators in all areas. 

The majority of these dealers 
also reported that used-truck 
prices were fair in their areas, 
and over 40 percent said their 
used-truck markets were strong 
this spring. 

Seventy-six percent said their 
sales of light-duty trucks were 
ahead of last year, This group ex- 
cluded White and Mack dealers 
who do not have light trucks. 

More than half (54 percent) said 
sales of mediums were up this year, 
51 percent reported higher heavy- 
truck sales and 31 percent said 
tandem-drive business also had in- 
creased. 

Approximately a third of the 
dealers reporting higher sales said 
their percent of increase ran from 





Fruehauf Backs Safety Campaign— 

Final details of Fruehauf Trailer Co.'s safety ad campaign for the American Trucking 
Assns. Foundation are examined by Roy Fruehauf, third from left, and Walter Carey, 
fourth from left, foundation board chairman. Safety on the highway, as it applies 
to the motor transport industry, is the theme of Fruehauf's 1960 foundation and ad 
program. From left are Norm Rowe, Fruehauf advertising director; Les Allman, presi- 
dent, Allman Co.; Fruehauf; Carey; Fred Neumann, Fruehauf sales vice-president, and 
Bob Rosekrans, Allman Co., account executive. 


NADA Explores Barriers to Profit 


ILE the last meeting of the 

Truck Committee of National 
Automobile Dealers Assn, was pri- 
marily for discussion of the truck 
day program for the next national 
convention, two very important 
phases of truck retailing that are 
troubling most dealers were dis- 
cussed and solutions were exam- 
ined. 

These problems are the con- 
stantly increasing cost of doing 
business and the lower profits 
that result from bad practices 
and inequities. 

Due to the rapidly increasing 
trend toward leasing in its various 
forms, the committee feels that an 
outstanding dealer speaker and a 
panel discussion on leasing would 
be of great interest at the coming 
convention. 

Topics for the next meeting of 
the committee and sales managers 
from the factories were explored. 

* * 
C= of the subjects discussed at 
length was the dire need for 
training better truck salesmen. 
All of the dealers on the commit- 


tee recognized that the truck fac- 
tories were offering some salesman 


training currently but all agreed | 


that these classes were neither ad- 
vanced enough nor complete 
enough to be of real value to sales- 
men now on the job. They feel that 
there is a real need for sales train- 
ing that is worthwhile for even 
truck managers from dealerships. 
Dealers have no objection to 

sending their men to training 

schools put on by the factories, if 

their men get enough out of the 

schools. It was proposed that the 

committee take up this subject 

with factory officials and see if a 

more basic and thorough cur- 

riculum cannot be worked out. 

It was felt that only by develop- 
ing salesmen who can engineer the 
proper hauling unit for the custom- 
er’s needs can the present trend 
toward price selling be circumvent- 


Truck New Products 


Page 50 








ed and dealers be assured of real- 
izing at least a normal profit on 
their sales. 

* * . 


A Kindred Problem 


TS question of better working 
relations between truck dealers 
and body and equipment distribu- 
tors ties into this problem of realiz- 
ing adequate profits. 

The committee realized that to 
develop a relationship that would 
be equitable for the dealer and the 
distributor there must be a meet- 
ing of minds from both groups, 

To accomplish this, Arthur 
Nuesse, executive manager, and 
Fearson S. Meeks, secretary- 
treasurer of the Truck Body and 

Equipment Assn., were invited to 
sit in on the meeting. 

Discussion of the problem ran 
this way: 

Due to the constantly rising cost 
of operating a truck dealership and 
a body and equipment distributing 
operation, both outlets need all the 

(Continued on Page 35, Col, 1) 


4 to 66 percent, with 33.4 percent 
the average. 
* om * 


Light-Truck Sales Soar 


pees said light-truck sales 
were up from 25 percent to the 
80 percent reported by one dealer. 
They also noted that tandem-axle 
truck sales were up from 25 to 
50 percent. 

Approximately six of every 10 
dealers reporting, or 58 percent, 
said used-truck prices in their 
area were fair, 39 percent report- 
ed they were good and only 3 
percent said they were poor, 
However, only 42 percent said 
their used-truck market was 
strong, while 24 percent reported it 
was weak and an equal percentage 
said it was just average. 

There has been some increase in 
demand for forward-control units, 
said 42 percent of the dealers, indi- 
cating that builders of this type 
body still have some selling work 
to do with those who use trucks 
for house-to-house delivery. 

There has been increased activity 
on the part of the body-and-equip- 
ment distributor looking for the 
help of franchised dealers in sell- 
ing his products, Sixty-one percent 
of reporting dealers said they had 
noticed more salesmen for distri- 
butors are calling on them this 
year. 

a ad * 

ONG wheelbase two-ton trucks 

and 1%-ton vans seem to be 
getting the most calls among me- 
diums, according to the dealers, 
with stakes, bottlers’ jobs and lum- 
ber trucks also in demand. 

Tandem-axle diesels take first 
place among the reported “hot” 
numbers in the heavy-duty field 
in both standard wheelbase for 
contracting work, cement mixers 
and dumps, as well as tractors 
for over-road hauling. The 2%-ton 
dump trucks also have been mov- 
ing well this spring, according 
to several dealers, and so have 
maximum-rating jobs of around 
78,000 GVW. 

Two-thirds of the dealers in the 
East reported sales were ahead of 
last year, 75 percent said sales of 
light units were up, 50 percent were 
experiencing medium-truck in- 
creases and only 12 percent were 
getting more heavy-duty business. 
But 25 percent saw an increase in 
tandem-axle sales. 

Half of the Eastern dealers re- 
ported used-truck prices were good 
and the other half said they were 
fair. The used-truck market was 
strong for 50 percent of the report- 
ing dealers, weak for 17 percent 
and average for 33 percent.: 


Two-thirds of the dealers said 





Top Trucks 


New-truck registrations for 
three months, plus 24 states for 
April: 


1960 1959 


Pos. Make Pos. 
1— 83,367 Chevrolet 83,521— 1 
2— 73,735 Ford. <* | 67,358— 2 
3— 28,953 Internat. 22,120— 3 
4— 18,927 GMC 18,049— 4 
5— 11,189 Dodge 14,817— 5 
6— 17,570 Willys 6,683— 6 
I— 3,938 White 3,600— 7 
8— 3,152 Mack 3,596— 8 
9— 748 Diamond T 680—10 

10— 698 Studebaker 1,664— 9 

ll— 313 Brockway 268—11 

11,748 Misc. 10,300 
Total All Makes 
244,338 232,656 


Further details on Page 66. 








Truck Dealers Report 


they had noted an upturn in for- 
ward-control sales, and 50 percent 
were noticing increased activity on 
the part of the body and equip- 
ment distributors. 


* 


Sales Serene 3 in Midwest 


— were up for 81 percent of 
the Midwest dealers, with 56 
percent reporting increases in both 
light and medium units and 63 per- 
cent selling more heavy-duty jobs. 
But only 20 percent had increases 
in tandem-axle gales. 

Used-truck prices were judged 
good by 34 percent, while 60 per- 
cent thought they were fair. 
Forty-six percent thought the 
market was strong, 27 percent 
said it wag weak and the same 
percentage felt it was average. 
Forty percent were selling more 
forward controls and 66 percent 
said more distributors were call- 
ing on them. 

Three-fourths of the dealers in 
the South and Southwest reported 
increased sales, with 38 percent 
saying that light, medium and 
heavy-duty trucks were ahead of 
last year. Sixty-two percent, how- 
ever, were getting more tandem- 

axle business. 

Half of the dealers in the Rocky 
Mountain and Far Western states 
were experiencing better business, 
and 75 percent said light-truck 
sales were up. Half said they were 
getting more medium business, and 
only 12 percent were selling more 
heavy-duty jobs. Twenty-five per- 
cent reported an increase in tan- 
dem-axle sales. 

4 * oa 

ALF of the Far West dealers 

reported their used-truck prices 

were holding up good, and the bal- 
(Continued on Page 35, Col, 5) 


Tandem-Axle Gain 
Seen Levelling Off 


Only Slight Gain Noted 
Over Sales Last Year 


HE increase in the sale of tan- 

dem-axle trucks, which began 
with a big jump in 1959, is continu- 
ing, but at a somewhat reduced 
rate, a recent check of dealers and 
truck factories revealed. 

The increase in tandem-axle 
sales in 1959 over 1958 was ap- 
proximately 61 percent. Despite 
the bad weather and consequent 
slowdown in heavy construction, 
the first quarter of 1960 saw 12 
percent increase over the 1959 
sales. 

In a recent dealer survey, 31 per- 
cent of those queried said they had 
noted an increase in tandem-axle 
sales for the first four months of 
the year over the like period in 
1959. 

As near as can be learned, the 
reason for the increase in demand 
for the six-wheel vehicles is due to 
several factors, with changing 
weight laws in several states per- 
haps the paramount reason. But 
there also has been a considerable 
increase in the sale of truck- 
mounted cement mixers, and this 
is another reason for the use of 
the dual rear-axle units. 

Road and _ heavy-construction 
contractors also are going stronger 
for tandem-axle dump units be- 
cause the two axles on the rear 
not only aid in weight distribution 
but give more base for the load 

— the body is raised for dump- 
ng. 
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EXCLUSIVE, V-6 ENGINE 


Never has a truck dealer had such a tremendous selling story— 

and profit opportunity! Because he has the most advanced trucks 

in 20 years to sell! Above you see one of the many GMC 
breakthroughs in truck engineering, the V-6 engine . . . an engine 
with incredibly long, economical life. And, there are many 

more ‘“‘breakthroughs”’ equally as big, that make selling 1960 GMCs 
a “salesman’s dream!’ A limited number of profitable 

GMC franchises are available to qualified businessmen. For complete 
information, write to General Sales Manager, GMC Truck 


& Coach Division, General Motors Corp., Pontiac, Michigan. GENERAL MO 


CORPORATIO 
OTHER BREAKTHROUGHS THAT MAKE GMCs SO EASY TO SELL! 


New frames up to 35% stronger—up to 400 Ibs. lighter! 
New independent front suspension for easier ride, handling! 
New long-life cabs and a complete range of BBC dimensions! 


Extra payload capacity—as much as 2,000 Ibs. more per trip! 


PLUS: New easy-riding rear suspension, loaded or light! Industry's 
most rigid quality-control program! Most comprehensive free training programs! 
The heaviest advertising and promotion’support in GMC history! From %4-ton to 60-ton 


General Motors leads the way! 
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it better” must flow before they 
emerge as completed weapons. 
+ * * 


Sales-Training Problem 

E IS well aware of the time 

lag which we now face in get- 

ting new weapons from the draw- 

ing board to the forces in the field. 
i He ig doing everything in his 

power to shorten that lead time 
; and is appealing to industry for 
| any help it can give him. 

I was “carried” down to Ben- 
ning by Marden Bishop and the 
brass of Willys Motors, who have 
every reason to be mighty proud 
of the vehicles they have devel- 
oped for the Army. Their new 

; “Mule” was put through its paces 
i during the show. Willys was 
among the 34 suppliers to the 
qT military forces who aided in put- 
! ting this show on the road. 
Fj At its recent meeting in Wash- 
ington, the Truck Committee of 
the National Automobile Dealers 
Assn. discussed a phase of truck-| - 


e e e By Jack Weed 





(Continued from Page 32) 


dealer operation which, in my 
opinion, can be solved only by a 
solid-front approach by the truck 
dealers and the factories. 

This is the need for better and 
more comprehensive salesman 
training. While the committee 
members recognize that most truck 
factories do have some sort of 
salesman training programs, many 


quate for the man who is selling 
heavy-duty equipment. 

They feel that the industry 
should have training programs that 
would be of value even to the truck 
specialists and sales managers of 
the truck dealership. 

* aa * 


A Job for Dealers 

ORE than one dealer has told 

me that his men have return- 
ed from factory truck sales-train- 
ing sessions feeling that their time 
had been wasted because the pro- 
grams were so embryonic that 
nothing was brought out that they 
didn’t already know. 


dealers feel that they are inade- 





Maybe part of the difficulty in 
getting new blood into this field 
may lie in the caliber of the schools 
that are being held and part of it 
may lie, as it does in the service 
mechanic shortage, in not making 
a sufficient endeavor to reach the 
type of young men who should be 
interested in truck selling and then 
making the job enticing to them. 

I agree wholeheartedly with 
the members of the NADA Truck 

Committee that this is a subject 

that should be explored much 
more thoroughly. It might even 
help to set up a “rule-of-thumb” 
for dealers to follow in selecting 

men for truck sules work—and 


133 Chevy Trucks Parade 


In Giant lowa Driveaway 

DES MOINES.—In the largest 
truck driveaway ever staged here, 
Iowa dealers picked up 133 Fleet- 
side trucks and paraded through 
Des Moines streets on their way 
home. 

The trucks were painted Klon- 
dike gold and white to symbolize 
the “Golden Sixties.” 




















STOPS WHEEL SPIN 


NeSPIN differentials operate 





Aveilable for mest trucks and 
off-the-highway equipment. Write 
teday for complete infermatien or 

give your distributor a call. 
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How to keep 
your customers 
coming back 
for more 


Recommend NoSPIN® 


the differential that STOPS wheel spin to keep 
equipment moving and earning even under the 
most adverse conditions. NoSPIN differentials 
provide positive driving power to both rear wheels. 


WHAT SOME OF YouR CUSTOMERS AND 
PROSPECTS HAVE TO SAY ABOUT NoSPINo 


A Vice-President : 
distributing —, heating oil 
e@ ranat : 
NOSPIN, and the oc 










t C we equi 

units with the same unit Binos tact 
have never failed mae po 
due to snow or foe.* woe 4 ore 


an Equipment Superintendent 
nnot recommend the use 5 
intengendy and can only say thet an 
C inue installing Nos 
in all vehicles wh ow 
conditions justify." oe 
nPOn 2 Cattle Rancher 
am in the cattle business 
think your Product would Sell like 


hot k i 
preston’ to the cattlemen in this 



















aviematically and are easy to install. 


— 
' 
WRITE TODAY 
PRODUCTS CORPORATION Bam ' 
ete sre Descriptive Literature § 

ae ; on NoSPIN ! 
: Differentials 


ae: 





Army Ordnance Orders 
550 Wayne Bus Bodies 


RICHMOND, Ind.—The Wayne 
Bus Division, Divco-Wayne Corp., 
has announced receipt of its larg- 
est single order this year, 550 
transit bus bodies totalling more 
than $1 million for the Army 
Ordnance Corps. 

The bus bodies are for Chevro- 
let and International Harvester, 
prime contractors for the order 
from the Army’s Tank Automo- 
tive Command. The vehicles are 
for use by the Navy and Air 
Force. 





to help them hold the good ones 
after they find them, 

I know a number of money- 
making truck dealers who have 
little or no problem along this line. 
They hire experienced men when 
they are available, but they also 
make the training of young men 
a part of their operation. 

oo * od 


Handling New Salesmen 
c truck dealer I admire great- 
ly starts his new salesmen on 
pickups and other models less than 
10,000 pounds gross vehicle weight. 
He has found that his older sales- 
men, who concentrate on the 
heavy-duty units and on fleet sales, 
are constantly giving these young 
fellows tips that lead to sales be- 
cause they don’t care to bother 
with the light stuff unless it is with 
one of their top accounts. 

It has been suggested that 
dealers could well employ apti- 
tude tests in screening men for 
truck sales jobs. The tests, of 
course, should be aimed not only 


Sells to Schools ... 


Cagle Scores 


By Ruel McDaniel 
Staff Correspondent 


FYE years ago when Joe Cagle 
bought the Chevrolet dealership 
in Lake Charles, La., there were a 
lot of school buses on the rural 
roads of his parish. But none of 
them were Chevrolets. This was 
particularly galling to him because 
he felt a keen interest in schools 
and civic affairs generally, and he 
determined to do something about 
the situation, 

As a result of what he did, 
Cagle Chevrolet has sold 150 
buses since then and practically 
nobody else is getting any school 
bus business in Calcasieu Parish. 

“Buses, of course, are bought on 
a bid basis,” Cagle explains. “So we 
figured that first of all we must be 
able to bid competitively. But we 
did not sit back and rely on low 
bids to bring us the business, We 
launched a campaign to make 
school board members and pur- 
chasing agents want our buses.” 

* * * 





pret thing, Cagle went around 
and met all members of the 
various parish school boards. He 
told them about Chevrolet-powered 
buses and showed them low main- 
tenance and operating figures. He 
named commercial concerns in the 
area that were pleased users of 
Chevrolet commercial vehicles and 
asked the board members to check 
with these users. 

He then went to the various 
purchasing agents and talked in 
the same manner, He stressed 
that he wanted no favors but he 
did want an opportunity to bid on 
school buses and to show the 
purchasing agents why he could 
give them more for the school- 
bus dollar than they had been 
getting. 

“Then,” he explains, “we prepar- 
ed our own organization to go after 
this school bus business.” A major 
feature of the preparation was to 
delegate four experienced men to 
push school buses, 

+ * + 

HEN he called on the factory 

for help and got it. For the next 
several weeks, school board mem- 
bers and school district purchasing 
agents heard a lot about and saw a 
lot of Chevrolet units. 

“I'm sure some of them got 
mighty tired of seeing and hearing 
us,” Cagle admits, “but they cer- 
tainly were keenly conscious of us 
and our buses.” 

The company even devoted 
























at finding out if the prospect can 
sell but if he likes mechanics and 
has an inquisitive mind. It takes 
that type of man to make good 
in a big way selling trucks over 
10,000 pounds GVW. 

I attended a three-day truck 
salesmen’s training session early 
this year that had the listeners on 
the edge of their seats most of the 
time. The man running the pro- 
gram posed problems of load dis- 
tribution and power requirements 
and asked the audience to solve 
them. 

If the answer was wrong, he 
used the salesman’s formula any- 
way and continued to work out the 
problem. When it didn’t jibe, they 
went back to find out where the 
error occurred. This seemed to get 
every salesman thinking. 

* * * 


Pride Is Important 

_o last day of the session, rep- 
resentatives from several sup- 

pliers of components gave the boys 

half-hour talks on their particular 

units and where each should be 

used. 

Incidentally, even though the 
factory that put this program on 
said it was going to continue it 
across the nation, I have heard 
nothing of a followup session be- 
ing held anywhere. 

Salesmen must have pride in 
their work and their dealership 
to put forth their best efforts, and 
I believe that the basis of building 
that pride lies in helping them to 
think that there is no hauling prob- 
lem they don’t have the answer for. 
Schooling and borrowing on the ex- 
perience of others can go a long 
way in fitting any salesman for his 
job. 





in Bus Field 


some of its advertising allotment 

to the school bus deal, in order to 

sell the general public as well as 
those with the power to buy on 
the economy and practicality of 

Chevrolet buses. 

The next time a school board ad- 
vertised for school bus bids, Cagle 
Chevrolet was low bidder and got 
the order. That small sale was the 
first of 150 bus sales the company 
has made to school districts in less 
than five years. 

“We have talked and shown our 
buses so much,” Cagle believes, 
“that there no longer is any ques- 
tion of the feasibility of buying our 
buses. And, thankfully, competition 
has grown somewhat weary, we 
suspect, so bidding today isn’t what 
it used to be.” 


Pusher Schoolbus 
Is Introduced 


By International 


CHICAGO.— An International 
pusher type schoolbus with 61-to-73 
passenger capacity has been intro- 
duced by the Motor Truck Division 
of International Harvester Co. 

The new mode] 193-RE chassis is 
designed for high-mileage or 
heavy-traffic bus operations and 
incorporates heavy-duty compon- 
ents throughout, said L. W. Pier- 
son, manager of motor-truck sales. 

“This rear engine mounted chas- 
sis has been developed to meet an 
increasing demand for larger-ca- 
pacity schoolbuses with maximum 
maneuverability and driver visibil- 
ity,” Pierson said. 

Advantages of the 193-RE chas- 
sis, Pierson said, include more 
positive traction from its rear- 
mounted V-8 engine and virtual 
elimination of engine noise and 
fumes. Unhampered front aisle en- 
trance and driver’s compartment 
further contribute to safer opera- 
tion and passenger convenience, 

The division has also introduced 
seven new service-utility bodies de- 
signed specifically for International 
light-duty trucks, 

They are offered in four conven- 
tional and three completely-en- 
closed models, All offer 48% inches 
of unobstructed space between 
compartment sides, Conventional 
models are available in 79, 82%, 89 
and 100-inch lengths. Enclosed 
models, with locking double rear 
doors, are offered in 82%, 89 and 
100-inch lengths. 
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Need for Salesmen Cited . . 





Profit Problem Sifted 
By NADA Committee 


(Continued from Page 32) 


profits that are available in the 


selling of complete trucks. 
* * + 


| car papa of intense competition, 
bad practices have crept into 
the trade from both sides of the 
business. In far too many cases, 
distributors are quoting wholesale 
prices to retail buyers, behind the 
truck dealers’ backs, 

Some truck dealers had muddied 
the waters by passing on the 
wholesale price of the body or 
equipment to the retail buyer and 
by telling the buyer just what the 
dealer’s price was. 

This puts the distributor in a 
pocket when the buyer, or a 
friend who has been told about 
the deal, buys another body or 
piece of equipment of the same 
make but does not buy the truck 
through the same source, 

Many truck dealers charge that 
some body and equipment men, 
when brought in on a deal, will 
quote the item direct less the deal- 
er’s percentage, if the original deal 
looks shaky. 

Or worse, if the distributor 
thinks that the dealer who took 
him in on the deal is going to lose 
the business, he brings in a com- 
petitive truck dealer to protect his 
equipment sale. 

+ * + 

Competitive Bidding 

NN THE other hand, the distribu- 

tors claim that it is becoming 
a practice with many truck dealers 
to call several body or equipment 
men for bids on the bodies or 
equipment they may need, pitting 
distributor against distributor to 
get the lowest price which cuts 
drastically into the distributor’s 
margin. 

Dealers today need every bit 
of profit they can get from all 
sources to keep their businesses 
on a profitable basis, They need 
the profit they should get from 
the sale of bodies and other 
equipment that goes on the chas- 
sis. 

They developed the sale and, in 
many cases, they must finance the 
entire unit plus the equipment and 
are entitled to a legitimate profit 
for the risk in carrying the paper. 

Equipment distributors need the 
truck dealer and his salesmen to 
widen their scope of operation and 


cut their cost of selling. 
* * * 


ECAUSE each needs the other 
and the current breach in so 





Autocar Offers 
New Truck with 
6-Wheel Drive 


EXTON, Pa.—Autocar Division, 
White Motor Co., has introduced 
a new six-wheel-drive unit de- 
signed primarily to provide maxi- 
mum traction under full-load oper- 
ation in all types of terrain and 
weather, according to Karl A. 
Roesch, Autocar vice-president. 

Called the C5566, the truck is 
rated at 45,000 pounds gross vehi- 
cle weight and is being shown at 
a series of regional sales meetings 
conducted jointly by White and 
Autocar, The display truck mounts 
a 6%-cubic-yard mixer. 

Standard specifications include 
an 11,000-pound capacity front 
driving/steering axle, 170-horse- 
power Super Mustang gasoline en- 
gine, five-speed transmission, two- 
speed transfer case with ratios of 
1.00 to 1 and 2.48 to 1, and a 
34,000-pound capacity double re- 
duction tandem rear axle equipped 
with interaxle differential and 
power-operated lockout. 

Roesch said a “package” of op- 
tional components will increase the 
GVW of the C5566 to 50,000 pounds. 
Frame construction is similar to 
that of all other Autocars, he| 
added. 


Fleet Adds 111H Units | 
COLUMBUS, O. — Columbus &| 


Chicago Motor Freight, Inc., has 
taken delivery of 11 International 





trucks as part of a fleet expansion 
program, according to General 
Manager Harry Carl. 1 


many areas seems to be worsening, 
rather than getting better, the 
Truck Committee and the TBEA 
officers agreed that a code of ethics 
in this field is badly needed. 

The TBEA officers agreed to 
work with members of their as- 
sociation to develop such a code. 
The Truck Committee will de- 
velop one for truck dealers and 
then the two groups will get to- 
gether to work out details for 
the publishing of both codes. 

It is felt that, if the dealers and 
distributors have codes that are 
recognized as being sound and of 
merit, the majority will abide by 
them for the good of profits for 
both. 

The dealers or distributors who 
show they are unwilling to abide 
by the codes will immediately be- 
come conspicuous 
and can be dealt with locally. 





in their areas | gate. 
' railroad freight car. 
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Unloading Freight with a Power Gate— 


Ann Arbor Railroad Co. solved its heavy freight handling problems at its Owosso 


es “i 


| (Mich.) yard by equipping its stake bed truck with a 3,000-pound-capacity power tail- 


Here, the Daybrook Power Gate is positioned for unloading materials from 





Truck Dealers 
Note Big Gain 
In 1960 Sales 


(Continued from Page 32) 


ance reported that they were fair. 
However, 38 percent said the used- 
truck market was strong, 24 per- 
cent said it was weak and 38 per- 
cent thought it about average, 

Thirty-eight percent of the 
dealers were getting a boost in 

forward-contro] sales, while 62 
percent noted an increase in calls 
by body-and-equipment distribu- 
tors. 

One of the unusual things about 
this survey was the number of 
dealers who reported that their 
sales of all sizes of trucks were not 
ahead of last year, but who report- 
ed that they were ahead in either 
light or medium sales for the pe- 
riod. 

This might bring up the conjec- 
ture that they were reporting their 
total sales increase or lack of in- 
crease on the basis of dollar vol- 
ume, although nothing else in the 
reports would indicate that this 
was happening. 


Announcing New Aeroquip Series “E” RETROFIT 
Cargo Control System For Trailers Now In Service 





Easily Installed On Any Van-Type Truck or Trailer, 


It Securely Holds Cargo, Prevents Damage 


No more shifting loads or merchandise 
damaged in transit! Aeroquip's new 
Retrofit Cargo Control System enables 
you to secure cargo of any size or shape 


safely in your trailers. It's 


install the Retrofit Track inside the trailer 
with simple wood screws. The notched 
track provides hundreds of tie-off points 
and shelving adjustments, yet minimizes 


loss of cube space. 
Next, you simply slide 


LOOK FOR THIS 






eroquip 


GENERAL LOGISTICS DIVISION 


2929 FLOYD STREET, BURBANK, CALIFORNIA « 
Aeroquip Products are Fully Protected by Patents in U S.A., Canada an@ Abroad 









position, hook the strap fittings into the 
track notches and buckle the carton se- 
curely. It's fast, easy and safe. To make 
the best use of trailer space, socket 
fittings are inserted into the track wherever 
required for multiple decking. This means 
easier loading and bigger payloads. 

Eliminate damage to merchandise and 
make the most of trailer space. Install 
an Aeroquip Cargo Control system in 
your trailer. 


easy. First, you 


the cargo into 


SAFE-T-LOADED 
uip SIGN OF SAFE HANDLING 


CARGO CONTROL SYSTEM 





Series ‘E'’ RETROFIT Track For Horizontal or Vertical Mounting 


N 
ye 


Vertical track is attached 
to trailer posts, permits 
second decking at any 
height. 


Horizontal track attached 
anywhere on trailer, pro- 
tects plywood lining, 
strengthens wall, 
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Strap end 
fittings install 
and remove 
with one hand 
operation. 
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Notched track 
provides over 
1000 tie-off 
points on a 
single 
installation. 











Socket fittings 
for 2x4 
wood beams 
allow easy 
, installation of 
second deck. 
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Aeroquip Corporation, General Logistics Division 
2929 Floyd Street, Burbank, California 
Please send me a copy of GLB-110 
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Thanks to New Markets, Roads, Vehicles . . . 


Continued Truck Boom Forecast 


NEW YORK. — New markets,;dent of White Motor Co. 
new roads and new vehicles will Transport demands of the 
enable the trucking industry gen-| growing populace are expected to 
erally and heavy-duty trucks in| continue their increase to the ex- 
particular to continue their phe-| tent that total intercity ton-mile- 
nomenal growth in the next decade,| age of goods carried by trucks 
according to J. N. Bauman, presi-| will more than double by 1969, 


Most pleasant place in 
CHICAGO...nicest, too 





the perfect setting for 


your next convention 


Everything is arranged for your convenience in the color- 
ful quiet of The Drake. The charming decor, the thoughtful 
service ...and of course, complete air conditioning and 
your own TV set. No hotel in the midwest can match 
The Drake for unsurpassed convenience, location and 
facilities. “Luxury at the Lake,” some of our friends call 
it. And your organization will be pleased to discover it 
costs no more than ordinary hotel service. Try it for 
your next meeting, large or small. The Drake takes good 
care of you. 

Facilities? 4 major meeting rooms accommodating up 
to 800 * 16 committee rooms for functions of 12 to 300 
* 700 guest rooms * 100% air conditioned * Superb restau- 
rants and banquet facilities. May we tell you more? 
Phone or write for brochure. 


THE DRAKE at the Lake 


LAKE SHORE DRIVE AND UPPER MICHIGAN AVENUE 
SUperior 7-2200 Teletype No. CG1506 
G. E. R. FLYNN, Vice President-Sales > H. B. RICHARDSON, Convention Manager 





for 4-wheel drives 





WARN is the*word” for 
“SELECTIVE DRIVE” 


There are so many more Warn Hubs sold 
and in use than all other makes combined 
there is no basis for comparison. That's 
popularity! One reason is that 99.99815 % 
of all Warn Hubs sold stay in use for the 
life of the vehicle —or longer. That's 
dependability! Finally, when it comes to 
national advertising, Warn is the hay- 
stack, not the needle. That’s real selling 
for you! When you sell Warn Hubs, 
everybody is happier! Write today for 
dealer catalog. 


WARN MFG. CO. 
Riverton Box 6064-AN Seattle 88, Wash. 







** Willys dealers only. 


*Lock-o-matic only. 


Bauman told the 13th annual 
convention of the National Fed- 
eration of Financial Analysts 
Societies. 

Bauman said that total intercity 
truck traffic, which rose from 52.8 
billion ton-miles in 1939 to 126.6 
billion in 1949 and 290 billion in 
1959, is likely to reach 640 billion 
ton-miles by 1969. 

“Registration of heavy-duty 
trucks—those with gross vehicle 
weight ratings of 19,501 pounds and 
over—will rise from slightly less 
than 13 percent of total new-truck 
registrations in 1959 to almost one- 
fourth of such registrations by 
1970,” Bauman predicted, “And 
heavy-duty trucks already carry 
more than 80 percent of the total 
ton-miles of freight moved by 
trucks. 

“Thus, when we talk of expan- 
sion in the truck industry, we talk 
particularly of heavy-duty equip- 
ment, for the fastest rate of growth 
in truck use today is in the heavy- 
duty classification,” he said. 


During the past 10 years when 


IRS Modifies 
Ruling on Hoists 


For Dump Trucks 


WASHINGTON. — The Internal 
Revenue Service has modified its 
ruling which held that automobile 
dump truck hoists are body parts 
rather than chassis parts, accord- 
ing to the Truck Trailer Manufac- 
turers Assn. 

The new interpretation, TTMA 
said, is that “a hoist designed for 
use with a highway dump truck is 
neither exclusively a body or a 
chassis part, but is more properly 
to be considered a taxable ‘truck’ 
part.” 

The trade association said this 
means: 

1. The sale of a body and a hoist 
together by a distributor or dealer, 
who has purchased the articles sep- 
arately on a tax-paid basis, does 
not constitute an act of manufac- 
ture. 

2. The manufacturer’s separate 
sale of a hoist designed for use with 
a highway dump truck is taxable 
at the rate of 8 percent. 

3. If a body manufacturer sells a 
hoist in combination with a taxable 
body, he is liable for tax at the 
rate of 10 percent on his sale of 
the body and hoist. 

In the third instance, tax relief 
is available with respect to the 8 
percent tax on the sale of the hoist, 
depending on the manner in which 
the body manufacturer acquires the 
hoist. 


Truck Traffic 
Up in Colorado 


Since Ton Tax 


DENVER.W\The ton-mile tax, 
adopted by the Colorado Legisla- 
ture in 1955, has not driven truck 
traffic from the state’s highways, 
according to a report from the 
State Revenue Department. 


During a bitter battle against 
adoption of the tax, truck lobby- 
ists charged it would lead the 
trucking industry to bypass Col- 
orado. 

The report said that truck mile- 
age in the state has increased and 
more certificates have been issued 
to truckers since passage of the 
tax. 

The tax calls for payment of 
eight-tenths of a mill for every ton 
of empty weight on a truck for 
every mile it is moved on the high- 
ways and two mills for every mile 
each ton of cargo is moved. 

A report on the tax has been pre- 
sented to a legislative committee 
established to consider changes in 
the ton-mile tax. The committee 
was set up after truckers were un- 
successful in their attempts to win 
revisions in the tax during the 1959 
session of the Legislature. 

During the 13-month period 
which ended Sept. 1, 1959, truckers 
paid the state $7,458,847 in ton- 
mile taxes, the report showed. 








1960 


intercity truck ton-miles increased | matter what the means of moving 
2% times, he added, sales and earn- | goods and materials long distances, 


ings of White Motor, leading 
heavy-duty truck maker, more 
than trebled, 

“The need for heavy-duty trucks 
in construction, logging, petroleum 
and other off-highway operations 
also is growing constantly,” Bau- 
man said. 

“Vehicle innovations, such as use 
of fiberglass and aluminum, more 
efficient and more powerful en- 
gines, shorter cabs and other de- 
sign developments, are increasing 
work capacities of heavy-duty 
trucks both on and off the highway 
and are widening the range of eco- 
nomical, fast truck operations.” 

Coordination between the 

trucking industry and other 
transport forms is highly essen- 
tial to the continued satisfactory 
operation of the transport sys- 
tem, Bauman said, 

Growth of other transport forms 
helps open new markets to heavy- 
duty truck makers, because “no 


trucks enter the picture some- 


where in the distribution,” he 


stressed. 


White Motor, Bauman said, al- 
ready is building and developing 
new specialized vehicles to meet 
demands of long-distance turnpike 
transport, short-distance shuttling 
of heavy-duty loads and specific 
ofi-highway applications. 


Ford Offers Mixer Data 


In Special Booklet 


DEARBORN.—F ord Motor Co. 
has issued a Concrete Mixer Appli- 
cation Data Book designed to assist 
ready-mix concrete and construc- 
tion companies in proper truck 
selection. 


Data in the booklet serves as a 
guide and reference source for 
selecting truck models and other 
equipment best fitted to specific 
job requirements, said D. F. Ball, 
heavy-truck sales manager. 
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PRODUGTION 
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GREY 


IRON GASTINGS 


ONE OF THE NATION'S 


LARGEST AND MOST MODERN 
PRODUCTION FOUNDRIES 


THE WHELAND COMPANY 


FOUNDRY DIVISION. 
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MANUFA 


“TURING PLANTS 


CHATTANOOGA 2, TENNESSEE 








EDBRO Lightweight, Heavy-Duty Hydraulic Hoists 
Increase Your Payload 10 to 20%! 


The Lightest, Heavy-Duty Hoists— 





COMPACT, POWERFUL 


The Lift Is Where The Leverage Is— 
FRONT END 


The Weight Is Where You Want It— 
UP FRONT 


Fewest Number of Working Parts— 
REDUCED MAINTENANCE 


Single or twin ram hoists available in complete 


range of capacities for trucks, trailers, pickups. 
Write for full details. Dealer Inquiries Welcome. 


EDBRO PATENTED HOISTS 


ONTARIO EQUIPMENT, INC. 


ROUTE 
PHONE: Hickory 7-3113 





FOR: 


PORSCHE @ FIAT 


Box 508 Montgomery, New York 
PHONE Newburgh JOhn 1-2248 


IMPORTED 
We SPECIALIZE in a full line of MUFFLERS 


BORAWARD @ MERCEDES BENZ @ VOLKSWAGEN 


Write for our Catalog on other 
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Big Profit Source, Says Ala. Dealer .. . 


Shop Bonus—Radio Repair 


By George A. Watson 
Staff Correspondent 

BIRMINGHAM, Ala.—A complete 
radio service department has been 
operated by Drennen Motor Car Co. 
(Cadillac-Buick-Chevrolet) for 
more than 20 years. Fred A. Sandlin 
is full-time manager of the depart- 
ment. 

How large should a dealer or 
independent shop owner be before 

a separate radio de- 

partment? Sendila said much 
depends on the competitive situa- 
tien, and the extent to which 
auto-radio service is handled by 
strictly radio-repair shops in the 
city. Since more than 75 percent 
of autos have radios, there is 
big demand for service, 
said. 

The Drennen radio department 
handles radio service not only for 
its own customers, but for many 
other dealers and garages, some of 
which are located in neighboring 
states. The firm’s reputation for 
radio service has been built up 
over a period of years, Sandlin said. 

One secret in building customer 
service is speed, he continued, and 
the average repair shop takes from 
two to four days to get the job 
done. 

“More than 90 percent of our 
work is completed in one day with 
the customer either waiting or leav- 
ing the car for a few hours,” Sand- 
lin said. 

“The set is not removed from the 
car if not absolutely necessary. This 
saves expense and the customer 
feels better about it.” 

The Drennen radio department 
has an enclosed area all its own 
where most work is done. There 
also is ample inside parking space 
for cars being worked on. Most 
customers with radio trouble come 
directly to this department. 

However, orders for work which 
may include other than radio re- 
pairs are written up by the serv- 
ice salesmen, and then the radio 
work igs referred to the radio 
department. 

Incidentally, radio parts are car- 
ried in the parts department and 
charged out in the same manner 
as auto parts. This means that the 
radio department, as such, has no 
parts bookkeeping to do. It con- 
cerns itself exclusively with the 
work. However, it does price the 
job and turn the invoice over to 
the bookkeeping department. 

The Drennen department has the 
usual equipment for testing radios, 
including vacuum-tube voltmeter, a 
signal generator, quality tube tester, 
oscilloscope, capacity checker and 
signal tester. In addition, it has 


Sicard Expecting 
15 Percent Gain 
In’60 Truck Sales 


MONTREAL, — Sicard, Inc., 
heavy truck and equipment manu- 
facturer, expects sales this year to 
increase about 15 percent over 1959, 
according to Leonce Dufour, sec- 
retary and comptroller. Net income 
should at least equal that of last 
year, he added. 

Dufour described 1960 as a period 
of consolidation for the company 
after six years of diversification of 
product lines. Although startup 
cost, equipment and staff for a new 
factory at nearby Ste, Therese are 
expected to have a moderating ef- 
fect on earnings, prospects remain 
very good, he said, 

Sales will be strengthened by the 
addition to normal capacity of 200 
units yearly, mostly heavy off-high- 
way trucks, from the Ste. Therese 
operation, which began on a small 
scale in April, Dufour said. 

Total sales for 1959, during part 
of which Sicard operated in an 
extra leased plant to meet heavy 
production demands, totalled $12,- 
052,805, compared with $6,505,156 in 
1958, Dufour said. 

Consolidated report for the year 
ended Dec, 31 showed a net income 
of $482,879, compared with $392,503 
the previous year, he added. 

Dufour said Sicard operated be- 
yond normal capacity last year 
after initiating round-the-clock 
production and leasing extra space. 





equipment specially designed for 
car radios, including power tran- 
sistor checker and electronic-eye 
tester. 

“The main requisite for building 
a successful radio department is es- 
tablishing a reputation for service 
that igs competent, honest and at a 
reasonable price,” said Sandlin. 


U. S. Postoffice Purchases 
1,200 1H Multistop Units 

CHICAGO, — International Har- 
vester Co. has been awarded a 
contract by the United States Post- 
office covering the purchase of 1,200 
International model AM-120 Metro 
multistop delivery trucks, The total 
value of the purchase is in excess 
of $2.5 million. 

R. M. Buzard, vice-president in 
charge of the company’s Motor 
Truck Division, said the units 
would be produced by Metropolitan 
Body Co., Bridgeport, Conn., an IH 
subsidiary. 


“That is because the radio-repair 

business has received somewhat of 

a black eye because of a few gyps 

who can be found in most every 
city.” 

In addition, Sandlin said he 

” that 


the radio and polishes the dial 


In addition to handling radio re- 
pairs, Sandlin said his department 
also does some automatic headlight 
work, including dimmer switches 
and equipment to open garage doors 
automatically. This is where he 
uses his electronic eye tester. 

Sandlin said about 50 percent of 
car-radio trouble is due to faulty 
tubes. Much of the remaining 
trouble is due to bad connections 
caused by vibration and tempera- 
ture changes in cars, he added. 

The concern’s stock of radio parts 
runs into many thousands of dol- 
lars and the department’s labor 
alone runs upward of $25,000 a year, 
Sandlin said. 
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Dealer Does Own Radio Work— 


Drennen Motor Car Co., Birmingham, Ala., operates its own radio-service department, 
handling work for other dealers and garages as well us its own. It is a good source 
of shop revenue, says Fred A. Sandlin, full-time manager of the department. Here 
a workman repairs a set. 
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Value 
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Boyertown Delivery Truck Bodies 


















Delivery Needs! 





Model MV Merchantvan® 


The Most Complete Line of Truck Body Models 
and Sizes to Meet Your Customer’s Particular 


Body 
Model Chassis with Cowl At Sides 


Standard delivery, Insulated and Refrigerated 
Delivery Bodies Available. 


Body Cu. Fr. 
Model Chassis Cap. = 











Functionally designed and built for value con- 
scious Buyers, discriminating Drivers for con- 
venience and safety and for efficient Maintenance 
men for serviceability. 

Boyertown truck bodies, built of All High 
Strength Alloy Steel providing more strength, 
having less weight and greater resistance to cor- 
rosion, having longer life, means top value 
equipment. 

Service proven body features recognized by 
individual and fleet owners alike, include full 
square usable loadspace, easy access to load thru 
cab or rear doors, large cab working area, and 
body frame construction permitting an easy, firm 
installation of product handling equipment in the 
loadspace. Sectionalized body construction per- 
mits economical replacement of damaged parts 
by the Operator’s service shop or garage. 

Whether your Customers buy or lease their 
trucks, your Boyertown Sales Representative is 
available and ready to help you obtain a greater 
share of the delivery truck market. Contact 
him today! 
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trucks that cost less to own 


FROM 1905 to 1960... isit’ts tact longer come 


from Ford Motor Company 





43 SERIES... 544 MODEL 
COMBINATIONS WITH GVW’S 
FROM 4,000-51,000 LBS.., 
GCW’S TO 75,000 LBS. 


For over half a century, since Henry Ford built his 
first delivery wagon, Ford Motor Company has been 
providing an ever-broadening range of truck models 
to serve America’s growing transportation needs. 
Today, our dealers are in a position to satisfy the 
haulage needs of business, industry and farming. 
These rugged Ford trucks are designed for economical 
performance... outstanding in comfort, convenience 


and dependability. 


FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 

Ford e Faicon ¢ Thunderbird « Comet « Mercury « Lincoln « 

Lincoln Continental « English Ford Line « Taunus « 

Ford Trucks « Farm and industrial Tractors and Equipment « 3 
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Truck News in Brief 


DEARBORN.—One of the largest 
orders ever placed for its heavy- 
duty, tandem-axle trucks has been 
awarded to Ford Division, it was 
announced by D. F. Ball, heavy 
truck sales manager. 

Consolidated Diesel Corp., Stam- 
ford, Conn., has ordered more than 
700 Ford CT-800 trucks, having a 
combined list price value of $8 mil- 
lion. The vehicles, among the larg- 
est produced by Ford Division, will 
be equipped to service jet aircraft 
in a refueling operation. 

of + + 


Ringsby Truck Lines Adding 
200 Pieces of Equipment 
DENVER.—Details of a multi- 
million-dollar fleet modernization 
program have been announced by 
Ringsby Truck Lines, Inc. It in- 
volves more than 200 pieces of new 


equipment recently placed in serv- 
ice or soon to be delivered, accord- 





New Parish Catalog Aid | 
To Truck Body Builders 


A new 48-page, quick-reference catalog of Parish 
structural components for truck bodies is now avail- 
able. In addition to the features shown at the right, the 
catalog presents a cross section of Parish facilities for 
mass producing high quality components at low cost. 
Research and manufacturing facilities are pictured, 
with descriptive captions. Write today for your free 
copy of this colorful Parish structural sections catalog. 


ing to Gail H. Crawford, general 
manager. 

“When this phase of Ringsby’s 
modernization program is complet- 
ed,” Crawford said, “we will have 
approximately 600 trailers in the 
Ringsby Rocket System, none of 
them more than three years old. 
All line-haul trailers are modern, 
high-capacity 40-footers,” He said 
the fleet also will include 115 mod- 
ern line tractors with the addition 
of those on order. 

ns ik * 


23 IH Multistop Units 


Join Fleet of Frito Unit 


DALLAS.—Frito Co.’s Southwest- 
ern Division has purchased 23 In- 
ternational multistop trucks as re- 
placement units in its 320-truck de- 
delivery fleet, according to Harry 
M. Tunstall, divisional sales man- 
ager. 

AM-120 trucks have 10%-foot 
Metro bodies, The Southwestern 
Division’s fleet serves 56,000 retail 


outlets in Texas, Oklahoma, Colo- 
rado, Arkansas, New Mexico, Loui- 
siana, Missouri and Wyoming. 

* * ao 


Pennsylvania Tire Adds 


Premium Line for Trucks 


MANSFIELD, O.— Pennsylvania 
Tire Co, has introduced the Super 
Hi-tred Lug truck tire to its 1960 
line, according to E, V. Duffy, vice- 
president, 

Designed for stop-and-go and 
over-the-road hauling service, the 
premium tire has a 75 percent 
deeper nonskid tread, he said. 

* * + 


Truck Equipment Acquires 


Control of Ajax Iron Works 

DENVER.—Truck Equipment 
Co. has purchased major interest 
in Ajax Iron Works, specialists in 
steel fabrication, according to Ed- 
ward V. Garnett, president. 

Additional equipment will be 
added to modernize the plant, in- 
cluding a new chrome-plating tank 
capable of handling extra long 
shafts and axles, he said. 

* * * 


New Cleveland Buses Have 


Vinyl Foam Cushion Seats 


CLEVELAND. — The Cleveland 
transit system is using 100 new 
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buses equipped with seats cush- 
ioned with Geon vinyl foam cov- 
ered with an integral skin of Geon 
vinyl plastisol, The seats are manu- 
factured by National Seating Co., 
Chicago. 

In addition to providing greater 
passenger comfort, the seats are 
extremely durable and rugged, and 
easy to clean and maintain, a 
transit-system spokesman said. 

* * * 


Sea-Land Doubles Service 


On Puerto Rico Trailerships 

NEWARK, N. J.—Sea-Land Serv- 
ice, Inc., has doubled its weekly 
trailership service between the Port 
of New York and Puerto Rico 
under a new division named Sea- 
Land of Puerto Rico. 

The trailershipping firm, former- 
ly Pan-Atlantic Steamship Corp., 
scheduled Puerto Rico sailings from 
Port Newark every Wednesday and 
Saturday. 


* * * 


Kroger to Add 40 Diesels 


By GMC to Fleet of 269 


PONTIAC—Kroger Co., a retail 
food chain whose truck fleet is con- 
sidered one of the most modern in 
the country, is adding 40 new GMC 
diesel-powered highway tractors to 


components. 


A Shape Identification Chart helps you quickl 
ty the many different Parish y 





A Nomenclature Index lists Parish part names 
in a vertical column, alternate part names in a 
horizontal column, for easy-to-use convenience. 





Part Orewinge show typical assemblies and clearly 


identify eac 











isometric Drawings with assemb! 
enable you to duplicate an exact 
component you need, quickly and easily. 


part used in the assemblies. 





dimensions 
rawing of the 


its decentralized operation, GMC 
reported. 

The GMC steel tilt-cab units, 
Model DL7000, will bring the num- 
ber of GMC diesels operated by 
Kroger to 309. 

* 


* * 
Jewett Named Distributor 


Of Miller-Meteor Coaches 


WORCESTER, Mass.—George H. 
Jewett Co. has been appointed Cen- 
tral New England distributor of 
Miller-Meteor ambulances and fu- 
neral coaches, products of Divco- 
Wayne Corp. 

Jewett’s Miller-Meteor Sales, a 
new division of the 66-year-old New 
England firm, will be headed by 
Gordon H. Jewett. 

* * * 


LiVigne Named Distributor 


For White in New York Area 


NEW YORK, — Frank LiVigne, 
truck transportation veteran in the 
New York area, has purchased 
Bronx-Westchester White Trucks, 
Inc., 3640 Dyre Ave., and will be 
distributor of White and Autocar 
trucks in the Bronx and Westches- 
ter area. 

LiVigne has had long service 
with other White distributors in 
the Eastern Region. 

Oo * * 


California Dealer Fills 


Unusual Order for Dodge 


LOS BANOS, Calif—An unusual 
body on a Dodge P300 chassis has 
been sold by Pacheco Motors to 
Ted Falasco, a general contractor. 
The body is a DeKalb “Lumberjack 
Sr.” and is adapted to hauling lum- 
ber in various lengths. 

Falasco first noticed the body in 
a contracting trade magazine and 
asked John Castellucci, Pacheco 
Motors, if it could be obtained on 
a Dodge chassis. The chassis was 
shipped from Detroit to DeKalb, 
Ill. where the body was installed 
at a total cost of $4,400. The P300 
is a six-cylinder, 126-inch wheel- 
base truck. 

ok Oo” * 


White Distributor Moves 


MANCHESTER, N. H.—Bracken 
Co. of New Hampshire, Inc., state 
distributor of White and Autocar 
trucks and Cummins diesel en- 
gines, has moved into a new build- 
ing at 40 Willow St. The firm also 
operates in Lawrence, Mass. 

* * > 


Auto Transporters’ Chief 


Blasts ICC Rate Policies 


WASHINGTON.—Delos W, Rent- 
zel, chairman of the National Auto- 
motive Transporters Assn., has 
charged that the Interstate Com- 
merce Commission has permitted 
railroads to initiate destructive rate 
wars which have brought “thou- 
sands of trucking concerns . ; 
face-to-face right now with extinc- 
tion.” 

Rentzel, a former undersecretary 
of Commerce for transportation, 
heads United Transports, Inc., Ok- 
lahoma City. He told a Senate Sub- 
committee that since 1958, the ICC 
has been allowing “predatory” se- 
lective rate reductions by the rails 
to go into effect without suspen- 
sion, The reductions have caused a 
70 percent drop in the revenue of 


his firm, he said. 
+ - a 


New Firm Plans to Build 


One-Ton Fiberglass Truck 


OLEAN, N. Y.—A new industry, 
Areo Car Co., Inc., Bradford, Pa., 
is looking for a factory site here. 

The company, headed by Fred 
Gerardini, plans to manufacture a 
one-ton fiberglass panel truck. A 
model has been built, and it is said 
to incorporate 57 patented features 
designed by Gerardini, The new 
plant is expected to employ 200 per- 
sons. 

* aa * 


New ATA Book Explains 


Trucking Firm Organization 


WASHINGTON.—0O rganizing 
Trucking Management, a new book 
containing the findings of the Ninth 
Annual National Forum on Truck- 
ing Industrial Relations, has been 
published by the American Truck- 
ing Assns. 

The 235-page book dwells on the 
organization of trucking companies, 
their departments and division and 
covers all phases of trucking man- 
agement, ATA said the book is 
priced at $9.75 and can be obtained 
through the ATA Industrial Rela- 
tions Department, 1424 16th St. 
N. W., Washington 6, D. C, 


__ 
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By British Government... 





Auto Industry Watched Closely 


By F. C. Livingstone 
Special Correspondent 

LONDON.—Practically all of the 
leading auto makers in Britain 
have big expansion schemes almost 
ready to start, but the Government 
has stepped in to tell them that 
their new plants must be put down 
where the Board of Trade says 
they’re to go, not where the com- 
panies would like to have them. 

Reginald Maulding, the new 

president of the Board of Trade, 
has just made this very plain. 
He told the Motor Industry Re- 
search Assn. and the Society of 
Motor Manufacturers and Trad- 
ers that the proposed expansion 
of the industry was a very con- 
siderable national problem, He 
recognized that the manufactur- 
ers sought to put their plants in 
the most efficient places, where 
costs were lowest and the price 
of their products were therefore 
lowest. 

On the other hand, Maulding 
went on, “We must also, as far as 
the Government is concerned, look 
at this problem from the national 
point of view. It is not a satisfac- 
tory situation when you have in 
some parts of the country a grow- 
ing shortage of labor and in other 
parts a very substantial number of 


White Introduces 
New Medium-Duty 


Tandem Chassis 


CLEVELAND.—A new medium- 
duty tandem chassis, available with 
either diesel or gas engine and one 
of two new White flywheel power 
takeoffs, is being introduced at a 
series of regional sales meetings 
by White Truck Division, White 
Motor Co, 

The chassis, gas-powered Model 
4264S or diesel-powered Model 
4264DS, is designed particularly for 
bridge formula states in dump- 
body applications or in mixer op- 
erations ranging from four to six 
cubic yards, said H, J. Nave, ex- 
ecutive vice-president in charge of 
the division. 

White is offering new fiywheel 
power takeoffs, either belt or gear 
drive, on its complete tandem 
ready-mix and construction truck 
line, he added. 

The new chassis is availabte as 
the White 4264DS with six-cylinder, 
160-horsepower diesel engine and 
gear-drive flywheel power takeoff 
and as the White 4264S with choice 
of two White Super Mustang gas 
engines and new belt-drive fiy- 
wheel PTO, which provides 150 
pounds of weight saving at lower 
cost, Nave added, 

The 4264DS and 4264S chassis 
also are available with either sin- 
gle or double-channel heat-treated 
chrome manganese steel frame. 
They are designed for use with 
four-to-five-yard mixers in single- 
channel applications and with five- 
to-six-yard mixers in double chan- 
nel-chassis. 

Construction is all nut and bolt 
and includes such White easy- 
maintenance features as quickly- 
removable bumper, radiator, and 
fenders for fast radiator core and 
underhood work, Nave said. 


Standard Markets 
New Diesel Fuel 


CHICAGO.—Standard Oil Co. (In- 
diana) has introduced a diesel fuel 
it claims will improve performance 
and reduce maintenance problems. 

Dwight F. Benton, sales vice- 
president, said the premium fuel al- 
ready is being supplied in Minne- 
sota, North and South Dakota from 
the Mandan (N. D.) refinery and 
will be available elsewhere as fast 
as it can be turned out at other 
Midwest refineries. 

“Diesel truckers will benefit par- 
ticularly because the quality of the 
fuel will be uniform wherever they 
fill up,” Benton said. “There won’t 
be any difference in performance or 
specifications as sometimes happen- 
ed before.” 





skilled men unemployed, That does 
not make a great deal of sense.” 

If industry concentrated on cer- 
tain areas, it would lead to extra 
social costs in providing new 
houses, sewerage systems and other 
services. “Both facts have to be in- 
cluded in working out the right 
policy for the country as a whole,” 
Maulding concluded. 

Ford of Dagenham has a new de- 
velopment plan, to cost $140 mil- 
lion, The company first thought of 
putting the new plant near Dagen- 
ham, but the Board of Trade said 
no. Both Scottish and Welsh mem- 
bers of Parliament are lobbying 
for all they are worth to have it 
brought to their respective coun- 
tries. The company already has all 
the cash for the project in its re- 
serves, 

British Motor Corp. also has a 
big scheme—only $3 million less 
in cost than Ford’s. Rootes has 
a $30-million project, Standard- 
Triumph a $17-million one (which 
they say will enable them to 


double their output), and Vaux- 
hall is discussing plans for which 
no price has yet been put. 

Also in the grow-bigger field is 
Perkins, the diesel motor company, 
with a $800,000 plan to reorganize 
the main plant, whiil both Rover 
and Alvis are putting the finishing 
touches to schemes of their own. 

The five-year expansion plan, 
costing $210 million, which Ford of 
England announced in 1954, has 
been completed with the opening 
of the new paint, trim and assem- 
bly plant on the company’s old 
sports ground at Dagenham. 

From the earliest days there, 
bodies were painted and furnished 
at the old Briggs Bodies plant and 
then transported one and a half 
miles to the main plant. The new 
plant is just across the road from 
the body plant and a smooth flow 
from one phase to another has now 
been ensured, 


day. 





Willys Honors Greenfield Motors— 


Greenfield Motors (Jeep), West Allis, Wis., has received a plaque from Willys Sales 
Ford is now geared to produce Corp. for its “outstanding sales and service record.” The presentation was made by 
2,000 autos, trucks and tractors a/| Earl D. Studer, right, Willys Midwest regional manager. From left are John Tessner, 


George Rody, John Rody, Joseph Rody and Victor Rody. 
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stainless steel 


No other metal has the strength, beauty and 
versatile qualities that serve you so well today 
and promise so much for tomorrow. 


There is nothing like 
stainless steel for 
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McLouth Steel Corporation, 


Detroit 17, Michigan 


Manufacturers of high quality 
Stainless and Carbon Steels 


Look for the STEELMARK 
on the products you buy. 
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By Martin L. Whitmyer 
Staff Writer 


Philadelphia. 


head” advertising program. 
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the middle of his forehead. 
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WEIGHTLIFTER 


... battery-powered hydraulic 
tailgates for pickups, stake 
and van trucks to 2 tons. 





* 3 Sizes... 
Series 1000 (1000# cap.) for all 
pickups. Series 1100 (1100# 
cap.) and Series 1300 (1300#) 
for stake and van trucks to 2% 
tons, 


* Best Performance, 
Finest Appearance 


in the field. Rugged reinforced 
safety plate platforms, perform- 
ance-tested hydraulic system. 


* Competitive 
Prices... 


You can offer more real perform- 
ance features at lower cost with 
WATSON WEIGHTLIFTERS! Lib- 
eral dealer discounts, too |! 





WHY NOT MAKE EXTRA PROFITS on your truck 
sales? Investigate the complete WATSON 
WEIGHTLIFTER line now. Write for literature 


prices, discounts; please address Dept. 08 


H. S. 
WATSON 
COMPANY 


1316 - 67TH STREET, EMERYVILLE 8, CALIF. 
1606 LASKEY ROAD, TOLEDO 12, OHIO 








Lets the Sunshine In... 
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Having a hole in the head some- 
times can pay off, At least, that has 
been true for Milton Stein, of 
Sunny Stein Chevrolet in midtown 


Stein recently commemorated the 
receipt of the 10,000th piece of fan 
mail in response to his “hole in the 


The advertising strategy stems 
from a unique claim—that “at his 
he must have a 
hole in his head.” All of Stein’s 
newspaper and television ads fea- 
ture his picture with a hole in 


The Sunny Stein Chevrolet ad- 
vertising program covers all local 
media. He uses all local dailies, 
favoring the sports section for in- 
sertions up to a full page. In ad- 
dition, television plays an import- 
ant part in the program, with a 
schedule of spot announcements on 
a leading station. Radio also is 
employed, with a saturation spot 
———SSSS=S=S==————===—=—=_—_—='——S—=—=— 
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schedule on one of the area’s high- 
est rated stations. 

Initially, only newspapers were 
employed, but Stein’s present ad- 
vertising agency, Elkman Co., pro- 
posed schedules in other media, and 
thus far, the combination has prov- 
en highly successful, Stein said. 

Also, since he began using his 

“hole in the head” label, Stein has 

been on the receiving end of a 

multitude of literature, some of 
it warm and creative, some of it 
sadistically creative. 

Some of the mail contains sug- 


functional use of his label. One let- 
ter solved the hole in the head 


veloped when he gave someone a 
piece of his mind. Another admirer 
compares Stein with a piggy bank 
—‘“they both have holes in their 
heads and both save you money.” 
Other letters have commended 
Stein for his “open-minded deals,” 
his “air-conditioned noggin,” and 
his “broadminded attitude.” 

Stein also receives gifts at a rate 
of two or three a week, Corks come 
from people offering to close the 
hole in his head, Big corks, little 
corks, jewelled corks, painted corks, 
all are displayed in the dealership’s 
showroom. 

Stein assumed operations of the 
dealership in 1957. Today, Stein is 
one of the top-ranked Chevrolet 
dealers in Philadelphia. 

Strangely, the hole in the head 
theme came out of a dare and an 
idiom. 

Stein, then proprietor of a suc- 
cessful finance company, was with 
a group of friends discussing busi- 
ness in general and auto dealer- 
ships in particular, 

The name of what is now Sunny 
Stein Chevrolet was mentioned and, 
in the ensuing conversation, he 
found himself offering to take over 
the operation and make it a suc- 
cess. A transaction took place a 
short time later, and Stein found 
himself the owner of an automobile 
dealership. 

He notified his family of the pur- 
* + 


Mail Call at Stein's— 


Milton Stein, Sunny Stein Chevrolet, 
Philadelphia, made like a celebrity wad- 
ing through a mountain of fan mail re- 
cently at his downtown dealership. The 
occasion commemorated the receipt of the 
10,000th piece of mail in response to his 
“hole in the head” advertising campaign. 
All of his newspaper and television ad- 
vertisements feature his picture with a 
hole in the middle of his forehead. 
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gestions as to how he might make 


mystery by concluding that it de- 
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chase, and was greeted with mixed 
emotions—featuring his mother-in- 
law’s caustic comment, “You need 
it like a hole in the head.” Thus 
began the Sunny Stein story with a 
moral—“always look to your moth- 
er-in-law for an ace in the hole.” 
* + a 


Advertising as a Career 


A booklet on “The Advertising 
Business and Its Career Opportun- 
ities” has been published by the 
American Assn. of Advertising 
Agencies. 

The booklet is offered to edu- 
cators who give vocational guid- 
ance and counsel to students. It 
is offered free to these educators. 
To other individuals or organiza- 
tions copies are available at cost, 
10 cents per copy. 

The booklet may be obtained by 
writing American Assn. of Adver- 
tising Agencies, 420 Lexington Ave., 
New York 17, N. Y. 

* * + 


Ad Age in New Detroit Home 


Advertising Age has moved its 
Detroit editorial offices from 99 
W. Bethune to 806 New Center 
Building. 


* * * 


TV Campaign in Washington 


The Automotive Trade Assn.— 
National Capital Area conducted a 
month-long television campaign in 
May to persuade people in the area 
to buy their automobiles from as- 
sociation members. 

* * ok 


New Client for McCandless 


The Detroit firm of James W. 
McCandless has been retained by 
William M. Schmidt Associates, 
Detroit industrial designers, to 
direct the company’s public re- 


lations activities. 
+ * eg 


$300,000 Drive for Triumph 

Cal Sales, Western distributor for 
Triumph, is planning to spend 
$300,000 for media advertising and 
direct dealer aids to support the 
sale of Triumph sports cars and the 
new Herald. 

Unveiled at a meeting of more 
than 100 dealers was a sales bro- 
chure based on a road test made 
by Quentin Schweninger, Los An- 
geles Mirror-News auto editor, four 
color posters, and four sports-car 


television commercials. 
om * * 


2 Newspaper Reps Merge 


Scolaro, Meeker & Schoot, Inc., 
and Doyle & Hawley, Inc., have an- 
nounced their association as divi- 
sions under the name Newspaper 
Marketing Associates. 

S,M&S has offices in New York, 
Philadelphia, Detroit and Chicago. 
D&H has offices in Los Angeles and 


San Francisco. 
Ed oo oe 


8 Ads for Hambro 


Hambro Automotive Corp., 
United States distributor for 
British Motor Corp., Ltd., has 
scheduled eight ads in leading 
consumer publications to high- 
light features of BMC’s Morris 
1000 economy car. 

The series of full page ads will 
appear in Life, Saturday Evening 
Post, Newsweek, The New York- 
er, Sports Illustrated and TV 
Guide. 


* * * 


GMC Wins Ad Award 
GMC was among nine companies 
named winners in the 1960 Indus- 


trial Marketers of Detroit “Effec- 
+ * * 


nning 








and Brother what a deal! 


The Personal Touch— 





Fanning Chevrolet, Aurora, lil., believes in the personal touch and makes use of it 
on this General Outdoor Advertising Co. cutout located just off the Illinois toll road 
and opposite a large shopping center. Brothers Ed and Gene Fanning, president and 
vice-president, respectively, of the company, believe that their reputation in the com- 
munity (enhanced by premiums of pigs and cows to Chevrolet-buying farmers) is im- 
portant enough to feature in outdoor, newspaper and direct mail advertising. 


Newspaper Tells of Readers— 


Detroit automotive and advertising 
agency executives were guests at a lunch- 
eon sponsored by the Buffalo Evening 
News. The meeting featured a full color 
sound motion picture on the Buffalo mar- 
ket. Gordon Smith, right, News advertis- 
ing manager, revealed the results of a 
readership study conducted by Carl J. 
Nelson Research, Inc. Smith explains the 
study to Frank J. McGinnis, left, Ford 
truck advertising manager, 
Stagg, Detroit manager, Kelly-Smith Co. 

a 





tiveness in Advertising” awards 
competition. 

GMC also received a merit award, 
as did Plymouth. Advertising agen- 
cies for the two companies are 
McCann-Erickson, Inc., for GMC, 
and N. W. Ayer & Sons, Inc., for 
Plymouth. 

* * or 


Divco-Wayne Picks Agency 
Divco-Wayne Corp., Richmond, 
Ind., has appointed LaRue, Cleve- 
land, Inc., Detroit, to handle its 
advertising. 
* + cd 


Alexander Opens Agency 


Harvey W. Alexander, former as- 
sistant public relations manager at 
Ford Division, has opened a pub- 
lic relations firm in the Chemical 
Building, 721 Olive St., St. Louis. 

Alexander joined Ford in 1951 
and a year later was named man- 
ager of the division’s Missouri Val- 
ley public relations office in Kan- 
sas City. He joined the division’s 
Dearborn staff in 1959. 

* * * 


New Ad Code for Pittsburgh 


The Pittsburgh Advertising Club, 
desiring to increase the value of 
advertising and decrease the pos- 
sibilities of abuse, has affirmed the 
principles set forth in the new 
Assn. of Better Business Bureaus’ 
“Fair Practice Code for Advertis- 
ing and Selling,” and urges indi- 
viduals and organizations to en- 
dorse the code. 

The principle points of the code 
are: 

1. Serve the public with honest 
values. 


2. Tell the truth about what is 
offered. 


8. Tell the truth in a forthright 
manner so its significance may 
be understood by the trusting as 
well as the analytical. 


4. Tell customers what they want 
to know—what they have a right 
to know and ought to know about 
what is offered so that they may 
buy wisely and obtain the maxi- 
mum satisfaction from their pur- 
chases. 

5. Be prepared and willing to 
make good as promised and with- 
out quibble on any guarantee of- 
fered. 

6. Be sure that the normal use of 
merchandise or services offered will 
not be hazardous to public ‘health 
or life. 

7. Reveal material facts, the de- 
ceptive concealment of which 
might cause consumers to be 
misled. 

8. Advertise and sell merchandise 
or service on its merit and refrain 
from attacking your competitors 
or reflecting unfairly upon their 
products, services, or methods of 
doing business. 

9. If testimonials are used, use 
only those of competent witnesses 
who are sincere and honest in what 
they say about what you sell. 

10. Avoid all tricky devices and 
schemes such as deceitful trade-in 
allowances, fictitious list prices, 
false and exaggerated comparative 
prices, bait advertising, misleading 
free offers, fake sales and similar 
practices which prey upon human 
|}ignorance and gullibility. 

+ * + 


| Media Notes... 


| Life magazine introduced its new 
' publisher, C. D. Jackson, to a group 








and £. S.1s ¢ 


of advertising and editorial men 
May 19 in Detroit. Jackson for- 
merly was administrative vice- 
president of Life. Also previewed 
at the luncheon was a visual pres- 
entation entitled “The Dialog of 
Life” International editions 
of Reader’s Digest registered ad- 
vertising linage gains of 13.2 per- 
cent in the first four months of 
1960 over the corresponding 1959 
period ... The Saturday Evening 
Post reported advertising revenue 
totalling $23,250,503 during the first 
quarter of this year, up 18.6 per- 
cent from the record $19,608,743 
during the same period a year ago. 
* ” * 


Personnel Changes 


William Kennedy, now Washing- 
ton editor, to editor of Farm & 
Ranch magazine . .. Alan Waxen- 
berg from markets and merchan- 
dising staff to New York advertis- 
ing sales staff of Look magazine 
Richard Opfer from Reuben 
H. Donnelley Corp. to markets and 
merchandising staff of Look... 
Lawrence H. Smith from General 
Motors public relations staff to 
commercial advertising and sales 
promotion manager of Mobil Oil 
Co. 


your wife 
becomes 
a bride again... 
courtesy of 


Join the next CARS Rental System 
“Seminar in the Sun” and let your wife 
ee “7 <—— perersener: * 7 
ovely Ocean anor Hotel—with the 
room ur_expense! You devote three 
dun to learning the benefits of leasing, 
renting and financing as practiced by 
CARS Rental members—an aggressive 
group of franchised new car dealers— 
and still have adequate time to enjoy 
Florida with your bride. 

“Seminars in the Sun’ are conducted 
weekly in Fort Lauderdale under the 
joint sponsorship of the University of 
Miami and CARS Rental System. While 
international in membership, the small, 
selective classes invite detailed discus- 
sion of specific, local problems. ‘‘Semi- 
nars in the Sun’ point the way to new 
profits through the only leasing group 
made up of new car dealers. 

So bring your wife on her second 
honeymoon, and join the hundreds of 
CARS Rental members in new, more prof- 
itable volume with an exclusive franchise 
with the ‘‘Lease Leaders of the World. 
Write or phone today for your two 
reservations, (one on us). 
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Planning for the Future .. . 


S-P Builds Import Sales Team 








By L,. H. Houck 
Travelling Correspondent 

SOUTH BEND.—If the adage, 
“the future belongs to those who 
prepare for it,” still holds true, 
Mercedes-Benz Sales, Inc., seems 
well-equipped to capture a big 
slice of the future import market. 

Mercedes-Benz Sales, a Stude- 
baker-Packard subsidiary, is 
staffed with experienced Ameri- 
can automotive men, The sales 
plans of the company are broad 
in scope, but the planners are 
limited by German production of 
their two cars — Mercedes-Benz 
and the front-wheel-drive DKW. 


The sales plans include putting 
Mercedes-Benz diesels in the hands 
of the public rather than taxi fleets 
so that the thousands of travelling 
salesmen and other economy-mind- 
ed highway users can enjoy the 
advantages of these vehicles, 

A realignment of key executives 
set the stage for an intelligently 
Planned and implemented import- 
ed-car sales promotion, 

Since the wholly owned M-B 
Sales, Inc., is a son and not a step- 
child of Studebaker-Packard, the 
story begins with the parent com- 
pany. 

A, J. Porta now heads the au- 
tomotive division, under Presi- 
dent Harold E. Churchill, with 
the title of executive vice-pres- 
ident and general manager, 

Porta has been a vice-president 
Since 1958 and has been associated 
with Studebaker since graduation 
from Notre Dame in 1925, He 
worked his way up the ladder from 
billing clerk through the account- 
ing divisions and was comptroller 
of Studebaker Pacific Corp. in 1939. 

He is steeped in the tradition of 




































A. J. Porta 


L. A. Fleener 


South Bend’s Studebaker father- 
and-son craftsmanship history. 
Mrs, Porta is a former Studebaker 
employe; her father and her 
grandfather were Studebaker em- 
ployes, and her grandfather was 
the first worker retired under the 
company’s original pension plan, 

Mercedes-Benz Sales, Inc., is 
headed by Lon A, Fleener, presi- 
dent, a 36-year veteran of the auto 
industry. Prior to his appointment 
as president in 1958, he had been 
special assistant to Churchill and 
general manager of Mercedes-Benz 
operations since S-P acquired dis- 
tribution rights in 1957. 

Fleener began his automotive 
career in Indiana in 1924 as a re- 
tail salesman for Buick. He later 
was assistant zone manager for 
Buick in Jacksonville, Fla.; general 
manager of Buick-Oldsmobile fac- 
tory retail sales in Houston; as- 
sistant zone manager for Pontiac 
in St. Louis, and zone manager in 
Memphis. 

He joined White Motor Co, in 
1940 and served six years as gen- 
eral sales manager. Fleener direct- 
ed White’s sales operations on the 
West Coast after World War II 
and went to Packard Division of 
S-P in 1955 as assistant sales man- 
ager. 

When Packard and Studebaker 

operations were _ consolidated, 
Fleener came to South Bend as 
special assistant to the president 
and as such became active in 
negotiations surrounding the ac- 
quisition of the United States 
rights for Mercedes-Benz cars, 
trucks and buses. 

After the contracts were signed 
with Daimler-Benz A, G., of Stutt- 
gart, Germany, in 1957, he was ap- 
pointed general manager of M-B 
operations. 

In 1958, the steady increase in 
sales of these imports brought 
about the formation of Mercedes- 
Benz Sales, Inc., and in June, 1959, 
this subsidiary was granted distri- 
bution rights in the U. S. for Auto- 
Union, a company in which Daim- 
ler-Benz owns controlling interest. 

Heading the sales staff for the 




















imports is another automotive vet- 
eran, F. L, Armstrong, who was 
zone sales manager and assistant 
general sales manager of Packard 
before it merged with Studebaker. 

After the merger, Armstrong was 
assistant to the president and zone 
manager in Washington until 1956 
when he was transferred to South 
Bend and made assistant to the 
general sales manager. 

Sydney A. Skillman, S-P sales 
vice-president, put Armstrong in 
charge of Mercedes and DKW sales 
late in 1959. 

In March of this year, a sales 
manager was appointed for each of 
the import lines, working under 
Armstrong. 

Fleener named Heinz Waizeneg- 
ger M-B sales manager. He said 





F. L. Armstrong H. Waizenegger 
the appointments would result in 
specialized attention to the further 
development of each of the com- 
pany’s imported-car lines. 

Fleener said that while M-B re- 
tail demand is in excess of the al- 
location from Germany, “this re- 
alignment of management will 
provide more concentrated atten- 
tion to the requirements of dealers 
until supplies are increased and 
for future planning to increase and 
consolidate our position in the fine- 
car field.” 

Waizenegger joined S-P when it 
took over distribution of M-B cars 
in 1957, Before that, he was pas- 
senger-car sales Manager for 
Daimler-Benz of North America, 
Inc., and sales training manager 
for Daimler-Benz in Stuttgart. He 
has served S-P’s import division in 
a similar capacity the last three 
years, 

R. A, Baldwin was named to 
head sales for Auto-Union and 
DKW products. He had been in 
charge of programs designed to 
increase consumer demand for 
Auto-Union and DKW cars. 

The purpose of this article, in a 
roundup biographical style, is to 
show the deployment of top-flight, 
experienced executives in the S-P 
stable to make a success of its im- 
ported-car division. 

There are probably a hundred 
import distributor and sales or- 
ganizations in the country with 


similar objectives. Their problem 
of matching S-P’s “brain-trust” is 
mounting hourly. 

And what has happened to M-B 
and DKW sales? 

Fleener and Armstrong told 
Automotive News late in March 
that Mercedes-Benz cars for retail 
Sale in the U. S. were completely 
sold out. There’ll be some increases 
in production in Germany this 
year, but the amount will have lit- 
tle effect on supplying the demand. 
Next year, however, the allocation 
will be increased. 

They reported that M-B sold 932 
units in February, which was the 
highest monthly total since July 
and 10 percent higher than Febru- 


















Reception for Luxury-Car Owners— 


Demonstration rides in the British-built Rover luxury sedans highlighted a reception 
Imported Cars of Greenwich, Conn. Guest 





ary of 1959, They said sales could 
have been at least 100 percent 
higher if they could have supplied 


the cars. 

Big business does not usually 
send up rockets in advance to 
show what it intends to do, and 
S-P is no exception, However, it 
doesn’t take much of a prophet 
to put most of the important 
Pieces into place, 


With a top-flight selling organ- 
ization as it now stands, it must 
be assumed that S-P expects to 
have plenty of imports to sell. This 
organization comes at a time when 
some imports are hunting whole- 
salers and distributors and are try- 
ing to set up strong national sales 


and parts organizations, 


Another side of the picture as 
far as Mercedes-Benz Sales is con- 
cerned is the indication that model 
changes and improvements will be 


more frequent among the imports. 


Mercedes-Benz introduced three 
new models last fall, with many 


changes that could be classified as 
appealing to the American market. 

Mercedes-Benz prices range from 
under $4,000 to more than $13,000, 
which gives Studebaker-Packard 


an outstanding entry in the fine- 


car field. 

Newest import in the S-P stable 
is the little DKW 750, a two-cycle, 
front-wheel-drive, three-cylinder 
model. Its East Coast port-of-entry 
price is $1,665, including heater. 
Sales are climbing. 

The DKW 1750 is an unusual 
auto, It has only a hatful of 
parts when disassembled, There’s 
nothing much “American” about 
it, and its demand would be 
limited were it not for the fine 
organization built up by Mer- 
cedes-Benz Sales. 

Studebaker also is concentrating 
on the parts and service facets of 
its import setup. In fact, parts and 
service are referred to as the back- 
bone of the sales program of the 
company’s import division. 




















sponsored by Werner Wegner, president, 


list was limited to current owners of other luxury cars, both imported and domestic. 
Almost 100 guests were on hand for cocktails, buffet, fun and bargaining. 


Capsule Reports .. . 






DETROIT. — Glenn Mitchell, 
president of Glenn Mitchell Colli- 
San Diego, 
Calif., is on a extended tour of the 
car manufacturers in England, 
Sweden, Germany, Italy and 


sion Estimator, Inc., 


France. 
Mitchell plans to inspect the facil- 


ities these manufacturers have for 
processing and cataloging replace- 


ment automotive parts. 
* * * 
Olson Receives Award 
NEW RICHMOND, Wis. — Ber- 
nard Olson, president, Bernard Mo- 


tors 
has been named by Chrysler Corp. 


recently to receive the Quality 


Dealer Award, Olson also was pre- 


sented with a silver tray marking 


25 years as a DeSoto dealer. 
* * * 


Ariz. Criticizes Use 


Of Tempered Glass 

PHOENIX, Ariz.—A request that 
use of so-called tempered glass in 
automobiles sold in Arizona be pro- 
hibited is under consideration of 
the Arizona Highway Commission. 
Glass of this type is being used in 
’60 models of many major manu- 
facturers. 

Phoenix City Manager Ray Wil- 
son called attention to a Maricopa 
County Safety Council report de- 
claring the material is dangerous 
when hit by a sharp object. Lami- 
nated glass, said the report, will 
not do so. 

The highway department’s ve- 


Auto Show Time Comes to Japan 


By Stuart Griffin 
Staff Correspondent 

TOK YO.—Japan this year is 
breaking out into a rash of auto- 
mobile shows, two for domestic 
products, one for foreign-make dis- 
plays. Tokyo and Osaka, under- 
standably, are the centers for these 
spectator-drawn expositions. 

The first was held at this year’s 
Osaka International Trade Fair at 
Dojima site, first to be held at a 
city that is called alternately the 
“Chicago” of Japan (its industry 
and commerce and port) and the 
“Venice” of Japan (its waterways 
and canals and bridges). 

About 50 cars, “people’s cars,” 
and four-wheel small trucks were 
on display, including the Toyota 
New Corona, Toyopet Crown and 
Crown De Luxe; the Nissan Cedric, 
Fair Lady, Bluebird and Datsun 
1000; the Fuji Precision Instru- 
ment’s New Prince, Skyline and 
Prince Gloria; the Suzuki Suzu- 
light; the Mitsubishi 500, and other 
small-size “people’s car models.” 

Several American and Euro- 
pean visitors eyeing the impes- 
ingly large array of “Made in 
Japan” vehicles remarked that 
this Asian nation could certainly 
pose a threat to the automobile 
industries ef their ewn home- 
lands, 

West German, British, and Ital- 
ian cars were also on display, 
though American models were con- 


spicuously absent. However, the 
Falcon, Valiant and Lark all were 
on display at the separate U. S. 
Trade Fair Pavilion, at the Minato 
site. 

At Ennoshima, a popular summer 
picnic and swim resort bordering 
the Pacific, was staged a gigantic 
display of many makes of foreign 
cars. Models from most car-manu- 
facturing countries were on display 
at this exposition. 

This fall Tokyo, as usual, plays 
the host to the Annual All-Japan 
Automobile Show, at Hibiya Park, 
and this year will perhaps feature 
more new domestic models than 
ever before. 

Mitsubishi has a new “peo- 


ple’s” car—the 500, Subaru has its 


PAA Plans Clinic 


On Service Tools 


HARRISBURG, Pa, — A service 
equipment clinic will be offered as 
a feature of the annual convention 
of the Pennsylvania Automotive 
Assn. in Bedford, Pa., on June 20. 
The convention runs through June 
22. 

The clinic is open to dealers and 
their service managers. There will 
be no registration charge for serv- 
ice managers attending the clinic. 

Modern shop equipment will be 
shown and experts will show how 
to use it properly. 





360, Toyota has its new Corona, 
Nissan its Cedric (the largest six- 
seater passenger car yet built in 
Japan), and its sports car, the 
Fair Lady, and other concerns 
like Komatsu Engineering, Toya 
Kogyo, and others expect to have 
new finished vehicles on display 
by this fall’s showtime. 


The latest model to date has been 
reported out by Toyo Kogyo Co., 
Ltd. of Hiroshima, manufacturer 
of Mazda trimobiles and trucks. 


The Mazda R-360 coupe will be 
priced at about $850, thus reputedly 
the least expensive passenger car 
yet turned out in this country. 

The new model is designed to 
seat two persons, but it could 
be so arranged that “accommoda- 
tions for four would be possible.” 
The midget-size car features a 
feur-cycle rear engine, 

Two models of the car will be 
offered. One will have a gear en- 
gine, maximum speed of 90 k.m.h., 
and will cost about $850, The other 
model will have a torque converter, 
a maximum speed of 85 k.m.h., and 
will cost $40 to $50 more. 

Initial production would be 1,000 
units a month but by December, 
this year, output can be stepped up 
to about a 5,000-unit level. 

Dimensions of the new car are 
a height of 4.5 feet; a length of 
nearly 10 feet; a width of 4.5 feet 
also, and a weight of about 844 
pounds. 


Auto News in Brief 
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hicle division has legal authority 
to refuse to register any motor ve- 
hicle containing glass not deemed 
safe. 


* * *” 


Mobile-Home Tractors 
Offered by International 


CHICAGO.—Two compact Inter- 
national truck-tractors designed 
especially for pulling mobile homes 
have been announced by the Motor 
Truck Division of International 
Harvester Co. 

The Model BC-150 and BC-160 
tractors are rated at 9,000 and 16,- 
000 pounds gross vehicle weight, re- 
spectively. Both feature an 83-inch 
wheelbase, 119-inch bumper to cen- 
ter of hitch-ball dimension, special 
springs and spring brackets, safety 
chains and rear support member 
with trailer hitch attached. 

ok a” + 


Fair Trade Injunction 


Granted to Champion 
TOLEDO.—Champion Spark Plug 
Co. has been awarded its fourth 
permanent injunction enforcing the 
Fair Trade Act in California. 


The firm was granted the judg- 
ment against Better Business Buy- 
ing, Inc., Berkeley, by the Superior 
Court of: Alameda County, Other 
decisions favoring Champion in 
California involved the “U” Save 
Department Store, San Mateo; 
Jules Laboe, concessionaire of 
Buyer Merchandising Mart Stores, 
Los Angeles and More, Inc., also 
of Los Angeles. 

cd 


Neiman Bearings Sold 


ST. LOUIS. Bearings, Inc., 
Cleveland, has purchased the assets 
of Neiman Bearings Co., which op- 
erates branches in E. St. Louis, 
Mo., Little Rock and Memphis, ac- 
cording to Harold C. Schott, Bear- 
ings chairman. Mrs, V. A. Neiman 
will continue to manage the Nei- 
man branches. 

ae ” * 


GM Presents $10,000 


To Future Farmers 

SALT LAKE CITY.—A check for 
$10,000, annual gift of General Mo- 
tors Corp. to the Future Farmers 
of America Foundation, was deliv- 
ered here by Harry L. Blair, GM 
Los Angeles public relations di- 
rector. 

The check was presented to Elvin 
L. Downs, Utah vocational agricul- 
ture training director, at the an- 
nual GM dinner for vocational 


agriculture teachers. 
* * * 


Deal Elects Vice-President 

PHOENIX.—Blaine E. Hibler has 
been elected vice-president of 
Money Oldsmobile Co., according to 
William C. Money, president. Hibler 


formerly was sales manager. 
* * * 


CIT Moves in Kansas City 

KANSAS CITY. — Universal CIT 
Credit Corp. has moved its divi- 
sional offices here to Suite 310, 
Prudential Insurance Building. 













(Continued from Page 12) 


words, we're on dope because 
everybody else ig on it. 

8. When the insurance adjustor 
puts the needle of dope to your 
arm, you let him “stick it in” 
because you want to keep in good 
with him. You believe he'll send 
you more business, you'll have 
more volume and you think you 
can make more money. There is 
no other reason in this world! 

9. But isn’t that payola? 

10. Isn’t that the same reason 
they gave disc jockeys payola? In 
order to have the same record 
played more often, to sell more, to 
make more money, for the fellow 
who gave the payola. 

11. It isn’t that giving a discount 
will solve all our problems because 
it does not. It only creates more. 
When one fellow gives 10 percent, 
another gives 20 percent, 25 per- 
cent or 30 percent. That’s what in- 
surance companies call free com- 
petition. It’s like a sickness, It 
never gets betf.er until you get 


In the Letterbox 
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serious decision of doing something 
about it or die! 


12. What we should do ig to cor- 


Import-Car Sales 
Spurt in Canada 


OTTAWA. — British and Eu- 
ropean cars accounted for the en- 
tire increase in new car sales in 
Canada in March and in the first 
three months of this year. 


March sales of Canadian-built 
cars were five tenths of one per- 
cent lower at 32,092, the Dominion 
Bureau of Statistics reports. Sales 
of overseas cars advanced 23.6 per- 
cent to 11,252. 

In the first three months, sales 
of Canadian cars were 78,892, down 
1.2 percent from the like period of 
1959, Sales of overseas cars increas- 
ed 26.2 percent to 25,755 and ac- 
counted for 25.9 percent of the 


rect the situation in a manner that 
will bring us back to life and will 
keep us in a healthy condition from 
|now on. Let us pass a business 
| practice on to our generation that 
will be a good habit. One that is 
reasonable and proper. One that is 
right and supported by law. 

13. If a dealer buys $10,000 
worth of parts from his supplier 
and sells $5,000 worth of parts to 
independent garages or in cars 
he services himself, Ohio expects 
to get 3 percent sales tax on the 
remaining $5,000. And—I think 
they are right. The first $5,000 
was sold wholesale or through a 
vendor’s exemption number, The 
last $5,000 worth was put into 
the consumers’ cars at retail. 

14. Who is going to pay the sales 
tax on the parts discounted to the 
insurance company—without a 
vendor’s number? Why, you are, of 
course! So, if you give 25 percent, 
it is really more nearly 28 percent, 
isn’t it? 

15. I guess it isn’t illegal if you 
want to give away $25 worth of 
parts out of every $100 worth. The 
state doesn’t care if you give away 
all of your parts. Only, when they 
audit your tax account, they first 
go to your purchase invoices and 





March market and 24.6 percent of 


really sick and faced with the very the quarter’s volume, 


if you don’t have the parts on hand, 
they check your sales. They first 











“With this downward slant of 
the hood, you can see a pedestrian 
right up to the point of impact.” 

Lc 


deduct those sold through the ven- 
dors number and naturally expect 
the tax on the difference. 

16. Please believe I do not pre- 
tend to know all the answers on 
this subject, nor do I wish to pre- 
tend to know them. It is only my 
hope to bring some of these things 
to your attention so you can better 
make up your own mind what you 
want to.do about them. 

17, I am only one person and 
I am not armed with any author- 
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cally wx UNIVERSAL UNDERWRITERS CONTINUES IN THEIR INSPECTION SERVICE 


Universal Underwriters’ trained representatives inspect the insured’s property 
periodically. They recommend changes that not only eliminate fire and safety 
hazards, but often result in lower insurance costs. This is another Quality Service 


of Universal Underwriters. 


@ WRITE OR CALL your nearest office 
today for complete insurance information 





Boston, Massachusetts 
Chicago, Illinois 
Columbus, Ohio 
Dallas, Texas 
Houston, Texas 


Westfield, New Jersey 


BRANCH OFFICES 





Jacksonville, Florida 

Los Angeles, California 
Portland, Oregon 

Salt Lake City, Utah 
San Francisco, California 


ye PP ITAA 
cnderwriterk 











ity, either from the sales tax di- 
vision, the insurance division or 
any other branch of state gov- 
ernment. What I am expressing 
to you today, is strictly one man’s 
opinion, nothing more. I do, how- 
ever, speak with over 15 years 
experience working with insur- 
ance problems ag they arise 
through repair garages and I do 
have a sincere desire to be help- 
ful to all parties concerned. 

18. It would seem to me that, un- 
less a shop gave a discount to every 
customer that came into his shop 
or to every insurance company he 
does business with, he would really 
be in violation of a federal law 
that prohibits discriminating ag to 
a class of purchasers. 

19. Do you give a discount to all 
the customers that come into your 
shop without insurance? I rather 
think not. 

20. So, there are many valid rea- 
sons why repair shops should not 
give any discounts to any insur- 
ance company. 

21. But you say, that is the 
biggest volume of business we 
have. Well, I say to you, it is 
simply good business not to give 
a discount on the biggest volume 
you have. 

22. The sales and service of auto- 
mobiles is a legitimate business 
under the laws of Ohio. There is 
no justification for any insurance 
company to petition the State of 
Ohio, or any state, for lower pre- 
mium rates with the expectation 
of making it up, out of the profit, 
of another legitimate business, 
23. And, I say to you—again, it’s 


| entirely your fault if you let them 
'do it. It is particularly discour- 


aging if you keep fighting among 
yourselves, cutting one another, 
cheating one another, until you 
sink deeper into the mire of profit- 
less operations. 

24. The insured is entitled to have 
his car restored to its original con- 
dition at a fair and reasonable 
price. Certainly, the insured should 
cooperate with his insurance com- 
pany, but he need not cooperate 
to the degree he is intimidated in 
fear of reprisals from his company. 
He need not be in fear of having 
to pay the difference. He need not 
submit to the lowest bid if it is 
not a repair shop of his choice. He 
need not have to take his car 
around to get two or three esti- 
mates. 

25. I would say to all repair 
shops! Be sure your estimates 
are fair, reasonable and just. 
You have a great responsibility 
to conduct yourselves in a dig- 
nified manner throughout the 
entire operation. 

26. I would not condone any shop 
that would try to take undue ad- 
vantage of any insurance company 
or any insured. We have a respon- 
sibility to be fair as well. 

27. Yes, we have gotten ourselves 
into some very bad habits. The bad 
habit of expecting someone else to 
solve our problems for us. However, 
bad habits can be overcome and 
you have a responsibility to do your 
part.—E. JoHN LEHMAN, secretary- 
manager, Akron Automobile Deal- 
ers Assn. 

* * +. 
Butane Gas 

We would be very appreciative if 
you would be kind enough to ad- 
vise us the names of manufacturers 
who produce plants (automotive 
engines), driven by butane or pro- 
pane bottled gas.—JuLiAN L. Horr- 
MAN, Industrial Machinery Co., 
New York. 

Eprror’s Nore: The following 
are manufacturers of automotive 
engines driven by butane or pro- 
pane bottled gas: Allis-Chalmers 
Mfg. Co., Engine Material Han- 
dling Division, 1135 8. 70th St., 
Milwaukee 1, Wis.; Continental 
Motors Corp., Muskegon, Mich.; 
Hall-Scott, Inc., 2850 Seventh St., 
Berkeley 10, Calif.; Hercules Mo- 
tors Corp., 101 Eleventh St., 8. H., 
Canton 2, O., and Reo Division, 
White Motor Co., 1831 8. Wash- 
ington Ave., Lansing 20, Mich. 


* * * 


Where to Go 


In your April 18 issue, there ap- 
| peared on Page 2, “The Travel- 
car introduced at the International 
Auto Show in New York.” I would 
like to know who builds this ve- 
hicle and whom to write to get 
more information. — F. T. Dana, 
Fort Worth. 

Eprror’s Note: Information on 
the Travelcar may be obtained 





from Travelcar, Inc., Box 320, 
Stamford, Conn. 
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Correspondent George L. Glaser Writes . . . 





Auto Letter from Europe 


tions. Most of the gain has been 
provided by the DKW 750. 


* * * 


Mountain Horse on Wheels 

TEYR-DAIMLER-PUCH CORP., 

the Austrian auto maker, has 
introduced a vehicle which resem- 
bles the Jeep. 

It is called Haflinger, which 
characterizes a sturdy, rather 
small mountain horse bred in 
Austria for use in rough terri- 
tory. 

The mechanized Haflinger has 
an air-cooled, two-cylinder, 25- 
horsepower engine mounted in the 
rear of its tubular-backbone chas- 
sis. 

The transmission has four syn- 
chronized forward speeds and each 
wheel is independently suspended 
in pendulum-arm fashion. Coil 
springs are used all around. 

In order to get the necessary re- 
duction for the drive, the wheel 
hubs have an additional reduction, 



















=. West Germany.—The 
city fathers of Coblenz, a city 
of 100,000 on the Rhine River, have 
agreed that Ford can obtain a tract 
of land located between the river 
and an express highway near town. 

The site will be used for the 
erection of a second Ford plant 

in Germany. Rumors say it will 
be used to produce a small car 

to compete with Volkswagen, 
Lloyd and DKW. 

There is not too much industrial- 
ization in the Coblenz area, so a 
work force of 4,000 to 6,000 men 
may be found. 

* 


Giant Killer 


Se seems to have perfect- 
ed its sports racers to a degree 
where they are now a menace to 
the bigger Ferrari. 

Porsche recently won Italy’s 
Targo Florio, one of the world’s 
toughest races. Many persons are 
curious as to how Porsche will fare 
in other of Europe’s races. 

* a + 


Greaseless Taunus 


HE latest series of the Taunus 
17-M has no chassis grease fit- 
tings when equipped with the op- 
tional four-speed transmission. 
When the three-speed transmis- 
sion is used, one lonely grease fit- 
ting is on the car. 
* a ok 


Backup Lights Fitted 

~~ backup lights are stand- 
ard equipment on the Lloyd 

Arabella. 


* * 


* * * 


Going to Italy 

V-ARAL, largest gasoline refiner 

in West Germany, has an- 
nounced that after establishing 
service stations in Switzerland it 
is turning to Italy. A network of 
300 stations will be in operation 
by the end of the year, the firm 
said. 

* * cs 


Auto-Union in Fifth 


Y INCREASING sales 88.5 per- 
cent, Auto-Union has advanced 
to fifth place in German registra- 


GM Showplace 


New Chicago Display 
Has 56 Units 


CHICAGO.—A new General Mo- 
tors display was opened to the pub- 
lic in the Museum of Science and 
Industry. 

While GM has long maintained 
an exhibit at this location, the new 
56-unit display will be seen by more 
than two million persons in the 
coming year, museum Officials said. 

H, E. Crawford, director of GM’s 
sales section, turned the display 
over to Maj. Lenox R. Lohr, mu- 
seum president, at a dedicatory 
dinner, pointing out that the new 
layout, completely air-conditioned, 
is a modernized version of a show 
seen by more than 26 million per- 
sons since it was originally instal- 
led in the museum in 1947. 

Many of the new exhibits show 
scientific and industrial develop- 
ments almost unknown when GM. 
first opened its display in Chicago. 
Featured is a demonstration of an 
automatic highway of the future 
which offers virtually full-time 
electronic chauffeur service. 


Pa. Dealer Assn. 
Meets June 20-21 


HARRISBURG, Pa. — The 40th 
annual meeting of the Pennsyl- 
vania Automotive Assn, will be held 
June 20-21 at the Bedford Springs 
Hotel, Bedford, according to C. S. 
Klugh, general manager. 

A shop-equipment clinic, designed 
to show how service profits can be 
increased, and a golf tournament 
are scheduled for the opening day. 

On June 21 there will be talks 
on the following: “Sales Tax Tips 
and Facts,” “Your Job as a Dealer,” 
“Industry Relations,” “Public Rela- 
tions” and “What’s New at NADA.” 





AKRON.—Henry Motors (Volks- 
wagen) has opened at 450 W. Ex- 


change St. here. choose from. 





similar to that used on Volkswagen 
trucks and buses. 

Front and rear differential can 
be locked by the driver and the 
front-wheel drive can be cut in or 
out, as required. 

* * * 


British Exports Gain 

oo British auto industry has 
exported more than 220,000 ve- 

hicles in the first quarter of 1960, 

a gain of more than 50 percent over 

the 1959 period. 


* * * 


Bus Without Steps 


. not officially announced, 
it can be revealed that a Ger- 
man firm is preparing a bus which 
moves the pancake underfloor die- 
sel engine to one side and uses a 
rear axle with offset drive. 

This layout enables the bus to 
feature a center aisle which has no 
steps from the entrance. There will 
be one step from the aisle to the 
seat. 


The scene above shows one more example of 
the versatility and stamina of Brown Cargo Vans. 
Mounted on a special scissors-type hoist, this 
Brown Cargo Van makes it possible to load 117 
complete jet-flight meals in just 12 minutes. 


Even if your problem is not so dramatic, you 
should be interested in the reasons why 18 Brown 
Cargo Vans were chosen for this job: 


Brown Cargo Vans are durable. The first 
Brown Cargo Van.. 
ago, is still in operation. You can expect your 
Browns to outlast three or more truck chassis. 


. built more than 20 years 


Many sizes, exterior styles available. 16 
basic models, each available in lengths from 9-ft. 
to 22-ft., plus a choice of 4 exterior styles, gives 
you the industry’s widest range of models to 
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Vespa 400 Bows on West Coast— 


The Vespa 400 has been introduced on the West Coast by dealers in Northern Cali- 
fornia. The Italian-built car has a 20-horsepower, two-cylinder engine and a three- 
speed gearbox with second and third synchromesh gears and reverse gear ratios. Fuel 
consumption is said to be 60 miles to the gallon. The rear seat is cushioned and will 
accommodate two children or carry luggage. The right front seat folds forward for 
additional storage space. Shown with the car are, from left, Charles Bawsel, wholesale 
manager, Vespa of America, San Francisco, and Bob Remensperger, general manager. 





Brown Aluminum Cargo Vans speed 
loading of food, keep jet flights on schedule 


Wide choice of options includes wide and 
narrow two-panel rear doors, hinged or sliding 
doors, choice of flooring, liners, insulation, gates, 
etc. 


Prompt parts and repair service through 
Brown’s nationwide dealer organization means 
better service for both local and national fleet 
owners and operators. 


Call your local Brown Cargo Van Dealer or 
write today for free folder. 


CLARK EQUIPMENT COMPANY 
BROWN TRAILER DIVISION 


Michigan City, Indiana 





BE SURE TO GET A QUOTE FROM BROWN 
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burg Automobile Dealers Assn. and|jr. (Lincoln-Mercury-Comet), 
the Panama City Automobile Deal- | retary-treasurer. 
ers Assn. They are: Panama Crry: 

Sr. Pererspurc: Cosby Swanson 
jr. (Plymouth-DeS oto-Valiant), 


2 Dealer Groups 
Elect in Florida 


(Oldsmobile), vice-president, and 
ORLANDO, Fla. — New officers | president; Page Harris (Cadillac),|R. L. Lloyd (Cadillac), secretary- 
have been elected by the St. Peters-| vice-president, and F. M. Scarritt treasurer. 
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E-Z VISION VISOR. Offers Drivers and Passengers TO EXACT 

a Clear Unobstructed Vision . . . And Greatly BLUEPRINT 

Reduce Heat & Glare. SPECIFICATIONS 
NO MORE BLIND SPOTS CAUSED FOR ALL 1960 
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1960 MORRISON BODY 


the only service and utility body 







in the industry today that fits...... 
ALL COIL AND REGULAR SPRING 


1960 
TRUCK 


Fe 


Here’s the industry’s only UNIVERSAL body that fits all coil 
and regular spring 12, 34, 1 ton truck chassis regardless of make 
or year and without alterations to the body. 

This means big savings to you and your customers — no extra cost for 
special models to fit certain trucks — no waiting while special models are 
ordered from the factory. Your truck equipment distributor has Morrison 
bodies ready to mount and deliver to your trade vocation prospect. 
Look into the Morrison UNIVERSAL line of service and utility bodies. 
Write for free literature and name of nearby distributor. 
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54 Win Trip to Nassau... 


DeSoto Honors Salesmen 


DETROIT.—-T he DeSoto Master 
Salesman’s Club has honored first- 
place winners of its year-round 
sales competition with a four-day 
trip to Nassau, the Bahamas, Gold 
engraved watches were presented 
to runnerup members, The top 
seven salesmen also received tran- 
sistor radios. 

Making the trip to Nassau 
were 54 salesmen and their wives. 
The group represented the top 

three salesmen in each of De- 
Soto’s 18 national sales regions, A 
like number received the watches 
for placing second. 

Those who made the trip to 
Nassau were: 

Thomas W. Abbott, Universal S. 
Side Auto, Pittsburgh; Joe Ander- 
son, ABC Motor Sales, Inc., Minne- 
apolis; Marion J. Barbato, Rosen- 
stock Motors, Houston; Henry 
Baumbach, Pepper Auto Sales, Syr- 
acuse; O. J. Bradley, Howard 
Motors, New Orleans. 

A. C. Brannen, Alan Peterson 
Motors, St. Petersburg, Fla.; Frank 
Caiola, Castle Motors, Inc., Hobo- 
ken, N, J.; James Catizone, Allston 
Motor Co., Allston, Mass.; Robert 
Cauthron, Parks Motor Co., Au- 
gusta, Kans.; Fred Cory, Tom 
O’Brien Co., Indianapolis. 

Thomas W. Crock, B & W Motor 
Sales, Inc., Wilkinsburg, Pa.; Ro- 
bert H. Davis, Andersons, Provo, 
Utah; Sam Donaldson, Howard 
Auto Sales, Marion, Ind; Peter 
Driscoll, Selemans, Inc.,. Forestville, 
Conn.; John L. Dunn, Donenich 
Basso, Inc., Los Angeles. 

Charles F., Fischer, Mohawk 
Ave. Garage, Scotia, N. Y.; Ralph 
F, Fournier, Jacobson Motor Co., 
Omaha; J. A, Fox, Oleary Mc- 
Clintock, Eliston, Mo.; Arthur C. 
Frisbie, Trinity Motors, Inc., 
Newton, N. J.; W. W. Frost, 
Art Frost of Culver City, Culver 
City, Calif. 

Richard L. Gardner, Greensburg 
Motor Co., Greensburg, Pa.; Mau- 
rice Gesualdi, Hartford Auto Co., 
Inc., Providence; James S, Heath, 
Melrose Motors, Inc., Oakland, 
Calif.; Sheldon D. Hegg, Alexander 
Motor Co., Portland, Ore.; Winfield 
mm F. A. Roethke, Inc., Norfolk, 

a 


Arthur Jones, O, R. Mitchel, San 
Antonio; H. Paul Keller, Arnold 
Motors, Carlisle, Pa.; W. H. Kepler, 
Holvorsen Motors, Bremerton, 
Wash.; Keith Knoch, Ernie Jones 
Auto Sales, Eldon, Mo.; Ralph Mc- 
Cune, Glover Motor Co., Ottumwa, 
Ia.; John F,. Maddox, Muller-Gor- 
don Motor Co., Albany, Calif. 

Wallace Mankin, Perkins Motor 
Co., Colorado Springs, Colo.; George 
R. Manning, John A, Golden & Son, 
Nanuel, N. Y.; Joseph A, O’Connor, 
Side Pelunis, Inc, Cleveland 
Heights, O.; Charles S, Parkes, 
Cheviot Auto Sales, Inc.,: Chev- 
iot, O. 

David Pierce, Alley Motor Co., 
Inc., Church Hill, Tenn.; Charles 
J. Preston, White Brothers Auto 
Sales, Kalamazoo, Mich.; Harry 
W. Richardson, Lakeland Motors, 
Inc,, Knoxville, Tenn.; Evert Ry- 
land jr., Pearce Motor Co., Alex- 
andria, La.; Vincent Scialo, Karp 
Motors, Inc., Rockville Centre, 
N. Y.; Charles W. Seymour, 
Tharp Motors, Inc., Rialto, Calif.; 
Myron L. Silvey, May Mingle- 
dorff Motor, Tallahassee, Fla, 

William R, Spear, Spear Motor 
Sales, Chardon, O.; Dudley H. 
Steinbrink, Robinson Bros., Jack- 
son, Miss.; Edward Stinnette, Sun- 
coast Motors, Inc., Clearwater, 
Fla.; Kenneth Sullivan, Potsdam, 
N. Y.; Donald Trenda, Trenda Mo- 
tors, Inc., Grand Forks, N. D.; Ray- 
mond Walsh, Adamson Motors, Inc., 
Rochester, Minn, 

Nathan Weisman, Glickman Mo- 
tors, Bethlehem, Pa.; William C. 
Weller, Hulbert Bros. Motor Co., 
Racine, Wis.; 
Harold Motors, Inc., Chicago 
Heights, Ill; J. E. Wolfington, 
Wolfington Motors, Inc,, Philadel- 
phia. 

Second-place winners included: 

Stephen J. Aubuchon, Ferguson, 
Mo.; Bernard Orange, Livingston, 

N. J.; Thorold Cross, Massena, 
N. Y.; Patrick F. Joyce, Roslin- 
dale, Mass.; Douglas B. Tollstrup, 
Salt Lake City; Donald H. Horner, 
Salisbury, Md.; Carl Loud, Spo- 
kane; Everett E, Gourley, Nash- 
ville. 
Robert T. Shank, Erie, Pa.; Har- 


Harold Williams, | - 





ris J. Hygard, Grafton, N. D.; 
Ralph E. Dickinson, Plainview, 
Tex.; Vincent E. Weaver, Portland, 
Ore.; W. W. Willardsen, Idaho 
Falls, Id.; J. W. James jr., Burling- 
ton, N. C.; C. H. Bright, Fort 
Worth; D. L. Lanier,. High Point, 
N. C.; O, H. Hamrick, Mobile, Ala.; 
Leo Pruitt, Tulsa, Okla.; Thomas 
W. Hannaford, Hudson, O.; Barney 
B. Barles, Rumford, R. I. 
Elisworth Fenske, Rochester, 
Minn.; Jack W. — Wells- 
ville, 0.5 ©. C. M, Chance Turner, 
Tulsa, O ; Martin H. Ehrman, 
Orlando, vn; Arthur Maturo, Al- 
bany; Cole Armistead, Thomas- 
ville, Ala.; John H, Snelson, Pitts- 


Dorado, Ark.; Walter J. Gorski, 
Nutley, N. J.; K. A. Gramley, 
Cleveland; Buell D. Shives, El 
Cajon, Calif, 

Michael Poulos, Garden City, 
N. Y.; Raymond J. Travis, San 
Diego, Calif.; Millard Rose, Pomo- 
na, Calif.; George D. Karras, Seat- 
tle; Lumis M. Campbell, Albuquer- 
que, N. M.; Ray Brahy, San Mateo, 
Calif.; Virgil E. Vogue, Durham, 
N. C.; George W. Evans, Jackson, 
Miss.; William W. Guthier, Minne- 
apolis. 

Raymond D. Riggs, Winchester, 
Ky.; Martin E. McCaffrey, South 
Euclid, O.; John G, Adams, Louis- 
ville; Joseph R, Pulciani, Chicago; 
Francis Rowan, Wilmington, Del.; 
G. A. Mayes, Owensboro, Ky.; 
Wayne Carlson, Ottawa, IIl.; Jack 
B. Smith, Columbus, O.; Arthur 
McGovern, Taunton, Mass.; Jerry 
B. Chadwick, Anchorage, Alaska; 
Stanley Huegel, Tamaqua, Pa., and 
John C, Branda, Chicago, 


Defense Needs 
Big, Small Firms, 


Skinner Asserts 


MILWAUKEE. — This country’s 
first line of defense is manned by 
a military-scientific-industry team 
providing the deterrent power re- 
quired in this missile age, S. E. 
Skinner, General Motors executive 
vice-president, told the Wisconsin- 
Upper Michigan Post of the Amer- 
ican Ordnance Assn. 

Speaking at its annual dinner, 
Skinner said military leaders call 
the signals, scientists and engi- 
neers help develop advanced wea- 
pon systems concepts, and indus- 
try, in addition to keeping up with 
conventional military production 
technique, must “think in terms of 
advanced techniques of today and 
tomorrow.” 

The success of the defense effort 
continues to require production 
support from industry, he said. 

“Further than that, it requires 
assumption of a new responsibility 
—assistance to the military in re- 
search and engineering develop- 
ment,” he added. 

Skinner, who is in charge of 
GM’s Automotive, Body and As- 
sembly, Parts and Defense Systems 
Divisions, said “there is a place on 
the military-scientific-industry 
team for all kinds of companies— 
small, medium and large.” 

As an example, he said, GM’s AC 
Spark Plug Division’s Milwaukee 
operations buy goods and services 
from some 3,500 subcontractors and 
suppliers, most of which are in the 
small-business category, 

Many of these. small businesses 
have shown they “can make a 
worthwhile contribution to an im- 
portant defense project by upgrad- 
ing technological and production 
know-how,” the GM executive said. 
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Small Cars Are Old Friends... 





A Look at Canada’s Auto Market 


By William Dufer Jr. 
Staff Correspondent 


TORONTO.—Small cars are big 
business in Canada. The Canadians 
have been exposed to them for 
years, and they like their economy 
and ease of parking. 

Their ties with Great Britain, 
of course, have made Canadians 
receptive to cars from England 
and the Continent, but dealers 
from the Maritimes to Vancouver 
say their customers are not sold 
on big cars, whatever their an- 
cestry. 

Canadians are conservative by 
nature, and they place a premium 
on ruggedness, economy and per- 
formance, with appearance in the 
vanguard, Consequently, their re- 
action to the current crop of De- 
troit’s “big cars” is sluggish, to say 
the least. 

Not that they haven’t an eye for 
style and design. But bigness for 
bigness’ sake doesn’t mean much 
North of the Border, observers say. 

English-speaking Canada is high- 
ly conservative, and French-speak- 
ing Canada is even more so. Bally- 
hoo takes a back seat in car buying 
here. 

Premiums, giveaways and other 
gimmicks haven’t gone over too 
well, according to dealers who have 
emulated their American cousins. 

By and large, Canadians take a 
dim view of long-term credit. 
They prefer cash or limited 
credit, and they have a tendency 
to discount extravagant claims 
by manufacturers or dealers, 

They are very service-conscious, 

too, Customers insist on knowing 
exactly what service they are buy- 
ing with the car, and they often 
want it in writing. 

One factor which has hurt sales 
of American cars in the provinces 
is what might be called an inferi- 
ority complex on the part of many 
Canadians, 

Observers explain that Canadians 
like American merchandise, but 
they feel that anything the U. S. 
can produce, Canada should be able 
to produce—in spades, When they 
purchase an American car they feel 
something akin to a sense of dis- 
loyalty. 

According to one dealer, “What 
Canada needs is not a good five- 
cent cigar, but a car designed for 
Canadians. A car that considers the 
rugged terrain in many sections; 
one that bears in mind that this 
is a nation of large families, and 
one that considers the preferences 
of Canadian motorists. 

“For example,” he continued, 

“straight stick is preferred five to 


How to Handle 
An Owner Who 
Is Dissatisfied 


PITTSBURGH.—“Keeping a Dis- 
satisfied Owner as a Customer” 
was the topic of H. R. Nadolny’s 
winning idea in a contest sponsored 
by the Greater Pittsburgh Chrysler 
Dealers’ Assn. 

Nadolny noted that “all owners 
are customers regardless of ... 
whether they are difficult persons 
to deal with...” 

He prepared the following guide 
to be used in the handling of cus- 
tomer complaints: 

1. Contact the owner as soon as 
trouble is reported. 

2. Listen without interruption 
until the owner tells all of his 
story. Ride the car and diagnose 
his complaints. Be kind and cour- 
teous and interested. 

3. Be sure the trouble is found, 
explain what is found and what is 
involved to correct it. 

4. Tell him what costs are in- 
involved and what he will be ex- 
pected to pay. 

5. Guarantee all service replace- 
ments, 

6. If the complaint is not cor- 
rectible or is inherent, explain 
thoroughly so that the owner can 
learn to live with the condition. 

7. When work is completed, no- 
tify the customer and road-test the 
car with him. Get the customer to 
acknowledge that the condition is 
corrected satisfactorily. 










one over automatic transmis- | becoming more mechanized, and 
there is a great deal of construc- 


sion.” 


Cars are built in Canada, of|tion work. 


course, but Canadians feel that the 
purse strings, design and business 
decisions are controlled from De- 
troit. This doesn’t set too well, 
according to some observers. 
Considering these problems, 
American cars are selling as well 
as can be expected. The St, Law- 
rence Seaway and upsurges in the 
oil and mineral industries have 
aided the economy, and this augurs 
well for the sales of U. S. cars. 
Word-of-mouth advertising is 
important here. The newspaper is 
the most popular dealer advertis- 
ing media, with radio a close sec- 
ond and television far behind. 
Truck sales are brisk. Farms are 


Sticker Fine $150 
HELENA, Mont.—Victor Ahl, 
Belgrade car dealer, was fined $150 
in Federal Court after pleading 
guilty to violating the price sticker 
law. 


Mechanics are scarce, especial- 
ly in Ontario, British Columbia 
and Saskatchewan, and some ob- 
servers expect labor rates to rise. 
In general, service charges 
throughout Canada are lower 
than in the U. S., and quality is 
as good or better. 

There is an increase in the con- 
struction of prefabricated steel 
buildings for service operations, 
and some dealers are erecting sep- 
arate service facilities several 
blocks from the showroom. 

Two-car families are not numer- 
ous in Canada, but station wagons 
are gaining in popularity because 
of a move to the suburbs. 

Dealers say the “hard sell” is 
virtually unknown in Canada and 
that auto salesmen are schooled in 
the art of understatement rather 
than overstatement, 





Hagestad Opens Volkswagen Deal— 

Vern Hagestad is shown with his new Volkswagen dealership in Lakewood, Colo. 
The firm, Vern Hagestad Motor Co., also is the authorized Porsche dealership for the 
Denver area. Hagestad formerly was a Lincoln-Mercury and Volkswagen dealer in 
Cheyenne, Wyo. Hagestad’s wife, Geneva, will serve as secretary-treasurer, and his 
son, Robert, as vice-president and sales manager. 









Nothing you can do to a used car will make it look better 
or sell faster than a Liquid Glaze treatment. Material 


NOTHING STANDS OUT 
OR STANDS UP 


LIKE LIQUID GLAZE 


—_— 
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costs average less than $.90 per unit and one operator 
can complete three or more jobs in a day. 


Liquid Glaze Inc. manufactures a long list of other 
superior used car reconditioning items, including — 
Spray-Cleen — the all purpose cleaner which does an 
outstanding job on Vinyl, fabrics and leather interiors, 
convertible tops, white wall tires, as well as degreasing 


engines and fire walls. 


Write today for a complete price list and order blank. 
Join the thousands of dealers who look to Liquid Glaze 
for appearance products that produce bigger used car 


profits. 





704 SHERIDAN STREET, 
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LIQUID GLAZE, INC. 

704 Sheridan St., Lansing, Mich. 

() Please send me a copy of your “Dollars and Sense” booklet on the 
operation of a car appearance department. 

(_] Please send me 8 oz. samples of new Liquid Glaze and Cleaners. 

(_] Please invite us to your nearest clinic on the care of Acrylic Paints 
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12,000,000 car-conscious readers of The Saturday 


Evening Post will see this colorful spread in the June 18 issue. 
It's part of U.S. Steel's exciting national promotion designed to help 
sell for you. The public prefers steel. Continuing surveys by Alfred 


Politz, Inc. prove that the public prefers steel in automobiles. They 


Steel is for having a w® 


like steel’s strength, dependability and quality. They count on steel 
for style and stamina. They know steel protects resale value. Here's 
how we're building the public's preference for steel in automobiles 
even further: Network Television. Automobile commercials on The 
United States Stee/ Hour (audience 24,000,000) and on the daytime 





ta 
Orn d er fu / ti me Wish you were here? Who doesn’t! There’s lots of get-away-from-it-all power in the new 
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(iss) United States Steel 


TRADEMARK 


The STEELMARK on this tag tells you a product is made of steel. Look for it when you buy. 


| love Lucy Show (audience 4,500,000). Magazines. Big ads like this in today’s automobiles, each tailor-made to do a specific job.) Steel is a 
The Saturday Evening Post (12,000,000 readers) and in Look (12,000,000 great sales closer. 

readers). Billboards in the 25 leading car markets, reaching millions 

of motorists. Capitalize on the public's preference for steel in auto- Sell b it sells for you 


) 
mobiles as a selling feature. (There are over 100 special steels in 
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TRAILER LANDING GEAR—A series of 
trailer landing gears with 50,000 pounds 
capacity have been announced by Bink- 
ley Co., Warrenton, Mo. The gears, known 
as “Big 50," are designated the 39000 
series and are available with mount and 
travel characteristics to meet every basic 
requirement, it is said, With a Binkley 
“Big 50” landing gear, an average man 
can lift up to 50,000 pounds by manually 
turning the crank, itis daimed. 





FIRE EXTINGUISHER BRACKET—A clamp- 
ing, band-type fire extinguisher bracket 
has been introduced by Walter Kidde & 
Co., Inc., Belleville, N. J., for use with any 
of its 2%-gallon wet chemical portables. 
It is designed for installation on auvtomo- 
tive equipment or wherever heavy vibra- 
tion is encountered. It can be wall, floor, 
or runningboord mounted. 





MUFFLER SCREEN — Universal installa- 
tion is said to be featured in the “Safe-T- 
Guard" diese! stack muffler screen devel- 
oped by Alexander-Tagg Industries, Inc., 
Hatboro, Pa. The unit requires no-special 
tools and is available in kit form, the kit 
containing the necessary brackets and 
directions so that the screen may be in- 


mufflers. 


a. ” * 
Heavy-Duty Lubricant 
A multipurpose automotive lubri- 
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TRUCK NEW PRODUCTS 


eration has been announced by 
Shell Oil Co., 50 W. 50th St., New 
York 20, N. Y. Shell Darina Grease 
AX is designed to lubricate mobile 
equipment under adverse and ex- 
treme climatic conditions, it is 


said. The lubricant is based on a 
new waterproof thickener develop- 
ed in Shell research. 

* * * 





TANDEM AXLE DOLLY — Built for 
throughway operation, the tandem axle 
Turnpike Dolly has been announced by 
Fruehauf Trailer Co., Detroit 32, Mich. 
Available in lengths of 8 feet 5 inches 
and 12 feet 5 inches, the dolly frame 
and integral draw bar are made of 
high-strength steel to withstand the most 
severe road and load conditions, it is 
said. Company engineers reported that 
the 4,800 pound Turnpike Dolly, in tests, 
withstood a draw bar pull of 60,000 
pounds. As standard equipment, the 
Turnpike Dolly carries a 36-inch heavy- 
duty cast steel coupler, S-2 leaf spring 
suspension, and a screw jack support for 
raising the dolly to the proper height for 


connection with trailer. 
2, ee 





STOP-TAIL LAMP—Peterson Mfg. Co., 
2716 E. Fourteenth, Kansas City, Mo., has 
announced its model 427B Stop and Tail 
lamp. The lamp incorporates blind fasten- 
ers which make possible a wide range of 
mounting methods, it is said. Rather than 
installing bolts in the lamp body in the 
customary way, Peterson has reversed the 
procedure by fastening special nuts, on 
two-inch centers, in the back of the hous- 
ing. Bolts may then be installed, from out- 
side, into the lamp. Thus, no projections 
exist and bolts are inside the lamp, pro- 
tected from corrosion. Slotted hex-head 
bolts furnished permit mounting (with 
screw-driver or wrench) on surfaces up to 
Ye-inch thick; however, for greater wall 
thicknesses, any length bolt may be sub- 
stituted, it is claimed. 





OVERLOAD SPRING — Cambria Spring 
Co., 3225 E. Washington Bivd., Los An- 
geles 23, Calif., has marketed a rear over- 
load spring for % and %-ton Chevrolet 
and GMC trucks with rear coil springs. 
Designed to carry that extra load up to 
1,500 pounds, this type leaf spring over- 
load maintains a stable, easy ride under 


all conditions, it is said. 
* * 





TRAILER ROOF REPAIR KIT — Trailmo- 
bile, Inc., Cincinnati 9, O., has been 
named exclusive distributor for the Mon- 
roe asbestolite trailer roof repair kit for 
all types of van trailers. Trailmobile will 
serve as distributor of the kit through its 
55 factory operated branches from coast 
to coast. The kit contains 15 pounds of 
Ruffersealit cement, one gallon of sili- 
coned asbestolite, and two 150-foot rolls 
of three-inch no-rot fiberglass membrane. 
A set of detailed instructions is included 
in each kit. 
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OVERLOAD SPRING—A heavy-duty 
overload spring for Y% and %4-ton pickup 
trucks has been announced by Bernard & 
Morgan Mfg. Co., Sun Valley, Calif. De- 
signed to accommodate an additional 
1,500 pounds carrying capacity, the de- 
vice is said to offer needed additional 
support to the leaf spring: system of the 
truck. Built for use with large camper-type 
pickup bodies, the adjustable spring is 
said by its manufacturer to be extremely 
simple to install, to be noiseless in opera- 
tion, and to require no maintenance, ever. 

ee 


Aluminum Polish 


An aluminum polish, Met-All, has 
been introduced by Anton Co., 55 
Front St., New York 4, N. Y. Its 


protective finish lasts for months, 
* ~ * 





, . VAN BODY—The 1960 Unisteel ‘Tripmaster’ allsteel van body has been announced 
stalled on 7, 8, 8% and 9-inch diameter! by Unisteel Body Co., Galion, O. The unit is made in 12, 14, 16, 18, and 20-foot 
lengths, is 92 inches wide, and is made in 78-inch and 86-inch eave heights. Tripmaster 
construction features the Unisteel “ring ef steel" design. Steel roof bows, side posts 
and crossmembers ali join to form rings of steel every 24 inches the entire length 
of the body. The body is further strengthened by extra-heavy corner posts, designed 


cant for commercial and fleet Op-|to absorb impact and to protect the entire body structure, it is claimed. 


the firms said, and it also cleans 
brass, copper, chrome, pewter, gold 
and sterling silver items. 

* + + 





SAFETY VALVE—Two products specifi- 
cally designed to meet the California law 
for safe operation of air brakes in case 
of pressure loss have been announced by 
Hydro-Aire Co., 3000 Winona Ave., Bur- 
bank, Calif. The devices are the hytrol 
safety valve and hytrol aire-spring cham- 
ber designed to act in the event of mal- 
function of air-operated brake systems on 
bus, truck, trailer or combination. The 
safety valve automatically protects against 
loss of air pressure by closing off a broken 
line, a ruptured brake chamber, or any 
other part of the protected system, per- 
mitting the other brakes in the system to 
function as usual, it is claimed. As a com- 
panion piece, Hydro-Aire also announced 
the Aire-spring chamber which serves as 
an emergency brake. This unit automatic- 
ally applies the wheel brakes, in propor- 
tion to the air pressure, at pressures start- 
ing below 55 pounds per square inch. The 
wheel cannot move until safe air pressure 
is regained in the system or the brakes 


are manually released, it is said. 
ee ae ee 





COOLING SYSTEM ADAPTER—E. Edel- 
mann & Co., 2332 Logan Bivd., Chicago 
47, \ll., has developed a flexible adapter 
to test cooling systems of van-type or 
cab-over-engine trucks, where radiators 
cannot be reached with conventional 
cooling system analyzers. The body of the 
testing device, called No. 9218, is a 
length of flexible metal-braided hose 
with pressure radiator cap-like connector 
fitting at each end. The unit enables a 
pressure-tight connection to be made be- 
tween the hard-to-reach radiator filler 
neck and any standard cooling system 
analyzer, it is said. 





REFLECTOR—Dietz No. 85-F refiex re- 
flector is said to protect itself by swinging 
out of the way whenever the truck to which 
it is fastened backs against a loading 
dock. The extra heavy mounting strap 
(3 iaches in width) prevents reflector from 
swinging while driving, but is flexible 
enough to prevent damage when reflector 
is struck, it is claimed. The three-inch 
acrylic lens is deeply recessed in a steel 
housing for further protection. Both reflec- 
tor housing and mounting bracket are 
finished in durable metallic gray. R. E. 
Dietz Co., 225 Wilkinson St., Syracuse 
1, N. Y. 





AIR BRAKE PARTS—Velvac, Inc., 3534 
W. Pierce St., Milwaukee, Wis., has an- 
nounced the development of a compact 
“Service Center" merchandiser display 
which brings together a minimum assort- 
ment of most-used replacement parts re- 
quired for air brake service. The unit is 
designed particularly for truck dealers, 
service garages, fleet shops and truck 
stops. Diaphragms, cartridges, hose as- 
semblies, couplings, switches, hose 
springs, tubings and many types of fit- 
tings—more than 65 different products 
essential for daily servicing of air brakes 
—are fitted into the merchandiser. 





VERTICAL TRACK — General Logistics 
Division, Aeroquip Corp., 2929 Floyd St., 
Burbank, Calif., has announced the de- 
velopment of the series “E" Vertical 
Track, which attaches to the wall of truck 
or trailer with wood screws. The track 
strengthens trailer wall construction and 
adds an effective buffer rail to protect the 
plywood lining, it is said. The track, strap 
fittings, and second deck fittings are de- 
signed for quick installation and operating 
ease. Web straps, with fast action buckles, 
have new type fittings for the track. The 
strap end fittings, install and remove with 
one hand operation. Second deck fittings 
for the system handle just as easily, it 
is said. 





AIR CONDITIONER—Climatic Air, 3030 
Canton St., Dallas 26, Tex., has announced 
improved 1960 models of its Portamatic 
truck unit. An increased horsepower gaso- 
line engine enables unit to cool truck 
cabs in every kind of climatic condition, 
it is said. The case for the unit can be 
mounted anywhere on the truck frame 
without perforating or damaging the cab. 
It rides as a saddle type fuel tank or in- 
side the truck bed on any rest for rack 
holders—can be mounted without relation 
to truck movement as direction travelled 
does not effect operation, it is said. Evap- 
orator fits in cab under dash, between 
seats, in sleeper bunk, or on floor. Unit 
dehumidifies and cools continuously with- 
out strain on motor or battery even when 
truck is not in operation. Unit runs from 
own fuel tank, 
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SPECIAL NOTICE! 


To the 4,563 car dealers who have asked for 
more information on Childers Carports: 


For the past 30 days, we’ve had a special offer on 
Childers Carports. Response has been so great we are 
extending the offer until July 1. 

Because you asked for more facts, we wanted to be 
sure you knew about this once-in-a-lifetime oppor- 
tunity. 


If you place an order now for a six-space or larger 
Childers Carport with Panorama Trim, you get a spe- 


cial deduction of $15 per car space off your regular 
dealer cost. All you have to do is place your order by 
July 1, 1960. 


Decide now to make your car lot into a first class out- 
door showroom. Tell us how many cars you want to 
display and protect. We'll tell you your special low 
factory cost of Childers Carports with spectacular 
Panorama Trim. 


ai es 2. 
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Childers a with colorful Panorama Trim give your lot 
a commanding look of stability and permanence. Si 
letters can be attached. A carnival-gay day or night 
showcase. Childers Carports also available in other 
trim styles. (See photos below.) 
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Now! Make Your Lot A Profitable 365-Day ‘Showroom’ 
With Childers Carports That Pay For Themselves 


By slashing expensive clean up costs and light bills, eye-catching 
~ Childers Carports easily save you their small cost of as little as 5c per car per day! 


For their beauty alone, Childers 
Carports are one of the best invest- 
ments you can e to increase sales 
and profits. 

But Childers Carports do far more 
than turn an ordinary-looking lot into 
an inviting, exciting outdoor showroom. 


Childers Carports actually pay for 
themselves in savings on clean up costs 
and light bills. 


NO DOWN PAYMENT! 
NO CARRYING CHARGE! 


Take advantage of Childers special 
payment plan for car dealers. Pay 
for your Childers Carports in four 
equal monthly payments! 





best investments any dealer could 
make: 


1. Make every day a selling day. 
2. Let prospects trade in comfort. 

3. Bring higher prices for cars. 

4. Increase turnover. 

5. Lowest cost “showroom expansion.” 
6. Easy to move and re-assemble. 

7. Quick, low-cost installation. 


Call Two Dealers, Free! 


Clean Your Cars Only Once 


Childers Carports shield your cars 
from rain, sleet, snow and dust. As a 
result, you often clean your cars only 
once before they’re sold 

The money you now spend to wash, 
clean and wax your cars over and over 
again can quickly amount to more than 
the small cost of your Childers Carports. 


Cut Light Bills Up To 50% 


At night, when most car buyers are 
looking, Childers Carports concentrate 


r ur lights directly onto your cars. 
ight bills are cut up to 50%. Profits 
go up. 
Attract More Prospects 

Just look at the photo above and 
you can see why more prospects are 
attracted to this outdoor showroom. 
More prospects mean more sales. More 
sales mean more profits. 


Why Dealers Praise Them 


Here are some additional reasons 
why hundreds of dealers in 40 states 
consider Childers Carports one of the 





Choose The Trim That You Prefer: 


Continentel Trim on Childers Carports adds 
a distinctive ance to your lot. Trim 
finished in white enamel or factory 
kadad : 


'y to paint 





Thinline Trim on Childers Carports gives a 
een, Pec re we om Se. Easy 

America’s lowest perma- 
ment ewideor protection! 


Childers will send you a list of 400 
happy dealers who have turned their 
lots into year-round, all-weather show- 
rooms, increased sales and dec 
costs with Childers Carports. 

After you receive this list, call any 
two dealers. Let them tell you about 
Childers Carports in their own words. 
Send the bill for these calls to Childers. 
You'll be reimbursed promptly. No 
obligation. Mail coupon below, today! 


WE PAY FREIGHT TO ANY 
DEALER IN CONTINENTAL U. S. 


pan MAIL THIS COUPON — 


Childers Manufacturing Co., 

Dept. AN-10 

3620 West 11th Street 

Houston 8, Texas 

Send me complete information and list 
of 400 dealers who have installed 
Childers Carports. 


Firm__ 
Name & 
Title 
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Special 
Money-Saving 
Offer On Childers 
Carports With 
Colorful Panorama 
Trim If You 

Act Now! 


(See full details above) 


Write Or Phone 

Childers Manufacturing 
At Houston Or Get In Touch 
With The Childers 
Representative 

In Your Area. 


Childers Representatives: 


ALABAMA 
ATHENS: Lawson S. Draper 
410 W. Market. Box 841. Ph. 1417 


ARIZONA 
PHOENIX: Otis Henderson 
3410 Westward Bivd. AP 8-52I/1. 


CALIFORNIA 
SANTA ROSA: Gordon W. Murdock 
6122 Sonoma Hwy. Box 2021. Li 2-7747. 
ILLINOIS 
OAK PARK: R, E, Luttrell 
519 N. Grove, EU 6-0434, 
IOWA 
COUNCIL BLUFFS: ona! F. Sulley 
408 Oakland. Ph. 32 
DAVENPORT: John . “Gubat 
319 E. 4th, Ph, 7-8508, 
KENTUCKY 
eta Sheiby ay 
1 E, Mt. Vernon. Ph. 106, 
LOUISIANA 
.DELHI: Charles T. DeLoach 
Box 38. TR 8-3444, 
ARS re eer Te 
ANTON: Joseph B. oe 
% Randolph, CA 6-28 
MICHIGAN 
GRAND RAPIDS: Lele Eectwet 
114 Nevada, S.E. H "3-939 
MINNESOTA 
MINNEAPOLIS: Robert 4 ann 
4705 Golf Terrace. WA 2 
MISSISSIPPI 
McCOMEB: R. S, Edmonson 
426 Cameron. Ph, 3652W & 326. 
MISSOURI 
KANSAS CITY: Don E. Fitzgerald, Jr. 
1805 Grand. BA 1-4398. 
ST. LOUIS: William J, Wolf 
6219 Rosebury. PA 6-5612. 
NEW JERSEY 
BASKING RIDGE: eee R. Biersach 
32 Culberson Rd. BE 8- 
NEW YORK 
BUFFALO-SYRACUSE: G, S. Gilbert 
134 Lancaster, GAR 6607, 
OCEANSIDE: William Knapp 
2904 Clarendon Rd. RO 4-8725. 
SCHENECTADY: Ernest A. Barbeau 
84 Furman, FR 4-7030. 
NORTH CAROLINA 
CHARLOTTE: W. J. Robinett 
2340 Commonwealth. Box 1300, ED 2-2576. 


OHIO 
CLEVELAND: Robert L. Belles 
2650 W. 25th. SU 1-5475, 
DAYTON: Melvin J, Stinchfield 
Box 1405 Northridge Br. CR 8-I5/1, 
PENNSYLVANIA 
ELIZABETH: ue ke S Rockwell 
184 Second, HO 2 
PUERTO RICO 
SAN JUAN: Jaime B, Sorrentini 
Box 1415, 
TEXAS 
BROWNWOOD: A, é. Christenberry 
2311 Austin. MI 2-980 
HOUSTON: Alfred 5 Pool 
3709 Parkwood, JA 2-4418. 
PARIS: Vernon Westbrook 
1415 Southeast 6th, SU 4-4885 
VIRGINIA 
ALEXANDRIA: Herbert Wilsen 
Box 54. TE 6-2834 
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DETROIT.—The modern wiz- 
ardry of electronics and the age-old 
science of mathematics have been 
combined by Chrysier Corp. engi- 
neers to pinpoint sources of irritat- 
ing noises and vibrations in cars 
before they are built. 


The assault on car noise got 
under way several years ago, 
ginning with the study of physical 
characteristics of sound—such as 
loudness, pitch and quality—and 
graduating into a detailed study of 
car noises and their causes. 

A war on six fronts was declar- 


Blend of Electronics, Math .. . 
How Chrysler Fights Noise 


AUTOMOTIVE NEWS. JUNE 6, 1960 








tuning to cancel out unwanted 
sounds, isolation from airborne 
sounds and absorption of discord- 


ant noises. 
Chrysler said its engineers were 


first to grasp the significance of 


Ford Gets AF Orders 


For 1,600 Cars, Wagons 

DEARBORN.—The Ford Divi- 
sion hag been awarded two govern- 
ment contracts totalling $2.5 mil- 
lion for more than 1,600 cars and 
station wagons to be used by the 
Air Force at bases around the 
world. 

Ford said the contracts. call 
for 1,052 nine-passenger Country 
Sedan wagons and 579 Fordor 
sedans. All units will be equipped 
with six-cylinder engines. The or- 
ders bring the division’s military 





ed: Reduction of noise at its source,;contract total since Jan. 1 to 
isolation of vibrations, reduction of | nearly $19 million, the company 
the intensity of vibrations, resonant | said. 


2 MORE REASONS WHY 


Every day more and more people are discover- 
ing that Volvo is the complete car—the only 
compact that delivers sports-car performance 
and family-car comfort! Because of this fast- 
growing popularity, we need additional dealers 
in major areas to sell and service Volvo. We 
will not crowd present dealers, nor will we 
create competition for them. But the fast- 
growing number of present and potential cus- 


Volvo Distributing, Inc. 
452 Hudson Terrace, Englewood Cliffs, N. J. 


LO 7-4000 


Auto Imports, Inc. 
13517 Ventura Bivd., Sherman Oaks, Calif. 


ST 4-8231 


Swedish Motor import, Inc. 
3301 W. 12th St., Houston, Texas 


UN 9-4501 





‘anes ae ne aitomnens 
niques and 

their benefits to the utmost, Until 
this breakthrough, the firm 
added, vibrations and irritating 
sounds were located by “pick and 
peck” or how they affected the 
individual eardrums, 

a a said its most important 


highway, in which vibrations of 
prototype cars are examined, eval- 
uated and outlawed, 

A drive-train analyzer room is 
the nucleus of this facility. Here a 
car is positioned over a well-lighted 
pit from which engineers can view 
the underbody. Engine power out- 
put is fed through special adaptor 
shafts into giant, twin 250-horse- 
power dynamometers so that. the 
rear wheels remain stationary. 

The brain for this room is housed 
in a 14-foot ceiling-to-floor console 
covering one wall and incorporat- 
ing scores of dials and meters, over 
100 signal lights, and a mile of wir-|is devoted to subsonic frequencies, 
ing. In this room, a car can be an-| the other to audible frequencies. 
ayiet for all types of engine and Vibrations are supplied a 
driveload conditions completely in- shakers, 
dependent of road conditions. 

Flanking the sound-and-vibration 
dynamometer room are two shake- 
analyzer rooms. One of these rooms 


VOLVO MEANS VOLUME! 





Ricketts’ steam powered auto- 
mobile, 1859. 





shakers can introduce a vibration 
at any point of the car, They can 


tomers demands further dealer appointments. 

Our quality standards and requirements are 
high, as you would expect for this superb 
Swedish automobile. In fact, there are just 
299 Volvo dealers in the entire 
U.S.A. If you are interested in 
obtaining a Volvo Sales Agree- 
ment, please write to the distrib- 
utor covering your area. 





VOLVO 





work in or out of phase with 
each other. 

They are powerful enough to 
rock an entire auto like a can of 
paint in an electric paint mixer, or 
they can introduce vibrations so 
fine as to be invisible to the naked 
eye. In short, there is not a single 
vibration condition that they can- 
not exactly duplicate, 

The well-established domain of 
mathematics held a challenge to 
Chrysler engineers. Was it possible 
to find a system that could reduce 
to orderly mathematical terms the 
baffling complexity of sound in an 
auto? This meant checking the 
campuses, research centers and 
technical books, It meant the in- 
vestigation of engineering and sci- 
entific advances in this country 
and abroad. 

The engineers found the key to 
the riddle by utilizing modern 
ter Once the 










tive needs, the engineers con- 
structed a mathematical model 
of a car. It was composed entirely 
of numbers and equations pre- 
cisely representing a car as & 
functional unit, 

At last the engineer had a system 
at his command that could be used 
to evaluate countless designs by 
manipulating numbers and solving 
equations, However, this mathe- 
matical model would have remain- 
ed an academic curiosity had it not 
been for the electronic computer 
which condensed months and years 
of figuring into answers in a few 
seconds. 


Another scientific method created 
by Chrysler engineers to discover 
and eliminate vibrations in the pas- 
senger-car interior is the “hi-fi” 
technique. Just like the hi-fi re- 
corder in the living room, this in- 
strument provides a faithful re- 
cording of sound which can be 


For this experiment the passen- 
ger compartment is forced to re- 
spond to pressure pulses, This is 
accomplished by sealing the com- 
partment tightly and subjecting the 
air inside to pressure from a mag- 
netic shaker. This variable fre- 
quency air pressure causes the car 
body structure and surfaces to 


vibrate. 

These vibrations are picked up 
by electronic probes, equivalent 
to microphones, placed around 
the outside of the body. Body 
— or supporting structures 

cause or permit unwanted 
ona irritating resonance can be 
discovered and design changes 
suggested. 

“This revolution in auto silencing 
has not been limited to fechniques 
and research equipment,” a Chrys 
ler spokesman said. “Advances a a 
similar nature occur in the field of 
materials. 

“The 1960 Chrysler Corp, cars 
were the first to benefit from the 
new approach, They boast such 
tangible new features as unibody 
construction, tuned engine mounts, 
the keyhole firewall grommet, the 
new sound blanket, and front and 
rear suspension isolation.” 


Utah Dealers 
Name Chairmen 


Of Make Groups 


SALT LAKE CITY.—Twelve 
members of the Utah Automobile 
Dealers Assn. have been named 
make advisory committee chair- 
men for the following year. They 
are: 

Norman Hayes, Buick; Richard 
C. Price, Cadillac; Ruel M. Redd, 
Chevrolet; A, W. Bartlett, Chrys- 
ler; Charles C, Freed, DeSoto; 
John S. Hinckley, Dodge; Richard 
L. Warner, Ford; Lowell R, Jud- 
kins, Lincoln-Mercury; LaVor R. 
Wood, Oldsmobile; Burton L, Fish- 
er, Pontiac; L, Calvin Bosse, Ram- 
bler, and L. Richard Strong, im- 
ports. 

The first make committee meet- 
ing under the new chairmen was 
held May 9 at the annual UADA 
mid-year business session here. 
The chairmen will also take part 
in national make committee dis- 
cussions at the next National Auto- 
mobile Dealers Assn, convention. 

The association told members a 
surprising number of new industry 
problems have come up recently 
and that many dealerships would 
be signing new sales agreements 
this fall, making committee discus- 
sions important to dealers, 


———— 
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people do. Only more so. For example, they buy 
more cars than the people in any other market. 
And you can sell them more cars by using more space 
more often in The New York Times... first in 


New York in automotive advertising. 
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The following imported-car prices are 
East Coast Port of Entry figures, They 
include ocean freight, U, 8S, excise tax 
They do not include 
dealer preparation charges, U, 8S. trans- 


loeal taxes or 
optional equipment. 
(Copyright, 1960, by Automotive News) 


ALFA ROMEO — Glulietta — Spider, 
$3,520; Super Spider, $3,890; Sprint Coupe, 
$3,843; Veloce Coupe, $4,149; Sprint Spe- 
cote $5,555. 2000—Spider roadster conv., 
$5, 37: 

ARMSTRONG-SIDDELEY — Star Sap- 
phire 4-dr. sed., $6,950. (Automatic trans- 
mission and power steering are standard.) 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON-MARTIN—DB4 —cpe., $10,400. 
G. T. cpe., $12,500. 

AUSTIN—850—2-dr. sed., $1,295. A-40— 
2-dr. sed., $1,795; deluxe 2-dr. sed., $1,856; 
Countryman 2-dr. stat. wag., $1,835; Coun- 
tryman deluxe 2-dr. stat. wag., $1,879. 
A-65 Mark I—4-dr. sed., $2,198. A-99 
Westminster—4-dr. sed. (overdrive), $3,095; 
4-dr. sed., (automatic transmission), $3,- 
275. (Heater standard on A-40 models.) 

AUSTIN-HEALEY: conv., $1,795. 
3000—Standard roadster (4-seater), $3,051; 
Deluxe roadster (2 or 4-seater), $3,371. 
(Heater, overdrive, wire wheels standard 
on Deluxe.) 

AUTO UNION—‘‘1000’"’—4-dr. sed., $2,- 
526.03; 2-dr. sed., $1,995; 2-dr. cpe. deluxe, 
$2,300.99; 2-dr. stat. wag., $2,321.07; sport 
cpe., $3,924. 68; Bronco multi-purpose ve- 
hicle, $2,775. (Heater standard on all mod- 


els.) 

BENTLEY—Series 8 2 — Standard Steel 
Saloon, $14,595. (Automatic ——— 
Power ‘steering, power brakes, radio, heater 
standard.) Other models are custom-built 
and vary considerably in price. 

BERKLEY — B-95 — Roadster, $1,795. 
(West Coast port-of-entry price). 

BMW—502—Deluxe 4-dr. sed. (2.6-liter), 
$5,600; 4-dr. sed. (3.2-liter), $6,200; Super 
4-dr, sed, (3.2-liter), $6,700. 507—Touring 
Sport coupe (3.2-liter), $10,500. 

BMW 600—5-passenger sed., $1,398; 5- 
passenger sed. (automatic clutch), $1,493; 
sunroof sed., $1,487, (Heater standard on 
all models.) 

BMW 700—Coupe, $1,898; coupe (auto- 
matic clutch), $1,993; 2-dr. sed., $1,648; 
2-dr, sed. (automatic clutch), $1,743; 2-dr. 


sunroof sed., $1,737. (Heater standard on 
all models. ) 
BMW ISETTA 300 — sunroof, $1,048. 


(Heater standard.) 

BORGWARD—Isabella—2-dr. sed., $2,- 
295; stat. wag., $2,495; Touring Sport sed., 
$2,645; Touring Sport coupe, $3,550. 
(Heater standard on all models.) 

CITROEN—ID Luxe—4-dr. sed., $2,545. 
ID-19—4-dr. sed., $2,695. DS-19—4-dr. sed., 
$3,245. (Citromatic Drive, power brakes, 
power steering standard on DS-19). 

DAF—600—Standard 2-dr. sed., $1,499; 
Deluxe 2-dr. sed., $1,599. (Variomatic au- 
tomatic transmission standard on both 
models.) 

DAIMLER—SP-250 (V-8)—Conv., $3,- 
702; conv. with full equipment, $3,923; 
hardtop with full equipment, $4,073. (Heat- 
er included in equipment group.) 

wie’ Gian; ana sed., $1,616; 2-dr. stat. 

$1,818; sport conv., $2,099; half-ton 
oie truck, $1,588, 

DKW—“750"—2-dr. sed., $1,665. (Heater 
standard. ) 

FACEL VEGA—H. K.-500 cpe., $9,000; 
Excellence 4-dr, hardtop, $12,800. 

FERRARI—250 Graaturismo—cpe. (Far- 
fina body), $12,600; California conv, (Scag- 
Metti body), $12,600. (Heater standard on 
both models.) 

FIAT—600 Series—2-dr. sunroof, $1,098; 
2-dr. sunroof sport, $1,228; 2-dr, Bian- 
china, $1,298; 2-dr, Bianchina sport, $1,- 
428; Jolly, $1,760. 600 Series—2-dr, sed., 
$1,398; 2-dr. sunroof, $1,460; 4-dr, stat. 
wag., $1,658; Jolly, $1,906. 1100 Series 
—4-dr, sed., $1,743; 4-dr, deluxe sed., 
$1,880; 4-dr. stat. wag., $1,998. 1200 
Series—4-dr. sed., $1,998; roadster (Far- 
ina), $2,812. 1500 Series—-Roadster, $3,- 
730. 2100 Series—4-dr. sed., $2,998; 4-dr. 
stat. wag., $3,250. 750 Abarth—2-dr. sed., 
- $2,206. (Heater standard on all models.) 

FIAT-ABARTH—750—Coupe (43 horse- 
power), $3,195; coupe Sestriere (33 horse- 
power), $2,895; Spyder Allemano (43 horse- 
power), $3,195. 850—Coupe, $3,195, (Other 
engine options available.) 

FORD (England)—Anglia — 105E 2-dr. 
sed., $1,608. Prefect—4-dr. sed., $1,686. 
Escort—2-dr. stat. wag., $1,714.  Consul— 


4-dr. sed., $2,059; conv., $2,398. Zephyr— 

4-dr. Sed., $2,240; conv., $2,599. Zodiae— 

4-dr, sed., $2,412; conv., $2,890. 
GOGGOM OBIL—T-400—2-dr. sed., $995: 


Florida Sunroof Deluxe 2-dr. sed., 's1, 035; 
2-dr. Step-In van, $1,350; Coupe deVille. 
$1,395; Coupe deVille conv., $1,445, T-700 
—Cpe., $1,395; sport roadster, $1,445; 
Roust- About. $1. '595; Sprint cpe., $1,695. 
GOLIATH—1100 Series—Hansa 2-dr. sed., 


$1,883; Hansa ti a wag., $2,024; 
Tiger sport cpe., 365, 

HILLMAN_4-ar. Special sed., $1,735; 
4-dr, Deluxe sed., $1,875; conv., $2,149; 
2-dr, stat, wag. (Husky), $1,679; 4-dr. 
stat. wag. (Minx), $2,299. 

HUMBER—Super Snipe—4-dr. sed., $3,- 
995; 4-dr. stat. wag., $4,575. (Automatic 


transmission, power brakes and heater are 
standard.) 

JAGUAR — 3.8-Litre Sedan — 4-dr, sed. 
(overdrive), $4,765; 4-dr. sed. (overdrive 
and power steering), $4,895; 4-dr. sed. 
(automatic transmission and power steer- 
ing), $5,045. Mark IX—4-dr., sed. (auto- 
matic transmission and power steering), 
$6,020. XK-150 — coupe, $4,642.50; coupe 
(overdrive), $4,807.50; coupe (automatic 
transmission), $4,892.50; conv., $4,762.50; 
conv. (overdrive), $4,927.50; conv. (auto- 
matic transmission), $5,012.50, XK-150-S— 
roadster (overdrive), $5,120; coupe (over- 
drive), $5,142.50; conv, (overdrive), $5,- 
262.50. (Heater standard on all models.) 

JENSEN—641-R—2-dr. sports sedan, 
$7.750. (Radio and heater standard.) 

LANCIA — Appia — 4-dr. sed., $2,892; 
conv. (Vignale), $4,490; coupe, $4,438; 
coupe (Zagato), $4,558. Fiaminia — 4-dr. 
sed., $5,998; coupe (Pinin Farina), $6,355; 
svort (Zagato), $6,485; G. T. Touring, $6,- 
485. 

LLOYD—600 Series—2-dr. sed., $1,395; 
2-dr. sunroof sed., $1,445; conv., $1,510; 
2-dr. 4-passenger stat, wag., $1,445; 2-dr. 


Port-of-Entry Prices 
On Imported Cars 


wag., $1,500 
2-dr. 6-passenger stat. wag., $1,675; dear. 


4-passenger sunroof stat, 


6-passenger sunroof stat. wag., $1, 740; 
2-dr. 6-passenger stat. wag. (long wheel- 
base), $1,795; 2-dr. 6-passenger sunroof 
stat. wag. (long wheelbase), $1,895. 
MERCEDES-BENZ—180—4-dr. sed.. $3,- 
250. 180-D (diesel engine) —4-dr. sed., 
$3,527. 190—4-dr. sed., $3,441. 190-D (die- 
sel engine)—4-dr. sed., $3,718. 190-SL— 
roadster, $5,032; coupe, $5,244; coupe 
(with removable hardtop and convertible 
top), $5,428. 220—4-dr. sed., $4,283. 220-S 
—4-dr. sed., $4,583. 220-SE—4-dr. sed., 
$5,018; conv. or coupe (folding emergency 
seat), 
rear seat), $8,184. 300—4-dr. hardtop, 
$10,070; 4-dr. hardtop (automatic trans- 
mission), $10,438; 4-dr. conv., $12,644; 
4-dr. conv. (automatic transmission), $13,- 
629. 300-SL—roadster, $10,950; coupe, $11,- 
128; coupe (with removable hardtop and 
convertible top), $11,397. Station Wagons— 
180—4-dr. stat. wag., $5,000; Kombi, $4,- 
903. 180-D (diesel engine) — 4-dr, stat. 


Winchell Adds Volvo 


SIMSBURY, Conn.— There is a 
Walter Winchell in the auto indus- 
try. He is the president of Weatogue 
Garage here. He has just added 
Volvo to his wares which include 
Pontiac, Vauxhall and Lark. 





$8,091; conv. or coupe (bench-type | , 


wag., $5,228; Kombi, $5,131. 
4-dr. stat. wag., $5,196; Kombi, 
190-D (diesel engine) — 4dr. stat. wag., 
$5,423; Kombi, $5,328. (Heater standard 
on all models. Power brakes standard on 
all models except Series 180, 180-D, 190 
and 190-D.) 

$1,- 


METROPOLITAN — 2-dr. 
672.60; conv., $1,696.60. 

MG-MGA 1600—roadster (disk wheels), 
$2,444; roadster (wire wheels), $2,544; cpe. 
(disk wheels), $2,667; cpe. (wire wheels), 
$2,767. MGA-DOHO—conv. » $3,069; coupe, 
$3,263 (disk brakes and knock-on disk 
wheels standard). Magnette Mark ITI—4- 
dr. sed., $2,695. (Heater standard on 
Magnette.) 

MORETTI—750 Series —- horsepower)— 
Super Panoramica 4-dr. » $2,495; Coupe 
ee 495. 750 Series, ‘(43 horsepower, 


196 — 
$5,100. 


hardtop, 


dual uretors)—Super sowe Turismo, 
$2,995; Spyder conv., $2,99; 
MORGAN — Series II — St00s roadster, 


$2,240. Plus Four—2-seat roadster, $2,810; 
= roadster, $2,850; 2-seat coupe, $2,- 
MORRIS—850—2-dr. sed., $1,295. 1000 
tandard—4-dr. sed., $1,678; 2-dr, sed., 
conv., $1,574; 2-dr, stat. wag., 
1000 Deluxe—4-dr. sed., $1,718; 
sed., $1,599; conv., $1,636; 2-dr. 
ys - es $1,825. Oxford—4-dr.  sed., 

$2,2 
$1,398; 2-dr. 


NSU PRINZ—2-dr. sed., 
sunroof sed., $1,487. NSU Prinz 30 (36 
horsepower)—-2-dr, sed., $1,498. (All are 
5-passenger models.) NSU Sport Prinz— 
cpe., $2,200. (Heater standard on all 
models.) 

OPEL—Rekord — 2-dr. sed.. $1,957.50. 
Caravan — 2-dr. stat. wag., $2,262.60. 
(Heater standard on both models.) 

PANHARD—Dyna Deluxe 4-dr. sed., $1,- 
697; Grand Standing 4-dr. sed., $1,725. 

PEERLESS—G, T. 2-litre coupe, $3,985. 
(Heater standard.) 

entue; ade, oa 

4-dr. stat. wag., $2,490. 


$1,495; 
$1,798. 
2-dr, 


— 4-dr. ae a ene 


standard on both models.) 


PORSCHE 356-B—1600—coupe, 
cabriolet, $3,950; hardtop, 
ster, $3,580, 1600 oupe, $3,910; 
cabriolet, $4,160; hardtop, $4,075; road- 
ster, $3,790. Super 90—coupe, $4,220; cab- 
9030. $4,470; hardtop, $4,385; roadster, 

PRINCE SKYLINE—4-dr. sed., $2,295 
(West Coast PUE.) 


RENAULT—40V 4-dr. sed., 
dr. Sunroof sed., $1,400. Dau 
sed., $1,645; 4-dr. Sunroof sed., $1,700. 
Caravelle—conv., $2,395; hardtop, $2,445; 
hardtop-conv., $2,525. (Heater standard on 
all models.) 

a ae pee sed., $3, 695. 3-Litre 
—4-dr. sed., $4,620. 


ROLLS-ROYCE—Sliver Cloud—Standard 
Steel Saloon, $14,895. (Automatic trans- 
mission, power steering, power brakes, 
radio, heater standard.) Other models are 
custom-built and vary considerably in price. 

SAAB — 93-F — 2-dr. sed., $1,895; 2-dr. 
sed. (automatic clutch), $1,995; 2-dr. sun- 
roof sed., $2,019. Granturismo 750 — 2-dr. 
sed. (four-speed transmission), $2,788. 
(Heater standard on all models). 


SIMCA—Aronde—Deluxe 4-dr, sed., $1,- 
698; Super Deluxe 4-dr. sed., $1,798; Etoile 
4-dr. sed., $1,698; Elysee 4-dr, sed., $1,898; 
Montihery 4-dr. sed., $1,971; Chatelaine 
2-dr. stat. wag., $1,963; Grand Large 2-dr. 
hardtop, $2,071; Monaco 2-dr. hardtop, $2,- 
146; Plein Ciel hardtop sport coupe, $2,947; 
Oceane conv., $3,167; Oceane 8S conv., $2,- 
795. Ariane (4-cylinder)—4-dr, sed., $1,998. 
Ariane (V-8)—4-dr. sed., $2,098. Vedette 
(V-8)—Beaulieu 4-dr, sed., $2,298. (Heater 
standard on all Aronde models except 


Etoile.) 
$2,095; 


$3,700; 
$3,865; road- 


$1,345; 4- 
phine 4-dr. 


SINGER — Gazelle — 4-dr. sed., 
conv.. $2,349; 4-dr. stat. wag., $2,425 


SKODA—S-440 2-dr. sed., $1,575; S-445 
2-dr. sed., $1,675; 8-450 conv., $1, i 


oe: conv., $2,649. Alpine—Roadster, $2,- 


TAUNUS—12 M Super—2-dr. sed., $1,- 
701; 2-dr. Combi-wagon, $1,875. 17-M 
Standard—4-dr. sed., $2,120.50; 2-dr. sed., 
$2,028.50; 2-dr. Combi-wagon, $2,237. 17-M 
Deluxe—4-dr. sed., $2,266.50; 2-dr. sed., 
$2,174.50; 2-dr, Combi-wagon, $2,383. 


TEMPO—Viking Rapid—6-passenger stat. 
wag., $2,170.60; 9-passenger stat, wag., 
$2,203.60. Matador—3-passenger stat. 
wag., $2,482.75; 6-passenger stat. wag., 
$2,514.65: 9-passenger stat. wag., $2. 
546.55; 12-passenger stat. wag., $2,712.50. 

TOYOPET—Crown Custom — 4-dr. sed., 
$1,999; 2-dr. stat. wag., $2,111; 4-dr. stat. 
wag., $2,211. Toyota Land Cruiser (4-wheel 
drive)—canvas top, $2,930; steel top, $3,- 
365. (Heater standard on Crown Custom.) 

TRIUMPH—4-dr. stat. wag., $1,899. Her- 
ald — 4-dr. sed., $1,999; coupe, $2,149; 
conv., $2,229. TR-3 (sports car) — conv., 
$2,675; hardtop, $2,835. (Heater standard 
on Herald models.) 

TURNER—Standard 950 Sports roadster, 
$2,245: Stage II roadster, $2,635; Coventry 
Climax I roadster, $3,170; Coventry Climax 
III roadster, $3,370. 

VAUXHALL — Victor — 4-dr. sed., $1,- 
957.50; 4-dr. 2-seat stat. wag., $2,262.60. 
(Heater standard on both models.) 

VESPA — V-400 — 2-dr. sunroof sed., 
$1,080. 

VOLKSWAGEN—2-dr. sed., $1,565; 2-dr. 
sunroof sed., $1,655; conv., $2,055; stat. 
wag., $2, 245; deluxe stat. wag., $2,620. 

Ghia—cpe., $2,430; conv., $2,- 
695. (Heater standard on all models.) 


VOLVO—122-S—4-dr. sed., $2,807. PV- 
544—2-dr. sed., $2,342; 2-dr. stat. wag., 
$2,490. (Heater standard on all models.) 

WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr. sunroof sed., $1,778; 
deluxe 4-dr. sed., $1,799; deluxe 4-dr. sun- 
roof sed., $1,889; 2-dr, stat. wag., $1,898; 
4-dr. deluxe stat. wag., $2,085; conv., $2,- 
099; coupe, $2,199; sports roadster, $2,799. 


HERE’S PROOF ---*° 





Read this excerpt from a letter received by Dana Corporation from 
the Sheriff of Duval County, Florida: 
“, .. Our cars patrol the rural area of Duval County as well as the 
paved roads, and it would be impossible to travel in some of these 
areas with conventional rear ends. Our patrols are constantly driving 
in sand and mud, as well as in woods where there are no roads at all 
—just paths—and we feel that without the limited slip differential this 
would be impossible. 

“We have limited slip differentials on the 1959 Chevrolets in 
use in our Traffic Department and we are very satisfied with their 


operation. 


“We lease the cars each year, on a competitive basis. Our speci- 
fications for the last two years, and for the coming year, have in- 
cluded a limited slip differential.” 


(signed) Dale Carson, Sheriff 
of Duval County, Florida 


Sand‘and mud offer no problem to cars and light trucks equipped 
with limited slip differentials. Action is always smooth, positive, 
automatic. As long as one rear wheel can grip the road you move 
and keep moving. 

Make sure the cars and trucks you demonstrate and sell give top 
performance in all kinds of weather. Order them factory-equipped 
with limited slip differentials. 





CONVENTIONAL DIFFERENTIAL 


You're often stuck . . . when you’re in the 
mud or on sand, snow or ice with a conven- 


tional differential. That's 


always goes to the wheel with the least trac- 
tion. The spinning wheel limits the power to 
the wheel that could pull you out. Now, look 
what happens when you drive with limited 


slip differential . . . 


because power 





LIMITED SLIP DIFFERENTIAL 


You’re on your way ... through mud or sand, 
snow or ice when your car is equipped with 
limited slip differential. That’s because power 
is automatically shifted to the wheel with the 
greater traction. And, where traction is un- 
even, the limited slip differential divides 
power proportionately .. . 


keeping you on 


the go in any weather. 
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Auto Dealer Changes 


(Continued from Page 21) 


Jeep line of commercial vehicles as 
A and B Jeep, Inc, Abdella is pres- 
ident and Bisceglia, general man- 
ager. 

* * * 


New Yorker Adds Valiant 
CATSKILL, N. Y.—Ed’s Service 
Center, a DeSoto-Plymouth dealer- 
ship for 14 years, has added Val- 
iant. 
a * » 


Chevrolet Outlet Opens 
SHREVEPORT, La. — Howard 
a a Chevrolet has opened at 
2627 nwood Ave. Charles H. 
Tooraen is president. 
* * * 


Ford Deal for Abraham 


MIAMI.—Joseph Abraham, Chi- 
cago, has purchased the Miami 
Ford dealership formerly owned by 
Stacy Rowell and has appointed 
James Garrett general manager. 
Until recently, Garrett formerly | 





was with Anthony Abraham Chev- 
rolet, Miami, owned by a brother 
of Joseph Abraham, 

* * o* 


Cline Succeeds Rosen 


NEWPORT, O.—Cline Motors, 
Inc, (Chrysler-Imperial-Plymouth- 
Valiant) has opened at 515 Mon- 
mouth St. William J, Cline heads 
the firm. George Rosen, the former 
franchise holder, has retired, 

* 


8 Dealers Sign 
For Daimler V-8 


NEW YORK.—First group of 
dealers for the Daimler V-8 sports 
car has been appointed by Denis 
McCormack, president of Daimler 
Corp., distributor for the English 
automobile east of the Mississippi. 

The new dealers are: P. J. Kauf- 
man Co., Inc., Milwaukee; Foreign 


Motors, Ltd., Baltimore; Motorfair, 
Mt. Lebanon, Pa.; Jaguar Midwest 
Distributors, Inc., Indianapolis; 
Sports Motors, Ltd., Arlington, Va.; 
Phillips-Brothers Automoville, Nor- 
folk, Va.; E. B. Jones Motor Co., 
Inc., East St. Louis, Ill, and Alex- 
ander & Mann Motor Co., Inc., 
Greensboro, N, C. 


* * * 


Globe Rambler Moves 
CHICAGO.—G lobe Motors, Inc. 
(Rambler), 2222 N, Cicero Ave., has 
moved to improved quarters at 2223 
N. Cicero. Jerome Cohen is presi- 
ident. 
- * * 


Hughes Motors Opens 

MIDDLETOWN, O.—Hughes Mo- 
tors, Inc, (Plymouth-DeSoto-V a l- 
iant), has opened at 121 N. Verity 
Pkwy. C. L, Hughes is president 
and John Howard is general man- 
ager. 

* * + 


Don Ryan Olds 


GREAT FALLS, Mont.—The for- 
mer Schroeder Oldsmobile Co. at 
918 Central Ave. here, is now Don 
Ryan Olds. Don Ryan and his 
brother, Richard, having bought 
the ah from the estate of 
the late R. Schroeder, Richard 





“And stop calling me Mat Dii- 
lon.” 





Ryan also operates an Olds agency 
at Billings, Mont. 
* 


Eight Dealers Get 
Renault, Peugeot 


NEW YORK.—Magna & Dolphin 
Motors, Eastern distributor for Re- 
nault and Peugeot, has announced 
the appointment of eight more 


dealers: 
Kamin Imports (Renault-Peu- 


| Don’t Need Snow To Sell 
Limited Slip Differentials! 
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Toledo 1, Ohio 





Many of these products are manufactured in Canada by Hayes Steel Products Limited, Merritton, Ontario 
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geot), Pittsburgh; Har-Wel Motors, 
Inc. (Renault), Williamsport, Pa.; 
Otto Schmidt jr., Inc, (Renault- 
Peugeot), Summit, N. J.; Northway 
Auto Co. (Renault), Saratoga 
Springs, N. Y.; Westmoreland Mo- 
tor Car Co. (Peugeot), Greensburg, 
Pa.; A. W. Golden, Inc., Reading, 
Pa.; James G. Becker (Peugeot), 
Mount Holly, N. J., and Kaye’s Auto 
Exchange, Inc., Albany. 
* cg * 


Bostrom’s P-D-V Open 


FORT WORTH. — Alf Bostroms’ 
Plymouth City (Plymouth-DeSoto- 
Valiant) has opened at Texas and 
Henderson. 


Brothers Get Buick Outlet 


ASHTABULA, O.—Two brothers 
have acquired the former Don Ellis 
Buick, Inc., 2919 North Ridge E. 
Dorn M. Cobbledick is president of 
Cobbledick Buick, Inc., and 
G, Cobbledick is sales manager. 

* » * 


NSU Prinz Adds 6 Outlets 


NEW YORK.—Six dealers have 
been awarded NSU Prinz fran- 
chises, They are Low Cost Motors, 
Spokane; Moench-Davis Imports, 
Los Angeles; Troy Motor, Harlow- 
ton, Mont.; Casper Motorcycle 
Sales, Casper, Wyo.; Al Roberts 
Imports, Anaheim, Calif., and Ban- 
ning Motor Imports, Banning, 
Calif. 


* on + 
Steffens Chevy-Olds 

WINDOM, Minn.—Steffens Chev- 
rolet-Oldsmobile is a new dealer- 
ship here. LaVerne J. Steffens hav- 
ing bought out Sigurd Anderson, 
who was operating as Anderson 
Chevrolet. 


Triumph ‘Awards 
24 Franchises 
In 15 States 


NEW YORK.—Twenty-four deal- 
ers in 15 states have been named 
by Standard-Triumph Motor Co., 
Inc. The new Triumph dealers are: 

Imported Auto Sales, Paradise, 
Calif.; Turner Imports, Sacramento, 
Calif.; Woodfin Motors, Cathedral 
City, Calif.; New Canaan Imported 
Cars, New Canaan, Conn.; Taylor 
Motor Co., West Palm Beach, Fla.; 
Mutual Motors, Augusta, Ga.; Pye 
Motor Co., Dalton, Ga. 

Vie Yarrington Olds, Inc., To- 
peka, Kans.; Mon-Cen Motors, Inc., 
Northampton, Mass.; Thompson 
Buick Co., West Roxbury, Mass.; 
Overseas Motors, Inc., Springfield, 
Mo.; Lutgen Import, Lincoln, Neb.; 
Bob DeGraw, Inc., Corning, N. Y.; 
European Motor Cars, Inc., Brook- 
lyn, N. Y.; Kaye’s Auto Exchange, 
Inc., Albany; Latham Motors, High- 
land, N. Y. 

Davis Automobile Center, Clare- 
more, Okla.; Sports Car Center, 
Eugene, Ore.; Underhill Cycle Shop, 
Bend, Ore.; Brown-Daub, Easton, 

a.; Stadel Auto Sales, Lancaster, 
Pa.; Italian Motors, Inc., Memphis; 
Central Motor Co., Arlington, Va.; 
Allen Motor Co., Tacoma, Wash. 

ok * * 


Nelson Olds Moves 


EAU CLAIRE, Wis.—Nelson 
Oldsmobile-Cadillac here, headed 
by N. W. (Tom) Nelson, has moved 
into its new showroom, office and 
service building. : 

* 


Treadwell Gets Colo. Deal 


BOULDER, Colo.—Swift Tread- 
well, former Memphis dealer, has 
acquired the Lincoln-Mercury- 
Comet dealership here. He had 
handled both domestic and import 
cars in Memphis. 

o * oo 


Bevis-Lewis in New Home 

KEY WEST, Fla. — Bevis-Lewis 
Chevrolet, Inc, (Chevrolet-Oldsmo- 
bile-Cadillac-Corvair), has opened 
a@ new showroom and service de- 
partment at 3500 N, Roosevelt 
Blvd. 


* * * 


Melloy Motor Expanding 


ALBUQUERQUE, N. M.—Melloy 
Motor Co, (Studebaker), 820 San 
Mateo NE, has launched an ex- 
pansion program that will double 
its service area and enlarge show- 
room facilities, according to Bob 
and Charles Melloy, operators. 

* * aK 


Dan for International 
EAST ST. LOUIS, Ill. — Dan 
Blackburn has signed a franchise 
with International, The new com- 
pany is known as Dan Truck & 
Motor Co. 





Buick owners this year are very, very satisfied 
with their cars. Dealer consensus is that the 
1960 Buick is, without question, the finest 
quality automobile they’ve ever sold. 


We have worked very hard to bring this 
happy situation about. 


Everybody in the business, of course, strives 


THE COMPLAINT DEPARTMENT HASN’T BEEN VERY BUSY 


for reliability, but we preach quality with 
great zeal because we must — it’s our life- 
blood. 

It is paying off now with much goodwill and 
favorable word-of-mouth advertising from 
satisfied customers. As everyone in the car 
business knows, that is the best thing that 
can happen. 





ra a ET 


Ne ats a I eine tera eNOS. a am nt 


ARO PN ent are se aaa ce tlh BE i Nae eo an ae 


We Ree 


The job of the Reliability Department at Buick 
is to promote the understanding and achieve- 
ment of quality—the understanding, for exam- 
ple, that Reliability is Multiplicative. 


Once this fundamental is understood—that two 
components with 90% reliability give you 81% 
end-product reliability —everybody understands 
that reliability standards for components are 
necessarily high, and quality goes up. 


To get “excellent” reliability in a car with hun- 
dreds of key functional parts, it’s easy to see 
why you’ve got to demand “near perfect” relia- 
bility in all components. 


By the same token every department at Buick 
and every supplier and Buick dealer is concerned 
with Operation Reliability. Design... Test... 
Production... . Processing . . . Manufacturing 
. . » Quality Control . . . Service . . . are all 


part of the program. 


Why all the emphasis on Reliability ? 
Nearly every 1960 Buick owner is the best kind— 





HOW BUICK’S “OPERATION RELIABILITY” IS PRODUCING ONE 
OF THE MOST RELIABLE CARS IN AUTOMOTIVE HISTORY! 


satisfied! It is impossible to over-estimate the 
importance of this. Nothing sells like happy- 
owner-word-of-mouth advertising. This is the 
reason there is so much emphasis on reliability 
at Buick today, throughout the plant. 


Can quality be sold today? 


Not to everybody. But a pretty good number of 
people know. that there’s more to economy than 
initial cost or miles-per-gallon arithmetic, usual- 
ly preceded by the words “up to”. (Buick’s big- 
ger wheels turn about 600,000 times fewer in a 
normal year’s driving; ever think about spelling 
out that one?) Comfort is a sales point that hits 
a man in his back if he spends most of his work- 
ing life in a car. So is handling ease. And road- 
ability. And garageless performance. Quality 
and reliability can be sold today if they just 
aren’t words everybody uses, but are spelled out 
in practical terms and demonstrated. This is 
easy to do with the 1960 Buick ... a car a man 
can sell with pride and confidence. 





WHEN BETTER AUTOMOBILES ARE BUILT... 
BUICK WILL BUILD THEM 


‘BUICK MOTOR DIVISION, FLINT, MICHIGAN 
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How to Cut Waste in Talks with Supplier Salesmen... 





Time Savers for Busy Dealers 


By Ernest W. Fair 
Staff Correspondent 


“Half my day seems to be taken 
up with time wasted in talking to 
salesmen, I wish that I could do 
something about it!” 

The auto dealer who makes 
this comment can do something 
about it, Hundreds have taken 
positive steps not only to reduce 

- the time given to salesmen but 
to make this necessary procedure 
more profitable, 

Herewith are some methods they 
are using, They also will be wel- 


comed by most supplier salesmen | 


who call upon dealers. These time 
savers point the way to more ef- 
fective use of one’s time and to 
desired results with less effort. 

1, Establish time limits. These 
should be adjusted to the sales- 
man’s lines and one’s needs, Let 
each salesman know the amount of 
time allotted him and stick to it. 
No such system can be effective 
unless adhered to on every contact. 

2. Eliminate the folderol of con- 





tacts with salesmen, If the dealer 
can save only six minutes per call 
and he sees ten salesmen 4 day, he 
has saved a full hour of that work- 
ing day. But to save this time one 
must take the initiative on each 
sales talk and get down to business 
immediately, 

Time is the most precious com- 
modity a good salesman has, and 
he is just as anxious to save it 
as is the dealer, Most salesmen 
feel every contact wants some 
“window dressing,” the moment 
they are convinced otherwise 
they will cooperate, 

If he has the information on his 
goods, take it then for later check- 
ing unless an order must be placed 
immediately. Permitting the sales- 
man to run unnecessarily through 
such data word for word is always 
a time-waster when we plan to re- 
study it later anyway. 

3. Have other things to do, and 
do them if the salesman is the type 


who persists in running beyond his 
time allotment. 

For the salesman who calls reg- 
ularly and from whose house we 
are routine buyers, it will be an 
invaluable time saver to organize 
ahead of his call with want. lists, 
etc. While some additional time 
must be alloted to discussion on 
other offerings, or even on the 
items noted on such a list, this 
method has been found to reduce 
the time of the average salesman’s 
call by one half. 

4, Know something about his 
merchandise ahead of time. 
There are many opportunities in 
the business day to do such re- 

search work without waste of 
time. If we have such data and 
questions ready for the salesman, 
we can obtain desired informa- 
tion, prices, etc., much quicker 
than if no preparation has been 
made ahead of time, 

5. Steer clear of “gossip” and idle 
“chit-chat.” These are the greatest 
time wasters in any dealer’s busi- 





Site of '61 Chicago Auto Show— 


The Chicago Automobile Trade Assn. announced that the 53rd Chicago Auto Show 
will be held Feb. 18-26 in Chicago's new Exposition Center on the city’s lakefront. The 
center, shown above, is expected to be completed in November. It will have more than 
300,000 square feet of exhibit space, an auditorium seating more than 5,000 and a 


stage area of 19,835 square feet. Parking 


ness life no matter how enjoyable 
they may seem at the time. Even 
though it appears we give only a 
few moments to such chit-chat 
with each salesman, the total of 
time over a period will amount to 
enough well worth saving for other 


more important things in our busi- |. 


ness lives. 

6. Save matters of a policy na- 
ture between your firm and the 
salesman’s concern for direct com- 
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3 to 10 TIMES 
LONGER 


Through billions of miles of heavy-duty 
service, Eaton Inductalloy Axle Shafts have 
proved their -ability to deliver superior 
performance. Freedom from break-down— 
more time on the road, less time in the 
shop—plus thousands of trouble-free miles 
added to axle life, mean lower over-all 


operating cost. 


Eaton's exclusive method of dual hardening truck axle 
shafts produces an extremely hard case extending deep 
into the material structure, and enables Inductalloy Axle 
Shafts to handle more work and abuse without fatigue 


failure. 


Eaton Inductalloy Axle Shafts are available not only in 
new axle equipment, but also as replacements for earlier 


models. 


S 
EATO 


EATON 
INDUCTALLOY 
SHAFT 


ORDINARY 
AXLE 
SHAFT 


Eaton INDUCTALLOY 






— AXLE DIVISION 


CLEVELAND, 


MANUFACTURING COMPANY 
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space for 7,500 cars is part of the center. 





munication with that company’s 
executive officers. The salesman 
can do very little about such mat- 
ters, anyway. They can be set forth 
in a letter during dictation in a 
quarter of the time needed to pre- 
sent them to the salesman. 

7. If the salesman is a stranger 
and has a new line or new item, 
tell him frankly at the start that 
you are busy but can give him five 
minutes, so “please get to the 
point.” If what he has to offer 
merits serious consideration, you 
can always extend that time, If 
not, the deadline has been set in 
advance. 

8, Have definite specifications, 
model numbers, styles, sizes, etc., 
set down in a memo ahead of 
time, This will save any sales- 
man a great deal of time requir- 
ed to check through his catalogs 
to make sure the proper order 
is being written up. And when- 
ever We save any salesman time, 
we also are saving it for our- 
selves. 

9. Talk with each salesman in 
a spot where there is little chance 
of being disturbed. It will take less 
time to handle every sales contact 
if this is done. Whenever a sales 
conversation is interrupted, a new 
chain of thought must be built up 
between that salesman and the 
dealer. Every such instance is a 
complete waste of time through 
repetition, 

10. Learn to handle every sales- 
man in your own way. If he is a 
known time waster and is addicted 
to slow procedure, speed him up, 
etc.; take the initiative yourself 
and exercise it on every contact 
made with any salesman, 

11. Refuse to do business with 
the man who is never well organ- 
ized and places no value on his 
own time. He soon will learn that 
he must conform to make a sale 
and will be glad to do it. Permit 
him to continue with his present 
methods and he becomes the No, 1 
time waster in your business day. 

12. Give the salesman room to 
work on your desk or on an ad- 
jacent small table, He always 
can get his job done more effi- 
ciently under such circumstances. 
The time he must take putting 
things in and out of a briefcase, 
referring from one catalog to an- 
other, etc., adds up to wasted 
time. 

13. Have only one definite item to 
order the moment the salesman en- 
ters your office, Once a salesman’s 
order book is out and in use, he 
unconsciously concentrates on add- 
ing items to the first given him. 

Sales contact time always is re- 
duced by this maneuver, 

14. When “No” is the answer, be 
emphatic about it; don’t leave him 
even the slightest possibility that 
he can change your mind. 

15. Cut down on “coffee breaks” 
with salesmen, One here and there 
may be necessary to relieve ten- 
sion, but in too many breaks the 
executive not only consumes “too 
much coffee” but wastes an enor- 
mous amount of his time as well. 

16. If you are concentrating 
your buying with a few firms in 
one line, do it all there. Don’t 
waste your time and the sales- 
man’s on piddling orders just to 
keep him coming around, He’s 
not making any money on such 
orders and you are definitely 
losing also. 

17. If there’s no real need for 
weekly calls, suggest that he call 
once a month. Order in large- 
enough quantities at that time to 
carry over. 

Each of the foregoing procedures 
are contributing to time saving and 
profitable procedure in handling 
salesmen’s calls in auto dealerships 
throughout the country, They can 
be used in a great many more. 
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Montclair 2-dr. hardtop, $675*. 

'65 Monterey 2-dr., $505*; Montclair 
2-dr, hardtop, $385*. 

'54 Monterey station wagon, $395*; 2- 
dr., $290, $250. 

’63 Monterey 2-dr., $235; conv., $150*. 

"52 Monterey 2-dr, hardtop, $230. 

‘51 Monterey 4-dr., $115. 


OLDSMOBILE — '59 (88) 


(ps). 

"58 (98) 2-dr. Holiday, $1,665* 
(88) 2-dr. Holiday, $1,610* 

’57 (98) 2-dr, Holiday, $1,215* 
(88) 2-dr. Holiday, $1,165* (ps); 4-dr., 
$1,040* (ps). 

"56 (88) Super 4-dr., $765*; (98) 4-dr. 
Holiday, $640* (ps). 

"55 (88) Super 2-dr. Holiday, $740* (ps), 
$555* (ps), $545* (ps); (88) 2-dr. 
Holiday, $705*. 

’54 (88) Super 2-dr. Holiday, $465* (ps); 
4-dr., $275* (ps). 

"53 (88) Super 2-dr, Holiday, $325*. 

"52 (98) 2-dr. Holiday, $115*. 

’50 (88) conv., $110. 

*49 (98) conv., $115°*. 


PACKARD —’55 Patrician 4-dr., $500* 
(ps); (400) 2-dr. hardtop, $335* (ps). 
PLYMOUTH—’59 Suburban (6) Custom 4- 
dr., $1,920* (ps); Suburban (8) Cus- 
tom 4-dr., $1,905* (ps); Fury (8) 
2-dr, hardtop, $1,750* (ps), $1,695* 
(ps); Belvedere (8) 2-dr,. hardtop, 
$1,715* (ps); 4-dr., $1,400* (ps). 
‘58 Belvedere (8) 2-dr, hardtop, $1,205* 
(ps); Savoy (8) 2-dr, hardtop, $1,- 
000*; 2-dr., $975*, $885*; 4-dr., $875*; 
Plaza (8) 2-dr., $775°. 
‘57 Suburban (8) Custom 2-dr., $935*; 
$690°; 


Savoy (8) 4-dr., $615*. 
’56 Suburban {8) sport 4-dr., 
Belvedere (6) 2-dr., $565* (ps); Savoy 


Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 


4-dr., $1,755* 
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"59 "58 =°59 "58 °59 "5B °59 "58 °59 "59 °60 "59 °60 "59 °60 "59 =*60 
Aug. Sept. Oct. Nov. Dec. dan. Feb. March April June 

Prices of '60s added and '52s dropped in December, 1959. Prices of '59s added and '51s dropped in December, 1958. to Date 

Figures alongside bars represent dollars. (Copyright, 1960, by Automotive News) 


"58 °59 
dune 


"58 °59 
duly 


"69 °60 
May 


Prices marked with an asterisk 56 Country Squire (8) 4-dr., $890* $400, $375*, $315; Main (6) 4-dr., $1,485* (ps). (8) 2-dr., $395° 
indicate a unit equipped with an (ps); Country Sedan (8) 4-dr., $705*| | $315; Ranch Wagon (8) 2-dr., $305. | LINCOLN —'57 Premiere 4-dr, hardtop,| '55 Savoy (6) 4-dr., $315*. 
automatic transmission or over- (ps) ; Fairlane (8) 2-dr., $635* (ps), 6 (8) 2-dr., $510, $355; Crest $1,690* (ps); conv., $1,335* (ps). ’54 Plaza Suburban, $410; Belvedere 4- 
drive, ané (ee) tndicate owe $550* (ps); 4-dr., $585* (ps); conv., (8) Skyliner, $315; Main (8) 2-dr., 56 Premiere 2-dr, hardtop, $1,230* dr., $215°. 
. D 8s Dp - $555* (ps); Crown Victoria, $350* $235, $185; Main (6) 4-dr., $165*. (ps); conv., $1,140* (ps), PONTIAC—'59 Bonneville sport coupe, $2,- 
steering. (ps); Custom (8) 2-dr., $495*; Main '53 Custom (8) 4-dr., $290*; Ranch "54 Capri 2-dr, hardtop, $560* (ps). 710* (ps); Catalina sport coupe, $2,- 
* * *” (6) 4-dr., $390. Wagon (8) 2-dr., $245; Ranch Wagon MERCURY—’58 Monterey 2-dr $1,395* 040° (ps): 
LOS ANGELES '5S Thunderbird (8), $1,350* (ps), $1,- (6) 2-dr., $195; Crest (8) conv., $220*; (ps). Rae '58 Chieftain conv., $1,350* (ps); 2-dr. 
340* (ps); Country Sedan (8) 4-dr.,| ,, 2dr. Victoria, $190*. ’57 Monterey conv., $865* (ps); 2-dr., Catalina, $1,350°; Star Chief 4-dr., 
Harold Henry's Los Angeles Dealer Auto $670* (ps), $615; Fairlane (8) Crown| ‘52 Crest (8) 2-dr. Victoria, $195*; Cus- $860*; 4-dr., $680°. y $1,300* (ps). 
Auction, Sale every Tuesday, Prices are for Victoria, $570*; 2-dr., $535*; 4-dr., tom (8) 4-dr., $190. '56 Monterey 2-dr., $690°; Custom 2-dr,| ‘57 Chieftain 2-dr. Catalina, $935°. 
sale of May 24. $415*; Custom (8) 4-dr., $475, $400*, | IMPERIAL—’'57 Imperial 2-dr. hardtop, hardtop, $685*; station wagon, $580*; (Continued on Page 60, Col, 1) 


BUICK—’57 Special 2-dr. Riviera, $1,085", 


$1,010*, $1,000*; Century conv., $1,- 
060° (ps). 
56 Special 2-dr. Riviera, $650*; Super 
conv., $620* (ps); 4-dr., $540* (ps). 
55 Century 2-dr. Riviera, $605*, $F75*; 
Super 2-dr. Riviera, $595* (ps); Spe- 


cial 2-dr, Riviera, $530*; 2-dr., $440*; 
RM 2-dr. Riviera, $485* (ps). 





"54 RM 4-dr., $410* (ps); Super conv., 
$285* (ps). 
’52 Special 2-dr. Riviera, $135*. 
*41 Super 4-dr., $175. 
CADILLAC—’59 (60) Special 4-dr., $4,- 
450* (ps); de Ville 4-dr, hardtop, 
$4,020* (ps), $3,900* (ps); (62) 4-dr., 
$3,800* (ps), $3,735* (ps). 
*58 (62) Sedan de Ville, $3,030* (ps), ALABAMA FLORIDA NEW JERSEY 


$2,750* (ps), $2,715* (ps); conv., $2,- 








DAYTONA BEACH — Florida Auto 








790* (ps). 
57 (62) 2-dr, hardtop, $1,975* (ps). ; : : 
'56 (62) Coupe de Ville, $1,510* (ps); Auction. City Airport. Tues., 10 
Sedan de Ville, $1,310* (ps). JOHNSON AUTO A.M. Dealer-owned. Dealers only. Minutes from New York City 
"55 (62) Coupe de Ville, $1,200* (ps); 
(60) Special 4-dr., $985* (ps). AUCTIONS M 
54 Eldorado conv., $1,120* (ps); (62) ARYLAND 
2-dr, hardtop, $645* (ps). Nashville, Tenn.—Tuesday BEL AIR—Bel Air Bel Air A ERIE OR re Ti i te 
'53 (62) Coupe de Ville, $395* (ps); Huntsville, Ala.—Friday = ir Auto Auction. fi- [ 


conv., $345* (ps). 
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*52 (62) conv., $205* (ps). 
*50 (62) 4-dr., $150*. 
CHEVROLET—’ 60 Impala (8) sport coupe, 
$2,650* (ps), $2,610* (ps); Bel Air 
(8) 4-dr., $2,100* (ps); Corvair 500 
(6) 4-dr., $1,675. 

59 Parkwood (8) 4-dr., $2,180", $2,- 
145* (ps), $2,130*%; Impala (8) sport 
coupe, 2 at $2,150* (ps), $2,125* (ps), 
3 at $2,100* (ps), $2,100*, $1,085"; 
sport sedan, $2,100* (ps), 
(ps), $1,990* (ps); Impala (6) sport 
sedan, $1,885* (ps); Bel Air (8) 4-dr., 
$1,640*, $1,610; Biscayne (8) 2-dr., 
$1,490; Biscayne (6) 2-dr., $1,320*. 

*58 Corvette (8) conv., $2,380; Impala 
(8) 2-dr. hardtop, $1,785* (ps), $1- 
710*, $1,550*, $1,525* (ps); Bel Air 
(8) sport sedan, $1,375* (ps); 4-dr., 
$1,265*; Biscayne (8) 2-dr., $1,210", 
$1,200*, $1,130*; Delray (6) 2-dr., 
$930. 

"57 Bel Air (8) 
(ps), $1,350*%, $1,345* (ps), $1,305*; 
conv., $1,280* (ps), $930; 4-dr., $1,- 
125* (ps); Two-ten (8) station wagon, 
$1,240*, $1,235* (ps), $1,215*; 4-dr., 
$835*; One-fifty (6) 2-dr., $735, $700; 
4-dr., $595; utility sedan, $535. 

*56 Bel Air (8) 2-dr., $800*, $770*; 
sport sedan, $740*; sport coupe, $695*; 
conv., $605*. 

’55 Bel Air (8) sport coupe, $745* (ps), 
$710* (ps), $685* (ps), $520*; 2-dr., 
$665*; 4-dr., $650*, $420*; Two-ten 
(8) 4-dr., $585*; Two-ten (6) station 
wagon, $520*; 2-dr., $485*; One-fifty 
(6) 2-dr., $500, $425; utility sedan, 
$425. 

’54 Bel Air 4-dr., $430*. 

"53 Bel Air sport coupe, $600*; 4-dr., 
$330, $320* (ps); Two-ten 2-dr., $275; 
4-dr., 2 at $220; One-fifty 4-dr., $255. 

’52 Deluxe Bel Air, $220*. 

’51 Deluxe 2-dr., $150*; 4-dr., $115, 

50 Deluxe Bel Air, $120*. 

‘49 Deluxe 4-dr., $100. 

CHRYSLER—’57 Saratoga 4-dr. 
$1,195* (ps); Windsor 4-dr., $1,025* 
(ps); 2-dr, hardtop, $1,000* (ps). 

‘56 Windsor 4-dr, hardtop, $700*, 

"54 NY 4-dr., $305* (ps). 

COMET—’'60 Comet 4-dr., $2,250. 
DeSOTO—’57 Firedome 4-dr. hardtop, $1,- 
100* (ps). 

’54 Firedome 4-dr., $250*; Power Master 
2-dr., $160*. 

’53 Power Master 4-dr., $150*. 

DODGE—’'57 Coronet (8) conv., 

'56 Coronet (8) 4-dr, hardtop, 


sport coupe, $1,360* 


hardtop, 


$855*. 
$495* 


(ps). 

FORD—’60 Thunderbird (8), $4,175* (ps), 
$3,800* (ps); Fairlane 500 (8) 2-dr., 
$1,935*; Falcon (6) 2-dr., $1,885". 

’59 Thunderbird (8), $3,300* (ps); Gal- 
axie (8) 2-dr. Victoria, $2,075* (ps); 
2-dr., $1,945* (ps); Fairlane 500 (8) 
2-dr, Victoria, $1,760* (ps); 4-dr., 
$1,710* (ps); Fairlane (8) 4-dr., $1,- 
600* (ps). 

'58 Thunderbird (8), $2,535* (ps); Coun- 
try Sedan (8) 4-dr, (9 pass.), $1,465* 
(ps); (6 pass.), $1,245; Fairlane 500 
(8) 4-dr., $1,315* (ps), $1,200* (ps); 
2-dr, Victoria, $1,235*; conv., $1,105; 
Fairlane (8) 4-dr., $935*; Custom 300 
(8) 2-dr., $700; Custom 300 (6) 2-dr., 
$650. 

’57 Thunderbird (8), $2,465* (ps), $1,- 
910* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,285* (ps), $1,200* (ps), 
$1,085* (ps), $1,035* , $1,010* (ps); 
4-dr, Victoria, $1,070* (ps); Country 
Sedan (8) 4-dr. (9 pass.), $1,100*. 


$2,035*. 





100% Insured—No Registration Fee 





COLORADO 


Colorado Auto Auction 
4285 So. Santa Fe, Littleton, Colorado 
Phone: SU 1-782i 


SALE EVERY MONDAY 
11:00 A.M. 


George A. Lamb 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 











Denver Auto Auction 
4595 South Santa Fe Littleton, Colo. 
Phone: SU 1-6673, Ed. G. Smith 
Auction Every Friday 
at 11:00 A.M. 


Auctioneers: Geo, Workman—Bill Hauschildt 
Titles and Checks Guaranteed 


TWIN RING SELLING 








CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our 4th year 
of continuous operation. 


Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 


Crossroads 


. . . Where they meet... 
buyers and sellers . . . new and 
used car dealers. They meet at 
the dealer auctions of the na- 
tion . . . and on the pages of 
Automotive News. 


You will reach both groups 


through an ad in Automotive 


News. 









Norman Early 





tles, checks guaranteed. ee eee 


1947... AUTO AUCTION 


ed. Thur., 12 noon. Establish 


MICHIGAN 





aN Cee 


DETROIT'S 
Oldest, Largest and Very Best 
Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just '/2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


SAM GOODMAN'S 
STATE FAIR AUTO AUCTION 


19745 Ralston in rear of 19600 Woodward, 


Detroit 3. TOwnsend 9-4660-61-62, Same loca- 


tion—new facilities. 







ROGET. <4 


> mmr Zowees 


EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 
MINIMUM RATES 
We issue auction checks— 
Guarantee titles. 

Dual Lane Sale—4 Auctioneers 
insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 
EVERY THURSDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApitol 8-0100 for Reservations 





NEW YORK 


EVERY TUES. & FRI. 12:00 NOON | LAFAYETTE—Syracuse Auto Auction, 


Conveniently located in the heart of the 


automobile center. 


NEW JERSEY 
ORS e138 A133 | 
NO HOUSE CARS! 


At the Crossroads of t 


f the Ea 
N-A-D-E 


n 


4 Auctioneers 


Dual Lane Sale 


S78 dS) ee 


NATIONAL AUTO 
DEALERS EXCHANGE 





Center of Empire State. Check and 
Title Protection. (Wed.) 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Aute Auction 
Albany 5, N. Y. 


Every Monday — |! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 





NORTH CAROLINA 





RALEIGH — Mann’s Auto Auction| Ist prize . . . « « 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed, Mon. 10 A. M. 





OHIO 


AKRON—A-1 Auto Auction, U. S. 224, 


PL 3-6643, Titles, Checks guaran- 


2- 





Manheim Auto 
Auction’s 









DAY-A-WEEK 
SCHEDULE 


Tuesdays & Fridays 
beginning 


JUNE 7 


Now, in addition to Friday auctions, 
Manheim Auto Auction will be open 
on Tuesday of every week beginning 
June 7. Active buyers both days— 
hundreds of clean cars to choose from. 


$1750 
IN CASH PRIZES 


ON TUESDAY, JUNE 7 


$500 
2nd prize... . - $250 
10 prizes, each. . . $100 


Come to buy ... come fo sell 


Biggest Auto Auction in the World 


teed. Ea. week, Tues., Thurs., 12:30. MANHEIM AUTO 








North-East-South-West — Automotive News’ .. . 
. . “Leading Used-Car Auction Directory" gives the sale day and time ef tep 


Avte Auctions EVERY WEEK. 








a RR hth RR RR i DONDE NOEL ALOR EDA LA AEN EA I OE REE IEEE LAE ALLE ALAA: 


AUCTION, INC. 


On Rovte 72, Manheim, Pa. 
MOhewk 5-2401 




























56 Ford %-ton pickup, $500. 























$260*. 
"53 Bel Air sport coupe, $250*; 2-dr., ’55 Chevrolet %-ton pickup, $480. } 
U e" A « ° = hile itis eter Model Breakdown 51 Dodge %-ton pickup, $160. i 
ratoga -ar., , } 
sed-Car Auction Prices - Of Auction Averages FLINT 

DeSOTO—’57 Firesweep 4-dr., $760* (ps). June, 1960 May, Apr., Fr av meting Gat were Welsans i 

» int ito Auction. le every 
DODGE—’57 Coronet (8) 2-dr., $620. Model To Date 1960 1960 ay. Prices are for sale of May 25. Market } 

"54 Oo a0: day y 25. 
ronet (6) 4-dr., $210; Royal (8) 1960. $2,179 $2,357 $2,398 | seemed to gain some ground. Not so much ‘ 
(Continued from Page 59) FORD 00° Country Sedan (8) é-ér., 2 1959. 1,840 1,397 1,971 in price but better percentage sold. Sold j 

ae Pe mmmestcwscve see 194 cars from 341 consignments. 

’56 Chieftain Safari 4-dr., $705* (ps); $830* (ps). 190° (ps); Fairlane (6) 2-dr., $1,860°| j958 0... 1,280 1,339 1,352 , : , & 
e * , ° . i (ps). BUICK—’59 Electra (225) conv., $2,500 
4-dr. Catalina, $585* (ps). 56 RM conv., $775* (ps); Super 4-dr., ‘ s 1957 907 946 956 (ps); Electra 4-dr. hardtop, $2,415* i 

’55 Star Chief 2-dr. Catalina, 2 at $560* $690* (ps); Special 2-dr. Riviera, 59 Galaxie (8) 2-dr., $1,900* (ps), $1,~ | SOE sc-rsseereee (ps): 4-dr., $2,295* (ps); LeSabre { 
(ps); Chieftain Safari 2-dr., $550°. $570°. 875* (ps); -4-dr., $1,870*; Country} 1956.... 606 636 666 Botate Waaen a-ar $2 sno° (ps), $2,- | 

’53 Chieftain 4-dr., $140°. '55 Special 4-dr., $590*; conv., $550°. Sedan (8) 4-dr., $1,865° (ps), $1,780°, 461 494 000° (pa) :4-dr. hardtop, §2,265° (pe), I 

RAMBLER — ’60 Ambassador (8) Cross| ‘53 RM 2-dr. Riviera, $220*, $1,420; Fairlane 500 (8) 2-dr. Vic- 282 314 $2 100° (ps), $2 000° (ps) $1,900° | 

Tee. $2,415*; American (6) 2-dr., | CADILLAO—’57 (62) 2-dr. hardtop, $1,- rae oo (ps); Custom 300 (6) 188 915 (ps); eouv.. '$2,225° (ps); Sar hard> : 
om. ; 950° (ps). , o oatnan ‘ " +. a top, $2,020* (ps). i 
ee (8) Cross Country, $1,-| +56 (60) Special 4-dr., $1,430* (ps); (62) gp ge ye Fo = $840*; Cus 58 Suseuey ton Veaviera, $1,520* (ps); : 

. da Il ° ® a ‘ » o * 
’S3 Super Suburban 2-dr., $180. a “jos08 T eee) oe. Ce Saee ee eee ee ‘ST "Special Estate Wagon 4-dr., $1,105; | 
STUDEBAKER—’59 Lark (6) station wag- | ,. aa Fairlane 500 (8) 4-dr., $950*, $930*, i 1.065° 300°: Qedr.. ' 
on, $1,630*, $1,530 CHEVROLET—'60 Impala (8) conv., $2,- $860* (ps); Del Rio (8) 2-dr., $930*; 4-dr., $1, (ps), $ ; r., } 

55 Com! ier (8) 4- * 650° (ps); 4-dr., $2,210*; Brookwood Custom 300 (8) 4-dr., $760; Custom! ‘53 (88) Super 4-dr., $140* $875*; RM 4-dr., $1,100* (ps). i 

55 Commander (8) 4-dr., $395* (ps). 6 a 2.12 ’ ; 53 (88) Supe: , : 56 Century conv., $730* (ps); Special 

MISCELLANEOUS—’60 Chevrolet (8) El| ,_ {© 4-dr., $2,125. e300 (6) 4-dr., $740°. , | PLYMOUTH —’58 Suburban (6) 2-dr., 4-dr., $700*; 4-dr. Riviera, $375* (ps); | 

Camino, $2,200; (6) EleCamino, $1,- 59 Bel Air (8) 4-dr., $1,475*%; 2-dr., 56 Fairlane (8) 2-dr, Victoria, $800 $660. aoe, $675°, $600*; conv , $600° ’ fj 

925; Ford (6) F-100 %-ton stake, $1,260. (ps); Country Sedan (8) 4-dr., $750°;| '57 Savoy (6) 2-dr., $600*; Plaza (6)/ ,.<"D: 300° ‘riviera, $555° (ps), $470° | 

$1,535. 58 Brookwood (6) 4-dr., $1,250*; Bis-| | Custom (8) 2-dr., $520, $440. Be 2-dr., $590*. (ps); conv., $245* (ps), $245*; Special | 

’59 Chevrolet (6) El Camino, $1,750; cayne (6) 4-dr., $1,125, $1,080*; 2-dr., 55 Fairlane (8) 2-dr. Victoria, $500*;/| °56 Savoy (8) 2-dr, hardtop, $630°; 4- ra $530"; 4-dr. Riviera, $355; 2- | 
(8) El Camino, $1,600* (ps); (6) %- $1,000; Biscayne (8) 4-dr., $1,070*; Custom (8) 4-dr., $430; Custom (6) dr., $520*. dr., $130°; Super 2-dr. Riviera, $275* 
ton Fleetside, $1,300; GMC (8) %-ton Delray (6) 2-dr., , es dr., $270°. +.| "55 Savoy (6) 4-dr., $400; Plaza (6)/ ,.)"hot gar. §300* (ps); 2-dr., $205° 
LWB pickup, $1,360*; Ford (6) F-100 ‘57 Bel Air (8) sport sedan, $1,130* 54 Country Squire (6) 4-dr., $220*; Suburban, $390. teat ” ; ” 

%-ton pickup, $1,000. (ps); station wagon, $1,120* (ps); ; Custom (6) 4-dr., $150. PONTIAC —’56 Star Chief conv., $875* ps). , . | 
’58 Chevrolet (8) %-ton Fleetside, $990. Two-ten (8) 4-dr., $1,060*%, $1,040*, 53 Crest (8) conv., $270*; Custom (8) (ps); 2-dr, Catalina, $760* (ps). CADILLAC—’57 (75) 4-dr., $1,825* (ps). 
’57 Ford (8) Ranchero, $1,100* (ps); (8) $800; Two-ten (6) 2-dr., $895; One- é 2-dr., $255*. ’55 Chieftain 2-dr, Catalina, $290*. 54 (62) 4-dr., $350* (ps). i 

%-ton pickup, $975*; (8) %-ton pick- fifty (6) station wagon, $790. 52 Custom (8) 4-dr., $240; Main (6)| ‘54 Star Chief 4-dr., $245* (ps). CHEVROLET—’59 Impala (8) conv., $2,- . 

up, $900; (6) %-ton pickup, $830, ’56 Bel Air (8) conv., $800*; Bel Air 2-dr., _$130°. . | RAMBLER—'60 American (6) 2-dr., $1,- 215* (ps), $2,195*, $2,115* (ps), $2,- : 

$820, $525; (8) Courier, $675*; Chev- (6) 4-dr., $730; Two-ten (6) station | MERCURY—’57 Commuter 4-dr., $975 470. 095*, $1,990*; sport coupe, $1,975* | 
rolet (6) %%-ton pickup, $1,010. wagon, $760, $725*; 4-dr., $680. (ps); Monterey 2-dr., $930%, $690°; ’57 Custom (6) 4-dr., $830. (ps), $1,920*; 4-dr., $1,900* (ps), $1,- 

'56 Chevrolet (6) 1-ton pickup, $610. '55 Two-ten (8) station wagon, $610*; : Montclair 4-dr, hardtop, $780* (ps). ’56 Super Cross Country, $690*; 4-dr. 825*, $1,775*; Parkwood (8) 4-dr., 

’55 Chevrolet (6) El Camino, $880, $665; oe, oA78; a" oes $410°, 7: ‘ame ‘aon wane $300 hardtop, $480°*. $1,750* (ps); Brookwood (8) -—. 

(8) %-ton LWB pickup, $600. ; r -ar., » $500, : , ; DEBAKER—’55 President (8) 4-dr., $1,540, $1,405; Bel Air (8) 4-dr., $1,- : 
’54 Ford (8) F-600, $675; (6) %-ton Some? $30; Bel Air (8) 4-dr., $480, ae ar so snr $1,250°. tes aan ) 500; Biscayne (6) 2-dr., $1,450°. se : 
ape oe : . , dr. ’ $360° (ps); MISCELLANEOUS—'58 Studebaker %-ton| "58 Impala (8) conv., $1,650° (ps), $1,- | 
on ee CO 0 coals ee ee Lae. pickup, $600. (Continued on Page 61, Col. 1) 





























DETROIT 


Aptco Auto Auction, Sale every Wed- 
nesday. Prices are for sale of May 25. 
BUICK—’58 Century 4-dr. Riviera, $1,- 

420°; Special 2-dr., $1,390*. 

'56 Special 4-dr. Riviera, $580* (ps); 
2-dr, Riviera, $555*. 

55 RM 4-dr., $475* (ps); Special 4-dr. 
Riviera, $300*. 

CADILLAC—’'59 (62) 4-dr. hardtop, $3,- 
600* (ps). 

"58 (62) Coupe de Ville, $2,495* (ps). 

’56 (62) 2-dr, hardtop, $1,000* (ps). 

’54 (62) Coupe de Ville, $750* (ps). 
CHEVROLET—'60 Corvair 2-dr., $1,625. 

‘59 Impala (8) sport coupe, $1,810*; Bis- 
cayne (8) 4-dr., $1,475; 2-dr., $1,300. 

"58 Impala (8) 2-dr. hardtop, $1,430* 
(ps); Bel Air (8) 4-dr., $1,325*, $1,- 
200° (ps); sport sedan, $1,075* (ps); 
Biscayne (6) 2-dr., $1,050, $1,020; 
Biscayne (8) 4-dr., $1,000. 

’57 Two-ten (6) station wagon, $1,075*; 
2-dr., $775*; Two-ten (8) station wag- 
on, $985*,. $925*; 4-dr., $925, $775; 
2-dr., $720; One-fifty (6) 2-dr., $685°. 

'56 Two-ten (6) 2-dr., $645; Two-ten (8) 
4-dr., $600*; Bel Air (8) sport coupe, 
$640*; One-fifty (6) 2-dr., $520, $460. 

’55 Bel Air (8) 4-dr., $500, $430*, $375°*; 
Two-ten (8) station wagon, $410* 
(ps); Two-ten (6) 4-dr., $270. 

CHRYSLER—’'58 Windsor 2-dr, hardtop, 
$1,280°. 

56 Windsor 4-dr., $725* (ps). 

’55 NY 4-dr., $350* (ps). 

DeSOTO — '57 Firesweep 2-dr. hardtop, 
$820*. 

’56 Firedome 2-dr. hardtop, $600*; 4-dr., 
$505* (ps). 

DODGE—’'60 Phoenix (8) 2-dr, hardtop, 
$2,310* (ps). 

’57 Coronet (8) 2-dr, hardtop, $980", 
$930°; Sierra (8) 4-dr., $980* (ps). 

‘66 Royal (8) 4-dr., $470*; Coronet (8) 


2-dr., $450*. 
"55 Royal (8) 4-dr., $360*%; Coronet (6) 
4-dr., $325°*. 


EDSEL — ’58 Citation (8) 2-dr,. hardtop, 
FORD — '59 Galaxie (8) conv., $2,010* 
(ps); 2-dr., $1,835*%; 4-dr. Victoria, 
$1,750*; Fairlane (8) 2-dr., $1,355*; 
Custom 300 (6) 2-dr., $1,350; Custom 
300 (8) 4-dr., $1,250. 
*68 Ranch Wagon (8) 4-dr., $1,100, 
$975; Fairlane 500 (8) 4-dr., $1,100*° 


(ps). 

’57 Fairlane 500 (8) conv., $1,200; 2-dr. 
Victoria, $960*, $875*; 4-dr, Victoria, 
$750*, $725*; 2-dr., $650* (ps); Fair- 
lane (8) 2-dr., $970; 4-dr, Victoria, 
$850; Country Sedan (8) 4-dr., $875*; 
Custom 300 (8) 4-dr., $815; 2-dr., 
$650; Custom (6) 2-dr., $700*; Ranch 
Wagon (8) 2-dr., $790*. 

‘656 Ranch Wagon (8) 2-dr., $650* (ps); 
Fairlane (8) 2-dr., $600*, $600* (ps), 
$410; Custom (8) 2-dr., $400*, 

‘655 Fairlane (8) 2-dr, Victoria, $520*, 
$450; 4-dr., $505*; 2-dr., $370*; Cus- 
tom (8) 4-dr., $300*. 

6564 Custom (8) 4-dr., $410. 

IMPERIAL—’57 Imperial 2-dr, hardtop, 
$1,450* (ps). 

LINCOLN —’57 Premiere 2-dr. hardtop, 
$1,505* (ps). 

’54 Premiere 2-dr, hardtop, $375* (ps). 

MERCURY—’'59 Montclair 4-dr, hardtop, 
$2,100* (ps). 

’658 Monterey 4-dr., $1,290*; 2-dr. hard- 
top, $1,055". 

'57 Commuter 4-dr., $1,100*; Monterey 
4-dr., $1,000* (ps); 2-dr, hardtop, 
$790*; Montclair 2-dr, hardtop, $800*. 

’56 Custom 2-dr, hardtop, $710*, $600*; 
Monterey 4-dr., $605*; station wagon, 
$450* (ps). 

’54 Custom 4-dr., $200*. 

OLDSMOBILE—’56 (88) 2-dr., $880*; 2- 
dr, Holiday, $425*. 

’55 (88) Super 4-dr., $280*. 

PLYMOUTH—’'58 Belvedere (8) 2-dr. hard- 
top, $1,050* (ps). 

"57 Belvedere (8) 4-dr, hardtop, $885* 
(ps); 4-dr., $700* (ps); Savoy (8) 
4-dr., $700*; 2-dr, hardtop, $550* 
(ps). 

‘56 Belvedere (8) conv., $620*; Savoy 
(8) 2-dr., $375*. 

’655 Belvedere (8) 4-dr., $310*. 

PONTIAC — '58 Chieftain 2-dr, Catalina, 
$1,550* (ps). 

‘657 Chieftain 4-dr, Catalina, $1,050* 
(ps). 

'5@ Star Chief 2-dr, Catalina, $415*; 
Chieftain 4-dr., $300*, 

‘55 Chieftain 4-dr., §250* (ps). 

RAMBLER—’'60 Super (6) 4-dr., $1,925*. 

'59 Super (6) 4-dr., $1,385. 

'S7 Super (8) 4-dr., $665*. 

VALIANT—'60 Valiant (6) 4-dr., $1,760. 


ALBANY 


Tim Anspach Dealer’s Auto Auction. 
Sale every Monday, Prices are for sale of 
May 23. Prices about steady, but softer 
than a month ago. Choice cars selling just 
as high as ever, Sold 124 cars from 159 
consignments. 

BUICK—’57 Super 4-dr. Riviera, $1,110*, 


ten 2-dr., $330, $240; Bel Air 4-dr., Super 4-dr., $220*° (ps). 





1921 Tommy Milton, 89.62 m.p.h. 1922 Jimmy Murphy, 94.48 m.p.h. 


1931 Louis Schneider, 96.62 m.p.h. 1932 Fred Frame, 104.14 m.p.h. 


rs 


1911 Ray Harroun, 74.59 m.p.h. 




















1928 Louis Meyer, 99.48 m.p.h. 1928 Ray Keech, 97.58 m.p.h. 


Sm mcm mee 















+1941 M. Rose, F, Davis, 115.117 m.p.h. $1846 George Robson, 114.8 m.p.h. 





1938 Floyd Roberts, 117.20 m.p.h. 1948 Wilbur Shaw, 114.277 m.p.h. 







gy 





1956 Pat Flaherty, 128.49 m.p.h. 1957 Sam Hanks, 135.601 m.p.b. 1956 Jimmy Bryan, 133.791 m.p.h. 





1955 Bob Sweikert, 128.209 m.p.h. 





AUTOMOTIVE NEWS, JUNE 6, 1960 


61 





Used-Car Auction Prices 


(Continued from Page 60) 





640* (ps), $1,425* (ps), $1,425, $1,- 
210*, $1,150* (ps); Biscayne (8) 4-dr., 


$1,200*; 2-dr., $1,100, $1,075, $980*; 
Biscayne (6) 4-dr., $1,180*%, $1,100; 
Brookwood (8) 4-dr., $1,165*; Delray 


(6) 2-dr., $765. 

’57 Bel Air (8) sport coupe, $1,265* (ps); 
Bel Air (6) 2-dr. hardtop, $1,100; 
Two-ten (8) station wagon 4-dr., $1,- 
110* (ps); 2-dr., $875*. 

56 Bel Air (8) 4-dr., $920*, $780*, 
$730*; 4-dr. hardtop, $815*; Two-ten 
(6) 4-dr., $705, $505, $395; 2-dr., 
$625; Two-ten (8) 2-dr., $645*, $615*; 
4-dr., $565*; One-fifty (6) 2-dr., $625. 

’55 Bel Air (6) 2-dr., $525, $420; 4-dr., 
$465*; Bel Air (8) 4-dr., $465*, $230, 
$220; Two-ten (8) station wagon 4-dr., 
$430*; 4-dr., $200*; Two-ten (6) 2- 
dr., $425. 

’54 Two-ten 2-dr., $350, $225; Bel Air 
2-dr., $350*, $220*, $195*, $165°. 
CHRYSLER—’58 Windsor 4-dr. hardtop, 
$1,400* (ps). 

’56 Windsor 4-dr., $550*. 

DeSOTO—'56 Firedome 4-dr., $600*. 

DODGE—’57 Coronet (8) 2-dr., $795°*. 

FORD—’60 Galaxie (8) Starliner, $2,305* 
(ps); 4-dr. Victoria, $2,300* (ps); 
Fairlane 500 (8) 2-dr., $1,155; Falcon 
2-dr., $1,730. 

’59 Galaxie (8) conv., $1,790; Ranch 
Wagon (6) 2-dr., $1,450*, $1,325*. 

’58 Thunderbird (8) conv., $2,480* (ps), 
$2,455* (ps), $2,365* (ps); Country 





Sedan (8) 4-dr., $1,280* (ps), $1,000; 
Custom 300 (8) 4-dr., $965*. 

’57 Fairlane 500 (8) 4-dr. Victoria, $1,- 
090*, $920* (ps), $835*; Fairlane (8) 
4-dr. Victoria, $875*; Country Sedan 
(8) 4-dr., $855*; Custom 300 (8) 4- 
dr., $765*, $725*, $605*; Custom (8) 
4-dr., $690*; Ranch Wagon (8) 2-dr., 
$695*, $695. 

’56 Custom (8) 2-dr., $580; 4-dr., $480*; 
Ranch Wagon (8) 2-dr., $470, $325. 
55 Fairlane (8) 2-dr. Victoria, $500*, 
$280; 4-dr., $480*; Main (8) 2-dr., 
$315*; Main (6) 2-dr., $300. 
’53 Custom (8) 4-dr., $245°*. 
MERCURY—’60 Montclair 2-dr. 

$2,530* (ps). 

’57 Monterey 4-dr. hardtop, $860* (ps); 


hardtop, 


4-dr., $715*; Montclair 4-dr., $750* 
(ps). 

OLDSMOBILE—’59 (88) Super 4-dr., $2,- 
090* (ps) 


’58 (98) conv., $1,765* (ps); 4-dr., $1,- 
590* (ps); (88) Super Fiesta 4-dr. 
hardtop, $1,715* (ps). 

°57 (88) Super 4-dr., $1,105* (ps). 

56 (88) 2-dr., $850*; (88) Super 4-dr., 
$465* (ps). 

'55 (88) 4-dr. Holiday, $550* (ps); 


conv., $430*%; 2-dr. Holiday, $275*. 
PLYMOUTH — '57 Belvedere (8) 2-dr., 
$700*. 


’56 Suburban (6) 4-dr., $355; Belvedere 
(8) 4-dr., $275. 
55 Belvedere (8) 2-dr. hardtop, $265*. 


PONTIAC—’59 Star Chief 4-dr. Vista, $2,- 
215* (ps); Catalina 2-dr., $2,020*; 4- 
dr., $1,830*, $1,760*, 

'57 Chieftain 2-dr. Catalina, $965*; 2-dr., 


$455. 
’56 Chieftain 4-dr. Catalina, $645*, 
’55 Chieftain 2-dr., $305*, $200*, $135*. 
RAMBLER—’59 Super (8) 4-dr., $1,490* 
(ps); Custom (6) 2-dr., $1,065. 
’56 Custom Cross Country 4-dr., $390*. 
STUDEBAKER—’59 Silver Hawk (8) sport 
coupe, $1,305*. 
55 Deluxe (6) 2-dr., $250. 


MISCELLANEOUS—’59 Chevrolet %-ton 


pickup, $1,400; Ford %-ton custom 
cab, $1,290. 
’58 Ford pickup, $800. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of May 24, All sharp 
cars sold and brought top dollar, Market 
steady. Sold 409 cars from 701 consign- 
ments. 


BUICK—’59 Electra 4-dr. hardtop, $2,325* 


(ps), $2,240* (ps); Invicta Estate 
Wagon, $2,300* (ps); 4-dr, hardtop, 
$2,100* (ps); LeSabre 4-dr., $2,215* 
(ps), $1,960*; 4-dr, hardtop, $2,105* 
(ps), $1,960". 
"58 RM 4-dr, Riviera, $1,745* (ps); 


Super 4-dr, Riviera, $1,635* (ps); Spe- 
cial conv., $1,610* (ps); 4-dr, Riviera, 
$1,575* (ps); Century 4-dr, Riviera, 
$1,500*° (ps). 

’57 RM conv., $1,380* (ps); 4-dr. Rivi- 
era, $1,250* (ps); Super 4-dr, Riviera, 
$1,305* (ps); Century Estate Wagon, 
$1,175* (ps); Special 4-dr, Riviera, 
$1,055* (ps); 2-dr, Riviera, $680*. 

56 Super 4-dr. Riviera, $900* (ps); 
conv., $775* (ps); RM 4-dr. Riviera, 
$830°, $750° (ps), $720* (ps); Century 
4-dr. Riviera, $735*; Special 2-dr. 
Riviera, $635*, $630* (ps). 


FIRESTONE TIRES WIN 
37° CONSECUTIVE 





INDIANAPOLIS VICTORY 


The only tires that are speedway-proved 


for your turnpike safety! 





~ 


Again this 
Speedway 


For the 37th consecutive time, the 500- 
Firestone tires. And the tire-grinding “Indy” oval proved, again, that the men 
who know tires best—the men whose very lives depend on the safety of their 


Jim Rathmann, 1960 winner at 138.767 m.p.h. says: 


“The man at the wheel is no safer than his tires. That’s 
why experienced drivers depend on Firestones—not only 
on the track, but on turnpikes, too.” 


year, the rubber-burning turns and straightaways of the Indiana 
helped prove that Firestones are champions in every test of tire safety. 
mile race winner swept to victory on 


tires—choose and buy Firestones. 


It takes Firestone tires to win the Indianapolis “500.” And it takes Firestone 
leadership in speedway research to bring you new safety and economy in the 
tires you ride on at turnpike speeds. Take the new Nylon “500”, for instance, 
X-101 and Firestone’s own Safety-Fortified nylon cord 

uieter, safer stops and 

irestone Nylon “500” 


With Firestone Rubber- C : r 
it offers you up to 35% more mileage—with quicker, 


starts een mee of safety at high speeds. 


tires are s 


way-prov' 


terms if you wish, at your nearby Firestone Dealer or Store, 






1958 Rodger Ward, 135.857 m.p.h. 









for your turnpike safety. Buy them, on convenient 





1936 Louis Meyer, 109.06 m.p.h. 


tNo races during the war years. 


restone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1960, The Firestone Tire & Rubber Company 





1827 George Souders, 97.54 m.p.h. 





1937 Wilbur Shaw, 113.58 m.p.h. 
























’55 Century 4-dr, Riviera, $685* (ps), 
$540*; Super 4-dr., $620* (ps); Spe- 
cial 4-dr. Riviera, $500*. 

’54 Century 4-dr., $385*, 

OCADILLAO—’60 (62) conv., $4,975* (ps); 
4-dr., $4,400* (ps). 

’59 (62) conv., $3,950* (ps); 4-dr., $3,- 
600* (ps); de Ville 4-dr, hardtop, $3,- 
800* (ps). 

’58 (62) conv., $2,775* (ps); 4-dr., $2,- 
610* (ps), $2,390* (ps), $2,200* (ps); 
Sedan de Ville, $2,600* (ps), $2,550* 


(ps). 

’S7 (62) Sedan de Ville, $2,235* (ps), 
$1,950* (ps); 2-dr, hardtop, $1,985* 
(ps); 4-dr., $1,820* (ps); (60) Special 
4-dr., $2,160* (ps), $2,050* (ps), $1,- 
800* (ps). 

"55 (62) conv., $1,475* (ps); Coupe de 
Ville, $1,320* (ps); 2-dr; hardtop, $1,- 
210* (ps); 4-dr., $865* (ps); Eldorado 
conv., $1,200* (ps). 

'54 (60) Special 4-dr., $770* (ps). 

*51 (62) Coupe de Ville, $340*. 


CHEVROLET—’60 Impala (8) conv., $2,- 
600* (ps); sport sedan, $2,485*, $2,- 
450* (ps), $2,430* (ps); sport coupe, 
$2,430* (ps); Bel Air (8) 2-dr., $1,- 
890". 

*59 Corvette (8) conv., $2,930; Impala 
(8) conv., $2,145* (ps); sport sedan, 
$2,000* (ps), $1,990* (ps), $1,970* 
(ps), $1,960*; Parkwood (8) 4-dr., $1,- 
765* (ps); Brookwood (8) 4-dr., $1,- 
660°; Bel Air (8) 2-dr., $1,575*; Bis- 


cayne (8) 4-dr., $1,515*; 2-dr., $1,- 
450°, $1,400*, $1,375. 
’58 Corvette (8) conv., $2,525, $2,500; 


Impala (8) conv., $1,710* (ps), $1,500; 
2-dr. hardtop, $1,685*, $1,600*; Nomad 
(8) 4-dr., $1,350* (ps); Bel Air (6) 
4-dr., $1,290, $1,260*; Bel Air (8) 
2-dr., $1,205*; 4-dr., $1,150*; Biscayne 
(8) 4-dr., $1,075*; Biscayne (6) 4-dr., 
$1,070; Delray (8) 2-dr., $1,075. 

’57 Bel Air (8) conv., $1,450*, $1,325*; 





MERCURY—’'59 


2-dr., $1,375* (ps); sport sedan, $1,- 
350* (ps), $1,255*, $1,230° (ps); Bel 
Air (6) sport coupe, $805*, $780; Two- 
ten (8) station wagon, $1,000*; Two- 
ten (6) station wagon, $1,000; One- 
fifty (8) 4-dr., $955, $795; 2-dr., $745; 
One-fifty (6) 2-dr., $600. 

"56 Bel Air (8) conv., $1,025; 4-dr., 
$860* (ps), $740*, $725*, $705*; sport 
sedan, $825*, $805*, $755°; Bel Air (6) 
conv., $840* (ps); sport sedan, $840*; 
4-dr., $610*, $535*; Two-ten (6) 2-dr., 
$675*; sport sedan, $590". 

’55 Bel Air (8) sport coupe, $715; 4-dr., 
$675*, $500; Two-ten (6) Delray, $485; 
One-fifty (8) 4-dr., $350. 


"54 Bel Air sport coupe, $405*; 4-dr., 
$430°, $410. 

CHRYSLER—’57 NY 4-dr. hardtop, §$1,- 
300* (ps). 

“a Fireflite 2-dr, hardtop, $1,- 


’55 Firedome 4-dr., $330*. 
DODGE —'56 Royal (8) 
$530* (ps). 
’55 Coronet (6) station wagon, $455*; 
4-dr., $355°; Coronet (8) 2-dr, hard- 


4-dr, hardtop, 


top, $355°*. 
EDSEL—’59 Corsair 2-dr. hardtop, $1,- 
425* (ps), $1,400* (ps). 
"58 Citation 2-dr, hardtop, $1,000* (ps). 
FORD—’60 Thunderbird (8) $3,510* (ps), 
$3,400* (ps). 

‘59 Thunderbird (8), $3,100* (ps); Gal- 
axie (8) conv., $2,005* (ps), $1,925*, 
$1,875* (ps), $1,850*; 4-dr, Victoria, 
$1,965* (ps), $1,895* (ps), $1,515*; 
Fairlane 500 (8) 4-dr, Victoria, $1,- 
675*, $1,670* (ps); 4-dr., $1,465°*; 
Custom 300 (6) 2-dr., $1,065. 

’58 Fairlane 500 (8) conv., $1,525* (ps), 
$1,505° (ps), $1,500* (ps); 4-dr, Vic- 
toria, $1,200* (ps), $1,125* (ps); Cus- 
tom 300 (8) 4-dr., $1,190* (ps); 2-dr., 
$875", $825*, $800*; Custom 300 (6) 
4-dr., $800*; Fairlane (8) 2-dr, Vic- 
toria, $950*, 

"57 Fairlane 500 (8) conv., $1,170* (ps), 
$1,100* ‘ps); 4-dr, Victoria, $930* 
(ps); Country Sedan (8) 4-dr., $1,- 
105*, $940°; Fairlane (8) 4-dr, Vic- 
toria, $965* (ps); 2-dr., $800*; 2-dr. 
Victoria, $780*; Custom 300 (6) 4-dr., 
$825*; Custom 300 (8) 4-dr., §725*; 
2-dr., $690, $640°*. 

‘56 Fairlane (8) conv., $890* (ps), $775°*, 
$650*, $645*; 4-dr., $705*; 4-dr, Vic- 
toria, $645* (ps), $635*; Fairlane (6) 
2-dr, Victoria, $550*, $530*; Country 
Sedan (6) 4-dr., $520. 

‘55 Fairlane (8) $565*; conv., 
$545*; 2-dr., $495, airlane 
(6) 2-dr. Victoria, $325*; 4-dr., $305*; 
Country Sedan (6) 4-dr., $470*, 

‘54 Custom (8) 4-dr., $560. 


LINCOLN—’58 Continental Mark III 4-dr., 


hardtop, $§2,200* (ps). 

’57 Premiere conv., $1,695* (ps), $1,525* 
(ps); 2-dr, hardtop, $1,380* (ps); 
Capri 4-dr. hardtop, $1,510* (ps), 
$1,200* (ps). 

'55 Capri 4-dr., $430° (ps). 

Colony Park 4-dr., §2,- 
225° (ps). 

’57 Monterey 4-dr, hardtop, $1,280* (ps); 
4-dr., $1,000*; 2-dr., $730*; Montclair 
4-dr, hardtop, $765* (ps), 

‘56 Custom 4-dr, hardtop, $505* (ps). 

"55 Montclair 2-dr. hardtop, $680*, 
oene's 4-dr., $400*; Custom 2-dr., 
450. 


OLDSMOBILE—'59 (88) Super conv., $2,- 


600° (ps); 
"5S (98) conv., 


4-dr., $2,100* (ps). 

$2,050* (ps), $1,910* 

$1,845* (ps); 4-dr. Holiday, 
(ps), $1,900* (ps), $1,750° 
(ps); (88) Super 4-dr, Holiday, $1,765° 
(ps); 4-dr., $1,750*° (ps); (88) 4-dr. 
Holiday, $1,540° (ps), $1,525* (ps), 
$1,495* (ps). 

‘57 (98) conv., $1,405* (ps); 4-dr., §$1,- 


350° (ps); (88) Super 4-dr, Holiday, 
$1,360* (ps); conv., $1,285* (ps), $1,- 
270° (ps); 4-dr., $1,130; (88) conv., 
$1,335* (ps); 4-dr, Holiday, $1,285* 
(ps), $1,150* (ps), $1,000* (ps); 4-dr., 
$1,125* (ps). 

‘56 (88) Super 4-dr., $860° (ps); (88) 


4-dr. Holiday, 2 at $840* (ps); 2-dr., 


$600*; (98) 4-dr., $725* (ps). 
"6S (88) 4-dr. Holiday, $665°; 4-dr., 
$315*; (98) 4-dr, Holiday, $655* (ps); 


(88) Super 4-dr., $560*, 
"64 (88) 4-dr., $315°. 


PLYMOUTH—’59 Savoy (6) 2-dr., $1,080. 


‘58 Fury (8) 2-dr, hardtop, $1,400* (ps); 
Suburban (8) 4-dr., $1,190*; Plaza (6) 
2-dr., $650. 

'57 Belvedere (8) 4-dr, hardtop, $800*, 


$775* (ps); Savoy (8) 4-dr., $610°; 
Savoy (6) 4-dr., $500*. 
56 Belvedere (6) 4-dr., $575*, $475*, 


$455*, $340*, $265*; Savoy (6) 4-dr., 


$245. 
'55 Belvedere (8) conv., $500*; Savoy 


(8) 4-dr., $400; Savoy (6) 4-dr., $370. 


PONTIAC— 59 Bonneville 4-dr, Vista, $2,- 


Star Chief 4-dr., $2,400* 
(ps); Safari 4-dr., $2,- 
$2,245° (ps); 


625° 
(ps), 


(ps) ; 

$2,010* 
250° (ps); 4-dr, Vista, 
2-dr., $1,950° Catalina 4-dr, 
Vista, $2,150*°; ,825°. 

'S7 Star Chief Safari 4-dr., $1,000* (ps); 
Chieftain 2-dr, Catalina, $625°. 

‘56 Star Chief 4-dr. Catalina, 670° (ps), 
$600*; Chieftain 2-dr., $390*. 

*65 Chieftain Safari, $725*, $480*, $330°; 
4-dr., $300*; Star Chief 2-dr, Catalina, 
$320°. 


RAMBLER—’'59 American (6) 2-dr., $1,- 


270, $1,075, $980; station wagon, §$1,- 
140. 


‘58 Ambassador (8) Cross Country, $1,- 
355°. 

*56 Custom 4-dr., $550°. 

‘65 Super Cross Country, 


$525*, $385°. 


STUDEBAKER—’'60 Lark (6) 2-dr, hard- 


top, $1,900. 
‘69 Lark (8) 4-dr., $1,330. 
‘58 Champion (6) 4-dr., $640. 


MISCELLANEOUS—'59 Ford pickup, $1,- 
250. 
COLUMBUS, O. 
Capital Auto Auction, Inc. Sale every 


Thursday. Prices are for sale of May 26, 
Sold 262 cars from 444 consignments. 


BUICK—'58 Century conv., 


$1,590° 
Special 2-dr., $1,185" (ps). 

'5S7 Century Estate Wagon, $1,300* (ps); 
Super 4-dr. Riviera, $1,060* (ps), $1,- 
000* (ps); Special 2-dr. Riviera, $940*, 
$885*, $830*; 4-dr., $900*. 

‘66 Century 4-dr. Riviera, $760*° (ps), 
$595*; RM conv., $700* (ps); 2-dr. 
Riviera, $510* (ps); Special 2-dr. Riv- 
jera, $635*; Super 4-dr. Riviera, $585* 


(ps); 


(ps); 


(ps). 
‘55 Super 2-dr. Riviera, $600* 
Riv- 


4-dr., $450° (ps); Special 2-dr. 
fera, $450*. 
‘54 Super 4-dr., $210*, 


OCADILLAC—'59 (62) conv., $4,100* (ps), 


$4,040* (ps); 2-dr, hardtop, $3,610* 
(ps); (60) Special 4-dr, hardtop, $3,- 
960° (ps). 

(Continued on Page 64, Col, 3) 
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AMERICAN DREAM 





Recently, Dr. George Gallup’s 
Institute of Public Opinion 
asked America: What things 
would you most like to own 
or buy? Of all products 
mentioned, the one named most 
often—more often than the next 
four combined—was a new ear. 


The automobile has long been 
recognized as a vital factor in 
the American economy. Now 
Gallup—as part of a national 
study conducted for Look— 
reveals just how big a role the 
automobile plays in the 
thoughts, the hopes, the dreams 
of the American people. 


LOOK has long sensed this 
consuming popular interest in 
cars. Because it has... because 
it is dedicated to telling the 
story of what people do and 
think and feel and want... 
LOOK year after year devotes 
substantial editorial linage 

to automobiles and the 
automotive industry. 


In fact, year after year, 
LOOK carries more articles 
on cars, more pictures of 
cars, more details about the 
new cars than does any other 
magazine in its field. : 


It is this continuing leadership | 
in automotive coverage... 

coupled with an average-issue 
reach into more than one out 


of every three car-owning 
households in the nation... 
that has helped establish 
LooK so firmly as America’s 
showroom magazine for 
automotive advertising. 





, ie 

1 A RE LL PITTS 
Catching the eye... in National Magazines 
at Auto Shows...in Dealer Showrooms... 


CITROEN 


THE WORLD’S 
MOST COMFORTABLE CARS 
DS19 and ID19 





In the automotive market today only the car that offers 
exclusive features and quality engineering will remain a 
profit maker for the dealer. 


Only a factory organization can maintain high standards in 
both their technical supervision and their advertising pro- 
gram. With Citroen, the factory is here to help the dealer. 








With the addition of the 8 passenger Station Wagon and the 

“Prestige” Limousine, the Citroen potential for a wide profit 
has never been better. Future additions to the Citroen line 
will give the dealer a wider price range. 


Citroen gives its Dealers every advantage; delivers a wide 
margin of profit, requires only a minimum stocking of tools 
and parts, provides a free Service School for mechanics (with 
mobile service units to call on you), supports you with na- 
tional-local advertising, and sets you up with a liberal initial 
promotional allotment, and a great variety of literature. 


AN AUTHORIZED CITROEN DEALER FRANCHISE 
MAY STILL BE OPEN IN YOUR AREA 


It pays you to get all the details by 
mailing this coupon today! 


‘CITROEN CARS CORPORATION. ——————S——S:SCANS 
Direct Factory Branches of S. A. Andre Citroen, Paris, France 


300 Park Avenue, New York 
8423 Wilshire Blvd., Beverly Hills, California 


GENTLEMEN: Please send me full details on obtaining an authorized Citroen 
Dealer Franchise. 


ad 


N 
I rien liictieiieeubpatonipmciniettnaetepelntenpenmenetinseiaaatianaes 





OIF saissicnince lint hte esatetenesciidaecied eehapteciceeinaiioatidciinintetecaae A tte aa reer maaan 


ee ee 





Tee 


enn 





Used-Car Auction Prices 


(Continued from Page 61) 


"58 (60) Special 4-dr. hardtop, $3,000* 
(ps); Eldorado conv., §2,800* (ps); 
(62) conv., $2,725* (ps). 

'57 (60) Special 4-dr. hardtop, $3,100* 
(ps); (62) Coupe de Ville, $1,935* 
(ps); 4-dr. hardtop, $1,860* (ps). 


"56 (62) Sedan de Ville, $1,550* (ps). 

CHEVROLET—’60 Impala (8) sport sedan, 
$2,600* (ps); conv., $2,550; sport 
coupe, $2,385* (ps); Corvair (6) 4-dr., 
$1,665*, $1,605. 

*59 Impala (8) sport sedan, $2,045, $2,- 
000, 2 at $1,950* (ps), $1,750°*; conv., 
$2,015*, $1,975*; Impala (6) sport 
sedan, $1,715; Bel Air (8) 4-dr., $1,- 
720°, $1,590*, $1,530*°; sport sedan, 
$1,465; 2-dr., $1,450, $1,410, $1,400; 
Biscayne (8) 4-dr., $1,365. 

’58 Bel Air (8) sport sedan, $1,415* (ps), 
$1,225*; 4-dr., $1,170*%; Brookwood 
(8) 4-dr., $1,340; Biscayne (8) 4-dr., 
$1,160, $1,085, $690*; 2-dr., $1,100", 
$1,085; Biscayne (6) 2-dr., $1,135; 
Delray (6) 2-dr., $1,060, $920. 

57 Bel Air (8) conv., $1,250*, $1,055; 
4-dr., $960*; Bel Air (6) 2-dr., $1,- 
030°; 4-dr., $600*; Two-ten (8) 4-dr., 
$1,150*, $970*°, $945*, $730*; 2-dr., 
$925*; Two-ten (6) 2-dr., $740; One- 
fifty (6) 2-dr., $900*, $750; One-fifty 
(8) 2-dr., $510. 

'66 Bel Air (8) 4-dr., $895*, $800*, 
$630*; sport sedan, $890*, $800*, $785*, 
$745*. $550: conv., $880*; Two-ten 
(8) 4-dr., $780*, $750*, $670* (ps); 
2-dr., $625*; Two-ten (6) sport sedan, 
$690*: 2-dr., $570*%; One-fifty (6) 2- 
dr., $700, $550; 4-dr., $575. 

CHRYSLER—’'57 Saratoga 2-dr. 
$1,075* (ps). 

DeSOTO—’'57 Firedome 4-dr. hardtop, $1,- 
050*; 2-dr, hardtop, $925* (ps); Fire- 
sweep 4-dr. hardtop, $810* (ps). 

‘56 Firedome 4-dr., $650*. 


hardtop, 





’53. Firedome 4-dr., $120*. 
DODGE ’57 Royal (8) station wagon, 
$800; Coronet (8) 4-dr., $705* (ps); 
2-dr., $495*. 


’56 Custom Royal (8) 4-dr., $650*; Cor- 
onet (8) 2-dr., $570*; 2-dr., $470*. 
‘55 Coronet (8) 4-dr.. $350*: Custom 
Royal (8) 4-dr., $340* (ps); Royal (8) 
2-dr. hardtop, $325* (ps). 

EDSEL—’58 Ranger (8) 4-dr., 
dr., $250*. 

FORD—’'60 Galaxie (8) setarliner, $2,335* 
(ps); 2-dr., $2,060*; Falcon (6) 4-dr., 
$1,700; 2-dr., $1,675, 

"59 Galaxie (8) 4-dr, Victoria, $2,075* 
(ps): Country Sedan (8) 4-dr., $1,775. 


$675*; 2- 


$1,725; Fairlane (8) 4-dr., $1,550* 
(ps), 2 at $1,550°. 

‘58 Country Squire (8) 4-dr., $1,500* 
(ps): Fairlane 500 (8) 4-dr. Victoria. 


$1,200*; 2-dr., $1,160*; 4-dr., $1,140*; 
Fairlane (8) 4-dr., $1,175* (ps); 2-dr. 
Victoria, $1.075* (ps); Custom 300 
(6) 4-dr., $960; 2-dr., $915*, $730; 
Custom 300 (8) 4-dr., $745*. 

’57 Fairlane 500 (8) conv., $1,100* (ps), 
$1,065*; 4-dr. Victoria, $980* (ps), 
$925*; 2-dr. Victoria, $850* (ps), 
$850*, $840*, $790*; 4-dr., $875* (ps), 
$730*; 2-dr., $800*. $725*; Country 
Sedan (8) 4-dr., $850; Custom 300 
(8) 2-dr., $815*, $690*, $645*; 4-dr., 
$725*, $720; Custom (8) 4-dr., $800*, 
$570*; Fairlane (8) 4-dr., $780*. 

56 Fairlane (8) 4-dr. Victoria. $800*; 
conv., $710*; 4-dr., $675*, $620* (ps); 
2-dr., $560* (ps), $535; Country Sedan 
(8) 4-dr., $650*, $530* (ps); Ranch 
Wagon (8) 2-dr., $640*, $635: Custom 
(6) 4-dr., Custom (8) 4-dr., 
$520*°: 2-dr., $435, 

IMPERIAL—’59 Crown 4-dr. hardtop, $2,- 
850* (ps). 

MERCURY — '56 Monterey 4-dr., $625*; 
Montclair 2-dr. hardtop, $500* (ps). 

’55 Montclair 2-dr. hardtop, $515* (ps), 
$445* (ps), $410*; Montclair 2-dr. 
hardtop, $420; Custom 4-dr., $400*. 

NASH—’'55 Ambassador (8) 4-dr., $295*. 
OLDSMOBILE—’58 (98) 4-dr. Holiday, $1, 
865* (ps); (88) 4-dr. Holiday, $1,645* 

. (ps), 

’S7 (88) Super 4-dr. Holiday, $1,200* 
(ps); (88) 4-dr, Holiday, $925* (ps); 
conv., $550*. 

conv., $880* (ps); (88) 2-dr. 
Holiday, $620* (ps); 4-dr., $600*. 
PACKARD—’53 Clipper 4-dr., $180*, 


PLYMOUTH—’59 Fury (8) 4-dr. hardtop, 
$1,785* (ps); Suburban (8) Custom 
4-dr., $1,700*; Belvedere (8) 2-dr., 
$1,315 


Savoy (8) 4-dr., $705*. 
’57 Savoy (8) .4-dr., $675, $555*, $550*, 


$500*, $480*. 

’56 Belvedere (8) 4-dr., $540*; Savoy 
(8) 4-dr., $450; 2-dr., $415*, $380. 
"55 Plaza (8) 4-dr., $405*; Belvedere 
(8) 4-dr., $370; Savoy (8) 2-dr., $355*; 

4-dr., $335*, 
’54 Belvedere 2-dr. hardtop, $190*. 


PONTIAC—’59 Catalina 4-dr. Vista, $2,- 
140° (ps). 
‘58 Star Chief 4-dr. Catalina, $1,385, 


$1,375* (ps). 

’57 Super Chief 4-dr. Catalina, $1,100*; 
Star Chief 4-dr. Catalina, $900*, $900* 
(ps). 

’56 Star Chief 4-dr. Catalina, $750* (ps); 
2-dr. Catalina, $625* (ps), $475*. 

RAMBLER—’57 Super (6) 4-dr., $800. 
MISCELLANEOUS — ’59 Ford (6) F-100 
%-ton pickup, $1,075. 
’5S Ford (6) F-100 %-ton pickup, $475*. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange, Sale 
every Wednesday, Prices are for sale of 
May 25. Sold 81 percent of 563 consign- 
ments. 


BUICK—’59 Electra 4-dr. hardtop, §2,- 
315* (ps), $2,210* (ps);‘LeSabre 4-dr. 
hardtop, $2,225* (ps); conv., $2,200* 
(ps); Invicta 4-dr., $2,040* (ps). 

‘58 Super 4-dr, Riviera, $1,610* (ps); 
Special conv., $1,265*. 
’57 RM 4-dr. Riviera, $1,180*° (ps); 


Special 2-dr. Riviera, $1,120* (ps); 4- 
dr, Riviera, $750*; Century 2-dr, Rivi- 
era, $980* (ps), 

’56 RM 4-dr. Riviera, §$650* (ps); Super 
2-dr. Riviera, $615* (ps); Century 
conv., $480* (ps). 

CADILLAC—’'60 (62) 4-dr. $4,- 
100* (ps). 

59 Eldorado conv., $3,920* (62) 
4-dr. hardtop, $3,640* (ps). 

"58 (60) Special 4-dr. hardtop, $3,050* 
(ps); (62) conv., $2,800* (ps); 2-dr. 
hardtop, $2,625* (ps). 

"56 (62) conv., $1,325* (ps). 


hardtop, 


(ps) ; 
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CHEVROLET—’60 Impala (8) 4-dr, hard- 
top, $2,490* (ps); 2-dr., $2,490* (ps); 
2-dr, hardtop, $2,480* (ps), $2,400; 
Bel Air (8) 2-dr., $1,955* (ps); Cor- 
vair (6) 4-dr., $1,650*. 

’59 Impala (8) conv., $2,235* (ps), $2,- 
185* (ps), $2,075* (ps); 4-dr., $2,- 
005* (ps); 4-dr. hardtop, 2 at $1,970* 
(ps); 2-dr. hardtop, $2,000* (ps), $1,- 
955* (ps), $1,825*; Impala (6) 4-dr., 
$1,680*; Parkwood (8) 4-dr., $1,935*; 
Bel Air (8) 2-dr., $1,630*, $1,570*; 4- 
dr., $1,550*, $1,530*; Bel Air (6) 2- 
dr., $1,565* ((ps); 4-dr., $1,550; Bis- 
cayne (6) 2-dr., $1,525*, 

’58 Impala (8) conv., $1,675* (ps), $1,- 
625* (ps), $1,615* (ps); 2-dr, hardtop, 
$1,610*, $1,530*, $1,625* (ps); Bel Air 
(8) 2-dr. hardtop, $1,625* (ps), $1,- 
360°, $1,345*, $1,300*, $1,170*; 4-dr. 
hardtop, $1,480* (ps), $1,450* 
Brookwood (8) 4-dr., $1,600*, $1,385*; 
Brookwood (6) 4-dr., $1,050*; 
cayne (8) 2-dr., $1,285* (ps); 
$1,260*, $1,140*; Delray (8) 
$1,120; Delray (6) 2-dr., $955; Yeo- 
man (8) 2-dr., $1,011, 

’57 Corvette (8) conv., $2,300; Bel Air 
(8) conv., $1,350* (ps); 2-dr. hardtop, 
$1,135*, $870*; 4-dr., $1,190*%; Two- 
ten (6) 4-dr, hardtop, $850*, 

CHRYSLER—’57 Windsor 2-dr. 


Used Imported 
Cars 


BORDENTOWN, N. J. 

Fiat—’'59 conv., $1,490; 1100 4-dr., 
’57 1100 4-dr., $510. 

Ford (English)—’59 Prefect 4-dr., 
dJaguar—'53 4-dr., $440. 
Metropolitan—'57 conv., $585. 
Renault—’60 2-dr. hardtop, $2,200. 
Simea—’'60 4-dr., $1,175, $1,150. 


ARMONKH, N. Y. 
Opel—'59 2-dr., $1,065. 


CALDWELL, N. J. 
Ford (English)—’'57 Squire, $290. 
MG—’59 MGA 2-dr., $1,615. 
Renault—’59 Dauphine 4-dr., $720. 
Simea—’60 2-dr., $1,110. 
Volkswagen—’56 2-dr., $510. 


CHICAGO 
Ford (English)—’58 Consul 2-dr., $550. 
Hillman—’57 4-dr., $250. 
Jaguar—'57 2-dr., $1,500. 
MG—’58 4-dr., $1,050. 
Opel—’58 station wagon, $785. 
Renault—’57, $515. 
Volkswagen—’'59 2-dr., $1,395, $1,325. 
’58 Karmann-Ghia, $1,505, 


COLUMBUS, O. 
Vauxhall—’58 4-dr., $635, $620. 
Volkswagen—’60 sunroof 2-dr., $1,575. 

’*59 Karmann-Ghia 2-dr., $1,800, 


DAYTONA BEACH, FLA, 
Austin-Healey—’60 Sprite, $1,375, 
BMW—’59, $465. 

Borgward—’59 station wagon 2-dr., 
Fiat—’'59 4-dr., $925. 
Ford (English)—’60 Escort, $1,025. 
*59 2-dr., $835, $725. 
‘58 Anglia 2-dr., $535, $400, 
Hillman—’59 4-dr., $810. 
’57 4-dr., $480, 
MG—'58 conv., $1,150. 
Metropolitan—’59 2-dr. hardtop, $915. 


hardtop, 


$535. 
$695. 


$830. 


Renault—’57 Dauphine, $425. 
Taunus—’59 4-dr., $1,050, 
Volvo—’5S 2-dr., $810. 
; DETROIT 
Vauxhall—’58 4-dr., $500. 
FLINT 


Lloyd—’58 2-dr., $180. 
Vauxhall—’60 4-dr., $1,300. 
’59 Super station wagon, $1,100; 4-dr., 


$760. 
’5S 4-dr., $755, 
Volkswagen—’59 2-dr., $1,330; Microbus, 
$1,210. 


'5S7 2-dr., $795. 


LOS ANGELES 
Austin-Healey—’60 roadster, $2,495. 
Fiat—’'59 1100 4-dr., $1,085. 
Goliath—’57 2-dr., $285. 
Hillman—’58 Minx conv., $785. 

'653 4-dr., $150. 
Jaguar—’52 Mark VII 4-dr., $345. 
MG—’58 MGA 2-dr., $1,300. 

’58 TR 1500 roadster, $920. 


Mercedes-Benz—’56 conv., $2,185; sun- 
roof 4-dr., $1,585, 

Simea—’58 Versailles 4-dr., $525. 

Wartburg—’60 station wagon 2-dr., $800. 


Volkswagen—’59 2-dr., $1,360, $1,350. 
’58 Karmann-Ghia, $1,360; sunroof 2-dr., 


56 2-dr., $800, $565. 
Volvo—’ 59 2-dr., $1,375. 
'57 2-dr., $730. 


MANHEIM, PA. 
Borgward—’59 2-dr. station wagon, 
010. 
Fiat—’59 111 4-dr., $820. 
Hiliman—’'60 2-dr., $1,235. 
'59 4-dr., $810. 
Jaguar—’54 2-dr., $800. 
MG—’'59 conv., $1,640. 
’58 2-dr. hardtop, $1,200; MGA roadster, 
$1,090. 
Mercedes-Benz—’60, $2,750. 
Metropolitan—’60 conv., $1,285; 
$1,230. 
’57 conv., $590. 
Morris—’60, $750. 
’59 2-dr., $565. 
’58 2-dr., $400. 
Opel—’58, $595. 
Renault—’'60 Dauphine 4-dr., $1,160, $900. 
*59 4-dr., $885. 
Simea—’59 2-dr. hardtop, $950. 
Triumph—’59 conv., $1,690. 

Vauxhall—’58 4-dr., $650. 
Volkswagen—’59 Karmann-Ghia, $1,750, 
$1,600; 2-dr., $1,380, 2 at $1,375. 

’58 2-dr. hardtop, $1,490, 


MASON CITY, IA. 
Jaguar—’'56 MC XK140, $1,745. 
Renault—'59 Dauphine 4-dr., $875. 

NASHVILLE, TENN. 
Volkswagen—’'57 2-dr., $845. 


$1,- 


hardtop, 


$860* (ps). 
56 Windsor 2-dr, hardtop, $800* (ps). 

DeSOTO—’58 Firedome 2-dr. hardtop, $1,- 
420* (ps); 4-dr., $810* (ps); Fire- 
sweep 2-dr, hardtop, $1,200* (ps). 

’57 Fireflite 4-dr., $890*; Firesweep 4- 
dr., $475* (ps). 

DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,795* (ps); 4-dr., $1,605* (ps); Sen- 
eca (8) 4-dr., $1,765. 

58 Coronet (6) 2-dr., $930. 
’57 Coronet (8) 4-dr., $705* (ps). 
56 Coronet (8) 2-dr., $480*, 

EDSEL—’59 Ranger 2-dr. hardtop, 
260* (ps), 

’58 Corsair 4-dr. hardtop, $825* (ps). 

FORD—’'60 Thunderbird (8) 2-dr, hardtop, 


$1,- 


$3,400* (ps); Galaxie (8) conv., §2,- 
500* (ps), $2,165* (ps); 4-dr, Victoria, 
$2,360* (ps); Fairlane (6) 2-dr., $1,- 
880*; Falcon (6) 2-dr., $1,650; 4-dr., 
$1,775*. 

’59 Thunderbird (8) 2-dr, hardtop, $2,- 
800* (ps); Country Squire (8) 4-dr., 
$2,200* (ps); Galaxie (8) conv., $1,- 
975* (ps); 2-dr. Victoria, $1,925* (ps), 
$1,850* (ps); Fairlane (8) 4-dr., $1,- 
450*; Custom 300 (8) 4-dr., $1,300; 
Custom 300 (6) 4-dr., $1,380, $1,- 
380*. 


’58 Thunderbird (8) conv., $2,400* (ps); 
Fairlane (8) conv., $1,375*; 4-dr., $1,- 
175* (ps), $1,115*, $1,045*, $900*; 
Country Squire (8) 4-dr., $1,250*; 
Custom 300 (8) 2-dr., $1,020*, $920*, 
$850, $800*; Ranch Wagon (8) 4-dr., 
$950*; DelRio (8) 2-dr., $910*. 

‘57 Country Squire (8) 4-dr., $1,050* 
(ps); Fairlane (8) 4-dr., $1,040* (ps), 
$925* (ps), $910*; 4-dr. Victoria, $1,- 
015*, $920* (ps); 2-dr. Victoria, $840*; 
Country Sedan (8) 4-dr., $790*; Cus- 
tom (8) 2-dr., $710*, $710, $575; Cus- 


tom (6) 4-dr., $395 (taxi), 

’56 Fairlane (8) 2-dr, Victoria, $780*; 
Ranch Wagon (8) 2-dr., $550*; Main 
(6) 2-dr., $480, 

HUDSON—’56 Hornet 4-dr., $425*. 

'54 Jet 4-dr., $140. 

IMPERIAL—’59 Crown 4-dr. hardtop, $3,- 
200* (ps). 


’57 Crown 4-dr, hardtop, $1,620* (ps). 
LINCOLN—’58 Capri conv., $2,475* (ps); 
2-dr, hardtop, $1,875* (ps). 


MERCURY—’59 Monterey 4-dr. hardtop, 
$1,875* (ps). 
’58 Monterey conv., $1,590* (ps); 4-dr. 
hardtop, $1,350* (ps). 


’57 Monterey 2-dr., $1,025*; 2-dr, hard- 
top, $900* (ps); 4-dr, hardtop, $900*; 
Montclair 4-dr, hardtop, $870* (ps). 

’56 Montclair 2-dr. hardtop, $475*; Med- 


alist 4-dr. hardtop, $305", 
OLDSMOBILE—’59 (88) 4-dr., $2,250* 
(ps), $2,120* (ps). 
58 (98) conv., $1,850* (ps); (88) 4-dr. 
Holiday, $1,550*; 2-dr., $1,025*. 


"57 (98) conv., $1,250* (ps); 4-dr, Holi- 
day, $930* (ps); (88) 4-dr, Holiday, 
$1,065* (ps); 2-dr., $1,000* (ps), 

’56 (98) conv., $850* (ps); 4-dr, Holi- 
day, $695* (ps); (88) 2-dr, Holiday, 
$710* (ps). 

PACKARD—’55 Clipper 4-dr., $230* (ps). 
PLYMOUTH—’59 Suburban (8) 4-dr., $1,- 
695* (ps). 

’58 Belvedere (8) conv., $1,400* (ps); 2- 
dr, hardtop, $1,160* (ps); Savoy (6) 
2-dr., $890*; 4-dr., $830*, 

’57 Belvedere (8) 2-dr, hardtop, $925* 
(ps); 4-dr. hardtop, $885*; Savoy (8) 
2-dr., $660*; 4-dr., $695*, $600* (ps). 

’56 Belvedere (8) 2-dr, hardtop, $600* 
(ps); 4-dr. hardtop, $560* (ps); 4-dr., 


$360*; Plaza (8) 4-dr., $340*; 2-dr., 
$335". 
PONTIAC—’60 Catalina 2-dr., $2,355". 

’59 Bonneville 2-dr., $2,560* (ps); 4-dr. 
Vista, $2,525* (ps); Catalina conv., 
$2,400* (ps); Safari 4-dr., $2,300* 
(ps); 2-dr., $2,110* (ps); Star Chief 
4-dr. Vista, $2,075* (ps). 

’57 Star Chief 2-dr,. Catalina, $1,310* 
(ps); 4-dr, Catalina, $999*; 4-dr., 
$950* (ps); Chieftain 2-dr, Catalina, 
$910*. 


’56 Chieftain station wagon 4-dr., $675*. 
RAMBLER—’60 Super (8) 4-dr., $1,790*. 


’59 Super (6) Cross Country 4-dr., $1,- 
560; Custom (6) Cross Country 4-dr., 
$1,310. 

STUDEBAKER—’60 Regal (8) 4-dr., $1,- 
500. 

’57 Golden Hawk (8) 2-dr, hardtop, 
$995. 

’56 Commander (8) 4-dr., $375. 

MISCELLANEOUS — ‘56 Ford %-ton, 


$550*; Panel 2-dr., $290, 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day, Prices are for sale of May 24, 


BUICK—’59 LeSabre 4-dr, hardtop, §$1,- 
900* (ps), 
’58 Special 2-dr. Riviera, $1,200* (ps); 


2-dr., $1,007, 

CADILLAC—’60 (62) 2-dr. hardtop, $4,- 
350* (ps), 

’58 (62) 4-dr., $2,590* (ps). 

"57 (62) 4-dr, hardtop, $£2,025* 
Sedan de Ville, $1,830* (ps), $1,615* 
(ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
500* (ps); sport coupe, $2,365*; 4-dr., 
$2,170* (ps); Parkwood (8) 4-dr., $2,- 
300* (ps); Bel Air (8) 4-dr., $1,880* 
(ps); Corvair (6) 4-dr., $1,580. 

59 Impala (8) conv., $2,125* (ps); Im- 
pala (6) sport sedan, $1,625* (ps); 
Bel Air (6) 4-dr., $1,350* 

"658 Bel Air (8) sport coupe, 
(ps); Biscayne (8) 4-dr., $1,400*; 
pala (8) sport coupe, $1,340. 

57 Bel Air (8) conv., $1,185* (ps); sta- 
tion wagon, $1,175* (ps); sport sedan, 
$1,010*; Two-ten (6) 4-dr., $700. 

56 Bel Air (8) sport sedan, $800*; 4- 


(ps); 


dr., $750* (ps); Two-ten (6) 4-dr., 
$635*; station wagon, $625*; 2-dr., 
$600. 

CHRYSLER—’57 NY 4-dr. hardtop, $1,- 
250* (ps). 

DeSOTO—’'57 Fireflite 2-dr. hardtop, $1,- 
160* (ps), 


'53 Firedome 4-dr., $225*, 

DODGE—’ 57 Sierra (8) 4-dr., $950* (ps). 

FORD—’60 Galaxie (8) starliner, $2,305* 
(ps); 4-dr., $1,900; 2-dr., $1,855; Fal- 
con (6) 2-dr., $1,780*, 

’59 Galaxie (8) conv., $2,025* (ps); 2- 
dr. Victoria, $1,875* (ps); 4-dr, Vic- 
toria, $1,700* (ps); Country Sedan (8) 
4-dr., $1,875* (ps); Custom 300 (8) 
2-dr., $1,360, $1,315; Custom 300 (6) 
2-dr., $1,300*; Fairlane 500 (8) 2-dr. 
Victoria, $1,350, $1,150*; Fairlane (8) 
2-dr., $1,260, 

’58 Fairlane 500 (8) skyliner, $1,400* 
(ps); conv., $1,300* (ps); 2-dr, Vic- 
toria, $1,200* (ps), $1,125* (ps); Fair- 
lane (6) 2-dr., $780, 

’57 Custom (6) 2-dr., $545. 

’56 Main (6) 4-dr., $430; 2-dr., $225. 

IMPERIAL—’'57 Crown 4-dr., $1,365* 
(ps). 
LINCOLN—’57 Capri 4-dr., $1,450* (ps). 
(Continued on Page 65, Col, 1) 
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toria, $890* (ps); Ranch Wagon (8) 4- | MISCELLANEOUS—’59 Chevrolet (6) %- Custom 2-dr. hardtop, $475* (ps). 
dr., $1,050*, $940°*; 2-dr., $970*; Cus- ton pickup, $910. ‘54 Monterey 2-dr. hardtop, $310. 
tom 300 (8) 2-dr., $900*; 4-dr., $900°*. "57 Chevrolet (8) %-ton pickup, $695. OLDSMOBILE—’57 (88) 4-dr., $925* (ps); 


$900* ; ’56 Ford panel, $175, $150, 2-dr. Holiday, $700* (ps). 


. * 
ct ’57 Fairlane 500 (8) skyliner, 
Used-Car Au ion Prices Fairlane 500 (6) 2-dr, Victoria, $645*; "56 (88) 2-dr. Holiday, $620* (ps). 
Country Sedan (8) 4-dr., $900* (ps); ARMONK, N Yy PLYMOUTH — '58 Suburban (8) Custom 
ad ° 4-dr., $950°. 


(Continued from Page 64) 


MERCURY — ’57 Monterey 4-dr., $780* 
(ps); 4-dr, hardtop, $700* (ps). 
OLDSMOBILE—’60 (98) 4-dr. Holiday, 

$2,815* (ps). 
’57 (88) Super conv., $1,075* (ps). 
"56 (98) 4-dr. Holiday, $860* (ps), 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$2,200* (ps). 
59 Savoy (6) 2-dr., $1,100, 
56 Belvedere (8) 2-dr, hardtop, $760*; 
Suburban (8) 2-dr., $620, 
PONTIAC—’59 Catalina 2-dr., $1,640*. 
"58 Star Chief 4-dr, Catalina, $1,220* 
(ps); Chieftain 2-dr., $885, 
’57 Star Chief 4-dr., $880* (ps); Chief- 
tain 4-dr., $650* (ps). 


RAMBLER—’60 American (6) 2-dr., $1,- 
600. 
’59 Super (8) Cross Country, $1,445. 
STUDEBAKER—’'60 Lark (8) station wag- 
on, $1,825, 
MISCELLANEOUS—’59 Ford (6) Ranch- 
ero, $1,200*, 


MASON CITY, IA. 


Central States Auto Auction, Sale every 
Wednesday, Prices are for sale of May 25. 
Prices on ’59s dropping fast. No slump in 
buying. Sharpies still bringing top dollar. 
Sold 75 percent of 189 consignments. 
BUICK—’59 LeSabre 4-dr. hardtop, §$1,- 

830* (ps); 4-dr., $1,750*. 

’41 4-dr., $650* (ps). 

CADILLAC—’57 (62) 4-dr., $1,890* (ps). 

"55 (62) 4-dr., $890* (ps). 

"53 (62) Coupe de Ville, $440* (ps), 
CHEVROLET—’59 Impala (6) conv., §$2,- 

000*; Impala (8) sport sedan, $1,830; 
sport coupe, $1,730*; Bel Air (6) 4-dr., 
$1,510*; Bel Air (8) 4-dr., $1,450*; 
2-dr., $1,330*. 

"58 Brookwood (8) 4-dr., $1,520*, $1,- 
300*; Bel Air (8) 2-dr., $1,350*; Bis- 
cayne (6) 4-dr., $1,120*, $1,040. 

"57 Bel Air (8) 4-dr., $1,270*, $1,200*, 
$1,075*; Two-ten (8) sport sedan, 
$980*; 4-dr., $815*; Two-ten (6) sta- 
tion wagon, $970. 

"56 Two-ten (6) 2-dr., $690; 4-dr., 
$650*; Two-ten (8) Delray, $680*, 
CHRYSLER—’57 NY 4-dr., $1,080* (ps); 
Saratoga 2-dr. hardtop, $875* (ps). 

DeSOTO—’58 Firesweep 4-dr., $1,085*. 

’57 Firesweep 4-dr., $820*. 

’56 Firedome 4-dr., $690*. 

DODGE—’56 Coronet (8) 2-dr., $515*. 
FORD — ’'60 Galaxie (8) conv., $2,380* 
(ps). 

’59 Fairlane (8) 4-dr., $1,485*. 

’58 Fairlane 500 (8) conv., $1,625*; 4- 
dr., $1,265* (ps), $950* (ps); Fairlane 
(8) 2-dr., $1,175*, $1,090*, $1,020; 
Fairlane (6) 4-dr., $850*; Ranch Wag- 
on (6) 2-dr., $1,150; Custom 300 (8) 
4-dr., $1,040*, $915*. 

’57 Fairlane 500 (8) 4-dr. Victoria, 
$1,070* (ps); 4-dr., $750*; Fairlane 
(8) 4-dr. Victoria, $995*; Custom 300 
(8) 2-dr., $970*, $645*; Country Se- 
dan (8) 4-dr., $845; Custom (6) 2-dr., 
$600; 4-dr., $595*. 

56 Country Sedan (8) 4-dr., $755; Fair- 
lane (8) 4-dr., $725* (ps), $635*, 
$615*; conv., $605* (ps); Ranch Wag- 
on (8) 2-dr., $590; Custom (8) 2-dr., 
$500. 

MERCURY — ’57 Voyager 4-dr., $1,115* 
(ps). 

’56 Monterey 2-dr, hardtop, $630*. 

OLDSMOBILE — ’'58 (98) 4-dr., $1,680* 
(ps). 

"57 (88) 4-dr., $850* (ps). 

’56 (98) 4-dr. Holiday, $790* (ps), 
PLYMOUTH—’59 Fury (8) 4-dr, hardtop, 

$1,650*. 

"58 Savoy (6) 2-dr., $700. 

’57 Suburban (6) Custom 4-dr., $700. 
PONTIAC—’57 Star Chief 2-dr. Catalina, 

$1,190* (ps). 

’56 Chieftain Safari 4-dr., $895* (ps); 
Star Chief 4-dr, Catalina, $740*. 
RAMBLER—’'57 Custom (8) 4-dr., $870. 
56 Custom 4-dr., $680* (ps), $595*. 
STUDEBAKER—’60 Lark (6) 4-dr., $1,- 

750. 
MISCELLANEOUS—’58 Ford (8) Ranch- 
ero, $1,085, $1,070*. 

’57 Chevrolet 1-ton, $1,050*; Ford (600) 
truck, $1,000; delivery sedan, $580. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of May 26. Mar- 
ket off here this week. Dealers bidding 
selectively and buying mostly clean and 
sharp units. Rough cars sold strictly at 
price, Sold 188 cars from 265 consign- 
ments. 

BUICK—’59 Invicta 4-dr., $1,950°*. 

"58 Special 4-dr., $1,320* (ps), $1,250* 
(ps); 4-dr, Riviera, $1,200* (ps); 
Super 4-dr. Riviera, $885* (ps). 

’57 Super 4-dr, Riviera, $1,160* (ps); 
Special 4-dr., $870* (ps). 

’56 Century 4-dr, Riviera, $830* (ps); 
RM 2-dr. Riviera, $400* (ps). 

’55 Super 2-dr. Riviera, $550* (ps); 
Special 4-dr., $440*. 

CADILLAC—’58 (62) conv., $3,025* (ps); 
4-dr, hardtop, $2,600* (ps), 2,560* 
(ps). 

’57 (60) Special 4-dr, hardtop, $2,080* 
(ps). 

"56 (62) 4-dr., $1,560* (ps); Sedan de 
Ville, $1,060* (ps); (75) 4-dr., $1,210* 
(ps). 

CHEVROLET—’59 Impala (8) sport coupe, 
$1,750* (ps); 4-dr., $1,700*; Parkwood 
(8) 4-dr., $1,730*; Parkwood (6) 4- 
dr., $1,595", $1,550, $1,500; Bel Air 
(8) 4-dr., $1,650*, $1,395; Bel Air 
(6) 2-dr., $1,475*, $1,450°; 4-dr., $1,- 
450*; Brookwood (6) 4-dr., $1,500. 

"58 Bel Air (8) 4-dr, hardtop, $1,370* 
(ps); 4-dr., $1,340* (ps), $1,245*, $1,- 
225, $1,150*; Brookwood (6) 4-dr., 
$1,175*, $1,050; Brookwood (8) 4-dr., 
$1,060*; Biscayne (8) 4-dr., $1,140", 


M. H. BURY’s 
newspaper advertising column 


Rolling Wheels 


syndicated by 
A. M. Beitier + Advertising 
1912 Delancey Place, Phila. 3, Pa. 
PE 5-9729 












$450, $375*. 


$1,110*, $820; 2-dr., $1,095*; Bis- dr., $360. 


cayne (6) 4-dr., $1,140°, $1,100°, $1.- | iqpERIAL—'57 Imperial 4-dr., $1,420. 
LINCOLN — '58 Premiere 4-dr., 
(ps); Capri 4-dr., $1,720* (ps). 

57 Premiere 4-dr., $1,370* (ps). 


050, $1,025; 2-dr., $975; Delray (6) 
4-dr., $980. 

’57 Bel Air (8) 2-dr, hardtop, $1,275* 
(ps); conv., $1,020* (ps); Bel Air (6) 
2-dr., $990*; Two-ten (8) 4-dr., $1,- ’54 Capri 4-dr., $275* (ps). 


020*; Two-ten (6) 2-dr., $825, $745. MERCURY—’60 Colony Park 4-dr., $2,735* 


’56 Country Sedan (8) 4-dr., $660; Fair- | This week saw a recovery of prices from "55 Savoy (6) 4-dr., 
lane (8) 4-dr., $600*; Custom (6) 2-/| the past two weeks. Bidding ‘was active on 'S4 Plaza 4-dr., $155. 


Custom 300 (8) 4-dr., $840°, $525; 2- 


dr., $460*; Custom (8) 2-dr., $685, Banksville Auto Auction, Inc, Sale every "56 Belvedere (8) 4-dr., $605*; Belvedere 
30. 


Tuesday. Prices are for sale of May 24. (6) 4-dr., $475*; 2-dr., 
$350; 2-dr., $290. 


most units with only the off cars finding; RAMBLER—’58 American (6) 2-dr., §$1,- 
185. 


it hard to sell, Clean cars again continued 
*57 Custom (6) 4-dr., $785*. 


$1,860° to bring strong money, 
, BUICK—'5¢ RM conv., $765° (ps); Cen-| STUREMAKER—'65 Champion (6) 3-dr., 
- ° f 
Cary 3Ge. Rives, Pees" (ye), MISCELLANEOUS—'56 Studebaker pick- 
CADILLAC—'55 (62) conv., $875* (ps); up, $585; Ford pickup, $475 
e ’ , - 
4-dr., $800* (ps). 53 Ford stake, $195, 





56 Bel Air (8) 4-dr, hardtop, $800* (ps). CHEVROLET—'59 Impala (8) conv., $2,- 
(ps); Two-ten (8) station wagon 4-dr., "58 Colony Park 4-dr., $1,235* (ps); 045* (ps). . o 
$760*; One-fifty (6) 2-dr., $560*; 4- Montclair 4-dr., $1,200* (ps); conv.,| °58 Biscayne (8) 4-dr., $1,150*, $1,120*. — Auctions in Brief — 
dr., $475. $1,125* (ps); 2-dr., $860* Mon- ’57 Bel Air (8) conv., $1,165*; Two-ten MANHEIM, PA. 
CHRYSLER—’58 NY 4-dr., $1,550* (ps); terey 4-dr., $1,170*. (8) 4-dr., $850%; One-fifty (6) 4-dr.,/ sr. .neim Auto Aucti 
Windsor 4-dr, hardtop, $1,400*. "6 Medalist ¢-dr., 525°, ir $4 day (May 21). Wosther: Clear, Sad’ 72 
’57 Saratoga 4-dr., $1,070* (ps); NY | OLDSMOBILE — ’° 88) 4-dr., $1,935*| °56 Two-ten (6) 2-dr., $490. : : ; 
Town & Country, $990* (ps). ” (ps). = . 55 Two-ten (6) station wagon, $585. percent of 792 consignments, 
DeSOTO—’58 Firedome 4-dr., $1,260* (ps). ’58 (88) 4-dr., $1,105*, CHRYSLER—’56 NY Town & Country, i Oe 
57 Firesweep 4-dr., $820* (ps). "57 (88) 2-dr., $1,000* (ps). $810° (ps). NASHVILLE, TENN. 
'56 Adventurer 2-dr. hardtop, $730° (ps). | | "5@ (98) 2dr. eee oo (pe) (88) net «> a td Firesweep 2-dr. hardtop.) Nashville Auto Auction, Sale every 
5 ie -dr. Holiday, ; 4-dr., : » c 
nai “4 ere ; Sen ne + Som PACKARD—’54 Clipper 4-dr., $155. DODGE—’57 Coronet (8) 2-dr., $635. a Gan aioe. wk raola ies eames Den 
Ft ne sont) ar se00e | PLYMOUTH—'59 Fury (8) 2-dr, hardtop, | '55 Coronet (8) 2-dr. hardtop, $375°. | 355 consignments, 
Cem, GTSS" (pe); Maree (5) Ser, o $1,590° (ps); Suburban (8) 4-dr., $1,- | FORD—'59 Fairlane 500 (8) 4-dr. Vic- ee 
omnes aa 75° | §00* (ps); Belvedere (8) 4-dr., $1,450* toria, $1,775*. ee 
55 Royal Sierra 4-dr., $475*, (ps); 2-dr., $1,140* (ps). '58 Country Sedan (8) 4-dr., $1,240* DETROIT 
FORD—’59 Country Squire (8) 4-dr., $1,- ’58 Suburban (8) 4-dr., $1,120*, $990* (ps); Custom 300 (6) 2-dr., $750, $740. State Fair Auto Auction, Sale every 
970* (ps); Galaxie (8) 2-dr, Victoria, (ps), $770 (ps); Savoy 2-dr., ’56 Fairlane (8) 2-dr. Victoria, $680*;| tuesday (May 24) Prices dropped due 
$1,920* (ps), $1,730*; Fairiane 500 (8) $890; 4-dr., $850. Fairlane (6) 4-dr., $595*; Ranch Wag- to holiday. Sold 125 cars from 291 con- 
4-dr., $1,660* (ps); Fairlane (6) 4- ’57 Savoy (8) 2-dr., $675*; Plaza (6) 4- on (8) 2-dr., $650*, $590*; Country | signments, 
dr., $1,250*; Custom 300 (6) 4-dr., dr., $585*. Sedan (6) 4-dr., $640*, $600; Custom . e* *¢ e 
$790", $750°. ’56 Suburban (8) 4-dr., $560*. (6) 2-dr., $515*. 
| PONTIAC—’59 Star Chief 4-dr., $1,980* | MEROURY—’58 Commuter 4-dr., $1,125* CHICAGO 


’58 Fairlane (8) 2-dr, Victoria, $1,140* 





Greater Chicago Auto Auction. Sale 


(ps); 2-dr., $845; 4-dr., $875; Fairlane (ps); Catalina 4-dr., $1,800. (ps). 
500 (8) 4-dr., $1,090* (ps), $1,075* ’58 Chieftain Safari 4-dr., $1,025* (ps). ’57 Montclair 2-dr. hardtop, $915* (ps).| every Thursday (May 26). Sold 389 cars 
’56 Montclair 4-dr. hardtop, $490* (ps); | from 778 consignments, 


(ps), $1,050* (ps), $1,050*; 4-dr, Vic- ’57 Chieftain 2-dr, Catalina, 








...A BUTLER PRE-ENGINEERED BUILDING 


TOKSWACER 


owe same!) geroRy 





Before you build your dealership 
building, call your Butler Builder for 
details on Butlerib, Monopanl and the 
many other Butler features. Ask him 
about Butler financing, too. He’s listed 
in the “Yellow Pages” under “Build- 
ings” or “Steel Buildings”. . . or write 
direct for further information. 


As efficient as the cars it sells and services, a Butler dealer- 
ship building is truly a star performer. Both day and night it 
attracts sales with its bright, roomy display area. In back, 
the column-free interior offers maximum maneuverability 
for cars, minimum hazard of fender damage, and complete 
freedom for the placement of service equipment. And, all at 
a price that conserves your capital. 

The key to this performance is a Butler clear-span struc- 
tural system with a Butlerib roof. Add to this a curtain wall, 
designed with materials of your choice. For example, this 
handsome building features Butler Lite * Panl, the acrylic- 
fortified plastic panel that gives you more light years per 
dollar. Daylight streams in, highlighting the display; spot- 
lighting the service area. 

Butler, and only Butler, offers a choice of two superior, 
pre-engineered exterior wall panels. Butlerib, the new 
precision-formed standard wall and roof panel, offers new 
strength and bold beauty. Monopanl, Butler’s exclusive 
factory-insulated wall panel lets you build with architectural 
beauty and maintenance-free economy. Both panels are 
available in attractive, durable, factory-applied colors. 


BUTLER MANUFACTURING COMPANY 17422 East 13th Street, Kansas City 26, Missouri 


Manufacturers ef Metal Buildings » Equipment fer Farming, Oil Transportation, Outdoor Advertising » Contract Manufacturing 


Sales offices in Los Angeles and Richmond, Calif. « Houston, Tex. « Birmingham, Ala. « Kansas City, Mo. « Minneapolis, Minn. * Chicago, III. 
Detroit, Mich. « Cleveland, Ohio « Pittsburgh, Pa. « New York City and Syracuse, N.Y. « Boston, Mass. « Washington, D.C. « Burlington, Ont., Can, 
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BUICK — LeSabre — 4-dr. sed., $2,870; 
2-dr, sed., $2,756; 4-dr, hardtop, $2,991; 
2-dr. hardtop, $2,915; conv., $3,145; 4-dr. 
2-seat stat. wag., $3,386; 4-dr, 3-seat stat. 
wag., $3,493. Invieta—4-dr, sed., $3,357; 
4-dr. hardtop, $3,515; 2-dr, hardtop, $3,- 
447; conv., $3,620; 4-dr. 2-seat stat, wag., 
4-dr. 3-seat stat. wag., $3,945. 
Electra—4-dr. sed., $3,856; 4-dr. hardtop, 
$3,963; 2-dr. hardtop, $3,818. Electra 225 
—4-dr. hardtop (flat roof or sloping roof), 
$4,300; conv., $4,192. (Turbine Drive trans- 
mission standard on Severn Electra and 
Electra 225. Power steering and power 
yg standard on Electra and Electra 

) 

CADILLAC—Sixty-Two — 4-dr. hardtop 
(flat roof or sloping roof), $5,080; 2-dr. 
hardtop, $4,892; conv., $5,455; Sedan 
de Ville 4-dr, hardtop (flat roof or sloping 
roof), $5,498; Coupe de Ville 2-dr, hardtop, 


$5,252; Eldorado Seville 2-dr, hardtop, 
$7,401; Eldorado Biarritz conv., $7,401. 
Sixty -dr. hardtop, $6,233. Seven- 
ty-Five — 8-pass. sed., $9,533; limousine. 
$9,748. Eldorado B -dr. hardtop, 
$13,075. (Hydra-Matic, power steering, 
Power brakes standard on all models.) 


CHECKER—Superba — 4-dr. sed., $2,- 
542.42. (Price does not include dealer prep- 


3 Dealer Groups 
e s * e 
Elect in Virginia 

RICHMOND, Va.—Three dealer 
associations in Virginia have elect- 
ed 1960 officers. They are: 

Norro._kK-PortsmoutH—William P. 
Wilkins, Norfolk Motor Co. (Ford), 
president; Philip S. Farrand, Cav- 
alier Ford, vice-president, and F. H. 
Huttmann, secretary-treasurer. 

Roanoke—George H. Fulton jr., 
Fulton Motor Co. (Chrysler-Plym- 
outh), president; Charles N. Free- 
man, Diamond Chevrolet Corp., 
vice-president; A. A. Woodson, 
Woodson Pontiac, secretary-treas- 
urer. 

RichMonp—W. B. Leake, Univer- 
sal Motor Co. (Ford), president; 
E. W. Hyman, Hyman Brothers 
Pontiac, secretary-treasurer. 
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aration charge.) 


CHEVROLET—(Prices are for six-cylin- 
Biscayne 


der models. For V-&s, add $107). 
Fleetmaster—4-dr. sed > S204; 2-dr., sed., 
$2,230. eapep--bae” + $2,316; 2-dr. 
sed., $2,262; utility sed., oes 175. 

4-dr. sed., $2,438; 2-dr, " sed., $2,384; 4-dr. 
hardtop, $2,554; 2-dr. hardtop, $2,489. Im- 
pala—4-dr. sed., $2,590; 4-dr. hardtop, $2,- 
662; 2-dr. hardtop, $2,597; conv., $2,847. 
Station Wagons—2-dr. 2-seat Brookwood, 
$2,586; 4-dr. 2-seat Brookwood, $2,653 
4-dr, 2-seat Parkwood, $2,747; 4-dr. Sanat 
Kingswood, $2,850; 4-dr. 2-seat Nomad, 
$2,889. Corvette—hardtop cpe. or conv. 
(V-8 standard), $3.872. 

CHRYSLER—Windsor—4-dr. sed., $3,- 
194; 4-dr. hardtop, $3,343; 2-dr, hardtop, 
$3,279; conv., $3,623; 4-dr, 2-seat stat. 
wag., $3,733; 4-dr, 3-seat stat, wag., 
$3,814. Saratoga—4-dr. sed., $3,929; 4-dr. 
hardtop, $4,067; 2-dr, hardtop, $3,989. 
New Yorker — 4-dr. sed., $4,409; 4-dr. 
hardtop, $4,518; 2-dr. hardtop, $4,461; 
conv., $4,874.50; 4-dr, 2-seat stat, wag., 
$5,022; 4-dr. 3-seat stat; wag., $5,130.50. 
300-F—2-dr. hardtop, $5,411; conv., $5,- 
841. (TorqueFlite, power steering, power 
brakes standard on Saratoga, New Yorker 
and 300-F.) 

COMET—4-dr. sed., $2,053; 2-dr. sed., 
$1,998; 2-dr. 2-seat stat. wag., $2,310; 4- 
dr, 2-seat stat. wag., $2,365. 

CORVAIR—500 Series—4-dr. sed., $2,- 
038; coupe, $1,984. 700 Series—4-dr. sed., 
$2,103; coupe, $2,049. Monza 900—coupe, 
$2,238. 

DeSOTO—Fireflite — 4-dr. sed., $3,017; 
4-dr. hardtop, $3,167; 2-dr. hardtop, $3,- 
102. Adventurer—4-dr. sed., $3,579; 4-dr. 
hardtop, $3,727; 2-dr. hardtop, $3,663. 
(TorqueFlite standard on Adventurer.) 

DODGE—Dart—(Dart prices are for six- 
cylinder models. For V-8s, add $119). Dart 
Fleet -dr. sed., $2,296; 2-dr. sed., 
$2,245. Dart Seneca—4-dr, 


sed., $2,330; 
2-dr. sed., $2,278; 4-dr, 2-seat stat, wag., 
$2,695. Dart Pioneer—4-dr. sed., $2,459; 
2-dr, sed., $2,410; 2-dr, hardtop, $2,488; 


4-dr, 2-seat stat. wag., $2,787; 4-dr. 3-seat 
stat. wag., $2,892. Dart Phoenix—4-dr. 
sed., $2,595; 4-dr, hardtop, $2,677; 2-dr. 
hardtop, $2,618; conv., $2,868. 
Matador V-8 —4-dr. sed., $2,930; 
hardtop, $3,075; 2-dr. hardtop, $2,996; 
4-dr, 2-seat stat, wag., $3,239; 4-dr. 3-seat 
stat. wag., $3,354. Dodge Polara V-8—4-dr. 
sed., $3,141; 4-dr, hardtop, $3,275; 2-dr. 
hardtop, $3,196; conv., $3,416; 4-dr, 2-seat 
wt .— $3,506; 4-dr, 3-seat stat, wag., 
FALCON—4-dr. sed., $1,974; 2-dr. sed., 
$1,912; 2-dr. 2-seat stat. wag., $2,225; 4- 
dr. 2-seat stat. wag., $2,287. 
FORD—(Prices are for six-cylinder mod- 





Import-Car 


Mercedes-Auto Union-DKW Sales Up ar 





News Notes 


(Continued from Page 16) 


Hillman’s 46.5 percent drop (first- 
quarter United States sales for 
1960, vs. ditto for 1959) Lord Rootes 
said: 


garding installation procedure 
and parts required for equipping 
any other Dauphine with this 
feature. 


“Oh, you know dealers. They’re The device consists of a lever, 


always complaining. This busi- 

ness has its ups and downs.” 

On the subject of American com- 
pacts on the European market, 
Lord Rootes commented, “I think 
the compact is a good car. It can 
sell in Europe, but it all depends 
on the price.” 

When asked if British car mak- 
ergs would embark on a Washington 
lobby operation to combat possible 
higher import duties on foreign 
cars, he replied: 

“We never embark on lobbying. 
In this case we think it will be 
better to rely on common sense of 
the people to do the right thing.” 


—WILLIAM CARROLL 
* * 7” 


Renault 


SRSMAUL T'S new rear door safety 
locks, which prevent children 
from opening the doors from the 
inside while the car is in motion, 
can be installed on older model 
Dauphines that do not have this 
system as standard equipment, ac- 
cording to Robert E. Valode, vice- 
president and general manager of 
Renault, Inc. 

The safety system is installed 
at the factory on current model 
Dauphines. Dealers have been 
supplied with information re- 


Big Car Is Seen 
Fading as Symbol 


WINNIPEG, Manitoba.—The big 
car is losing out as a status symbol, 
Howard B. Moore, executive vice- 
president of the Federation of 
Automobile Dealer Assns. of Can- 
ada, told a meeting of the Winni- 
peg Motor Dealers Assn. 

People are purchasing small cars 
because they want other things 
more than they want a big car, he 
said. 


small cars is the great desire for 
television sets, boats and motors, 
cameras, houseg and vacations,” 
Moore said. 


“Underlying ‘their purchase of 


located on the edge of each rear 
door near the hinges, that disen- 
gages the inside door handle. The 
door then can be opened only from 
the outside and the lever can be 
reached only when the door is 
open. 

Renault’s 1,000,000th Dauphine is 
now making a coast-to-coast tour 
of the United States, according to 
Jack C. Kent, general sales man- 
ager of Renault, Inc. The milestone 
Dauphine will be on display at sev- 
eral major automobile shows in 
different sections of the country. 

At present, Dauphines are being 
manufactured at the rate of 2,000 
a day, compared with 100 when 
production began in March, 1956, 
said Kent, 





Bei Air— 


318; 4-dr. hardtop, $6,318. (TorqueFlite, 
power stecring, power brakes standard on 
all models.) 
LINCOLN—Lincoln—4-dr. sed., $5,441; 
4-dr, hardtop, $5,441; 2-dr, hardtop, $5.- 
253. Premiere—4-dr. sed., $5,945; 4-dr. 
hardtop, $5,945; 2-dr. hardtop, $5,698. 
Continental—4-dr. sed., $6,845.30; 4-dr. 
hardtop, $6,845.36; 2-dr. hardtop, $6,- 
598.30; conv., $7,056.20; town car, $9,208; 
limousine, $10,230. (Automatic transmis- 
sion, power steering, power brakes, radio, 


els. For V-8s, add $113.) Custom 300 
(Fleet)4-dr. sed., $2,284; 2-dr. sed., 
$2,230. Fatrlane—4-dr. sed., $2,311; 2-dr. 
sed., $2,257; business 2-dr., $2,170. Fair- 
lane 600—4-dr. sed., $2,388; 2-dr. sed., 
$2,334. Galaxie—4-dr. sed., $2,603; 2-dr. 
sed., $2,549; 4-dr. hardtop, $2,675. Star- 
liner—2-dr, hardtop, $2,610. Sunliner — 
conv., $2,800. Station Wagons—2-dr. 2- 
seat Ranch Wagon, $2,586; 4-dr. 2-seat 
Ranch Wagon, $2,656; 4-dr. 2-seat Country 
Sedan, $2,752; 4-dr. 3-seat Country Sedan, 














$2,837; 4-dr. 3-seat Country Squire, $2,967. | heater standard on all models.) 
Thunderbird—(V-8 — hard- MERCURY—Monterey—4-dr. sed., $2,- 
top, $3,755; conv., $4,222 730; 2-dr. sed., $2,631; 4-dr, hardtop, 
IMP. ERIAL—Custom—4- dr. sed., $5,029; | $2,845; 2-dr. hardtop, $2,781, conv., $3,- 
4-dr, hardtop, $5,029; 2-dr, hardtop, $4,-| 077. Montclair—4-dr. sed., $3,280; 4-dr. 
922.50. Crown — 4-dr. sed., $5,647; 4-dr.| hardtop, $3,394; 2-dr. hardtop, $3,331. 
hardtop, $5,647; 2-dr, hardtop, $5,403;| Park Lane —4-dr, hardtop, $3,858; 2-dr. 
conv., $5,773.50. LeBaron—4-dr. sed., $6,-| hardtop, $3,794; conv., $4,018. Station 
Wagons—4-dr. 2-seat Commuter, $3,127: 


4-dr. 2-seat Colony Park, $3,837. (Mere-O- 
Matic standard on Montclair and Colony 
Park. Dual .range Merc-O-Matic, power 
steering, power brakes standard on Park 


Lane.) 

OLDSMOBILE—Series 88 .— 4- dr. sed., 
$2,900; 2-dr. sed., $2,835; 4-dr, hardtop, 
$3,034; 2-dr, hardtop, $2,956; conv., $3,- 
284; 4-dr, 2-seat stat. wag., ‘$3,363; 4-dr. 
3-seat stat. wag., $3,471. Super 88—4-dr. 
sed., $3,176; 4-dr. hardtop, $3,402; 2-dr. 
hardtop, $3,325; conv., $3,592; 4-dr, 2-seat 
stat. wag., $3,665; 4-dr, 3-seat stat. wag., 
$3,773. Serles 98—4-dr. sed., $3,887; 4-dr. 
hardtop, $4,159; 2-dr. hardtop, $4,083; 
conv., $4,362. (Hydra-Matic, power steer- 
ing, power brakes standard on Series 98.) 

PLYMOUTH — (On six-cylinder models, 
add $119 for a V-8 engine.) Fleet Special 
Six—4-dr. sed., $2,277; 2-dr. sed., $2,227. 
Savoy Six—4-dr. sed., $2,310; 2-dr. sed., 
$2,260. Belvedere Six—4-dr. sed., $2,439; 
2-dr. sed., $2,389; 2-dr. hardtop, $2,461. 
Fury Six—4-dr. sed., $2,575; 4-dr. hard- 
top, $2,656; 2-dr. hardtop, $2,599. Station 
Wagon Six—2-dr. 2-seat Deluxe Suburban, 
$2,602; 4-dr. 2-seat Deluxe Suburban, §2,- 
668; 4-dr. 2-seat Custom Suburban, $2,761. 
Plymouth V-8 (On the following models, a 
V-8 engine is standard and a six-cylinder 


Ford Credit Appoints . 


New Sales Director 


DEARBORN. — Appointment of 
G. A. Crimmins as a sales director 
of Ford Motor Credit Co. has been 
announced by 
Robert S, Olson, 
president, 

A veteran of 
Many years’ ex- 
perience in the 
field of finance, 
Crimmins was a 
vice-president of 
First Commercial 
Bank of Chicago 
before joining 

gad Ford, Prior to his 
G. A. Crimmins Chicago banking 
affiliation, he was with Universal 
CIT Corp. for 18 years. 








engine is not available.—Fury V-8—conv., 
$2,967. Station Wagon V-8—4-dr. 3-seat 
Custom Suburban, $2,990; 4-dr, 2-seat 
Sport Suburban, $3,024; 4-dr. 3-seat Sport 
Suburban, $3,134. 
PONTIAC—Catalina—4-dr. sed., $2,702; 
2-dr. sed., $2,631; 4-dr, hardtop, $2,842; 
2-dr, hardtop, $2,766; conv., $3,078; 4-dr. 
2-seat stat. wag., $3,099; 4-dr, 3-seat stat. 
wag., $3,207. Ventura—4-dr. hardtop, $3,- 
047; 2-dr. hardtop, $2,971. Star Chief— 
4-dr, sed., $3,003; 2-dr, sed., $2,932; 4-dr. 
hardtop, $3,136. Bonneville—4-dr. hardtop, 
$3,331; 2-dr. hardtop, $3,255; conv., $3,- 
476; 4-dr, 2-seat stat, wag., $3,530. 
RAMBLER — American Deluxe — 4-dr. 
sed., $1,844; 2-dr. sed., $1,795; 2-dr. 2-seat 
stat. wag., $2,020. American Super—4-dr. 
sed., $1,929; 2-dr. sed., $1,880; 2-dr. 
2-seat stat. wag., $2,105. American Custom 
—4-dr. sed., $2,059; 2-dr. sed., $2,010; 2-dr. 
2-seat stat. wag., $2,235. Deluxe Six—4-dr. 
d., $2,098; 4-dr. 2-seat stat, wag., $2,- 
427. Super Six—4-dr. sed., $2,268; 4-dr. 
2-seat stat. wag., $2,562; 4-dr, 3-seat stat. 
wag., $2,687. Custom Six—4-dr. sed., $2,- 
383; 4-dr. hardtop, $2,458; 4-dr. 2-seat 
stat. wag., $2,677; 4-dr, 3-seat stat, wag., 
$2,802. Rebel Super V-8—4-dr. sed., $2,- 
387; 4-dr, 2-seat stat. wag., $2,681; 4-dr. 


8-seat stat. wag., $2,806. Rebel Custom 
V-8 —4-dr. sed., $2,502; 4-dr. hardtop, 
$2,577; 4-dr. 2-seat stat. wag., $2,796; 


4-dr. 3-seat stat. wag., $2,921. Ambassa- 
dor Super V-8—4-dr. sed., $2,587; 4-dr. 
2-seat stat. wag., $2,881; 4-dr. 3-seat stat. 
wag., $3,006. Ambassador Custom V 8— 
4-dr, sed., $2,732; 4-dr, hardtop, $2,822; 
4-dr, 2-seat stat. wag., $3,026; 4-dr. 2-seat 
hardtop stat. wag., $3,116; 4-dr, 3-seat 
stat, wag., $3,151. 

STUDEBAKER—Lark Deluxe Six—4-dr. 

sed., $2,046; 2-dr. sed., $1,976; 2-dr. 2-seat 
stat. wag., ’$2, 366; 4- dr. 2- seat stat. wag., 
$2,441. Lark Deluxe V-8—4-dr. sed., $2,- 
181; 2-dr. sed., $2,111; 2-dr, 2-seat stat. 
wag., $2,501; 4-dr. 2-seat stat, wag.. $2.- 
576. Lark Regal Six—4-dr. sed., $2, 196; 
2-dr, hardtop, $2,296; conv., $2, 621; 4-dr. 
2-seat stat. wag., $2,591. Lark Regal v-8 
—4-dr, sed., $2, 331; 2-dr, hardtop, $2,431; 
conv., $2,756; 4-dr. 2-seat stat, wag., 
$2,726. Hawk V-8—5-passenger sport cpe., 
2,650. 
: VALIANT — V-100 — 4-ar. sed., $2,053; 
4-dr. 2-seat stat. wag., $2,365; 4- dr. 3-seat 
stat. wag., $2,488. V-200-—4-dr. sed., $2,- 
130; 4-dr. 2-seat stat. wag., $2,443; 4-dr. 
3-seat stat. wag., $2,566. 





New Commercial-Car Registrations, 
24 States for April, 1960-1959 


Truck oro by states are - 
























































by RL, Folk representatives. In 
. &, representatives 
state capitals. 

10 States Previously Reported. ‘60 1| 3047, = -39|  422| 2693822, 1351] st, 44] s147|— 252) 352) 9284 
er ‘59 | 3145|——27|_—«S2t|_—-2700)_—673|_—1282|_——t22|_—79|__—i3|_—307|_— 344) 9331 
Arkansas ‘60 , 602 ! 46|589| 164) «140 4) 7 | 12) ~—s4y—s«édS80 
‘59 594 2] 55) 433)_—125|_—st27 6 5 8 1367 
"60 - 4e2j—C—=<“‘“R:*S*«YSSCASCéS|szwySsi2 8 15} 76} 27) 1395 
sathacd 59) | Se | sSt|__Ses|__tts|__‘erl__z2|_a3|__-a|_125|__ 59] _1514 
’ 1 78 2) «23)—ti‘i| (‘<titstt;C|sO 4) 3; —«2|s2983 
ee 9 | 20) | | $4] | 63] 70 1 7 12|___339 
“60 305 40|-222|—108| 108 1 8 7; «32 9, 840 
— 59 | 21a | 43/163) sel 98 3 M1 9] 37 18} 672 
Ilinois 60) 1075; «29 ~=S«s144)~=«080| Ss «300,'—«iS 70; Ss«iB]CSti«iBY:S 49120) 238] (3841 
‘59 | 1278 tl 2 202} 1048|—263|_— 600) 58} 23|_—83|__—68|_—tb4|— 3793 
*60) 17% a a 3 6 5; 30|—Ssi9| = «S28 
“ne ‘59 A 141 26} 139] 32] 75 a 2 Ue a 
Maryl "60 14) 412 5} 88,380) 104) 204) 44 ' Fe] 0 3 
Pee ‘59 7|__ 388 | 82} 348} —*116|_—«194)_——50 2; a} 5]_b2|_1303 
Minnesot "60 697 6} 102) 603)—«st12)—=—«s2380)titiD is) 23) si) O93 
ree ‘59 1127 Hi | S| GO] t07|— 83} 347] 6} S279} 55] BB} 
New Mexi ‘60 46| 238 70 43 2 ! 2 2 5| 706 
Se ‘59 | 404| | 4 211 68} 63 5 i 6| 38} | 80 
Rhode Island ‘60 50 1 4, S| os 10 5 3 8) O)Ss24 
59) | 38 an a 13 2 7|___26|_——285 
Tennessee ‘60 803 : 69; 92) 183) 43 6; 34) 39) 472139 
‘59 801 532) 183|_—177|__—sas47 | i2|_ 0] —s52|__— 2025 
Utah *60| 284 ; 7 249; *119|—Ss«7 + 2 uN 27; «27| 886 
‘59 | 284 41} 226|_ 53 o4| 4 7 16) 44] 29] 788 
Vermont “60 | 109 3 17; 106,34 —«Ci|T + 3} 4yS:i«8BYSCi«D 
‘59 i} 110 30] te] 3753 4 3 4) 50|_— 28] 436 
Virginia ‘60 | & 2/ 87; 505 tee) «173 14 i i er 
‘59 1] 656 140} 507|_—122|_——«186 36|- 37 12} 47|_—72|__—«*1820 
24 States Reported ‘60 16) 8872; ——«93|—«1277|—BO4i| 2434) 3402/68) 134) —«353| 868] (1029| -26889 
To Date for April '59| 11] 9829| _——54|_—1617|_— 8046) 2082} 3495} 564) 229/346) 892|_—«*1007|_—«28172 
Year ‘60; 313 aes 748) 11189| 73735; 18927|  28953| 3152) 698, 3938) 7570) 11748) 244338 
To Date 59) 268} 83521} 680) 14817) 67358) 18049) 22120) —3596| ~—1664| 3600/6683 10300) 232656 




















Compiled from official state records. 
Corvair included in Chevrolet totals, Falcon in Ford and Valiant in Plymouth. 


Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 


New Passenger-Car + tama 29 States for me 1960-1959 
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piled by R, L. 
Polk & Co. 

17 Stat: "60| 6450| 984) ~=—«:162| 348] 5162] + 6705 20351 245) 24720| 3618| 1645! 25700 41496 | 94613 
For April 3 S23 823} 214; 588) 2198] 6474 _20158/ 628) 325) 1902 23073) 34321 1569} 19416 ‘746! on 34454| te II 81903 
Ark 0; —«170—Sts«21 2 9; 183; ——«Bt 858 16| 85 79; 1038, ~—S«4125| 66; 1143-202) ~=—«225| «17611 | 46; —«182| «3593 
Tes. '59| 222 34 10 16) 4 217} = 372) «1175 34 13] 417 | 1339; 169|_—98|_—«163)_—-281| _—-297|_—-2008| =a] 219] 4229 
Hawaii Tk en > a ! = 233 «-308| 293 ! 6; 12) 32] 35] 18} 838 39 45| 475,34) 297| «1479 
‘59! 35 iL 3 7 12 5 128) 217 3 \ 12 233} 32] ~—S5|_—a| a2 25} 373] ~—=s20|_~—356| =i: 

Iilinois "60, 2654, 496, 109) 136) 2374) 2576) 5691) 8169 172; 1058) 1095| 10494) 2386) 1193, 12596, 2865, 3546] 22806 | 732| 2098| 44255 
‘59! 2319] -457|_~—s133|) 332] ~~ 906] 2773) += 4601] ~—-9706| ~— 348} ~~ 280! ~——«1200 11534] 2086] —_1166| 11022) 3146] _3315| 20735) +—1012|~—«2027|~—«42228 

Maine ‘60/208 28 4 24, +130) +216) + 410) 693 8| 2 55| 848) 98; 60} S93 107; 164) ~—«*1360| 79| 260) 3245 
59] 231 28 4 17 82} 229] 360] _63! 25 i} 79 | _746| 80; 43)_— a7] ~—s22|——sS9|__—=1051 | 75| 382) ~—-2845 

New Jersey "60; 1791; 483 76) 129) 1550) 1922) 4160) 4787, 97; 567| 704) 6155)  875| 729 6361) 1368) 1815| 11148) 475) 2156) 25885 
59) 1223} —-380/_~—=s103}_~—=— 207} ~—«505| _—*1759| ~=—«2954| 4252 95 141] 507 _|__4995| —_-740|__—«697|_—«-4544| ~—«1335) —*1584) 8900) 472) ~—«2213| 20757 

New Mexico “O'-'t18| ~—=«30 3 7 98; +149) + «267; ~«531 6; —65|~—S=«38| ~—S—«640| 86 49/628) 21/128) *012) 45) 220) 2322 
'59| 19! 22! 6) a 76 123 238 591 16 8 76 697i} 115) _57| _ 620 157 172| 1121) pes 69) 50} 2488 

Ohio 60; 2500) 418 73 179| 3162) +3285) ~=7117| + +9358 93 1219, 1449 12119) 1979) 708) 11069) 2443) 3168) 19367) 650) 2164) 43917 
‘59! 2070} ~—_(377 77|___ 328} __1152} 2722} +—4656| ~—«8942|_~—_—i319 105| _'1057|_—=—s|_-:10423| ~—*686| — 489} ~—«8112| —2543| ~—«2829|—*15859| —1006| +—-2718| 36732 

Oklahoma 60, 352 48 16 22; 276; ~=«353)~=SO71S| «1487 17) 121) 134) ~=«1759)~=S—«279|~Ss«SB|—s«sB16| ~—-369) + ~+~« 405) +~—«:3025) 69| 316) +6236 
¥ se ‘591 290) ~——49 | _—-45]_—s439] ~—s319]_—s« S59] ~—*1:747 i eee ae 1949} 299] 144) 1965} 432} 460) ~—3300)_—116) = 464] 6678 
Pennsylvania "60| 2677; ~—«633)—S 3) ~—=«s271| +3043) +3042) += 7102) ~—« 093] 88; 866, +624 +«7871| +1378) 860) 9067) 1792| 2078| 15I75| 799) 2300) 35924 
‘59! 2257|_—623|_—=s125| ~—=— 400) _~—=sdt:'1'78|~—«3381| +5707) +7334 ~—«306| ~_—=dSS| oe 8787| _1595|__—-879| 8506) —2257| | -2223| (*(15460| 960 -—«2336| 35507 

Utah 0; 245) —Ss«44 8 30; +132) 220) 434) 648 13) 78) =«79|~=S—Cte))~—Si23)tiSSC 1St| 25! —s1271| ~Ss 46] S29] S305 
os '59| 286 ee 61] 159] ~— 284] ~—G09|— 28 10} 100) 747| ‘164 73|__6tt|__—_—*439)_~—=—236]_—«*223|_~—S 29] ~——2t|~— 2860 
Vermont 60! «147)—S«30 6| 10/138) ~—«201 385|  494| 7| 66 26 ——«593) 97 30; +587) 68; «115|——«897/ 59| 253) 2334 
nt ‘soi. 167}. 3H} 8 19| 65|__:179|_——297|__—467/ 19} 2! 64| _|_ 552} —_—*102|_—S40|_—si5 28 78; '102|_—« 850} —=s 58} _—261| 2175 
West Virginia ‘60/304 63 8| 24; -264,—=—«414)—Ss«73!”~=«1026 8| 149; «97,1280 = s«84)—Ssa74)'—=s*4351|  +~—«-257|~=S=«322| «2185! =| ~—S287| «4917 
59] 216| SI 8; -29|_~—s126}~— 277i} 485]. 877} ~—40 20 99/ 1036} 169), —S79| ~—951| +248} = 228) 1675! _—sdt0},~S 2901 ~—«3812 

29 States "60| 17749| -3297|——«580| —«1190| +—16575|- 19497| 41139) 54788 77\| 6464) 6624) 68647| 11263) 5656) 72298) 14408). 16133) 121756) 4611) 17921) 271625 
For April 59] 14548| 2911/4699] 2032) ~—-4595| 18701| 30938) 56706| 1900) _1093| 6406 | 66105) 10669! 5559} 58334| 15526) 16921| 107009/ 5641| 19118} 243359 
Year "60| 109849/ 22481| 4959/ 8789|-95775| 123116| 255120| 395708 7416| 46341| 11816) 461281/ 73538! 43284) 458119| 96442! 108732! 780115! 32307| 154116|1792788 
To Date 59} 84993] 15736! 4943) 11791] 34645] 92229] 159344] 379331| 13647) 8787| 41564 443329! 75904) 42450| 392075! 103453) 102152) 716034! 36575| 146581 | 1586856 





Compiled from official state records. Data 
Ford and Valiant in Plymouth. 
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The Man Behind the Wheel... 





Sales Testing the Pontiac 


(Continued from Page 4) 


up in this department, but either 

way you slice it, under average 

normal driving conditions, you'll 

get all the performance you want. 
* * * 


Big Displacement 


on piston displacement on 
the engine in the test-car en- 
gine was 389 cubic inches, The 
greater the piston displacement the 
greater the potential output of the 
engine. When an engine has a larg- 
er than usual displacement it 
works easier to put out a given 
power requirement. This contri- 
butes much to a long service-free 
life. You can’t take out of an en- 
gine a lot of power and perform- 
ance unless you’ve got it in piston 
displacement. 

When you realize what balance 
among these factors that Pontiac 
engineers have achieved, you 
know why Pontiac won a world’s 
record for stock-car speeds at 
Daytona Beach—over 125 miles 
per hour, 

What about room? Pontiac Vista 
models features the largest rear en- 
trance height and legroom, head- 
room and hip room is big and 
ample. The Bonneville trunk is the 
largest in the industry. 

But the Pontiac steering wheel is 
one of the smallest in the industry, 
making entrance and driver com- 
fort tops, as well as improving 
over-the-wheel vision. Pontiac has 
an exclusi’e tubular center 
X-frame, which, by eliminating side 
rails, makes it possible to use re- 
inforced box-type rocker panels 
built right into the body to supply 
extra strength to frame and body 
while allowing for increased pas- 
senger space. 

I found a lot of other bonus fea- 
tures on the Bonneville, such as 
overlapping windshield wipers, a 


300-Game Bowler 
Sues Dealer Who 
Offered Free Car 


DENVER.—A Studebaker dealer 
and bowling establishment are 
being sued by a bowler who con- 
tended he is entitled to a free Lark 
which he said the defendants of- 
fered to give anyone who rolled a 
perfect 300 game in sanctioned 
play. 

The offer was made by Bill Dreil- 
ing Motor Co. and the Denver Met- 
ropolitan Bowling Proprietors, and 
provided that the Lark would go 
only to bowlers in establishments 
which contracted for it. 

Under the contract, it was said, 
each bowling lane was to contri- 
bute $5 per lane for a fund to pro- 
tect against a string of 300 games. 

A spokesman for Broadway 
Bowl, Inc., a co-defendant, said the 
Lark was not awarded to John B. 
Wilson because the 300 game was 
not rolled in “regular league” play 
and because Wilson was a Broad- 
way Bowl employe at the time, 

Wilson argued that there was no 
stipulation in posters announcing 
the award that the games had to 
be rolled in “regular league” play. 
He also contended that bowling 
rules against an employe collecting 
prize money in tournaments in his 
own establishment did not apply 
in this case. 

He asked the court, as an alter- 
nate to ordering delivery of the 
car, to enter a judgment of $2,500 
damages plus court fees. 





Costa to Give Up 
Helm at Weaver 


SPRINGFIELD, Ill.—Eugene A. 
Costa has announced that he would 
resign June 30 as general manager 
of Weaver Mfg. Co. here. 

Costa, who has been with the 
firm for 26 years, said he and the 
company were unable to agree on 
policy. 

Weaver was bought 13 months 
ago by Dura Corp., Detroit. A 
month later, Costa was elected a 
vice-president of Dura. Weaver 
makes automotive service equip- 
ment, 


short turning radius for its length, 
four-speed Hydra-Matic automatic 
transmission providing better gaso- 
line economy and more flexibility, 
ducted heat to rear seat and superb 
power steering and power brakes. 

The most critical are going to 
find it hard to be displeased with 
any of the Pontiac features. 

* cd * 


Owner’s Manual 


E Pontiac owner’s manual 

gives details for operation and 
servicing. Breakin speeds are listed 
and oil drain is recommended at 
1,000 miles for breakin oil and 4,000 
miles thereafter under normal con- 
ditions. There are lubrication rec- 


ommendations and a photo of the 
oil filter with change recommended 
at 15,000-mile intervals, 

Most important is a list of 
lubrication requirements with the 
type of lubricant recommended. 
It’s a wise owner who: uses this 
and requires his lube man to fol- 
low the recommendations. 

I find fault with the recommen- 
dation to lubricate front-wheel 
bearings only when the wheels are 
off for other service, That’s all 
right if the other services come 
soon enough, but personally I want 
the front wheels pulled before I 
take delivery. Peace of mind is 
worth that much, 





The owner’s manual also has a 





Pontiac Rates Epsteen Tops 


CHICAGO.—Peter Epsteen, head | gaps, distributor dwell angles, idle 
of Peter Epsteen Pontiac, said he| speed revolutions per minute and King-Size Carport— 
has been notified by Frank V.| axle ratios. These things are all im- 
Bridge, Pontiac general sales man-| portant to the owner who takes| Childers Carport ever installed by a dealership. The carport, part of which is shown 
ager, that his dealership has led|care of his car and wants to get/ above, can accommodate 54 cars and trucks. The fluorescent lighting has been placed 
the company’s 3,700 outlets in sales} the most out of his investment in| at key points to glamourize the grilles of the cars on display. The carports are pro- 
for the last 3% years, 








good list of general specifications 
including. engine data, sparkplug 





money, pleasure and use. duced by Childers Mfg. Co., Houston. 





WALTER GRABSKI, 
PONTIAC DEALER, 
Cleveland, Ohio 
STILL USES 
25-YEAR-OLD 
WEAVER 

TWIN POST LIFT 


“This Weaver Twin Post Lift 
has been used an _ estimated 
107,250 times over the past 25 
years. Only nominal maintenance 
has been required and there has 
never been a serious breakdown,” 
says Mr. Grabski. ‘‘The Weaver 
lift was purchased because we 
decided it was the most practical 
one for garage work. The fact 
that sold us was that the entire 
underpart of the car is accessible 
for work, and the car can be 
tilted. New smaller cars are 
handled as easily as larger ones.” 


AFTER 25 YEARS OF SERVICE... 


WEAVER TWIN POST LIFT 


STILL PAYS OFF IN SERVICE PROFITS 








NO CHANGE OF 
CAR SIZE OR 
DESIGN HAS MADE 
IT OBSOLETE 


Year after year, despite continuous 
and drastic changes in car design, 
frame construction and suspen- 
sion, Weaver Twin Post Lifts 
have proved their anti-obsoles- 
cence qualities. Even the oldest 
Twin Post Lifts can be up-dated 
at modest cost, with current 
design Saddles and Adjustable 
Adapters or conversion packages, 
to handle any car on the road 
today. Ask your jobber for details, 
or write for Bulletin AN-457. 


WEAVER MANUFACTURING COMPANY, SPRINGFIELD, ILL., U.S.A, 
DIVISION OF DURA CORPORATION 





LINE—AND NO ONE BUILDS IT BETTER THAN WEAVER 


SERVICE SHOP EQUIPMENT 


COOP O OOOO OOOO EEE HEHE EEE EEE EE HERES RESO EEE ES EEE EE EEE ETE EEE EEE EE REESE EEEEEE ETOH ESTEE EEEE TEESE EESEE ESE SEHESE SEES EEE EEE EEE EEE OS 


50 YEARS SERVING THE AUTOMOTIVE SERVICE INDUSTRY 

‘ Soliman Complete Weaver line includes: Twin Post* Lifts e Triple Post Lifts*e Frame Type, Roll-On and Free-Wheel Single Post Lifts @ Unit 
iebaiteLaeee Lifts e Bumper Jacks e Car Washers @ Wheel Alignment Equipment @ Headlight Testers e Brake Testers # Wheel Balancing 
atic diniala. Equipment.e Jacks @ Wheel Dollies @ and Air Compressors (*Registered Trademarks) 


PLETE 











Walters & Scott Ford Sales, Inc., Pikeville, Ky., has what is said to be the largest 
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TRI-EX REFINED 
Wolfs Head Oil 


mngy 
Hee” he 


Comparative tests and records of countless motor- 
ists prove that regular use of WOLF’s HEAD makes a 
real difference in lower operating and upkeep costs. 
That’s why car owners everywhere insist on WOLF’S 
HEAD, “finest of the fine” premium motor oils. 
WOLF’s HEAD is 100% Pure Pennsylvania—the oil 
with Nature’s Miracle Molecule . . . Tri-Ex refined 
three extra steps for truly superior performance... 
and Scientifically Fortified for complete protection. 
With WOLF’s HEAD you can keep your 

customers coming back. WOLF’S 
HEAD commands distinctive cus- 
tomer loyalty the world over. 


GouSuead 


WOLF’S HEAD 
OIL REFINING CO., INC. 


OIL CITY, PA. 
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Fine cars since 1896 


Daimler invites inquiries from dealers 
east of the Mississippi for sales of 
the new SP 250 ... the 2% liter V8 sports and personal car 
of exceptional performance and quality. 
Priced below $4,000. 
Write direct to: 
The Daimler Corporation, 
Box 6790, Baltimore 4, Md. 
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Squeeze on Dealers Cited... 
Minimum- Wage Hike 
Opposed by NADA 


WASHINGTON. — Proposed 
House legislation to increase mini- 
mum wages to $1.25 an hour was 
under attack last week by the Na- 
tional Automobile Dealers Assn, 

If the bill is enacted, NADA 
said, dealers might be forced to 
lay off employes, reduce services 
and charge more for products 
and services. 

NADA was joined in its opposi- 
tion by the United States Chamber 
of Commerce, which warned that 
any increase from the current $1- 
an-hour minimum “might touch off 
a@ wage-price spiral even larger 
than those which have followed 
massive union wage increases.” 


NADA’s opposition was embodied 












































Obituaries 


Newton W. Seidel, 62; 


Chrysler Fleet-Sales Chief 


DETROIT. — Newton W. Seidel, 
62, Chrysler Corp. fleet-sales man- 
ager since 1958, died May 27 in 
Henry Ford Hos- 
pital here. 


Mr. Seidel join- 
ed Chrysler Corp. 
in 1928 with the 
National Business 
Sales Division, 
which shortly 
thereafter be- 
came the Fargo 
Division. He was 
named _ executive 
assistant to the 
Fargo president 
in 1942 and was elected a division 
director and vice-president in 1947. 
He was appointed sales vice-presi- 
dent in 1953. 

+ a * 


Joseph F. Vance 
CHARLOTTESVILLE, Va. — Joseph F. 
Vance, 59, president of Vance Buick, Inc., 
died May 21. 








N. W. Seidel 


* * 


John E. Wise 

SMITHFIELD, Pa.—The body of John 
E. Wise, an auto dealer who had been 
missing since November, 1957, was found 
May 27 in Cheat Lake near Morgantown, 
W. Va. Skin divers found Mr. Wise’s body 
in his car in 100 feet of water, Acting 
Coroner Don Rennie said the car had been 
damaged only slightly and that Mr. Wise’s 
body apparently had been in the water 


for 2% years. 
* 


George W. Frazier 
WASHINGTON.—George W. Frazier, 56, 
who owned and operated Frazier Motors 
in Falls Church for 27 years until his re- 
tirement a year ago, died after a long 
iliness Sunday in Arlington Hospital. 
* * * 


Arthur L. Conrad 
SCRANTON, Pa.—Arthur L. Conrad, 56, 
treasurer of the Lackawanna Automobile 
Co., Inc., and a partner in the firm, died 
May 22 after a long illness. He was affili- 
ated with the dealership more than 35 
years, It was founded by his father and 


two uncles. 
+ * 


Elmer H. Gale 
MANCHESTER, N. H.—Elmer H. Gale, 
who had been in the auto business here 
for 48 years before retiring in 1959, died 
May 24, 
* * * 


John A, Reilly 

BOSTON.—John A. Reilly, 55, Newton 
Centre, New England zone development 
manager for Studebaker-Packard, died here 
May 27. He formerly was a Pontiac-Cadil- 
lac dealer in the Gloucester-Norwood area 
and was a past president of the Boston 
Cadillac Dealers Assn. 

* * o 


Earl Taylor 
FULTON, Ky. — Earl Taylor, a retired 
Chevrolet dealer here, died May 27 at the 


age of 68 
lee @ 


George Calvin Greene 
BOONE, N. C.—George Calvin Greene, 
60, head of Greene Buick-Pontiac, Inc., 


here, died May 23. 
* * * 


William James Johnston 

HAMILTON, Ont.—-William James John- 
ston, 69, founder of Johnston Motor Sales 
Co., Ltd., died May 22. He came to Canada 
from Ireland 49 years ago and was as- 
sociated with several dealerships in Tor- 
onto, Regina and Hamilton before starting 
his own firm here in 1923. Mr. Johnston 
was a past secretary of the Hamilton Auto- 
mobile Dealers Assn. 
* * * 


Lou E. Holland 
KANSAS CITY.—Lou E. Holland, presi- 
dent of the American Automobile Assn. 
Foundation for Traffic Safety and a past 
president of AAA, died May 25 at his 
home here. He was 82. 
* +. 


C, A. Anderson 
8ST. PETERSBURG, Fila. — Clarence A. 
(Tiny) Anderson, 60, of Madeira Beach. 
died here May 20. He had been an auto 
dealer in South Bend prior to his retire- 
ment six years ago. 


in a statement submitted to the 
Subcommittee on Fair Labor 
Standards by William J. Cleveland, 
of NADA’s National Affairs Com- 
mittee. 


NADA made the following points 


General Combines 
Research Offices 


AKRON.—General Tire & Rub- 
ber Co. has moved its automotive 
products development office from 
Detroit to company headquarters 
here. 

The move has been made, the 
company said, to provide more ef- 
fective service to the automotive 
industry through closer association 
of field personnel with development 
work in progress in Akron research 
development laboratories, 








about the proposed legislation 
(H, R. 4488): 

1, It would tend to bring practic- 
ally all auto dealers under the law. 

2. Limitations imposed by the 
bill would have the effect of dis- 
criminating between competing 
auto dealers. 

3, Discriminations between auto 
dealers and competitive retail and 
service establishments would re- 
sult. 

4. The Fair Labor Standards Act 
never was intended to apply to a 
local auto dealer. 

5. The nature of a dealer’s busi- 
ness makes it impracticable for 
him to comply with the require- 
ments of the proposed law. 

6. The bill is too vague to enable 
the average dealer to determine 
whether he comes within the cov- 
erage of the proposed law. 

The Chamber of Commerce 
said that if the bill were passed, 
businessmen would be forced to 
raise the rates of one out of 
every 10 persons in the work 
force. 

“With two-fifths of all corpora- 
tions making no profits and retail 
stores averaging only one percent 
profit on sales, profits could not 
absorb the increase,” the chamber 
said. 





Union Aims at White-Collar Workers .. . 





Organizers Turn to T'V 


By Francis J. Gawronski 
Staff Writer 
A DRIVE to organize white-col- 
lar workers through commer- 
cials on a nationwide television 
show was launched last week. 

The 350,000-member Retail Clerks 
International Union 
said it has purchas- 
ed time for the bal- 
ance of this year on 
the Dave Garroway 
“Today” show on 

the National Broadcasting Co. net- 
work. 

The union, which has attempted 


Three-Day Show 
To Open Friday 
In Silver City, N. M. 


DETROIT.—Autos will share the 
spotlight with mobile homes and 
boats at a three-day outdoor show 
opening Friday (June 10) in Silver 
City, N. M. 

The display is sponsored by the 
Lions Club of Silver City and the 
Grant County New Car Dealers 
Assn. 

More than 80 domestic and im- 
ported cars were on display at the 
third annual spring show of the 
Lorain County (O.) Automobile 
Dealers Assn. The show is held 
yearly at Sheffield O’Neil Center to 
coincide with its anniversary. 

More than 250 dealers, salesmen 
and their guests attended a kickoff 
breakfast preceding the opening of 
the affair. 

Eight dealers displayed autos and 
trucks at a three-day outdoor show 
in Las Cruces, N. M. 

Tucumcari (N. M.) dealers and 
the Tucumcari Daily News spon- 
sored the city’s first auto show in 
years. Nine dealers displayed 26 
autos. 


Car-Theft Ring 


Broken in East 


HARTFORD. — Connecticut and 
Vermont state police, investigating 
an alleged interstate stolen-car 
ring, have arrested two persons 
and recovered more than a dozen 
autos and 22 sets of Connecticut 
plates. 

Held on car-theft charges are 
Harold Rothstein, an auto dealer 
in Lyndon, Vt., and John F. Mc- 
Curda, Burlington, Vt, A police 
spokesman said more arrests may 
follow. 

Police credited the National Auto 
Theft Bureau for breaking the 
ring. They said the bureau made a 
study of cars stolen in New Eng- 
land and found that many of them 
closely resembled those on Roth- 
stein’s used-car lot, Vermont police 
went to the lot and the first car 
they inspected proved to be stolen, 
police said. Developments quickly 
“mushroomed,” they said, and the 
arrests followed. 





to organize automobile salesmen at 
dealerships in several states, said 
the plan “has no precedent in or- 
ganized labor.” The union is in- 
vesting a half million dollars in the 
plan and may expand the drive 
later. 


“The messages will stress the 
union’s long and proud history, its 
present achievements and future 
aspirations,” the union said. “Ani- 
mated film presentations will bring 
these themes to life.” 

Meanwhile, about 1,400 office 
and plant clerical employes of 
Chrysler Corp.’s missile plant in 
Sterling Township, Mich., were 
scheduled to vote last week in a 
National Labor Relations Board 
election to determine if they 
want the United Auto Workers 
Union as their bargaining agent. 

The election is an important one 
for the union, It is considered the 
first major test of the UAW’s new 
campaign to win members among 
the white-collar workers in indus- 
try in the Detroit area. 

In other labor news, the United 
States Supreme Court has agreed 
to review the NLRB’s policy of per- 
mitting a company to decide which 
of its workers will do jobs claimed 
by the membership of competing 
unions. 

A lower court told the NLRB to 
make its own decision on the work 
assignment rather. than relying on 
management action. The case in- 
volves the assignment of work that 
isn’t specifically allocated to a cer- 
tain union’s members by a bargain- 
ing contract. 

In Toronto, the UAW has been 
certified as the bargaining agent 
for 35 employes of Mercedes-Benz 
of Canada, Inc. 

The union, in an application to 
the Ontario Labor Relations Board, 
presented membership cards from 
more than 90 percent of the work- 
ers. 


Jerry Richter, UAW international 
representative, said licensed me- 
chanics at the company make $1.20 
to $1.50 an hour, compared to the 
going union rate of $2.25 to $2.50. 

In Toledo, Willys Motors, Inc., 
said it planned to lay off about 300 
production workers, The layoff re- 
sults from a return to “normal 
scheduling,” the company said. 

According to the company, work- 
ers were added early this year as 
output was built up to a “higher 
than normal!” level on a new sta- 
tion wagon model. 


Olds Dealer Rutgers 
Bankrupt in Michigan 

FREMONT, Mich.—Fred Rut- 
gers, doing business as Rutger’s 
Oldsmobile here, has been adjudged 
bankrupt by the U. S. District 
Court in Grand Rapids. 


First meeting of creditors was 
held June 2. 
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Say Cure Lies at F actory Level... 
Dealers Air Distribution Woes 


(Continued from Page 6) 


than they do through regular 
channels, 


charge by local 
labor cuts severely into the prof- 
it,” he said. 

“However, if a Lawder customer 
likes a floor model but doesn’t want 
power steering, he said, it is an 
easy matter to change or trade 
steering systems with another car, 
“and the same goes for power 
brakes.” 

Wiggins said he encounters little 
or no maldistribution. 

“In the regular line we get all 
we order, but the T-Birds are dif- 
ferent. You get your shipments in 
accordance with the volume of 
business you do in the other lines. 
This has its advantages, though, 
for it keeps the resale of the 
T-Birds at a good level.” 

Lawder engages in dealer ex- 
change extensively, he said, having 
traded 34 cars ina short period. 

* 


AROLD GEETERSLOCH, as- 

sistant sales manager at Mc- 
Inerney Chevrolet, said an average 
of three weeks is needed for deliv- 
ery of special-order cars, “but 
a if they want air condition- 
ng.” 

He agreed that delivery would 
be speeded up if shops would in- 
stall equipment such as power 
steering, power brakes and ra- 
dios, but a better profit would be 
realized if this were done in the 
factory. 

“However, it is not a strain for us 
to do it as long as we, or any deal- 

er, are geared for such work,” he 
said. 
Geetersloch said he feels there is 
no maldistribution of Chevrolets in 
the Chicago area. 

“We have a pool,” he said, “The 
bigger dealers are entitled to more 
cars. And we do dealer-trading; I 
made three dealer trades myself 
just this morning. There are so 
many dealers in Chicago, it has its 
advantages.” 

Buick, DeSoto, Mercury, Oldsmo- 
bile, Pontiac and Rambler dealers 
reported that business is “picking 
up” generally, but that it is expect- 
ed to drop a bit after Memorial 
Day and rise once more around 
July 1. 

They said special-order cars ar- 
rive in a month or less, and there 
seems to be no maldistribution in 
these makes. Shop installations 
were opposed as a general rule. 

> ba J. ATCHISON 
* * 


Atlanta 


=v, on special-order cars 
in the Atlanta area takes from 
10 working days on locally pro- 
duced cars—Ford, Chevrolet, Olds- 
mobile, Pontiac and Buick—to 
three weeks on American cars built 
elsewhere. 

Dealers do not believe more 
option installations by their own 
shops would help the situation 
very much. One reason, they said, 
is that most special orders in- 
volve engine, transmission and 
upholstery options that best are 
handled at the factory, Also, 
many customers insist on fac- 
tory installation of options, they 
added. 

Even such optional equipment as 
air conditioning should be installed 
at the factory, a Lark dealer point- 
ed out, because local labor and 
parts costs would run the price up 
and cost either the dealer or the 
customer more money. 

The only way to cure maldistri- 
bution, dealers said, is for factories 
to agree to eliminate some options 
and offer fewer models. To be ef- 
fective, they added, this idea would 
have to be adopted by the entire 
industry. Dealers think there could 
be fewer choices of upholstery, in- 
terior and outside colors, top op- 
tions on convertibles and other 
items without reducing the sales 
volume. 

Dealers said their inventory and 
delivery problems are multiplied 
with each new line and model. 
With the new smaller cars already 
on the market and more due in the 
fall, dealers are expecting their 
distribution problems to mount 
rather than diminish, unless fac- 
tories come up with some means of 
solving the problem. 

* 


A FORD dealer said “dealers to- 
day have the heaviest stocks 





they’ve ever had, with more model 
but 
still we can’t satisfy the customer. 
He is spending a lot of money, and 
he wants practically a custom built 


and color choices available, 


car. And he gets it.” 

A Chevrolet dealer recalled 
that the factory once bragged in 
its ads that customers had al- 
most a million different optional 
combinations, Today’s ads should 
wean the customer away from 
expecting so much, he sai 


Dealers generally are not critical 
of the factories, explaining that the 
present dilemma is an outgrowth 
of healthy industry competition. 
They said they are confident the 
manufacturers will do what they 


can to ease the situation. 
—E. C. Basu 


+ * * 
New York 


GPECIAL-ORDER cars take from 
five days to five weeks for de- 
livery, according to dealers in the 
New York area. On some hot com- 
pacts, they said five weeks ig al- 


most a minimum delivery time. 


options would help. The options 
customers ask for include such 
things as special paints, trans- 
missions, engines and other items 
which should or must be fitted at 
the factory, they added. 


Maldistribution is almost a dirty 
word to dealers in this area, and 
one which brings on heated dis- 
cussion, Many suggestions are 
being made, and they sound like 
those that have been made in the 


Most dealers seem to be of the 
opinion that factories will have to 
begin some kind of local warehous- 
ing of their own if they expect 
dealers to continue in business, and 
do any kind of a decent market- 


penetration job. 


Most dealers feel it won’t be long 
before all major manufacturers will 
it necessary to warehouse 
locally a good stock of autos, from 
which dealers can draw. They feel 
this would relieve the dealer of a 
tremendous responsibility for 
guessing his market two to three 
months ahead of time, as well as 
alleviate hig floor-planning prob- 


find 


lem. 


* * * 
S igereoe’ also recognize that such a 
stockpile would mean a hefty 


investment by the factory, but they 


seem to feel it is a responsibility 


they have long shirked and will 
have to rectify soon. 

In some instances, dealers insist 
that the maldistribution problem is 


acute. So much so that they have 


been working individually and in 


groups to work out some kind of 


relief. 

Although nothing is definite, 
there is a strong rumor that one 
dealer group soon will make an 
important announcement in this 


area, which is aimed at alleviating 


the situation. 
—Ep Brown 
* * a 


Miami 


[/peaLans here agree generally 
that delivery of special-order 
cars from the factories are not 
unduly delayed, that dealer instal- 
lation of optional equipment would 
speed up deliveries in some cases 
but would entail extra expense, 


Demrick President 
Of Hurd Lock 


ALMONT, Mich. — Appointment 
of Carl J. Demrick as president of 
Hurd Lock Mfg. Division, Avis 
Industrial Corp. has been an- 
nounced by War- 
ren E. Avis, 
board chairman, 

Demrick for- 
merly was presi- 
dent of Chrysler 
Corp.’s Amplex 
Division. He also 
served as Plym- 
outh manufactur- 
ing vice-presi- 
dent. 

At Chrysler, 

©, J. Demrick Demrick directed 
the building of the automated 
Plymouth engine plant, conversion 
of the Delaware tank plant to car 
production and the expansion of 
the Los Angeles assembly plant. 



























problem of faster deliveries. 
Where certain have a 


have too many options, models 
and colors. 


immediate delivery. 


ety of makes. 
can get, 


the factory, he added. 
* + + 


installation, 
orders in about three weeks.” 
Andrew Nelson, Nolan-Brown 
(Cadillac), claimed no orders 
have been lost because of delays, 


“Right after the steel strike, we 
were loaded up with almost every 
imaginable model and color, but 
sales have brought this down to a 
well-balanced inventory,” said Ray 
Forgarty, Don Allen Chevrolet. 
“Special orders come through fairly 


fast.” 


Bill Frawley, Cecil Holland Ford, 
and Bill Austin (Ford), said they 
usually can get special orders in 


three weeks. 


Frankie Watts (Waco Foreign 
Cars), said he avoids specials be- 
cause it sometimes takes a year to 
get them from London or the Con- 


tinent. 


G. F. Strickland, Crane Rambler, 
complained that his only trouble is 
getting regular orders in sufficient 


quantity. 


L, A. Thompson, Spitzer Dodge, 


and Charles Tutan (Dodge), said: 


“Special orders take from four to 
six weeks, which is about the usual 


average.” 


I. H. Blankenship, Sheehan 
Buick, said “specials” take about 
three to four weeks, and that “we 
can install locally but at extra ex- 


pense. 


Kenneth Brelsord, Miami Lin- 


coln-Mercury, said his specials take 
about a month and that he tries to 


switch customers to what he has 


in stock. 
—Trescott GoopE 
* * 


+* 
Detroit 


vo only real solution to mount- 
ing inventories and distribution 
problems is fewer models and op- 
tions, some Detroit dealers believe. 
“There are just too many op- 
tions, models, colors and engines, 
and too many ways to put them 
together,” said Leo Carey, sales 
manager, Johns Bros, (Ford). 

“The factories should cut out 
having so many makes and mod- 
els,” said Kenneth Kennedy, sales 
manager, Hanson Chevrolet. “You 
couldn’t satisfy the public even if 
you had a thousand more models 
and options.” 

None of the dealers contacted in 
a survey said maldistribution was 
responsible to any extent for high 
inventories. 

“The factories send us only the 
cars we ask for,” said Jim Herron, 
sales manager, Lewis Brown, Inc. 
(Ford). “A dealer could carry up to 
500 cars in stock and still run into 
customers who'd want something 
he didn’t have.” 

Other dealers expressed similar 
feelings, but all said they find car 
swapping among dealers a big help 
in filling orders they can’t meet 
from their own inventories. 

* 7 * 


HERRON suggested “one central- 
ly located, factory-maintained 
pool from which all dealers of one 
make could draw. Then the dealer 
might be able to get away with 
carrying only about 50 cars in 
stock. It would mean a big saving 


that at present there is no maldis- 
tribution of new cars and that no 
one has the answer to solving the 


Buyers tend to prefer the units 
not in stock, some dealers said, but 
when told there may be a delay of 
from three to eight weeks, they can 
be switched to another car for 


Air conditioning is a big feature 
in the Miami area, and most deal- 
ers are equipped to install a vari- 


With imported cars, one dealer 
said, it usually takes up to a year 
for delivery of anything special, so 
buyers prefer to take what they 


Allan Hecht, Bass Chrysler, said 
he has been able to get what he 
needs by swapping cars. It takes 
up to six weeks to get them from 


RANK EDELEN (Buick) said: 
“It costs too much for dealer 
and we get factory 





Pierce-Arrow Owners 
To Rally in South Bend 



















SOUTH 
Arrow Society of 


on Route 2. 
South 


ning expenses.” 

Most of the dealers thought 
that the wait for delivery of spe- 
cial-order cars was not unreason- 


air,” said one dealer. 


wait longer, most dealers said. 


cial order is received. 


extra waiting time,” he said. 
*~ + * 


No of the dealers thought that 
an increase in dealer installa- 
tion of optional equipment would 
be practical in easing the distribu- 


tion problems. 

Most of them said their shops 
do install a lot of optional equip- 
ment—such as whitewalls, radios 


in this work would boost their 
Parts and labor costs and cut 
into already low profit 


margins. 

“Labor costs are too high to con- 
sider any increase in option equip- 
ment,” said R. L. Moore, sales 
Funston Chevrolet Co. 
“With low profit margins, we often 
make our money on factory-install- 


manager, 


ed options.” 
The cost of the options them- 


selves are too high for the dealer 
to make money on shop installa- 


tion, according to Carey. 


He said his firm buys cars with 


factory-installed options and then 
switches them around in its own 
shop, thus: saving on the higher 
cost as a separate parts item. 
—JoHN E. WALSH 
+. * * 


Dallas 


To waiting time for special- 
order cars in the Dallas area 


is two to three weeks, except for 


most Chrysler Corp. makes, which 
dealers said is considerably longer. 

Most dealers questioned, how- 
ever, felt that closer on 
between dealer and factory could 
cut down the delivery time some- 
what, even in the shortest periods 
now prevailing. 

Dealers generally did not com- 
plain of 10-day to three-week pe- 
riods, because complex scheduling 
problems are involved. 

Dealers for Chrysler makes did 
complain sharply of waiting pe- 
riods of four to six weeks, It takes 
that long for special-order delivery 
of Chryslers, Plymouths and Im- 
perials, a checkup indicated. 

A Dodge dealer said it required 
four to seven weeks to get delivery. 
An Imperial dealer said he was ex- 
periencing an 11-week wait on spe- 
cial orders. Valiants, however, are 
arriving in much better time than 
previously, dealers said, 

One dealer for a Chrysler make 
said delivery on stock cars is prac- 
tically as fast as those for special- 
orders. He protested that the spe- 
cials should be given preferential 
consideration. 

+ + + 
ORDS (from an assembly line 
in Dallas) are available in 10 
days to two weeks, Chevrolets 
(from Kansas City or St. Louis) are 
received in two to three weeks. 

Oldsmobiles, Buicks and Pon- 
tiacs (from a Buick-Oldsmobile- 
Pontiac assembly plant in nearby 





BEND.— The Pierce- 


ing Grounds west of South Bend 
About 25 restored Pierce-Ar- 





in storage space and in floor-plan- 


“Some people can’t understand 
why they should have to wait for 
a car when there is such a large 
inventory, but usually a careful ex- 
planation of the situation clears the 


The general waiting period in the 
Detroit area is 10 days to about 
four weeks and depends usually on 
the model or type of options want- 
ed. Buyers who want equipment 
which has limited acceptance must 


Herron said he thought special 
orders could be speeded up if there 
were greater factory cooperation in 
modification of specifications for 
cars already scheduled when a spe- 


“If the car scheduled and the 
one on order are the same except 
for the engine or some other op- 
tion, it would seem that the factory 
could make a switch in specs so 
that the scheduled car could meet 
the special order and cut down the 


Arlington) are received in two to 
three weeks after order. 

There was generally an indica- 
tion that dealers were willing to 
expedite deliveries by local installa- 
tion of the ordinary options where 
costs are not excessive, 

Ford dealers said they often 
found it advantageoug to install 
various options, excluding engines 
and transmissions. 

A Chevrolet dealer said such 
items as seats would be a good op- 
tion for dealer installation. Another 
said a more flexible stockpiling pro- 
gram at the factory to meet near- 
term production schedules would 
help—except, of course, at model 
cleanup time. 

One dealer feared that a certain 
factory was emphasizing several- 
day runs on specific models—two- 
doors for a time, then all four- 
doors—rather than mixing up the 
orders more on the assembly lines’ 
daily runs, He pointed out that 
bunching of models in production 
scheduling, together with a five-day 
week and shipping time, caused 
delay. 























—CHARLES CATES 
* + * 


Seattle 


LOT RInUTION and long 
delays on special-order cars 
seems to be no great problem 
among new-car dealers in the Seat- 
tle area. 

The waiting period varies 
among the different makes and 
models from three to seven 
weeks, but the latter was called 
the exception to the rule, Most 
dealers quote 30 days as the usual 
waiting period. 

In-transit time is an important 
factor in this area because of dis- 
tance from the factories, For this 
reason the opinion is that dealers 
here have fewer special orders than 
those closer to the assembly plants; 
customers can be more readily 
switched to what is immediately 
available. 

The exchange of specific models 
among dealers also is helpful in 
meeting customer requests, it is 
said, and provides the answer in 


cases. 
Dealers would like to see fewer 
models and a narrowing down of 
the number of options that require 
factory installation — particularly 
in the range of engines, power 
packages, transmissions, etc. 
+ * - 
E dealer of a medium-priced 
car said he rarely takes an 
order for a “straight-stick” trans- 
mission, but that he has to keep a 
couple on hand to be able to meet 
the lowest advertised-delivered 
price on his make, 


direction 
available to the car buyer. 

Also desired would be the possi- 
bility of more option installations — 
by dealers, although it is recog- 
nized that, as one dealer puts it, 
“much of the stuff is too complicat- 


ed for that.” 
—DMartTin TREPP 
* * * 


St. Louis-Kansas City 


OST dealers in these areas re- 
ported that three weeks is nor- 
mal for delivery of special-order 
cars, with these orders increasing 
fast and resulting in lots of switch- 
ing by dealers, 
While General Motors dealers 
get faster service from the 
Buick-Oldsmobile-Pontiac factory 


spite the new Chrysler-D od ¢e- 

Plymouth factory in St. Louis, 

dealers said they seldom get de- 

livery in less than three weeks. 

Most dealers thought that in- 
creased dealer installation of op- 
tions would be a remedy for ex- 
cessive stocks, but they said the 
factory should establish large re- 
gional banks of options such as air 
conditioners, power units and other 
options so dealers can draw parts 
fast. 

But one dealer said that after 
this is all done, “we still wind up 
most of the time with the wrong 
color and the wrong upholstery and 
there isn’t much a dealer can do 
about this.” 

Another dealer said “we may be 
coming to a situation in the truck 
industry where they almost build 
a unit up from scratch to order. 
But one of the main deterrents to 
much hope from large-scale instal- 
lations of options is the shortage 
of competent mechanics.” 

—L. H. Hovex 








—————e 
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Truck Light Order |After Brief Fli 


Delayed Till Nov. 


WASHINGTON.—The Interstate 
Commerce Commission has post- 
poned the effective date of its truck 
lighting order (Ex Parte MC-40) 
from Aug. 1 to Nov. 15, 1960, in 
order to allow sufficient time for 
consideration of petitions of in- 
terested associations. 


By William Carroll 
West Coast Editor 
LOS ANGELES, — A promotion 
offering prospects $5 for test driv- 
ing a Volvo was cancelled shortly 
after it was launched in Southern 





SERIES 22 > SERIES 37 
single gear, forward and reverse, 
medium duty heavy duty 
SERIES 24 (jue) as SERIES 30 
high speed, two a 3 forward and reverse, 
gear, heavy duty 0 , plus extra shaft 
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SERIES 25 . SERIES 39 
high speed, two speeds forward, 
two gear with one reverse, 
hydraulic pump ’ heavy duty 
SERIES 26 SERIES 41 
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one reverse, 


medium speed, two 
gear, heavy duty 
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NEW CAR DEALERS SAY, 
“JET STREAM 

AIR DEFLECTORS BELONGS 
ON EVERY WAGON” 


DON'T SELL ANOTHER 
STATION WAGON WITHOUT 
THE NEW 


r JET STREAM 


TRADEMARK 


air deflectors 


(for Station Wagons, Pick-Ups, Ranch Wagons, etc.) 


Amazing new aerodynamic principal gives 2-way 
protection 

@ KEEPS DANGEROUS EXHAUST FUMES OUT 

@ KEEPS REAR WINDOWS CLEAR FOR SAFE VISION 
Customers can enjoy safe, healthy, all-weather 
driving with Jet Stream, a new air deflector design 
that keeps dust, rain, snow and mud from collect- 
ing against the rear window; keeps dangerous ex- 
haust fumes out! 

© Beautiful tripie-piated, rust-proof chrome finish 

© #707 fits all models; #707R for Rambler wagons 


© Easy-to-install, easy-te-sell for extra profits 
U.S. PATENT NO. 2,933,344 
eeeeeeeeeeeeeeseoeoeseeeeeeeeee 


= 
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© SUPERIOR INDUSTRIES Dept. AN3 

= 7260 Atoll Avenue, North Hollywood, Calif. 































energetics ialtiaielasest 
ADDRESS_ ; 

ee Vcd cccentnlitenatic ee nasad VO 
| Se eee, | EG 


os 
Complete satisfaction guaranteed or money back . 
e@eeeeeeeeeoeceooeeeeoeeeeeeeeeeee 








A Quality Product of 
Superior industries 





on Coast... 





California. The program was spon- 
sored by Auto Imports, the dis- 
tributor in 13 Western states, in 
the section of California from 
Fresno south to San Diego. It was 
available to 66 dealers. 

All the prospects had to do to 
receive a check for $5 wag drive a 
Volvo, fill in a registration form 
comparing the Volvo with any re- 
cently driven compact and send 
half of the blank to the distributor. 

The official reason given for the 
cancellation was “to give the deal- 
ers a chance to work off the floor 
(some 800 to 1,000) leads they’ve 
developed so far.” 

It was reported also that some 
dealers refused to go along with 
the promotion after the first few 
days. They said too many people 
showed up merely to collect the $5. 

Eugene V. Klein, president of 
Auto Imports, said the promotion 
was planned to meet the competi- 
tion from American compacts 
without resorting to “me-too- 
ism.” He said, “Our basic prob- 
lem was to get increased floor 
traffic for the dealers, So, of ne- 
cessity, we had to come up with a 
promotion that was different and 
eye-catching.” 

As originally laid out, Klein’s 
plan was uncomplicated. 

Each dealer was given a pad of 
serially numbered, two-piece forms, 
When a prospect, who had previ- 
ously driven any other compact, 
took a five-minute drive in a Volvo, 
he filled in the form. 

The demonstrating salesman then 
signed it and the dealer approved 
the demonstration. The prospect 


Volvo Calls Halt to $5 Test Drives 


was given half the form, which he 
mailed directly to Auto Imports. 

The dealer separately mailed his 
half of the form and Auto Imports 
matched the numbered sheets and 
sent a check to the prospect, in care 
of his dealer. The prospect had to 
call again at the dealership to pick 
up his check. 

Auto Imports paid costs of the 
promotion itself, although partici- 
pating dealers were required to 
ante $2.50 toward each $5 check 
issued. 

Inspection of some 500 forms 
returned in the initial stages of 
the promotion disclosed that a 
large number were from people 
eager only for $5. 

However, one man who took his 
drive on a Saturday mailed in his 
half of the form for $5 on Tues- 
day and wrote: “Decided to buy a 
Volvo because the dealer gave me 
one of the best sales talks and 
demonstrations that I’ve had on 
any car.” 

Dealer reactions to the promo- 
tion were mixed. One Volvo outlet 
said, “Frankly, we got every mooch 
in town.” 

“It was a success in the way we 
anticipated,” said Al Felix of Rich- 
ter Motors, “It got people to ride 
the car.” 

Topper was the aircraft worker 
who walked into the showroom of 
Larry Reed and said: 

“Say, I read in the paper where 
you'll pay me $5 to drive a Swed- 
ish car. Be glad to do it. But you 
don’t have to worry about me 
buying one. I ain’t worked in four 
months.” 

“What could you do with him?” 
asked Larry. He got the ride and 
will get the $5. 


According to Surveys ... 


More Auto Chemicals Used 


NEW YORK.—Steadily increas- 
ing consumption of automotive 
chemicals has been revealed in sur- 
veys compiled by its Automotive 
Division, says the Chemical Spe- 
cialties Manufacturers Assn. 


The surveys covered anti- 
freeze, cooling system chemicals, 
hydraulic brake fluid and auto- 
mobile waxes and polishes. 


An increase in sale of antifreeze 
to more than 121 million gallons 
for 1959 reflects the alltime peak 
number of automobiles on the na- 
tion’s highways. Of this total, 108 
million gallons was of the ethyl- 
ene glycol type and 13 million gal- 
lons of the methanol type. 

The total represents an increase 
of 11 percent over 1958 production 
of 110 million gallons. The survey 
revealed a trend toward greater 
usage of gallon-size containers than 
in previous years. 

Overall production of automobile 
cooling system chemicals increased 
significantly in 1959. Approximately 
33.5 million consumer packages 
were produced—10 million more 
than in 1958. The review covered 
cooling system cleaners, sealers, 
rust inhibitors, and combined water 


Abernethy Sees ; 
Big Compact Gains 


DENVER. — Roy Abernethy, 
American Motors automotive dis- 
tribution and marketing vice-presi- 
dent, predicted here that compact 
cars will take 60 
percent of total 
auto sales in 1963. 

He said com- 
pacts today rep- 
resent 28 percent 
of sales, compar- 
ed with only 10 
percent a year 
ago. 

“And we are 
predicting the 
compacts will ; 
have 50 percent Roy Abernethy 
of the market in 1961 and between 
60 and 75 percent of the market in 
1963," Abernethy said. “We sold 
368,000 Ramblers in 1959 and we ex- 
pect to hit close to 500,000 this 
year.” 











pump lubricants and rust inhibi- 
tors. Hydraulic brake fluid produc- 
tion was up 20 percent over 1958, 
with the figure being 11,800,000 gal- 
lons for 1959 and just under 10 
million for 1958. 

The major portion of all brake 
fluid compounded met govern- 
ment or Society of American En- 
gineers specifications. A trend 
toward higher specifications 
which upgrade brake fluid was 
revealed. 

The trade association conducted 
a survey on automobile wax and 
polish production for the first time. 
It was based on statistics provided 
by 27 leading manufacturers in this 

field. 

More than 35 million packages 
were produced and over 90 percent 
were in the 20-ounce-and-smaller 
category. More than half the total 
in both liquid and paste form con- 
sisted of combination cleaner and 
wax. 


Summer Expected 
To Boost Demand 
For Tinted Glass 


DETROIT. — Demand for tinted 
glass will increase on new-car or- 
ders with the approach of summer, 
Chrysler Corp. sales officials be- 
lieve, They said tests show tinted 
glass can keep a car many degrees 
cooler than the clear variety, 

They said the current demand for 
tinted glass ranges from 5.2 percent 
of Valiant production to more than 
85 percent of the Imperial output. 
It is installed on about 17 percent 
of Plymouth cars, they added. 


Dodge is equipping 30 percent of | 
its medium models with this type| 


of glass, the officials continued, and 
nearly 11 percent of the Dart out- 
put is equipped with it. 

They said tinted glass is used on 
about 39 percent of DeSotos and 
on 52 percent of Chryslers. 

With the possible exception of 
the Imperial, there may be an “ap- 
preciable increase” on all makes 
with the approach of warmer 
weather, they said. 


AUTOMATIC 
TRANSMISSION 
LEAKS! 


“Smith-0-Matic Seal” 
...@ new product 
stops all bad leaks. 


Car dealers 
throughout California 
and the Midwest 
swear by 
“Smith-0-Matic Seal” 


Sold exclusively 
through 
CAR DEALERS. 


Comes in handy 
plastic containers. 


$10.80 per dozen. 
Retails for $1.95 ea. 


ORDER TODAY! 


SMITH & SON PRODUCTS 
Box 444 


San Pedro, Calif. 


No Charge 
for Children 


| Air-Conditioned Rooms 


Television and Radio 

Convenient Parking 

WOodward 3-7100 

Jerry Moore, gen. mgr. 
Sy 16 e 


FREE TELETYPE RESERVATIONS 


FOR ALL ALBERT PICK HOTELS 

















| 








AUTOMOTIVE NEWS, JUNE 6, 1960 
Model Run to Top 5 Million... 


Car, Truck Output Estimates 
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Week Week am. 1 
Ended Same Ended Total 
June 4, Week, May 28, Output, J me 
1960 1959* 1 May* L 
AMERICAN MOTORS 
Rambler ..............c.000000 9,600 9,081 9,693 46,372 188,672 233,607 
CHECKER MOTORS .. 180 167 196 868 2,695 3,552 
CHRYSLER CORP. .... 19,750 18,302 23,550 97,249 374,508 519,597 
Chrysler 7,396 37,862 41,860 
DeSoto 1,083 26,962 15,003 
MII pscsxesi: arsesnssoydteoahioe 43,320 83,088 197,449 
Imperial 817 10,392 71,534 
Plymouth Total 44,633 216,204 257,751 
Plymouth 18,722 216,204 129,674 
Valiant SOR... £:caiads 128,077 
FORD MOTOR** 167,051 825,262 876,550 
Ford Division 131,310 716,202 725,427 
Falcon Ce ca 225,900 
Ford (Standard) .... 9,345 30,868 17,762 76,021 682,519 457,059 
Thunderbird. ............ 1,790 1,611 2,216 9,794 33,683 42,468 
L-M Division. .............. 5,940 3,506 8,315 35,741 87,736 151,123 
Comet Che wiccusteu 59,014 
arte 1,238 14,669 10,238 
reury 12,774 73,067 $1,871 
GENERAL MOTORS . 291,858 1,384,070 1,600,692 
NE eichtendetehssorviseinens 26,481 127,344 141,229 
Cadi 14,314 77,884 877,575 
Chevrolet Division 174,770 770,233 974,128 
Corvair 4, BEE actcreess 134,548 
Chevrolet (Stand.) sna0e 32,062 37,873 156,333 770,233 839,580 
Oldsmobile .................... 6,250 8,502 7,270 33,200 196,988 186,504 
BIER | iacasiocsdiceccivintsoests 8,100 10,477 10,501 43,093 211,621 221,256 
S-P CORP. 
Studebaker .................. 2,688 > Seasemcie 8,560 79,993 55,912 
Total Cars, U. S.**......116,266 125,353 142,555 611,958 2,855,200 3,289,910 
*Revised. 
**Totals for 1959 include Edsel production. 
COMMERCIAL CARS 
(U0. S. PRODUCTION ONLY) 
Week Jan. 1 Jan. 1 
Same Ended Total To To 
Week, May 28, Output, June6, June 4, 
1959 1960* May* 1959* 1960 
8,757 8,004 34,595 184,431 212,113 
110 67 241 2,985 1,345 
43 52 274 1,415 1,921 
1,469 1,779 5,932 37,983 36,053 
8,014 8,084 32,988 153,290 171,478 
1,847 2,630 9,428 40,679 51,561 
3,566 2,649 11,162 60,635 
325 300 1,411 7,810 
ee.” *adaieee 1,568 6,065 6,888 
443 397 1,586 8,754 8,577 
2,282 5,610 18,241 53,412 66,404 
88 337 1,784 1,951 
Total Trucks, U, S..... 20,918 27,202 29,652 117,763 563,872 625,458 
Total Cars, Trucks, 
SSR i ae 137,184 152,555 172,207 729,721 3,419,072 3,915,368 
Total Cars, Trucks, 
IED ciccitedatnsemennctn 11,010 9,783 8,674 45,382 208,324 218,881 
Grand Total, 
Cars and Trucks, 
U. S. and Canada....148,194 162,338 180,881 775,103 3,627,396 4,134,249 


*Revised. 


Highway Death Toll Rises 
As Trend Is Reversed 


CHICAGO. — America’s highway 
death toll in April went up 10 per- 
cent over the same month last year, 
the National Safety Council re- 
ported. 

This was the greatest such 
monthly increase since June, 1956, 
the council said, 

The April total of 2,910 traffic 
fatalities was 260 more than the toll 
of 2,650 for the same month last 
year and was the largest for any 
April since 1957, when the toll was 
2,933. 

Disabling injuries from traffic ac- 
cidents in April were estimated by 
the council at 400,000, 

The sharp rise in April was a 
drastic change from the 16 percent 
decrease in traffic deaths recorded 
in March from the same month a 
year ago. 

As a result of the big April toll, 
traffic deaths at the end of the first 
four months of this year were only 
1 percent below those for the same 
period last year — 10,590 against 
10,730. Deaths had been 5 percent 
below last year at the end of the 
first three months. 

Motor vehicle travel was up 4 
percent in the first four months 
of this year over the same period 
last year, the council said. 

This increase in travel, coupled 
with the slight decrease in traffic 
deaths, produced a four-month 
mileage death rate of 4.7—lowest 


in the nation’s history for that pe- 
riod. The rate for the same period 
in 1959 was 5.0. (Mileage death rate 





is the number of traffic fatalities 
per 100 million miles of vehicular 
travel.) 

Of the 49 states reporting to the 
council, 18 had fewer deaths than 
in April a year ago, one reported 
no change and 30 showed increases. 

For the four-month period, 30 
states showed decreases, one re- 
ported no change and 18 had in- 
creases. 

Cities showed a 9 percent in- 
crease in traffic deaths in April, 
according to reports from 727 cities 
of more than 10,000 population. For 
the four-month period, these cities 
showed a one-percent increase over 
last year. 

Fewer deaths in April than a 
year ago were reported by 108 
cities, while 139 reported more 
deaths and 480 showed no change. 
Most of those with no change had 
perfect records for both Aprils. 
For the four-month period this 

year, 207 cities had decreases, 232 
showed increases and 288 reported 
no change. 

A total of 541 of the 727 cities re- 
porting had perfect records in 
April. The three largest were Ro- 
chester, N. Y., (345,600); Long 
Beach, Calif., (336,100), and Nor- 
folk, Va., (291,000), 

At the end of four months, 335 
of the cities still had perfect rec- 
ords. The three largest were Lin- 
coln, Neb., (119,600); Schenectady, 
N. Y., (98,000), and Columbus, Ga., 
(89,400). 








Eight Months... 


June Production Aims| Model Output 


oa =: |AE 620,000 Cars 


(Continued from Page 1) 


wasn’t produced until the second 


week of July. 
A production of 620,000 cars in 
June also would bring output for 


the first six months of this year to 
an estimated 3,816,308 units, That 
would be a 16.1 percent boost over 


the 3,286,851 cars turned out during 
the first half of last year and 
would mark the highest first-half 
output since 1955, when the indus- 
try assembled an alltime high of 
4,256,850 cars, 
* * * 
[ week the industry produced 
only 116,266 cars as Memorial 
Day knocked out a work day. Only 
a few makers scheduled Saturday 
operations to make up for the hol- 
iday loss. 
Working six days last week 
were Falcon at Métuchen, N. J.; 
Lorain, O.; San Jose, Calif., and 
Kansas City; Comet at Lorain; 
Rambler at Kenosha, and stand- 
ard Chevrolet at Atlanta, Flint, 
Janesville, Wis., and St. Louis, 
Elsewhere, assembly plants were 
on three-day and four-day sched- 
ules. Only at Imperial were assem- 
bly lines halted for the entire week. 

Last week’s car output compared 
with the 142,555 units turned out a 
week earlier, and the 125,353 cars 
built during the week ended June 
6 last year. It also marked the first 
week this year that car output fell 
below the corresponding week of 
1959. 

* * * 
BREAKDOWN of last week’s 
car-assembly operations show- 

ed General Motors off from 69,957 
assemblies a week earlier to 57,523 
cars during the week ended June 
4; Ford down from 39,159 to 26,525; 


6,532 | Chrysler off from 23,550 to 19,750, 


and Rambler off from 9,693 to 9,600. 

Studebaker-Packard, down the 
previous week for adjustments 
of inventories, got back into pro- 
duction last week with an esti- 
mated 2,688 Larks and Hawks. 
S-P plans to continue on a four- 
day schedule with 84 assemblies 
scheduled per hour, officials said. 

The return of Studebaker to pro- 
duction helped the compacts take 
29.3 percent of total industry output 
on an estimated 34,048 assemblies 
last week. A week earlier, Comet, 
Corvair, Falcon, Rambler and Val- 
iant captured 25.9 percent on 36,969 
assemblies. 

Standard-car output last week 
totalled an estimated 82,218 units, 
good for 70.7 percent of total in- 
dustry assemblies. A week earlier, 
the group picked up 74.1 percent 
on 105,586 units. . 

* 

N A model-run basis, the com- 

pacts had built 1,195,987 cars 
good for 25.3 percent of the 4,730,- 
139 units turned out through the 
first eight months of the 1960 run. 
A year ago, the compacts—Lark 
and Rambler—took 9.2 percent on 
389,983 assemblies. 

Both compacts in production a 
year ago have shown increases 
during the first eight months of 
this year—Rambler up from 285,- 
448 to 359,654, and Lark up from 
104,535 to 106,270. 

Among the other compacts, Fal- 
con is in second place with 319,054 
assemblies; Corvair is third with 
211,057; Valiant is fourth with 143,- 
520, and Comet in sixth place (after 
a late start) with 56,432. 

In the standard class, Chevrolet 
is far ahead of its closest competi- 
tor with 1,054,234 cars produced 
through the first eight months of 
this year, compared with 1,108,531 
assemblies through the comparable 
period of the 1959 run. 

Ford igs second with 777,038 as- 
semblies this year, compared with 
1,021,773 over the same period a 
year ago; Plymouth, in third place, 
is off from 320,482 to 213,075, and 
Studebaker Hawk declined from 
5,975 to 2,969. 

* * * 

ONTIAC continues to lead the 

medium class but the big talk 
is about Dodge, which has climbed 
into second place with 275,209 as- 
semblies this year, compared with 
123,987 cars built during the first 





eight months of the 1959 model run, 

Pontiac is on top with 302,988 
assemblies this year, compared 
with 284,119 a year ago. 

Elsewhere in the class, Oldsmo- 
bile is off from 296,183 to 272,856 
units; Buick off from 247,211 to 
209,300; Mercury up from 113,436 to 
130,473; Thunderbird up from 47,475 
to 65,052; Chrysler up from 50,129 
to 59,883; DeSoto down from 38,106 
to 22,264, and Edsel, now out of 
production, off from 38,784 to 2,846. 

In the highest-priced class, Cad- 
illac leads the field with 107,673 
assemblies this year, compared 
with 110,515 units built during the 
first eight months of the 1959 model 
run. Lincoln is off from 22,316 to 
21,714, and Imperial is up from 
15,315 to 16,578. 

ok cd * 

N THE commercial-car field, out- 

put last week totalled an esti- 
mated 20,918 units, compared with 
29,652 assemblies a week earlier 
and 27,202 trucks built during the 
week ended June 6 last year. 

Commercial-car output for May 
totalled 117,763 units—a 4.3 per- 
cent increase from the 112,863 
trucks built in April. 

Canadian manufacturers turned 
out an estimated 9,150 cars and 
1,860 trucks last week, compared 
with 7,277 cars and 1,397 trucks a 
week earlier, 

Output in Canada in May totalled 
an estimated 45,382 cars and trucks. 
In April, the industry turned out 


42,034 vehicles. 


By Los Angeles Expert... 


By Price Group 





COMPACTS 
1960 
Pos. 
1— 359,654 
2— 319,054 
3— 211,057 
4— 143,520 
5— 106,270 
6— 56,432 
1,195,987 
STANDARDS 
1960 1959 
Pos. Make Pos. 
1—1,054,234 Chev. 1,1 1—1 
2— 777,038 Ford 1,021,773 —2 
8— 213,075 Plymouth 320,482—3 
4— 2,969 Stude. Hawk 5,975—4 
2,047,316 Total 2,456,761 
MEDIUMS 
i 1959 
Pos. Make Pos. 
1— 302,988 Pontiac 284,119—2 
2— 275,209 Dodge 123,987—4 
3— 272,856 Olds. 296,183—. 
4— 209,300 Buick 247,211—3 
5— 130,473 Mercury 113,436—5 
6— 65,052 T-Bird 47 AI5—7 
7— 59,883 Chrysler 50,129—6 
8— 22,264 DeSoto 38,106—9 
9— 2,846 Edsel 38,7384—8 
1,340,871 Total 1,239,430 
HIGHEST PRICED 
1960 1959 
Pos. Make Pos. 
1— 107,673 Cadillac 110,515—1 
2— 21,714 Lincoln 22,316—2 
3— 16,578 Imperial 15,315—3 
145,965 Total 148,146 
Grand 
4,730,139 Total 4,234,320 








80% of Smog Laid to Autos 


CINCINNATI. — Automobile ex- 
haust causes about 80 percent of 
the smog-inducing chemicals in the 
nation’s smoggist city, says the 
deputy director of air pollution con- 
trol for Los Angeles. 


“We know for certain that auto 
exhaust is by far the biggest 
single offender in our fight 
against air pollution,” said Ar- 
thur A. Atkisson during a discus- 
sion at the Air Pollution Control 
Assn. convention here. 


The California legislature passed 
a bill in March which eventually 
will require antismog devices for 
most of the state’s seven million 
cars. 


Similar legislation has been pro- 


AMC to Set Up 
Jacksonville Zone, 


Parts Warehouse 


DETROIT.—In a major expan- 
sion move in the South, American 
Motors last week announced that 
a zone sales office and parts ware- 
house will be opened about Aug. 1 
in Jacksonville, Fla., to serve Ram- 
bler dealers and owners in Florida 
and Southern Georgia. 

The territory formerly came 
under the Atlanta office. 

“Record Rambler sales in the 
South made this new zone neces- 
sary,” said Roy Abernethy, AMC 
automotive distribution and mar- 
keting vice-president. Rambler 
sales last year in the area to -be 
covered by the Jacksonville zone 
were virtually double those of 1958, 
he said. 

Construction hag been started on 
a 31,000-square-foot building at 4600 
Phillips Highway (US-1), and per- 
sonnel of the Jacksonville zone will 
be announced later, Abernethy said. 


“The new zone parts depot, which 
will stock more than 10,000 sep- 
arate parts, will assure overnight, 
or faster, parts service to Rambler 
dealerships throughout the terri- 
tory,” Abernethy said. 

At present there are 75 Rambler 
dealers in the zone area and a 
program is under way to sign up 
additional dealers, he added. 


posed in Cincinnati by Councilman 
Charles P. Taft. 

The proposed legislation would 
prevent sales of new cars here 
until a device to reduce smog is 
installed. 

The device is a metal tube 
which diverts vapors from the 
crank case and exhaust pipe back 
to*the engine where they are 
burned. It is said to reduce car 
vapors from 50 to 80 percent. 

Atkisson said the Los Angeles 

smog damages vegetation, cracks 
rubber products such as auto tires 
and, “we believe affects the health 
of our residents.” 

He said the ingredients of auto 
exhaust, concentrated many times 
beyond what humans ordinarily in- 
hale, have been harmful to animals. 

“Cincinnati obviously does not 
have the smog problem today 
that we have in Los Angeles,” 
said Atkisson, “but the problem 
increases with the city’s growth 
and increased traffic.” 

Charles Gruber, Cincinnati air 
pollution officer, says vehicles burn 
440,000 gallons of gasoline on a 
busy day in Cincinnati. Some 100 
tons of exhaust vapors are released 
as a result, Gruber said. 

Meanwhile, Cornelius Wand- 
macher, associate dean in the Uni- 
versity of Cincinnati College of En- 
gineering and chairman of the 
Cincinnati City Manager’s commit- 
tee on automotive engine exhausts, 
had this to say: 

“The greatest challenge we have 
as citizens is to see that a city 
council or other legislative body 
is not stampeded by an alarmist 
into passing legislation for engine 
exhaust control without adequate 
technical data.” 


Ford to Build Comets 


At Kansas City in July 

DEARBORN. — Heavy demand 
for Comet has prompted Ford 
Motor Co. to add the car to its 
Kansas City production lines, which 
now produce Falcons and Ford 
trucks. 

Production is slated to start July 
11 and about 7,000 will be built by 
the end of August. About 25 per- 
cent of the plant’s two-shift car 
capacity will be devoted to Comet, 
Ford said. 
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Board Urges ren 


Bonus Reform a Topic 
For NADA Directors 


(Continued from Page 1) 


are paying different prices for their 
cars. 


Dealers don’t like this setup. 
Many of them suggested that the 
quota system be scuttled and that 
the factories pay a fixed bonus on 
every car in dealer’s hands or on 
order after a certain date. 


* * * 


N EXAMPLE of this type of 

program is the current Corvair 
plan. As of May 1, Chevrolet an- 
nounced that it would pay dealers 
$25 for each Corvair delivered until 
the end of the model year. 


A resolution prepared by NADA’s 
Industry Relations Committee fol- 
lows this line of thought. 

The committee recommended 
“that NADA make every effort 
to achieve a buildout bonus sys- 
tem under which no dealer will 
be able to purchase a specific 
unit at less than any other deal- 
er, and that all so-called buildout 
bonuses be applied to inventory 
and demonstrators as well as fu- 
ture purchases.” 

The Industry Relations Commit- 
tee is one of NADA’s most power- 
ful units. It includes a dealer han- 
dling each domestic make of car 
and is headed by Charles C. Freed, 


Huebner Heads 
. 
Chrysler Institute 
* * 
Of Engineering 

DETROIT. — George J, Huebner 
jr., executive engineer—research in 
Chrysler Corp.’s Engineering Divi- 
sion, has been elected president of 
the Chrysler In- 
stitute of Engi- 
neering by the 
Institute’s board 
of trustees. 

His new re- 
sponsibilities will 
be in addition to 
his duties as head 
of the research 
section. He has 
served since 1947 
g on the Institute’s 
G. J. Huebner board of trustees 
and board of administration. 

Huebner, the Institute’s fourth 
president, succeeds James C. Zeder, 
recently retired corporate vice- 
president who had been president 
of the Institute since 1947. 

The Institute’s board of trustees 
also elected two new trustees: Alan 
G. Loofbourrow, director of en- 
gineering, and Ernest P. Lamb, ex- 
ecutive engineer—administration. 


Continuing as trustees are: P. C. 
Ackerman, engineering vice-presi- 
dent; L. R. Baker, director of the 
Institute; H. E. Chesebrough, cor- 
porate vice-president and general 
manager of Plymouth-DeSoto-Val- 
iant; J. K. Harness, corporate chief 
patent counsel; G, T. Higgins, cor- 
porate secretary, and Huebner. 





e e 
Pontiac Appoints 
e e . e 
Reliability Chief 

PONTIAC. — Appointment of 
John F. Blamy to the newly 
created post of director of reliabil- 
ity was announced last week by 
S. E. Knudsen, Pontiac general 
manager. Blamy formerly was di- 
rector of quality control. 

Knudsen also announced the ap- 
pointments of O. J. Brown as 
assistant director of reliability, sys- 
tems, and D, G. Simpson, assistant 
director of reliability, quality as- 
surance. Both Brown and Simpson 
formerly were assistant chief in- 
spectors. 

Blamy joined Pontiac in 1930, 
Brown in 1929 and Simpson in 
1940. 


Brook Enlarging 

MISHAWAKA, Ind. — Brook 
Motor Sales, Inc. (Studebaker- 
Mack), is adding 4,300 square feet 
on to the present building, This 
will be used for the body shop, 
truck repairs and used-car recon- 
ditioning. 





Salt Lake City, an NADA director 
and former president. 


The committee’s resolution has 
been approved by the NADA board, 
and the various dealer councils 
have been asked to discuss the sit- 
uation with their manufacturers. 

+ * +. 


LEAS for a standardized build- 

out bonus system continued to 
reach Automotive News last week. 
A New Yorker compared the situa- 
tion with the “volume bonuses” or 
“retroactive discounts” many mak- 
ers used to pay on dealer purchases. 


“These payments varied, depend- 
ing on whether the dealer was in a 
metropolitan, multiple-point or sin- 
gle-point location,” he said, “Today, 
just about every make has a one 
percent holdback for all dealers. 


“Why can’t we have that kind 
of uniformity on _ buildout 
bonuses ?” 


A Missouri Ford dealer urged 
that the buildout program be an- 
nounced at least six months in ad- 
vance to permit dealers to make 
plans for moving their stocks of 
current models. 


“The principle of the present sys- 
tem is good, but the administration 
is poor,” he remarked. 

ok om * 


i GEORGIA, a Pontiac dealer 
voiced a universal complaint. “A 
quota based on sales during the 
first half of the year is not fair,” he 
said. “It hurts the dealer who had 
a good first half and benefits the 
dealer whose sales were off during 
that period.” 

He favored a flat amount per car 
as the most equitable sort of bonus 
arrangement. 

An Easterner mentioned the 
problems of metropolitan dealers 
who are surrounded by small- 
town, low-quota outlets. 

“The small dealers,” he said, “can 
hit the bonus class early, and then 
they can make things mighty tough 
for the big-quota boys by selling at 
cost and reyling on the rebate for 
their profit.” 

Another retailer commented that 
high volume during the bonus pe- 
riod is not an unmixed blessing. 

He told of a dealer who, a few 
years ago, picked up a sizable 
bonus during the cleanup but lost 
it all on used cars because he 
bought his trades too high. 


* * * 


Rvsoour bonuses, however, 
aren’t the only types of factory 
incentive programs that nettle 
dealers. A Midwest operator wrote 
AvuToMOTIVE News last week to as- 
sail the contests that offer mer- 
chandise or vacation trips to sales- 
men or sales managers, 

He complained that dealers 
must help finance these pots-and- 
pans contests, although they sel- 
dom are given credit for doing 
so. This, he declared, “is but one 
of the many unsatisfactory ele- 
ments of the whole procedure.” 

In merchandise contests, several 
of which are in effect at present, 
the dealer almost always pays part 
of the cost of prizes awarded to 
salesmen, His share is usually 50 
percent. 

In some cases, dealers also share 
the cost of prizes or trips for sales 
managers, and there have been in- 
stances in which they have had to 
contribute toward the awards to 
the dealers themselves. 





HELP WANTED 


FORD PARTS SALESMEN—We need ex- 
perienced salesmen to call on Ford deal- 
ers in Virginia, North and South Caro- 
lina and Pennsylvania, Our line of gen- 
uine and replacement parts is complete. 
This is an excellent opportunity for in- 
telligent and alert salesmen now selling 
to the Ford dealer, Write to Box 1529, 
c/o Automotive News, Detroit 7, 


SERVICE MANAGER: Opportunity ca- 
Pable person, Chrysler experience pre- 
ferred. We are established, locally owned 
dealership, city 45,000, thirty miles from 
Pittsburgh, Good salary, pleasant work- 
ing conditions, plus incentive based on 
performance. Reply giving previous ex- 
perience and references, Box 1530, c/o 
Automotive News, Detroit 7, 


HELP WANTED 


SALES MANAGER, Opportunity unlimited. 


We are a well established dealership lo- 
cated in a metropolitan area in Pennsyl- 
vania, If you do not have a proven rec- 
ord in today’s market, do not apply, We 
offer a good salary plus an incentive 
program based on performance, Wonder- 
ful opportunity for right man, Please 
send picture and give age, education, 
family status and complete chronological 
record of experience—including earning 
requirements. Box 1524, c/o Automotive 
News, Detroit 7. 


FIELD SERVICE REPRESENTATIVE — 


Leading Midwes: distributor imported 
automobiles, Reasonable salary, company 
benefits, paid vacation, life insurance 
and hospitalization, Send resume to Box 
1523, c/o Automotive News, Detroit 7. 


GENERAL SALES MANAGER for 1,000 


plus car dealership, metropolitan area, 
East Coast, Require proven record of 
successful management in volume selling. 
Excellent opportunity, Send full informa- 
tion Box 1525, c/o Automotive News, 
Detroit 7, 


PARTS FIELD REPRESENTATIVE for 


automotive importer. Knowledge of in- 
ventory control on dealer level and sales 
experience essential, Involves travel in 
Midwest area, Headquarters in Detroit. 
Company car, salary and commission. 
Apply Box 1526, c/o Automotive News, 
Detroit 7, 


SERVICE MANAGER: Ford-Mercury in 


progressive rural western Michigan com- 
munity of 4,000. Must be experienced in 
mechanical phases and administrative 
duties. In reply please give age, educa- 
tion, family status, experience and sal- 
ary requirements. Box 1527, c/o Auto- 
motive News, Detroit 7. 


PARTS MANAGER: Experience Chrysler 


parts, Established dealership close to 
Pittsburgh, Opportunity for right man, 
good salary and commission, Reply pre- 
vious experience, marital status and 
references, Box 1528, c/o Automotive 
News, Detroit 7. 


FIELD REPRESENTATIVE for auto man- 


ufacturer, good background of dealer 
structure imperative and a working 
knowledge of auto financing, Will travel 
opening new dealerships in Midwest and 
South. Opportunities unlimited. Age 28 to 
38. Car furnished, expenses and starting 
salary. Box 1520, c/o Automotive News, 
Detroit 7. 


SERVICE MANAGER — Southern Califor- 


nia, 100,000 population, Buick dealership. 
A successful operation needs a first rate 
manager to replace man taking a dealer- 
ship. Write all about yourself. Box 1511, 
c/o Automotive News, Detroit 7. 


SALES MANAGER — Large Midwestern 


dealer needs a reliable man capable of 
supervising and training hard-hitting 
sales force. Must be experienced with 
proven record, Salary, over-ride, bonus. 
Will earn $15,000 to $18,000 yearly. 
Permanent position for man who can do 
an aggressive sales job. Send full resume 
of experience, Box 1499, c/o Automotive 
News, Detroit 7. 





VOLKSWAGEN PARTS MANAGER: Ex- 


cellent starting salary, compensations 
and employe benefits. Located in Los 
Angeles area. Reply fully giving age and 
full details of experience and references. 
Box 1516, c/o Automotive News, De- 
troit 7. 


MEN WANTED: Are you making over 


$20,000 per year? We want men to 
demonstrate and sell simple device that 
stops shimmy and shake in cars—elimi- 
nates all wheel balancing and most front 
end work. Requires less than 30 minutes 
per car, Instrument costs dealer $159.00 
complete. Write for details to J, Lav- 
inger, B & B Manufacturing Co., Box 
816, Sioux City, Iowa. 





SERVICE MANAGER with demonstrated 
ability for improving all phases of dealer 
service operation, Age 35, married, ex- 
cellent physical condition, better than 
average education, high rating on voca- 


tional tests, technical and modern man- | 


agement practices training, Ability to 
analyze, organize, deputize and super- 
vise proved and supported by references. 
Operation with iarge potential monthly 
sales in South or Southwest area pre- 
ferred, Box 1488, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT—One of the best-—-With 
references to prove it. Age 44, 26 years’ 
automobile experience, desires change. 
Box 1481, c/o Automotive News, De- 
troit 7, 





SEE PAGE 59 
for the nation's 
TOP AUTO AUCTIONS 


POSITION WANTED 


GENERAL MANAGER 
OR 
GENERAL SALES MANAGER 


Excellent record, desires a permanent as- 
sociation with a large volume dealer, or 
anyone desiring to build for the future. 
Capable of assuming full responsibility 
with ability to originate promotional ideas 
along with the necessary controls and 
procedures to assure some dealer the 
added sales and profit volume required. 
37 years old with family, college educa- 
tion, 16 years’ experience in factory and 
direct retail merchandising. Stability and 
character of the highest standard. Pres- 
ently employed, therefore all inquiries 
must be considered highly confidential for 
the benefit of both parties. Box 1539, 
c/o Automotive News, Detroit 7. 











DEALERSHIPS AVAILABLE 


PROFITABLE DEALERSHIP handling 
Pontiac-Rambler in Midwest town of 
5,000. Volume last year was $850,000.00, 
this year running about the same. Parts 
and accessories, tires, gas, oil and grease 
are inventoried at $11,446.63; machinery 
and equipment at $8,687.96; furniture 
and fixtures $2,182.54; leasehold improve- 
ments at $2,751.45. Total of these items 
is $25,068.58. For a quick cash deal, I 
will take $15,000.00. Please do not con- 
tact me uniess you are ready to do 
business and have the cash. Write Box 
1521, c/o Automotive News, Detroit 7. 


AUTO DEALERSHIP IN KANSAS CITY 
handling hottest line of compact cars on 
market today, 800-1,000 yearly sales po- 
tential, Long established dealership, good 
profit record and high service absorp- 
tion, Attractive building lease available. 
Only financially responsible persons able 
to meet factory requirements need apply. 
Reason for selling—health All replies 
held strictly confidential, Box 1532, c/o 
Automotive News, Detroit 7, 





| HANDLING BUICK, Jeeps, GMC, Lark, 
central California. Net $25,000 to $45,000 
per year, City 18,000 near mountains— 
good fishing, good hunting. Beautiful 
new 17,000 sq. ft. building—sell or lease, 
one-half or all, Reasonable. Retiring. B. 
Robertson, P. O, Box 153, Coarsegold, 
California, 


AGENCY HANDLING RAMBLER, Mon- 
mouth County, N. J. $440,000—gross, 
property incl, $35,000 will start you, 
Maria Anjoubault, c/o Ray Bell & As- 
sociates, 550 Cookman Ave., Asbury 
Park, N. J. 


DEALERSHIP HANDLING CHEVROLET 
in southern Kansas, Well established, 
fine sales record. Desirable location, ex- 
cellent lease facilities, Offered at inven- 
tory to qualified buyer. Will explain 
reason for sale privately. Write Box 
1533, c/o Automotive News Detroit 7. 


AVAILABLE—Well established dealership 
handling Rolls Royce, Jaguar and full 
BMC line, Exclusive zone of influence, 
100,000 population, Location richest, 
most desirable in California, Reason for 
selling—retirement, Write Box 1531, c/o 
Automotive News, Detroit 7. 





DEALERSHIPS AVAILABLE 


PROFITABLE DEAL HANDLING RAM- 
BLER, western New York, 100,000 draw 
population, 200 new car deal, Will lease 
showroom, service department and body 
shop with jubritorium—fully equipped, 
also fine used car lot and office, with 
customer parking for cars, Complete 
service tools, equipment, signs and parts 
$18,000. Reason for selling is illness. 
Write Box 1515, c/o Automotive News, 
Detroit 7. 


FOR SALE: Dealership handling Rambler. 
Full service department, building with 
spacious room, Located in northwestern 
part of Virginia. Building, parts, agency, 
used cars, complete deal. One-half cash 
required. Reply to Box 1537, c/o Auto- 
motive News, Detroit 7. 


AUTO DEALERSHIP AVAILABLE—Deal- 
ership handling Chevrolet-Oldsmobile in 
western upper Michigan peninsula for 
sale. Absentee owner wishes to sell. 
Write fully to Box 211, Romeo, Mich- 
igan. 


HANDLING PONTIAC-CADILLAC DUAL 
—Texas Gulf Coast area, 60,000 popu- 
lation, 220-unit potential, Making money. 
Dealership 15 years old and sound, No 
building to buy. Box 1538, c/o Auto- 
motive News, Detroit 7. 


DEALERSHIP AVAILABLE — Established 
dealership handling Ford-Mercury in 
Ozark region. Modern facilities, air con- 
ditioned showroom, 200 unit potential. 
Lease or buy building, excellent oppor- 
tunity. Box 1512, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING FORD in small 
town in north Texas. Large trade area, 
average 120 new units per year, could 
be more. Must sell because of other 
commitments. Box 1522, c/o Automotive 
News, Detroit 7. 





DEALERSHIP HANDLING 


CHEVROLET 


Buffalo, N. Y., 1,100 new units in 1959. New 
building, excellent facilities—all in one loca- 
tion. Will sell all or take financial partner. 
Must act quickly. Will sell or lease real 
oe, Box 1536, c/o Automotive News, De- 
troit 7. 





FLORIDA—fast growing central citrus sec- 
tion—handling Rambler and Jeep. All 
new facilities, potential 200-plus_ units. 
Buy building, equipment, supplies, tools 
and parts—no used cars or receivables. 
Assume no recourse liabilities—will quote 
only to those interested enough to come 
and see the deal. Owner’s other interests 
make this fine operation available. Reply 
to Box 1518, c/o Automotive News, De- 
troit 7. 


HANDLING POPULAR GM CAR, only 45 
minutes from Pittsburgh, Reasonably 
priced for inventory, real estate not in- 
cluded, Suitable lease can be arranged. 
Reply to Box 1503, c/o Automotive 
News, Detroit 7, 


FLORIDA, handling Renault and Peugeot 
in central Florida coastal, 300,000 trade 
area. $25,000 will buy inventory, No used 
cars to buy, Bonafide buyers only reply. 
Box 1504, c/o Automotive News, De- 
troit 7. 


FLORIDA — Handling Plymouth-Valiant, 
350 new units. Owner wishes to retire. 
Box 1506, c/o Automotive News, De- 
troit 7, 








HELP WANTED 








our expense. 


5 figure income. 





An Open Letter To 


SERVICE SALES MANAGERS 


SERVICE MANAGERS— 
Opportunity to become ‘The Kingpin’ 


We are a national chain . . . leader in our field. 
Many unique openings. If you are qualified, you will 
be trained at our national offices and relocated at 


To take complete charge of automotive service cen- 
ter. Many executive benefits . . . profit sharing .. . 


Write and tell us about yourself. 
Our employes know of these openings. 


Box 1541, c/o Automotive News, Detroit 7. 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING CHEVROLET 
—Over 200 planning potential, richest 
(and resort) section of Georgia. Terms if 
desired. Box 1501, c/o Automotive News, 
Detroit 7. 


DEALERSHIPS WANTED 


“BIG THREE’’—Midwest, pay top cash 
Price, Factory approval, Confidential. 
Box 1534, c/o Automotive News, De- 
troit 7. 


FLORIDA—ALL CASH, Confidential, Box 
1535, c/o Automotive News, Detroit 7. 


CHEVROLET, FORD OR GM DUAL in 
California, selling 350 or more units per 
year. Will pay top cash price, Factory 
approval assured, All replies will defi- 
nitely be kept confidential, Box 1453, 
c/o Automotive News, Detroit 7. 


DEALER SERVICES 


DEALER SERVICES 





1960 Auto Costs! 








you the factory invoice prices of all 











BUSINESS OPPORTUNITIES 





igan Avenue in the 
Avenue’s business section, Between 
Wayne and Dearborn, near Detroit, 
Michigan. One block west of Inkster 
Road, Ideal for dealership or used car 
lot. Call Detroit, UNiversity 1-1050, ask 
for Mr. Newman. 








Profits and Sales 
By 
Management Control 


A successful individual in Automobile Retail 
Merchandising and Management will select 
roe | 10 (ten) dealerships to install a proven 
and practical system of management con- 
, individually designed for your dealer- 
ship (factory concurrence assured). This man- 
agement specialist will remain in your deal- 
ership from 4 (four) to 6 (six) weeks and 
place into operation any service required 
after a careful study. Any assistance there- 
after will be as required. 


THIS IS NOT AN ANALYSIS 


CARS FOR SALE 









DEALERS ATTENZIONE !! 
BRAND NEW 


1960 MORETTIS 
"Virtually a Legal Steal" 
Present Dealers’ Cost 






BUT SERVICES RENDERED $2,217.60 
Master Plan Of O tion Sales Productivi 
Ovgcninetonel Sredere Expense Control” Your Price 


Sales Solicitation Sales & Activity 
Advertising & Promotion Sales Training 
New Car Sales Plan 
Used Car Sales Plan 


PROFITS IN ORGANIZED SERVICE 


Write for detailed program. Confidential. 
Management Control, Inc., Box 1540, 
c/o Automotive News, Detroit 7. 


$1,400.00 


For Tourisimo coupes or 4-door 
sedans. 4-cylinder, 750 c.c. en- 
gine, up to 120 m.p.h. Custom 

dy construction, 20 coats 
hand rubbed paint. 


Also Moretti Spyder Converts 
at slightly higher prices. 


Delivery arranged anywhere 
in U. S. A. for a 10% deposit. 


Choice Imports 


Wholesalers of Imported Cars 


3052 N. Cicero Chicago 41, Ill. 
SPring 7-9221 



















MILITARY ACCEPTANCE 
WILL HELP YOU SELL MORE 
MILITARY PERSONNEL 


* Worldwide financing and refinancing up 
to 36 months . . . for officers and non- 
coms of pay grades E5 and above... 
on simplified, non-recourse basis. 








* Cars may be taken overseas without re- 
financing. 


Military Acceptance Corp. 


Dept. D, P. O. Box 2166, 800 Broadway 
San Antonio, Texas—CApitol 5-6756 








MERCEDES-BENZ 


Direct Importer—No Middle Man 
ALL MODELS 1955-1960 


Cars are serviced and cleaned, ready for 
resale. Supply on hand. Confidential. 
Dealers Wholesale Price List on Request. 


GLOBE AUTOMOTIVE 


IMPORTS, INC. 
Box 508 Montgomery, N. Y. 
Telephone: Newburgh JOhn 1-2248 
Cable Gloimp 








TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 














CARS FOR SALE 


clean used cars! 
you need ’em— 


HERTZ 


All in top shape, clean and sharp—real bell ringers! 
Chevys, Fords, Plymouths, Buicks, Cadillacs, Pontiacs. 
Sedans, hardtops, wagons and converts! 


You name it, we’ve got it—in fast-selling colors — 
equipped with power steering, R & H, automatic trans- 
mission, many with power brakes — the works! 


Low mileage 1959 models are now available at Hertz 
offices across the country. 


CALL YOUR LOCAL HERTZ OFFICE TODAY 


or 
contact: Mr. I. E. Spatig, Hertz Car Leasing Division, 


125 N. Wabash, Chicago 4, IIl., Tel. DE 2-0420 








Discover how much your competitors’ cars 
really cost. The book, "AUTO COSTS," gives 
1960 
American cars, 25 foreign cars, 4 American 
trucks, and all their equipment. Used by 
dealers and banks nationwide. Order your 
‘0 edition today for only $i0—three year 
subscription $18 (including all supplements). 


AUTO COSTS, Spencer Publishing Com » 
Ulberty, N, Y. P ites 


HOT SPOT—437%’ FRONTAGE on Mich- 
heart of Michigan 


CARS FOR SALE 









FOR SALE! 
Good, Serviceable Used 


TAXICABS 


THE WORLD'S LARGEST TAXI- 
CAB DEALER offers for sale 
used taxicabs at prices that 
must interest you. 

We make available to you 
large or small quantities of 
used FORD taxicabs as well 
as other makes, 1958 and 1959 
models. ; 

We put you in direct touch 
with the owner-operator of 
these cabs, and make no 
charge for our service. Thus 
any middieman's profits are 
eliminated. 

These cabs are now in ac- 
tual operation. They are not 
out service rusting away 
on a lot, They are in good 
running condition, as demand- 
ed by the strict regulations 
of the New York City Hack 
Bureau. 

Exporters, too, will find this 
offer of interest! 

’ Write, Wire or Phone 
King Ford Motors, Inc. 


BRUCKNER BOULEVARD 
i 59, N. * 
























































1958-’59-"60 
VOLKSWAGENS 


FULLY AMERICANIZED 
NEW — USED 
from 


$900 to $1,375 


Delivered by the Oldest 
Exporters of European Cars 


Also MERCEDES - OPELS 
MGS - BENTLEYS - ROLLS- 
ROYCE - CLASSIC CARS 


RUDI ARONS International 


Agencies GmbH. 


Neue Rabenstr. 32 
HAMBURG, GERMANY 
Phone 44 15 21 
Cable addr.: RARONS 


























CARS WANTED 


WANTED: ROLLS ROYCE and BENTLEY 
motor cars—any year or type, ‘‘Largest 
Official Retailer in USA’’'—Messrs, Scha- 
ler & Waters, 2000 North Meridian 
sete WaAlnut 6-1334, Indianapolis, In- 

ana. 








CADILLAC LIMOUSINES—NEED CLEAN 
’56, '57 and '58s. Franz Ridgeway, BEl- 
mont 4-6611, 2836 N. E, Sandy, Portland 
12, Oregon, 





$200.00 REWARD for information leading 
to recovery of 1959 Thunderbird—Serial 
#J9YH 107542—Color black—1959 South 
Dakota license #36-6492 — Purchaser 
known as Rorie, Von W.—Age 35, oc- 
cupation salesman. Thought to be in 
Southwestern United States, Call collect: 
ELgin 2-6427, Rushmore Credit Corpora- 
tion, Huron, South Dakota. 


PARTS FOR SALE 


LLOYD PARTS—SKODA PARTS—for all 
models. Immediate delivery. AMSKO, 
5069 Broadway, New York 34, New York. 


APPROXIMATELY $10,000.00 new Stude- 
baker-Packard parts, Make offer, In- 
ventory sent to interested parties, Resort 
Motors, 2401-A South 5th, Las Vegas, 
Nevada. 





SCHOOL BUS BODIES 


Attention dealers—For your best buy quote 
Ward Master School Bus Bodies. Literature 
and prices quoted promptly. Frank T. Mee, 
Jr., Safety Products, Inc., 655 Bridgeport Ave., 
Milford, Conn, TRinity 4-6755. 





PARTS FOR SALE 


LLOYD PARTS for all models LLOYD 
cars and trucks in stock for immediate 
shipment by U. S8.’s oldest authorized 
Lioyd importer. Our three years’ experi- 
ence in maintaining a large Lioyd parts 
depot has enabled us to anticipate the 
needs of your Lloyd customers. If car is 
down, we ship same day. Prices by air- 
mail, For fast, dependable service try 
Foreign Cars Corporation, 1812 So. An- 
drews Ave., Fort Lauderdale, Florida. 
JA 2-9942. 


and accessories, Contact your nearest 
distributor or sole U, 8, importer, Fadex 
Commercial Corp., National Parts Cen- 
ter, 421 East 9ist St., New York 28, 
N, Y, TRafaigar 6-7010,. General West- 
ern Distributor: Earle C, Anthony, Inc., 
1000 South Hope St., Los Angeles 15, 
Calif., Richmond 9-4044. 


AUTOMOTIVE BULB #1034 price $14.00 
per C; #67 and #89 $7.00; #1154 and 
#1158 $15.00; #1073 $13.00; #57 $5.50. 
Plastic electrical tape %” x 33 ft. $4.80 


doz.; %” x 66 ft. $9.00 doz, Prepaid. 
Acme Sales, Box 1244, Camden, New 
Jersey. 


REBUILT 32 PACKARD ENGINE—Super- 
eight—transmission drive-shafts, new 
clutch — assembly — pistons — rings — 
rod-cam—main  bearings—lifter-rollers— 
pins — timing chain — guides — springs, 
$550.00, New Winona Intheblok crank- 
shaft grinder, never used, extra grinder 
wheels, $350. Crankshaft Grinder, 103 
Century Rd., Buffalo 15, New York, 


LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cat- 
skill, New York, Phone: 2000. 


CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


PARTS WANTED 





WANTED 


Automatic Transmission Planetary 
Gear Band Cores 


All oy except Borg-Warner and early mod- 
els. g or crate and ship—freight collect. 
Ship in quantities of 100 or more, via truck. 
We will pay 25 cents each for undamaged 
Foe og When shipping describe as "Brake 
a Rad 


Jones Bonding & Mfg. Co. 
124 East Ten Mile Rd. Hazel Park, Michigan 





FOREIGN PARTS WANTED—Close out 
or discontinued stocks, Send inventory, 
cost and asking price, Nemith Auto Co., 
Latham (Albany), New York, 

WANTED: NEW FORD and Chevrolet ob- 
solete blocks, engines and transmissions 
for all models from 1937 to 1952. No 
automatics, Contact: Louis Feldman, 
40-05 30th Ave., Astoria, L, I., New 
York, AStoria 8-4646. 

WANTED: Quantities of new and used 14” 
wheels to fit all makes. Write makes and 
price to: Wheels, Box 15, Wadsworth, 
Ohio, 


TRUCKS FOR SALE 





Car Transporter 
1956 Ford F950 Tractor 


New engine, full air, good tires, five speed 
main, two speed rear. MHS trailer. Seven im- 
ports or five domestics. Exceptionally good. 
$4,995.00. Northwest, Inc., 6655 Corson Ave., 
Seattle, Wash. 





1959 GMC 350 Truck Whitehead and Kahle 
auto transport. Will haul domestics or 
seven foreign cars. Excellent condition, 
$3,995. P. O, Box 9181, Fort Worth, 
Texas, EDison 2-9213, 


SHOP EQUIPMENT FOR SALE 
J, H. BENDER front end pit machine. 
Two years old — excellent condition. 
$400.00, Still Oldsmobile Pontiac, Inc., 
795 Broad Street, Southern Pines, N. C. 


IDEAS 


SPREAD A FAVORABLE IMAGE—=sell 

* advantages of doing business with your 
firm with newsy newspaper column I 
write for you weekly, Write Edward 
Fiske Co., 2 Depot Plaza, White Plains, 
New York. 











SUPERIOR 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
& BRAKE CABLE 
LEADS IN SALES... 
VALUE AND... 
PERFORMANCE 


Dealers’ List Price..........--$69.80 
Dealers’ Special Discount 25%. 17.45 


Dealers’ Net with 4 Standard 


lus 2 L Adapter Clamps. $52.35 
or Fadarcl exclee’ Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 
Four Clamp Hook-Up 


Dealers’ List Price..........+-$59.80 
Dealers' Special Discount 25%. 14.95 


Dealers’ Net with 4 Standard 


plus 2 Large Adapter Clamps. $44.85 
Federal Excise Tax Included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


Phone WO. 2-5257 All Depts 
“Leaders in the Industry 


Since 1939" 


Canadian Distributors 
Eastern: Western: 
Five Wheels Ltd. 


St. (Wosrers) Lid. 
599 Y te 
Weenies Gedurle 


525 Main St. 
2, 





PONIES FOR SALE—Several choice se- 
lected small grade Shetland ponies, Sor- 
rells, Bays and Dapples, Most of these 
ponies heavy in foal or have colt by 
side and rebred to nice Sorrell stallion. 
Attractive prices. Fox Motor Co., Eugene 
Fox, Owner, Clinton, Tennessee—Ph. 
155, Residence: Lake City, Tennessee, 
Ph, 3306. 

CONVERTIBLE TOPS—§21.25. Jeep tops, 


$72.20, Headlinings, $12.50, Free cata- 
log. BIG BUCK, 12 Elliott, Beverly, 


Mass. 
AUCTION SCHOOLS 


LEARN AUCTIONEERING, Nationally 
recognized diploma, Free catalog! Mis- 
souri Auction School, Box 9252P3, Kan- 
sas City, Missouri, 


Advertise in 
Automotive News 





Classified Ad 


Section 





r 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


Coe eeeeeeeesseeesseereseseeeseeeees 
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TRADE CONNECTION: 
Truck Dealer [-] 


WO cancd dalisnde Cnsecuveisceckensey 
Dirtet AGEN ocd ce cecectwetscesesus 
CG, hand ven vecsck sae gevaacnrsasses 
Car Dealer [1] 

Jobber [] Insurance [] 
Make of Car. sccccccecces bbe Vikeoes 


—— 1 
| 


New Subscription Order 


Send Automotive News to Address Below 
-U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [J 
All Other Countries — One Year $13 [J or Two Years $22 [J 


eee eerereer 
eee eee meee eee eeeeeeeee 


Manufacturer [1] 


Financial [] Supplier C] 


ee SS SS SS SS SE A YS LY LS SY 





“Mr. INTERNATIONAL’ 


is a “news analyst” of sales situations 


He’s the Zone Manager, checking over with a dealer 
the facts and figures on a new application of diesel 
power that will increase his truck sales potential. 


He’s the Assistant District Manager, sitting down 
with a first-time truck buyer to learn his needs, and 
helping a dealer translate them into correct truck 
specifications. 


He’s the Zone Parts Supervisor, passing along up- 
to-date trends on merchandising tactics which have 
worked successfully for other dealers in the territory. 


**Best deal in the truck business.. 


“Mr. INTERNATIONAL” is many men, really. But 
whatever the title, his primary job is to help INTER- 
NATIONAL Truck Dealers keep their sales healthy and 
their customers happy. 

This is INTERNATIONAL HARVESTER’S plan of as- 
sistance. If you’re interested in working with an 
organization like this, selling the world’s most com- 
plete line of trucks, an INTERNATIONAL franchise may 
be available to you. Write: Manager of Sales, Motor 
Truck Division, International Harvester Company, 
180 North Michigan Avenue, Chicago 1, Illinois. 


INTERN ATIONAL TRUCKS HH. 











